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WITH THE RATE-BOOK 


The Skillful Artist Hides the Knowledge 
of His Craft 


AN ACTUARIAL AGENT 
Josiah Chuckem Turned Down a Young-Know-It- 
All and Took a Hundred Thousand 
with a Plain Business Man 


First INSTALMEN1 

The little red-headed man who writes more 
business for our company than | dare to hope 
that I ever will, suddenly twirled his swivel 
chair around so that he faced my desk. 

“It’s an art!” he exclaimed. “Writing life 
insurance is an art! Of course you must hustle 
as if you had got away with a pony in Arizona 
and the sheriff had jumped you; but hustling 
isn't everything. There’re a million and one 
things to say that you’ve got to remember to 
say at the right time and about ten million 
that you've got to remember not to say at all. 
Perhaps the most important of the ten million 
things you musn’t say is to show that you know 
too much. That has lost more good prospects 
all the 
gether. And it’s the greatest of art to make 
‘em think you don’t know more than they do 
That’s where [ had the devil of a 


than other nine million odd put to- 


themselves. 
lor I hit the good old 
Dr. 


time when [ began! 
trail from the actuarial end—clerk under 
llighbrow in The Reciprocal. 

“I knew it all! Could told the 
difference in the calculation of a reserve in a 


have you 
child’s endowment and a survivorship annuity. 


I was an actuarial sharp—or thought I was. 
And the first good thing I ran into ought to 
That was my 


thinking 


have been landed on the jump. 
third week in the field, and J 
quite seriously of hunching a return ticket, 


Was 


wondering if J could get back my high-stool 
job. 
Ile TALKep Too Mucn 

“A physician friend had given me an intro- 
duction to a fat-wadded non-believer in life 
insurance. You know the kind. They'd hand 
you a certified check for corner lots on the 
Milky Way, chuck you a peck of double eagles 
for rubber plantations on Crusoe Island, or for 
nitrate mines in Patagonia, but when you speak 
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of life insurance they suddenly remember that 
a tenth cousin is dead and they must light out 
for the funeral. 

“The fellow [ had the introduction to was a 
splendid risk; came of a long-lived family who 
acute at 
There was no question about this 


never die except from indigestion 
ninety odd. 
hecause my introduction was from his family 
doctor; he assured me that the fellow’s funeral 
would linger until somebody clubbed him to 
death. He 


was a family man with a lot of kids, and loved 


He had not a dollar of insurance. 


them and his wife in a way that isn’t fashion- 
able in these modern days. 


“Say, this morning if [ had a chance like 


that I’d git the galloot on the fly! The way I 
went at the job ought to be handwriting on 


the wall for the kiddies. 


“Tle was as courteous as if my errand was to 
sell him the aforesaid nitrate mines, but at the 


same time his vicinity 
vicinity of the great actuary whose employ I 
had left. 

‘T see from your card, young man, that you 
he, he 


had pointed me to a seat about a rod from him 


are an insurance solicitor,’ said after 


in his spacious den. 
‘T am an executive special,’ I remarked; 


for so my had honored me in those 
high-titled times. 

““What’s an executive special ?’ 
‘Now | 


\nd I can offer you 


company 


““An expert,’ I replied. understand 
that you are not insured. 
a form of policy that is not generally offered 
Per Cent Gold Pay 


The insurance protection feature 


to any one. It is a Five 
ndowment. 
is by no means as important as the big invest 
We 
way of dividends and other liberal come-backs 
the end of 


ment fringes. will return to you in the 


so large an amount that at twenty 


vears or so you'll have had your life insurance 


for nothing, and will have enjoyed a five per 
cent investment besides.’ 
“<“Tell it to the marines" he said. ‘But just 


Pd like 


figure the thing?’ 


to hear vou talk, to know how you've 


managed to 


CONVERS 


ATION AND /NDVICH 


T 


“T thought I had him. I! chucked my piece 


expectation of life, special increased reserves, 


intercst earnings, gains over the assumed rate 


of interest, gains from discontinuances, gains 


from mortality due to careful selection of lives, 
gains from loadings due to office economies, 


and all the other patter flowed from my mouth 
and for 


like Croton from an open fire hydrant, 


was as chilly as the 


1915 


a good half-hour. It would have taken him 
three years to have assimilated the stuff, and 
then he’d been left with figure indigestion for 
life. At length I finished by referring to the 
well-known contribution formula for comput- 
ing dividends, calling attention to its technical 
excellences as compared with percentage 
methods in vogue in some of the other com- 
panies. And if I had held the 
chicken just out of the egg I would have per- 
ceived that the atmosphere far more 
chilly than at the beginning. 
“*Are you through?’ he icily asked. 
‘You see it takes time to 


sense of a 


Was 


““Flardly,’ says I. 
explain in detail all these intricacies.’ 

‘So | perceive,” he remarked, glancing at 
his clock. ‘It’s fortunate, young idiot, that you 
are introduced by a man whom I respect. Par- 
it slipped out. Now 
going to give you advice that is worth a billion 
And, unlike you, I’m going 


don the word idiot I’m 
dollars a carload. 
to boil it down and give you the concentrated 
extract. I deal in wholesale drugs. And if 
we attempted to clinch our customers with the 
chemical whys and wherefores of our prepara- 
tions it would take us ten years and then we'd 
be only half-way through. That’s no way to 
sell, 
policy than I have of unloading on you a ton of 
formula 


You have no more chance to sell me a 


synthetic extract of collyrium with a 


as long as your whole rigmarole of reserves, 


mortality and all the rest. Good morhing, my 
I’ve got an engagement—at my 


My 


young friend 


lunching club. You need not call again. 
men will be instructed not to admit 
“At last I felt the ice and hurt in 


and rather dazed 


you.’ 
in the air, 
feeling I managed to make 


a decent exit. 


Gor flim 


you know 


PLAin Fact 

‘A week later Rubberheels nim 

he’s with the Rapidwriter Company now—well, 
Rubberheels met me on Broadway. 

ee ETSEY, he, ‘I really think I ought to 

shell to you half of my last commish. Landed 

Josiah Chuckem of the big chemical house for 
Gilt-edyged risk 

Didn't 


catching an over-fat 


said 


a hundred thousand! and got 


my check with the app have any more 


trouble than [’d have in 
duck.’ 
‘Tlow do I come in?’ T asked 
‘I've been after him for 


herheels. ‘Sneaked him, rushed him, cornered 


years, re plied Rub- 


but it’s been no go. Then last week I ran 


the L. Tackled 


him; 


into him on him again on 


principle.’ 








to 


“Life insurance is a good thing,’ said J. ‘It 
costs money, of course. But fire insurance— 
every kind of protection costs money. My 
company is a good one. Look it up. I sell 
first-class insurance at fair rates. You ought 
to have a policy.’ 

““How about special contribution formulas 
of reserves and mortality loadings on the as- 
sumed gain of interest on the selection of 
lives?’ he asked. 

“Really, I thought he’d lost his wits. ‘Never 
heard of such things,’ I replied. ‘Sounds like a 
congressional report on a banking system. Per- 
haps you’ve been talking with an actuary. I’m 
a plain life insurance agent. You and | are 
everyday business men. If you are thinking 
of insuring—and you ought to—all you want 
to know is that the company is good and that 
you get a full dollar’s worth of insurance for 
every dollar you pay. 

“He pulled out his memorandum book and 
made an entry. ‘Call on me at two to-morrow,’ 
he snapped.’ 

“And that’s how Rubberheels got him. You 
see, I’d set him to thinking about insurance but 
that’s as far as I went. And he was mad with 
me because I seemed to know so much more 
about the deal than he did himself. 

“T’ve always remembered how Rubberheels 
finished. 

“te mentioned you,’ he said. ‘Young fel- 
low, take it from me that it never pays to seem 
to know more than your customer. Of course, 
you’ve got to know heaps more; but you must 
never show off, particularly with financial 
sharps like Chuckem.’ 

“Ves, soliciting life insurance is an art. The 
artist who doesn’t meet you on your own level 
is wasting his skill. That’s where the great 
evangelists like Moody prove that they are 
great orators and great artists. And if you 
were ever privileged to hear Moody you know 
that he came right down to your own level; 
you felt that here was a man who was just like 
you; you even felt that you were his superior 
in many ways. That was his art, and that was 
why he drew men to him as an electrical mag- 
net pulls to itself a bushel of spikes.” 


STICK UP YOUR CHIN 

That bewhiskered saying that ‘pride goeth 
before a fall” is true only in the case of ignorant 
people, says The International Lifeman. In 
the case of wise people, pride goeth before suc- 
cess. Pride will push a wise man to work to get 
the wherewithal to sustain his pride. In the 
case of an ignorant person, pride will lull to 
sleep the very faculties that otherwise would 
be getting him on top. That life insurance field 
man who feels no prickings of pride to excel in 
his work is sinking into an almighty dangerous 
way! He is sinking into the sleep of business 
death! 

Your pride is dying or is dead when your pro- 
duction is not increasing, for, as we’ve said to 
you, there is no such thing as standing still. 
Either a man is going forward or slipping back- 
ward. That is a scientific fact as to everything, 
not only in man but in all Nature. 

Stick your chin higher! That very act will 
help rouse your pride—then dig into the work 
harder than ever. 


LIFE INSURANCE SUPPLEMENT TO THE 


Annual Dividends for 1915 


State Mutual Life Assurance Company 
ORDINARY LIFE 


YEAR | AGE AT ISSUE. 
POLICY 
Was ——— 
ISSUED. | | | } 
| 25 30 | 35 | 40 45 50 


Premium...) 20.20) 23.30) 27.30] 32.60] 39.70, 49.20 
| 


1896.......| 6.66) 7.86) 9.47| 11.59] 14.31] 17.92 
1897.......| 6.52) 7.67| 9.23] 11.30] 13.96) 17.50 
1898... 6.36| 7.43] 8.94] 10.95| 13.53) 16.98 
1899.......| 6.20} 7.20} 8.65] 10.61] 13.10} 16.46 

8.38] 10.27] 12.67) 15.94 


1900... 6.05, 6.99 

| | 
Premium...) 21.15} 23.95) 27.65) 32.50) 39.00! 48.00 
.55| 10.14] 12.28) 15.33 


ROR 55:0 6.61) 7.41; 8 

1902... 6.44; 7.20) 8.28) 9.79) 11.84! 14.78 
1903.......| 6.28) 7.01) 8.04! 9.46] 11.42) 14.24 
1904.... | 6.13) 6.81) 7.79| 9.13] 10.99] 13.71 
1905.......| 5.97] 6.62 7.55 8.81] 10.58) 13.18 
1906.......| 5.83} 6.44! 7.32) 8.51] 10.18) 12.68 
1907... 5.68) 6.26) 7.10) 8.22) 9.80) 12.17 


Premium..., 20.60; 23.40; 26.90) 31.60) 37.90) 46.40 
1908.......| 4.74) 5.34 





.07| 8.56! 10.65 


o 
° 
Ps 
“g 


Premium...) 20.14) 22.85) 26.35] 30.94] 37.08) 45.45 


1909... 4.13) 4.61) 5.25) 6.11) 7.36) 9.19 
1910.. 3.98) 4.43) 5.02) 5.82) 6.97) 8.70 
1913... 3.84) 4.26) 4.80) 5.54) 6.61) 8.23 
1912.......| 3.71) 4.09} 4.59) 5.28) 6.26) 7.76 
1913.......| 3.58) 3.93) 4.39) 5.03] 5.92) 7.32 
B84... 5. 3.45) 3.77) 4 5.59) 6.88 








-" 4.78 


20-PAYMENT LIFE. 
ee eee -—-— cant anes 4 aecieoaamiean 
Premium...| 28.10 31.40) 35.40, 40.40] 47.10) 55.70 


1896.......| 8.80) 9.96) 11.36) 13.01) 15.22] 17.82 
BB07...:...| Spe) B72) te 12.75) 14.99| 17.68 
1898.......| 8.34) 9.42) 10.76 12.41) 14.64] 17.36 
ee | 8.10} 9.11] 10.43 12.05) 14.26) 17.00 
1900. . 7.87) 8.84) 10.10, 11.69) 13.87) 16.59 


Premium. ..| 30.05) 33.00) 36.60) 41.20) 47.10) 55.00 


| 
ge | 8.49} 9.33] 10.36) 11.82] 13.70] 16.27 
1902. 8.20) 9.01) 9.99) 11.39) 13.23) 15.74 
1903. {| 7.95) 8.70) 9.64) 10.98) 12.75) 15.21 
SAREE | 7.69) 8.42) 9.30 10.57) 12.28) 14.66 
1905. 7.42) 8.12) 8.97) 10.17) 11.81) 14.12 
See | 7.18} 7.84) 8.63 9.79) 11.36} 13.5 
1907. 6.94! 7.57) 8.32) 9.42) 10.90) 13.04 


| 

Premium...| 30.60) 33.40) 36.80 41.00) 46.50) 53.80 
| 
| 











1908.......| 5.99! 6.55) 7.26) 8.16) 9.53) 11.43 
Premium...| 29.90) 32.65!) 36.00 40.17) 45.53) 52.70 
| | 
1909. | 4.99; 5.47) 6.09 6.90) 8.06) 9.75 
ee | 4.71) 5.15) 5.73) 6.49] 7.57) 9.18 
1911.......| 4.43) 4.85) 5.38 6.08) 7.09) 8.61 
1912 | 4.17) 4.55) 5.04 5.70) 6.64) 8.07 
1913 .| 3.91] 4.26) 4.71; 5.33) 6.20) 7.5% 
1914 .| 3.66) 3.98) 4.40 4.97! 5.77) 7.02 
| 
i 


20-YEAR ENDOWMENT. 


Premium...) 48.60) 49.60 51.00; 53.20 57.00! 62.80 
1896.......| 14.25] 14.54] 14.93! 





15.47) 16.46) 17.82 
1897.......| 18.85] 14.17] 14.62] 15.25) 16.38] 17.98 
1898.......| 13.38) 13.74] 14.21] 14.90) 16.13] 17.88 
1899.......| 12.93) 13.28] 13.79] 14.54! 15.82) 17.69 
1000.....05. 5] 13.59) 12.84) 13.36) 14.14) 15.48) 17.40 
Premium...| 50.00} 50.75] 51.90] 53.70) 56.70) 61.75 

} ! j 

1901... ..| 12.74] 13.05] 13.51] 14.22! 15.34| 17.16 
WOOD os acs-0:s } 12.21! 12.51] 12.98] 13.68) 14.83] 16.65 
1903.......| 11.71} 12.00] 12.46] 13.15] 14.29] 16.12 
1904.......| 11.22) 11.50) 11.95) 12.63] 13.75) 15.56 
1905.......| 10.73) 11.01] 11.46] 12.12] 13.23} 14.99 
1906.......| 10.26) 10.54] 10.98] 11.62) 12.69] 14.43 
1907...4.565- 9.81} 10.08} 10.51) 11.13) 12.17] 13.86 





Premium...| 48.60) 49130) 50.40; 52.10) 55.00) 59.80 








| 
9908 65.5.5 8.19} 8.46) 8.89] 9.48) 10.52) 12.12 
| | 
Premium...) 47.52) 48.25) 49 32| 51.03) 53.84! 58.52 
| 
1909.......| 6.55} 6.85} 7.24) 7.83) 8.75! 10.19 
1910.......| 6.01] 6.30] 6.69] 7.27) 8.15) 9.55 
1911........| 5.48] 68.78] 6.72) 7.57| 8.92 
1O12......5.| 4698) 6-27] 6.20; 7.01) 8.31 
1913S. ...30.1) @.49| 4578) 5.69! .6.47| 7.71 
1914.....;,.| £502} 4.31) 5.20} 5.95) 7.13 
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Thursday 


Philadelphia Life Insurance Company 
ORDINARY LIFE 











YEAR AGE AT ISSUE. 
PoLicy | 

Was | 
ISSUED. 35 40 





| 


as | 50 
j 
| 
| 


Premium...) 19-35] 22.10] 25.68 30.45) 36.89) 45.74 


1905..... 2.73) 3.00} 3.41} 4.05) 5.09} 6.67 
1906... 2.68) 2.94) 3.31] 3.89) 4.86] 6.36 
1907...... 2.64| 2.88) 3.21] 3.75| 4.64) 6.06 


Premium...| 19-75) 22.54| 26.20 31.07) 37.63) 46.64 
ae | 





1908. 2.61; 2.81) 3.13] 3.61) 4.42) 5.77 
1909. 2.57| 2.76, 3.05) 3.48) 4.22) 5.48 
1910 2.54 2.72) 2.97) 3.36) 4.03) 5.19 
i911 2.51; 2.67) 2.89) 3.25) 3.85) 4.91 
1912. 2.30 2.55 2.89) 3.34) 3.92) 4.70 
1913..... | 2-23} 2.47| 2.79! 3.21) 3.77] 4.51 
1084.......]ee"°*> Det cein ts i Bia t aMar ml aioe alae DaatetGs Datacom 


~ 20-PAYMENT LIFE. 











| | | 
Premium...| 28.59 31.48} 35.07) 39.59) 45.41) 53.19 

| | 
1905.......| 3.23] 3.50} 3.88) 4.46) 5.38] 6.78 
1906.......| 3.12] 3.37] 3.73) 4.24, 5.12) 6.48 
1907.......| 3.02} 3.24) 3.57; 4.05) 4.87) 6.17 
Premium...| 28.98 31.92! 35.58) 40.20 46.16) 54.10 
1908. 2.91) 3.12} 3.42) 3.87) 4.63) 5.87 
1909..... |} 2.82) 3.01] 3.28) 3.69) 4.40; 5.57 
1910. | 2.74) 2.91] 3.15) 3.53) 4.17; 5.28 
1911 | 2.66) 2.81) 3.03) 3.38) 3.95 4.98 
1912. 2.46| 2.72| 3.04) 3.46) 4.00 4.72 
1913. | 2.33] 2.57) 2.87) 3.27) 3.79 4.48 
1914. llecaetest BAPE Na ox Sheet nares elas cee 


~- 90-YEAR ENDOWMENT. 
| 


| 
48.75] 49.45] 50.53) 52.26) 55.18] 60.09 


Premium... | | 
| | 
1905.......| 4.33] 4.45) 4.64) 5.01) 5.70) 6.88 
| es 4.07| 4.18) 4.39) 4.75) 5.42) 6.58 
1907.......| 3.82] 3.94) 4.14) 4.48 5.14) 6.29 
| | 

eed SEES. SESE RRs! eee ee he | ere eee 
1908.......| 3.59] 3.71] 3.89] 4.23) 4.86) 5.97 
_ ae 3.37} 3.49) 3.68) 4.00 4.59) 5.66 
1910.......| 3.16] 3.28] 3.46) 3.77) 4.33] 5.36 


Premium...| 48.36] 49.01| 50.02) 51.66) 54.44) 59.18 


1911... | 2.97] 3.08) 3.26) 3.55, 4.06 5.05 
1912... | 3.24} 3.36) 3.47) 4, 3.91) 4.33 
1913... 2.96) 3. 


08} 3.19! 3.36) 3.62) 4.03 








“SELLING INSURANCE” 


The Dayton (Ohio) Journal recently began a 
long editorial under the above title by saying: 


The above is the caption of an editorial pub- 
lished in The Dayton Daily News of July 9, 1914, 
a paper owned and controlled by the Governor 
of Ohio. 


It appears that The News previously de- 
nounced commercial travelers as a body as be- 
ing unnecessary, and then attacked life insur- 
ance salesmen in the following language: 


One of the gravest causes for complaint 
against the life insurance companies is that the 
selling of policies costs so much. There 1s @ 
huge selling organization connected with every 
great life insurance company, and salesmanship 
comes high. In passing it may be remarked 
that the high cost of convincing people that 
they need a certain thing is responsible for 
most of the complaint about the heavier family 
burdens. 


The Journal takes up the cudgels on behalf 
of the insurance men, denying that insurance 
could be effectively sold by advertising in the 
daily newspapers, and standing up valiantly 
for insurance men as a class. A part of The 
Journal’s article is presented below: 


The selling of life insurance is a profession regarded 
as one among the most necessary and useful known 
to our business system. Life insurance is one of the 
things in which every man and woman has a vital 
interest. It is a thing which every right-thinking 
man and woman at some time contemplates, with the 
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National Progressive Life Ins. Co., Cincinnati, Ohio. 
Keinsured in Western and Southern Life, Cincinnati, 
Ohio, 

Republic Life Ins. Co., Chicago, Ill. Reinsured in 
Pioneer Life, Kansas City, Mo. 

South Bend Life Assurance Co., South Bend, Ind. 
Receiver appointed December, 1914. 

Southern States Mutual Life, Charleston, W. Va. 
Name changed to George Washington Life, February, 
1914. 

United States and Dominion Life Ins. Co., Duluth, 
Minn. Receiver appointed May, 1914. 

Wabash Life Ins. Co., Danville, Il], Reinsured in 
Central States Life, St. Louis, Mo. 


ASSESSMENT LIFE 
(Licensed) 

Commonwealth Life Ins. Co., Chicago, Ill. Presi 
dent, W. G. Knapp; secretary, E, M. Gaffney. 

Home Protective Association, Springdale, Ark. 
President, C. G. Dodson; secretary, C. F. Renner. 

National Reserve Life Ins. Co., Kansas City, Mo. 
Proposed capital, $50,000. President, J. B. Redmon; 
secretary, W. S. Mills. 

(Projected) 

American Mutual Life Ins. Co., Seymour, Ind. 
President, John M. Lewis; secretary, H. G. Skiles. 

California Mutual Life Ins. Co., San Francisco, Cal. 

Lutheran International Ins. Co., Little Rock, Ark. 
President, Wm. I°. Rose; secretary, E. M. Pemberton. 

Mid-West Life Ins. Co., Chicago, Ill. General man 
ager, G. J. Porter. 

Nationa! Temperance Life Ins. Society, New York 
city. President, R. B. McCully; secretary, John D. 
Knapp. 

Traders Assurance Co., St. Louis, Mo. 


(Retirements and Changes) 


Alabama Ins. Co., Birmingham, Ala. Reinsured in 
Atlas Assurance Co. 

Atlanta Mutual Ins. Co., Atlanta, Ga. Reinsured in 
Standard Life Ins. Co., Atlanta, Ga. 

German-American Life and Accident Association, 
Columbus, Ind. Reinsured in National Life Assurance 
Co., N@v Albany, Ind. 

Indiana Life Endowment Co., Evansville, Ind. Re- 
mae in National Life Assurance Co., New Albany, 
Ind. 

International Industrial Life Ins. Association, In- 
dianapolis, Ind. Reinsured in National Life of U. S. 
of A., Chicago, III. 

Nebraska Mutual Life Ins. Co., Hastings, Neb. Re- 
insured in Mutual Protective League, Decatur, Il. 

Original Ideal Life Ins. Co., Jonesboro, Ark. Sur- 
rendered charter to Insurance Department. 

Scandinavian Mutual Aid Association, Minden, Neb. 
Reinsured in Scandia Life Ins. Co., Chicago, III. 

Western Masons Mutual J.ife Association, Los An- 
geles, Cal. Name changed to Western Mutual Life 
Association, February, 1914. 


MANAGE YOURSELF 


True, one will became a little stale in sales- 
manship when it is practiced earnestly and con- 
scientiously eight or ten hours a day. The of- 
fice is a poor place to refresh. In my mind, 
when a salesman becomes stale, he should take 
a few days off and follow his hobby—be it walk- 
ing, tennis, fishing or some other outdoor and 
healthful pleasure—and forget business entirely. 
The man who puts his nose to the grindstone 
every day, and who never takes an hour off, is 
liable to find his work monotonous and a drudge, 
for ‘‘all work and no play makes Jack a dull 
boy.’’ Too many underwriters of life insurance, 
however, take three or four hours off every day, 
rather than a day now and then. 

Employ one hundred men and tell them to re- 
port at eight o’clock in the morning and work 
until six o’clock at night and none of these 
one hundred men will ever be more than five or 
ten minutes late; the majority of them will al- 
ways be at their desks or benches at eight 
o'clock sharp. Many men do this for a very 
meagre salary; they do it because some one told 
them to, and because it is necessary to report at 
a certain time if they wish their employer to 
pay them the salary agreed upon. 

On the other hand, employ one hundred men— 
and let them all be salesmen too—place them on 
a commission basis, turn them loose and tell 
them to regulate their own hours and manage 
themselves ,and not more than ten out of the 
one hundred will work more than four hours a 
day. I know this is true from personal observa- 
tion. 

Very few men know how to manage them- 
selves. The ten out of the one hundred who 
really will work eight or ten hours a day are 
men who have learned how to imbue themselves 
with enthusiasm each morning and whc go 
about their work as if it were a pleasure. These 
men reason that if they can work ten hours 
a day, by the clock, for the other fellow, they 
can afford to work that number of hours for 
themselves and not divide their profits. 

How many insurance men make up their minds 
to go to work at eight-thirty in the morning, 
with no quitting time, and who would fee!) al- 
most as bad to be five minutes late as though 
they were in the employ of some one who regu- 
lated their hours? Not many, I dare say; but 
whenever you see an underwriter of life insur- 
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ance who is at work in the field promptly at a 
certain hour, and who is never late, you may 
rest assured that it is not necessary for any- 
one to tell you of that man’s success—he is do- 
ing business and making money.—Rupert F. Fry, 
president Old Line Life. 


PEACE AS DANGEROUS AS WAR? 


We have heard so much within the past few 
months about ‘‘war-time conditions,’ and so 
many people have refused to buy life insurance, 
assigning these conditions as the cause of their 
refusal, and still others have mortgaged their 
policies to the limit, or cashed them out en- 
tirely, that we feel constrained to say a few 
things that will probably be interesting to you, 
and which are derived from statistics that are 
indisputable. From statistics compiled from the 
death rates applying in the four great wars pre- 
ceding the one now in progress in Europe, it is 
found that the soldier’s chance of surviving an 
entire year’s war service is better than the 
average chances of the civilian of thirty-five 
years living to attain the age of forty-five years 
and is better than the chances of the civilian of 
sixty years living to attain the age of sixty- 
three years. These are startling facts and 
should make every man who is now in good 
health sit up and take notice. 

The man without property and without life 
insurance who dies leaves his family desti- 
tute. The soldier who is killed in battle leaves 
a pension to his family. The man who leaves 
$5600 insurance leaves his family a larger pen- 
sion than the average soldier can leave. In 
times of depression, such as we hear so much 
about now, it is a fact that more people in 
civilian occupations die than do in times of 
peace, plenty and prosperity. It is often said 
that worry kills more men than disease, and 
when we consider that worry brings on disease, 
and particularly nervous diseases, we can well 
believe the statement. Thousands of men who, 
when this season of depression »egan, were 
well and prosperous, will die before these times 
end, leaving behind them more debts than their 
available assets will pay, yet a great majority 
of these men will neglect paying their life in- 
surance premiums or will refuse to buy addi- 
tional life insurance protection to tide them 
over this time of business depression.—J. A. 
Henderson, general manager, North State Life. 
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NOW READY 





Sixth Edition, 1914-15 
THOROUGHLY REVISED AND ENLARGED 


VEST POCKET 


LIFE AGENTS BRIEF 


A Synopsis of Premium Rates, Policy Provisions 
and Net Cost of Insurance 


Premium Ratges.—Arranged by ages, for quick comparison. Ages 20 to 





| 65. Participating and non-participating rates. Whole life, 15 and 20-pay- 
| ment; 10, 15 and 20-year endowment; 10-payment, 20-year endowment; 
10 and 20-year term. 


INSURANCE COMPANY 


OF NEW YORK 


To an experienced and aggressive field- 
man an exceptional opportunity presents 
itself for a liberal agency contract which 
will enable him to build up a splendid 
organization. 

Address in confidence, giving full particulars: 


T. LOUIS HANSEN, 


Superintendent of Agencies, 


50 UNION SQUARE NEW YORK CITY 

















Poticy Provis1ons.—Arranged by subjects. Age Limit. Application, 
Dividends, Grace, Incontestability, Loans, Non-Forfeiture, Occupation, 
Payment of Claims, Reinstatement, Residence and Travel, Suicide, Women. 

Net Cost or INSuRANCE.—Arranged by ages. Premiums less dividends 
for the nine years 1906-14 on policies one, two, three, four, five, ten, fifteen 
and twenty years old. Ages 25, 35, 45 and 55 on Ordinary Life, 20-Pay- 
ment Life and 20-Year Endowment forms. 


Tue Vest Pocket Lire AGENTS BRIEF as its name implies, is in shape 
for convenient carrying in the vest pocket, and is a most valuable com- 
panion for the solicitor. It contains 274 pages, is printed on a fine quality 
of imported bible paper, is less than 6 inches long and 3% inches wide, and 
is bound in flexible leather covers. 


The present edition covers 129 organizations. 
PRICE, PER COPY, $1.00 


A discount of 20 per cent will be made on all orders of 
100 copies or more 


THE SPECTATOR COMPANY 


CHICAGO OFFICE: 135 WittiAm STREET 
INSURANCE EXCHANGE NEW YORK 
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THE SPECTATOR 


AN AMERICAN WEEKLY REVIEW OF INSURANCE 


LIFE 








INSURANCE SUPPLEMENT (TWICE A MONTH) 





Devoted to Life Insurance and the General Interests of Life Underwriting, Comments on Current Events, Suggestions and Hints 


for Field Workers, Technical Matters for Home Office Consideration, and Information as to What is Going On in Offi.e and Field 





WITH THE RATE-BOOK 


Attractive Clothing is Just as Im- 
portant for the Solicitor 
THE TALE OF A NECKTIE EPICURE 


Young Careless Received a Lesson from His 
Best Girl and Raked in a Commission 
that Made Him Dizzy 


SECOND INSTALMENT 


If you should happen to meet Smoothwin, 
as | shall call him, of a morning on Broadway, 
and if vou have an eye for color, you will cer- 
tainly notice his necktie. Not that Smoothwin 
wears reds that rend your eye like a jagged bit 
of scrapnel, or purples that sling into you a 
sickish feeling, but if you have an eye for color 
you cannot fail to notice that the necktie is 
seductively attractive. Smoothwin is an epi- 
cure as to neckties. And he might say to you, 
in his delightfully confidential way, “My wife 
jollies me a bit and some more about my ties. 
I've got a whole drawer full, as carefully se 
lected as a girl might select a hair-ribbon the 
first evening that her favorite began his run 
ning at the paternal supper table. lor with me 
neckties are business. When the eyes of the 
future renewal hand-out first fall on you they 
quite naturally look into yours. Then they note 
that you've had a clean shave, and then they 
drop to the collar and necktie. If you're 
all right there they sweep the rest of your 
make-up. All men are made that way. A 
solicitor’s introduction to a keen business man 
is a clear eye, a clean shave and collar, an at- 
tractive tie and a decent suit of clothing. And 
the point about the tie is that it is the central 
high note of the garment color scheme. Once 
let even a careless fellow get the necktie hobby 
and his whole costume will show the improved 
effect.” 

By this time you could not have failed to 
observe that Smoothwin’s seductive tie is the 
optical center of not only eminently respectable 
and even attractive garments but garments 
that must have been very carefully selected. 
You might differ somewhat with his taste 
and he is slightly inclined to the bizarre in 
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effect—but you would surely acknowledge that 
he was as carefully prepared for his day’s run- 
ning as a race horse trotted out before the 
lenches for preliminary canter. [rom dull 
black derby to shining black shoes, at ten of a 
morning, the raker-in of endless big apps, Den- 
nison Smoothwin is as altogether perfect as he 


can make himself. 


\ YounG CARELESS 

If he has time between his numerous ap- 
pointments, Smoothwin may tell you, as once 
he did me. something interesting about the 
necktie that delighted your eye. Let me quote 
him: 

“When [ first began to wear down pave 
ments selling things | was a shabby, spotted- 
coated young fellow; a fellow who had a 
notion that dress did not matter. Any old 
necktie was good enough for long-haired young 
careless. If | bought a new suit I didn’t take 
care of it, and that nickels for shines might be 
investments leading up to giant commissions 
had never entered my head. 

“That was in my cub days. I was a sales 
man for a patent flour house, and made just 
enough to clothe myself and to buy a box of 
chocolates once a week or so for a little girl 
over in Brooklyn, who was looking forward to 
our marriage—as, indeed, was I. But until 
things changed wondrously, marriage was as 
remote as the little girl had always been remote 
from any carelessness whatever in her own 
clothing. She had given mea hint or two about 
my lack of attention to my exterior; but [ had 
passed it off as one will the veiled criticism of 
a feminine tongue. And thoughts of clothing 
were beneath my attention. My theory was 
that shabbiness, long hair and all the rest could 
be sidetracked as altogether unimportant if the 
mind itself were well groomed. Plenty of fel 
lows have this idea, and you can even find if 
set forth in some books of advice to the young 

“Then came the eye-opener. One day [ hit a 
really decent commission. ‘The event was as 
rare as the waking of an agent in the middle 
of the night by an anxious applicant for life 
insurance. So [ celebrated by asking the little 
girl out to a spread and to the theater. 


How Sue was Dressep 
“Somehow things didn’t seem right. There 
was a kind of gloom and dinginess about the 


whole layout. And what with my obfuscation 
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as to things of dress | didn’t sense the trouble 
until late in the evening. Then | became con- 
scious that the girl at my side was shabby al- 
most to the point of my disgrace. Even her 
hair-ribbon, which girls wore in those days, 
was dirty and bedraggled. 

“l was mad. When a fellow chucks a fifth of 
his first considerable commission to buy a girl 
a meal, the least she can do is to dress up in 
honor of the event. But | wasn’t going to 
show her how mad | was. | would be frigidly 
dignified, icily polite, and all the rest. And I 
was; | made a success of it. Lut until the 
show was over the little girl did not seem to 
notice it. 

““What’s the matter?’ she sweetly asked, as 
we lingered on the pro-nuptial porch, but never 
offering to turn up her face toward mine, as 
was my hope and right. And then | chucked it. 

‘*Tain’t a bit like you,’ | growled. “Old 
ash-barrel hat, dirty hair-ribbon—and—hang it ! 
| don't know the rest—hut it’s all dead wrong 
and different, 

“Glad you noticed it, dear,’ she said. ‘I was 
awfully afraid that you wouldn't notice it. It 
was hecause | wanted you to take notice. Don't 
you understand, sir? My hair-ribbon matches 
your necktie, and my hat matches your own 
hat, and my gown is more presentable than 
your coat. Don’t you understand? I wanted 
you to see what a difference it makes. And it’s 
hecause I’m so proud of you that | want you 
to fix vourself up. Take the rest of the 
hig commission and do it—please. Wait a 
moment! 

“She flew into the house and returned witha 
little package. 

“It's a necktie,’ she said. ‘A nice one. Get 
other things to go with it—please.’ 

“When I came to open the package I was 
amazed at the tie. It wasn’t my taste—no best 
girl or even a man’s wife should select his 
ties—and it’s the only tie my wife has ever 
selected. But anyone could see it was a beaut, 
and it had cost the whole of $2.50-—-the tag had 
heen left on it—and to the little girl in those 
early days $2.50 must have looked a_ sight 


Ligger than two hundred and fifty does now. 


\ CHANGED RECEPTION 
“Yes,” will continue Smoothwin, if he is 
telling how he became an epiture in neckties 
“The necktie 
did it. The next morning | thought I'd just 


and how his prosperity began 
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try the thing ou; Lesides, the little girl's 
‘please’ couldn't be resisted. 1 shaved my face 
to baby smoothness; I polished my shoes; I 
bought a neat and attractive suit, and I did 
all the rest, and I landed another commission 
that made the one of the day before look as 
might a dime to an inheritor of unexpected 
millions. 

“He was a careless, dirty old man himself; 
he sometimes worked in his littered kennel in a 
dirty collarless shirt and in tattered carpet 
slippers. He was a big buyer of grain and 
flour, and I had often called on him and had 
not received my first order. Indeed, on the last 
visit, he had gruffly ordered me never to trouble 
him again 

“But on this day everything seemed amaz- 
ingly different. The great man’s slovenly boy 
at the door of the squalid private den looked 
me all over, from the little girl’s tie down to 
my gleaming shoes, and stood at attention at 
the entrance, as if he were a subaltern and | 
was the colonel of his regiment. And the old 
sloven himself, at his disorderly table, peered 
at me over his smutty glasses as if I were an 
eagerly expected purchaser instead of an un- 
welcome seller. 

“In fifteen minutes the deal was over. As 
the dirty office boy bowed me politely from the 
outer door I carried in my hand an order slip 
that made my head reel. 

“Take the handout from your uncle,” 
Smoothwin ends the little yarn, “neckties, 
coats, waistcoats, hats, shirts, shoes and a per- 
fect shave are the visible proof that the fellow 
within the shell is attractive and has something 
attractive to offer. Jf a digger Indian in a 
greasy blanket and with a rate-book in his 
hand came into an office it would be a chuck- 
out for him and an open window afterward!” 


YOUR QUADRUPLE CHANCE 


You area dynamo for charging human wills, 
says The International Life Man, and you fur- 
nisk that which gives strength and courage to 
people while they live and provides for their 
families when they are gone. You are sup- 
posed to be and to do that. A man who goes 
to church occasionally can’t be called much of 
a churchman. The person that earns a little 
money now and then can’t be called “a money- 
maker.” It is the dynamo keeping right at the 
work of charging human wills with power that 
makes it worth retaining as a dynamo. It is 
the furnishing strength and courage to people 
steadily right along that distinguishes a man 
among his fellows—that makes him a really 
worth-while man to the world. Yours, friend 
field man, is a truly wonderful sphere of oppor- 
tunity and advantage. You can’t make money 
selling life insurance without doing great good 
for the man and his family you sell it to, and 
without doing yourself great good in a money 
and reputation way, all at the very same time. 
There you have yourself accomplishing a mag- 
nificent quadruple good, at one and the same 
time. What marvelous possibilities are yours! 
—all exclusively through your life insurance 
business ! 


A “DULL TIMES” TIP 


What a Glance at the Financial Page 
Did for One Agent 


SELF-PROPELLED AND TROLLEY CAR MEN 


Former Take Advantage of Every Opportunity 
Offered 

There are mighty few life insurance men 
nowadays who cling to the archaic impression 
that expenditures for insurance are to be 
classed as expenses, rather than as investments. 
This impression, unfortunately, is still more or 
less current.among the uninformed public—in- 
dicating powerfully, by the way, the need of 
real educational work, tending to show ex- 
actly what insurance is; but that is no reason 
why the live life solicitor should let up in his 
work during periods of business depression, 
such as that from which the country has ap- 
parently recovered, The contrary is rather the 
case, if only for the reason that when a task 
is hard the worker should put forth energies 
commensurate to its performance. 

And yet there is many an agent who practic- 
ally “laid down” last year, and is ready to do 
the same this year, simply because he found at 
every turn that business men were crawling 
into their holes, as it were, and backing off in 
terror from anything that looked like letting 
go their hold on a litthe money. Such agents, 
of course, have not produced anything worth 
while; and, on the other hand, there are certain 
others who have plucked good business from 
the very conditions which have meant utter 
failure for their less aggressive and perhaps 
less mentally alert fellows. 


Wiar Ont Acent Dip 

There is a brisk and cheerful agent in a cer- 
tain rather conservative city, for instance, who 
wrote more business for his company during 
the latter part of 1914 than his record of 
several years had ever shown before during a 
similar period of time. His company is one 
of the numerous comparatively small, but per- 
fectly good, companies which are not known 
outside of their immediate circle of influence. 
And this means that he lacked the weight of in- 
fluence which goes with the big names of some 
companies, notwithstanding which he made 
good, as indicated. And, as stated, he made 
good in spite of the talk of “hard times.” In 
fact, he built his success upon it. 

It was this way: This particular agent, who 
may be referred to, for convenience, by the 
fine old name of Jones, had to make a living 
for his family like everybody else; and facing 
this fact with undiminished cheerfulness, but 
a grimmer determination to “do his darndest” 
despite the unencouraging outlook, he pro- 
ceeded to use his head for this purpose, as was 
his custom. This, it may be remarked, is an 
excellent habit for a man to get into. It fre- 
quently develops openings of all sorts which 
would never be seen by the agent who fol- 
lows the trolley route—keeping on the same old 
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track and clinging to the overhead wire day 
after day. ‘The self-propelied vehicle, which 
can negotiate any kind vu: roads, goes further 
and covers more territory. 

This agent was, ond always has been, self- 
propelled. He needs no tracks, and he sup- 
plies most of his own “juice,” while by no 
means despising the aids which come from the 
company’s offices. On this particular occasion 
he devoted himself most earnestly to a face- 
to-face size-up of the situation, in order to see 
just how to go about handling it. Of course, 
this was not exactly a five-minute job. It took 
him some days, in fact. It occupied his mind 
while he was going about his business, doing 
his best under the circumstances; but it was 
not until he was gleaning the cream of the 
news from the morning paper, while going 
down town on the car one day, that he hit the 
right cue. 

A TELLING ARGUMENT 

It was an article on the financial page, com- 
menting on the fact that the policy loans of 
virtually all of the life insurance companies 
were mounting higher than usual, by a good 
deal, because of the reluctance of banks to lend 
money, even on gilt-edged security, whereas 
the companies were bound to lend to their pol- 
icyholders in accordance with the terms of 
their contracts. Business men requiring money, 
therefore, were generally borrowing the limit 
on their policies, without the delays incident to 
a bank loan, and actually at lower rates. 

‘By gum!” remarked the insurance man to 
himself, with a sudden illumination within. 
“Why isn’t that about as telling an argument as 
a fellow could find for life insurance just now? 
Why isn’t it?” 

On thinking it over he couldn’t find any 
reason why it was not; in fact, he decided that 
it sort of met his immediate requirements for 
something in the way of a selling talk which 
had a punch, and which, moreover, fitted right 
into the needs of the moment. It required 
some shaping up of his usual approach, and it 
meant a new view of his company’s figures, 
with specific reference to the subject of loans; 
but, once he had marshalled his facts along his 
line, he felt that he had an argument which, at 
least. would make men listen who had been 
hard to interest “efore. 


USING THE CLIPPING 

\nd, as indicated, his success, following the 
application of this point of view, together with 
a little harder work than usual, proved the cor- 
rectness of his idea. He used his clipping so 
much, with others of the same sort, that he 
wore them out and had to renew them; but 
they landed business, for the simple reason that 
they showed business men that while it un- 
doubtedly costs money to get insurance, it is 
a friend in need in times when the banks are 
tightening up and nobody is inclined to lend. 

“Just look at this, and maybe you'll get a new 
idea about what insurance is worth,” he would 
say to a man who showed signs of an intention 
to wave him away. “TI know, personally, of any 
number of instances where men right here in 
this town, who were hard pressed for a few 


hundred dollars for one purpose or another, 
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have turned to their insurance companies and 
got the money in three days, at five per cent, 
when they couldn’t get a cent out of their 
banks at any price. You know all about what 
insurance is as a matter of protection to your 
family, and so forth; but did you ever think 
of it in just that way—as an ace in the hole at. 
a time when you have to have it?” 

Most of them never had thought of it in just 
that way; and, pressing the advantage home, 
and with occasional arrangements in proper 
cases for using notes for the premiums, the in- 
surance man landed one prospect after an- 
other who decided that it was a pretty good 
idea to begin preparing for the next rainy day. 
They had found out, through the new angle 
presented by the live agent, that, after all, in- 
surance is a good thing from the purely selfish 
standpoint, as well as for the protection of 
dependents or of creditors. 

Of course, it goes without saying that no 
company would care to go out, at this time, for 
instance, and implore its policvholders to bor- 
row to the limit on their policies. Experience 
has shown that many borrowers permit their 
policies to lapse, and from this standpoint 
policy loans are not exactly encouraged. But 
the point is that just now the fact that an in- 
surance policy is gilt-edged, unquestionable 
security for a loan from the company issuing 
it can be pressed home with unique force, 
serving as a clinching argument why no man 
should delay in placing at his back an asset so 
valuable. 


DO IT NOW 

If your pulse beats true and your heart is 

sound, 
And your lungs in proper condition found, 
If measurements, weight—are as they should 
be, 
“casts” and 
free, 
Blood pressure O. K., and everything right, 
“dotted line” write. 


Irom ‘albumin” your “kidneys” 


At once your name on the 


Delays are dangerous, no one can tell 

How long in “land of the living” he’ll dwell. 
Life is uncertain, and oft it is found 

The healthiest oft’nest get “under ground.” 
The delicate fabric of which we’re made 
‘Neath changes most sudden may droop and 


fade. 


In looking over statistics we find 

Ten men in a hundred are marked “declined,” 

And most of those ten if they'd not delayed 

Would have “passed” the doctors as of “tirst 
grade.” 

If a thing’s worth having, why wait my friend, 

The risks that you’re taking to danger trend? 


*Tis the wisest course, with the facts in view, 

Not to postpone what you know you should do; 

Improve thé advantage of present health, 

‘Twill not take from but will add to your 
wealth. . 

Don’t wait till disease shall through “vitals” 
plough, 

If you love your family—‘“do it now!” 

—AvuGUSTUS TREADWELL, 
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LIFE INSURANCE IN JAPAN 
What Native and the Five Foreign Com- 
panies are Doing a 
The Nippon Life of Osaka, Japan, gives the 
following data as to the status of the life as- 
surance business in Japan as it stood at end 
of 1913, together with the statement of busi- 
ness done during the same year. The amounts 
are stated in yen, equal to the United States 
half dollar: 





1. Number of Companies.............. 37 
2. New Business in 1999...... oc .s% 281,876,049 
3. .\ssurances in force at end of 1912.. 991,536,386 
4. Gain in Assurances in iorce over pre 

WIGUS VOAR << ccc bec dcevice wesc dec 165,415,429 
5. Premium Income for 1913.......... BS,175,491 
6. Total Income for 1913....... wee 46,043,535 
4. “Class paid tm JOS... on cccecdas cua ‘ 
8. Expenses of Management, in 1913 | 
9. Total Reserve at end of 1918..... ~~ EPR: 
BO. « ASWAUS GUO Se ccccgeec uncovers noes 138,902,460 


Besides the above, the business of the five 
foreign life assurance companies doing busi- 
ness in Japan is reported as follows by the 
Government Insurance Bureau. The figures 
are for 1912, those for 1913 not yet being pub 
lished by the Government. 


1. New Business in 1912...............- 11,509,596 
2 \ssurances in force at end of 1912..... 65,517,384 
3. Gain in Assurances in force over pre 

VIE VORP ss os-< ccxecmecewacvieee win 6,292,738 
$4. Premium Income for 1912..... 3,744,184 
fe (CUNO DAME eo esses cee 5 oe SSO,TS1 


A comparative observation of the individual 
business of the leading life assurance com 
panies in Japan for 1913 can be made by the 
following tables: 


| ap 

Gain in 

| Assurance 
New Assurance | in force 

| 

{ 





















; Premium 
Companies Business in force. | over Income. 
| previous 
year 
| 

Nippon... $1,884,435/132,192,539) 19,595,820) 4,869,015 
Teikoku.. 23,740, 100) 105,679,150) 13,225,000) 3,743,797 
Meiji 21,498,900/104,327,800) 9 434,400) 3,337,246 
Chiyoda. . 12,540,200) 60,583,983) 0,428} 2,714,240 

yosai 10,929,300) 53,651,200) 5,78 2,243,982 
Daido... 12,394,000) 52,454,200) 6,718,150) 2,176,946 
Aikoku 46,739,145] 5,480,276] 1,848,172 
Daiichi... 27,785,877) 5,017,362) 1,110,823 

|Expenses 
Companies Total Claims | of Man Total Asset 
Income | agement! Reserve 
| 

Nippon 6,512,553 |1,812,817|1,216,523|20,479,840 23,332,516 
Teikoku 4,840,411 |1,23 3,972) 8$84,062|15,617,569 17,132,152 
Meiji 4,259,261 1,267,100) 905,374 13,736,451 14,426,246 
Chiyoda 3 589,580! 434,028) 9,655,160 1 + 
Kyosai 2 3,¢ 580,460) 493,028) 9,704,740 10, 
Daido 2,451,510} 540,690) 559,210) 5,381,057 5 
Aikoku 2,224,315| 439,132) 464,506) 7,043,088 7, 
Daiichi 1,307,930) 204,700) 197,152) 3,166,453 3,361,639 


LOANS ON POLICIES 
In his annual report to the policyholders of 
the Union Mutual Life, President Arthur L 
Jutes refers to policy loans as follows 


Until within a comparatively recent period a 
policy loan was of infrequent occurrence, but 
competition for business led some companies to 
insert a loan agreement in their policie with 
the result that when various States adopted 
standard forms of policies such provisions were 
made compulsory, so that loans made to policy 
holders on the security of their policies now con 
stitute a large and ever-increasing percentage of 
the assets of all companies. Loans of this char 
acter add to the interest income of the com 
panies, but reduce the protective value of the 
policies upon which they are made. This com 
pany’s loans on policies have increased from 
$2,284,160 on December 31, 19138, to $2,766,753 at 
the end of the year 1914, and there were repay 
ments of only $41,500 during the year 





~ 


The management of the company urges policy- 
holders who have borrowed upon their policies to 
realize that their provision for those dependent 
upon upon them is lessened to the extent of the 
mortgages so placed upon their policies and to 
repay the money which they have borrowed, as 
has been truthfully said, from their widows and 
orphans. 


ANNUAL DIVIDENDS FOR 1015 


Mutual Life Insurance Company 
ORDINARY LIFE. 








YEAR | AGE AT ISSUE. 

PoLicy } 2 

Was | | 

ISSUED. | 25 30 | 35 10 45 50 
Premium 20.50 23.30 |27.10 32.20 39.10 |48.50 
1895 | 6.64 | 7.56 | 8.86 (10.57 |12.81 [15.70 
1896 |} 6.46 ) 7.36 | 8.62 (10.30 12.48 |15.31 
1897 6.29. 7.16 | 8.39 (10.02 12.15 |14.92 

| 
Premium 121.34 (24.18 |27.88 32.76 39.36 48.39 
| 
LSYS... | 6.50 | 7.43 | 8.61 (10.09 |11.99 |14.41 
ifalthe) 6.29 | 7.19 | 8.33 | 9.77 |11.62 113.99 
1900 6.09 | 6.95 | 8.05 | 9.45 11.25 |13.57 
1901 5.89 | 6.72 | 7.78 | 9.13 10.88 |13.14 
1902 5.69 | 6.49 | 7.51 8.82 |10.51 |12.72 
1903 5.50 | 6.26 | 7.24 | 8.51 (10.15 |12.29 
1904 5.31 | 6.04 | 6.98 | 8.20 | 9.78 |11.86 
1905 5.22 >.93 | 6.84 | 8.03 | 9.59 |11.64 
1906 5.13 >. S81 6.71 7.96 9.40 |11.41 
Premium, 21.49 (24.38 |28.11 33.01 (39.55 48.48 
1907... 4.92 | 5.65 | 6.59 | 7.8) 9.37 (11.438 
1908... 4.77 | 5.48 | 6.38 | 7.55 | 9.06 |11.07 
1909... 4.63 | 5.31 6.17 7.30 | 8.76 {10.72 
1910 4.50 | 5.14 5.97 7.05 8.47 |10.36 
1911.. 4.36 | 4.98 5.77 | 6.81 8.17 10.01 
1912... 4.24 4.82 | 5.58 | 6.58 | 7.89 | 9.67 
1913... 1.11 4.67 5.40 6.35 7.61 9.33 
1914.. 3.99 | 4.53 | 5.22 | 6.13 | 7.33 | 8.99 
20-PAYMENT LIFE. 
Premium 28.10 [31.10 35.00 [39.80 146.20 54.80 
1895 8.72 | 9.73 |11.12 (12.70 |14.84 |17.65 
1896 8.45 | 9.43 10.78 |12.32 14.40 |17.14 
1897... 8.19 9.14 10.45 |11.94 13.97 16.64 
Premium... 30.25 134.20 36.87 41.46 47.42 55.38 
1898 : 9.31 [10.29 11.49 |12.92 |14.68 16.87 
1899 : 8.95 | 9.89 |11.04 |12.43 |14.13 16.27 
1900 ‘ 8.59 | 9.50 |10.61 (11.95 |13.60 |15.68 
1901 8.25 | 9.12 (10.18 |11.48 |13.08 |15.11 
1902 7.91 8.74 9.77 (11.02 |12.58 14.55 
1903 7.58 | 8.38 | 9.36 [10.57 |12.07 '13.99 
1904 7.26 | 8.02 | 8.97 |10.12 |11.58 13.45 
1905 7.07 | 7.80 | 8.72 | 9.85 |11.29 (13.13 
1906 6.88 | 7.59 8.48 | 9.59 |11.00 '12.82 
Premium 31.83 {34.76 38.34 '42.79 48.52 56.17 
- 
1907 7.08 | 7.83 | 8.74 | 9.87 {11.28 {13.07 
1908 6.78 | 7.49 8.37 | 9.45 |10.83 |12.59 
1909 6.48 | 7.16 | 8.01 | 9.05 |10.38 |12.11 
1910 6.20 | 6.84 | 7.66 | 8.66 | 9.95 |11.64 
1911 5.92 | 6.54 7.32 | 8.29 9.53 |11.18 
1912 5.65 | 6.24 6.99 | 7.92 | 9.13 |10.73 
1913 5.39 | 5.96 | 6.67 | 7.56 | 83.73 |10.29 
1O14 5.15 | 5.68 | 6.36 | 7.22 | 8.34 | 9.86 
. | 


20-YEAR ENDOWMENT 


Premium 1%.70 49.60 50.90 (53.00 156.40 62.00 


1SO5 14.39 |14.88 15.52 |16.47 |17.85 |19.88 
1896 13.87 |14.35 14.98 }15.91 |17.25 |19.23% 
INO7 13.37 }13.84 (14.45 (15.36 |16.67 (18.60 
Premium 50.18 |50.96 52.13 [53.98 (57.03 62.15 
{ 
ISOS 15.62 |15.94 16.3 16.99 |17.89 19.25 
1899 14.90 |15.21 15.65 16.26 }17.14 |18.47 
1900 14.21 (14.52 14.94 (15.54 |16.42 (17.73 
1901 13.54 |143.84 14.26 (14.85 {15.71 (17.02 
1902 12.89 |13.18 13.60 (14.18 |15.04 (16.32 
1903 12.26 |12.55 12.96 |13.53 |14.37 |15.64 
1904 11.65 {11.93 12.33 |12.90 (13.73 |14.98 
1905 11.22 |11.51 |11.9) [12.48 |13.31 (14.57 
1906 1O.8t (11.10 11.50 |12.07 '12.91 14.18 


Premium 


1907 10.81 11.66 11.42 (12.55 13.33 |14.52 
1908 10.24 11.06 10.84 11.95 12.73 |13.93 
Premium 9.19 50.13 51.47 53.49 56.69 61.90 
1909 %.90 9.41 9.84 10.55 '11.52 '12.92 
1910 $.34 8.75 9.2% 9.99 10.96 12.35 
1911 ‘ea 7.80 8.21 %.74 9.45 10.42 '11.81 
1912 a 7.28 | 7.69 | 8.22 | 8.93 | 9.89 |11.27 
1913 ; 6.78 7.19 7.72 8.43 9.38 \10.75 
1914 : 6.30 6.71 7.24 7.94 8.88 |'10.24 
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PERSONALITY PLUS SEEING 
PEOPLE 


Personality! What is it? Look in Webster 
and you'll find something like this: “That 
Which constitutes distinction of person—per- 
sonality implies complex being or character, 
having distinctive and persistent traits ** ** " 

And after reading the definitions given, you 
are bound to feel that there’s something vital 
left untold about personality—something you 
feel and know, and yet cannot find in any lex- 
icon, nor voice yourself. 

One of the wonders of man is that out of the 
millions that exist, no two having identical fa- 
cial expressions can be found. Isn't that truly 
marvelous? And so it is with personality. 
There are similar personalities, there are aped 
personalities, but there’s a difference always 
when put to the test, just as we find under 
microscopical investigation a difference in finger 
prints. 
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expression, many types of beauty, each being as 
effective as the other in power of attraction. 
Think of the ocean-wide difference between the 
personalities of Abraham Lincoln ang George 
Washington! And yet both were great rulers 
who succeeded in winning the love and admira- 
tion of mankind. 

Hlowever, an analysis of historical personal- 
itics would lead “‘nowhere” as a practical guide 
to the man who seriously craves a strong, win- 
ning personality for use in writing life insur- 
ance. What he needs is concrete facts—brass 
tacks talk. He shall have it: 

The personality plus seeing people which wins 
in life insurance (thank God for it!) is greatly 
of one’s own making. Politeness, urbanity, 
courteousness, integrity, loyalty, courage, faith 
and enthusiasm, practiced from a habit of the 
soul (which gives them every grace) constitute 
a personality which, when stirred by the fires of 
intense energy, wins any ideal it goes after. 

Take our word for it: If your ideal is writ- 
ing $100,060 or $1,000,000 *of life insurance per 
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year, you can’t miss it if your personality is 
built upon the recipe hereinbefore given and 
your desire for achievement strong enough to 
energize everlastingly, i. e., to make you see 
enough people. 

Bear in mind that there are many lazy peo- 
ple possessing beautiful personalities—they lack 
the plus of seeing people and hence are self- 
stamped failures in life insurance.—Interna- 
tional Life Man. 


INSURE FOR PRO$PERITY 

Life insurance brings prosperity in several 
large and very important ways to everyone who 
carries it. It induces thrift, and the thrifty are 
prosperous. By relieving the insured of much 
worry regarding the future, life insurance makes 
him a greater winner in-his business. Finally, 
life insurance brings him or his family thou- 
sands of dollars in cash at just the time when 
money is needed most. 

Insure for Prosperity!—International Lifeman. 


Luckily there is in personality, as in facial 


SOME, EXTRACTS FROM THE STATEMENTS OF LIFE INSURANCE. COMPANIES FOR 1914. 


The following figures of the statements of life insurance companies for 1914 have been compiled from advertised statements and re- 
turns made direct to The Spectator Company. Particular attention is directed to the figures of new business and gains in insurance in force. 



















| . . 
NAME OF COMPANY Premiums |New Business Insurance Admitted Surplus to NAME OF COMPANY. Premiums New Business Insurance Admitted | Surplus to 
Received. | Paid for Gained Assets. Policyholders Keceived. Paid for. Gained. Assets. | Policyholders 
$ | $ $ $ $ $ $ $ | $ 
an C ‘ | 7,680,161 1,506,863 Midland Mutual : 2,033,062 | : 

“pe Life. . | : ’ 2,285,214 1,549,636 Minnesota Mutual.... 2,046,736 4,383,578 | 521,394 
Atlantic Life. i 4,819,153 1,201,735 Montana Life 982,201 | re 
Central of U.S. (la.) 1,113,824 | 10,937,262 5,094,797 3,425,344 566,021 ‘nao hi t.) 7,221,281 61,509,790 | 8,998,278 
Cleveland Life | 3,318,495 | 1,644,008 New England | wee eae 
Coluenbie tits (Neb.) } | 332,424 49,314 4,792 New York Life.... 90,467,178 85 3, 790,935,396 | 119,010,977 
Columbus Mutual } 1,125,125 543,530 226,631 Northern (Mich.).... ; ~ 502 1,068,629 $23,058 | 121,842 
Commonwealth (Neb.) 4,352,000 2. 888,812 7 Northwestern National os : 1,949,342 3,955,479 | 564,93 
Connecticut General 17,837,899 10,229,828 ; Pan-American...... 535,390 5,681,444 3,045,196 
Continental (Del.) 3,874,886 1,937,004 1,214,412 666,877 Peoples Life (Ind.).... , 1,744,391 699,680 

Detroit Life 141,517 4,271,189 | 1,412,000 383,969 Preferred Life... 2,146,730 | 1,197,379 
Equitable (Ia.) 2,890,258 15,774,730 9,037,116 15,840,196 2,131,600 || Reliance Life... .. 1,639,347 15,172,302 6,060,260 Pres . : : 
Farmers & Bankers 279,344 3,410,230 1,537,377 672,484 428,970 || Royal Union.. 1,339,827 6,967,345 3,062,594 5,258,737 | 592,325 
Fidelity Mutual 14,450,4 | 513,830 || Provident L. & T... 11,127,245 40,787,222 | 13,064,976 83,099,338 5,158,751 
Florida Life 1,235,! 44,092 || Southeastern Life... 1,800,000 | 580,102 597,019 111,332 
German Mutual 831,335 | |; Southern States (Ala.). 4,054,320 | 903,910 Reais saNe 
Home of New York 14.436.915 | Southwestern 6,201,734 2,058,792 ve ; 
Indiana | ecahbery 3,405,750 || Toledo Travelers 1,451,000 | 1,451,000 151,187 140,801 
Intermediate 1,836,375 || Travelers. . ; 59,511,504 | 32,584,409 ee 
Kansas City Life 2,172,578 22,061,937 4,953,930 | 745,169 || Union Mutual..... 2,358,335 6,289,790 | 361,728 18,465,971 728,253 
Manhattan. 7,081,452 21,641,880 1,595,617 Volunteer State 276,985 4,048,617 | 1,067,475 eect 
Mass. Mutual 42,161,912 Western Reserve. . 906,000 | 567,744 ; oe 
Mip-Continent 1,319,290 Western Union... ' 1,670,449 468,23 


The minus sign ( 


indicates a decrease 











organization. 





(ieneral Manager 


FOR 


Western Pennsylvania 


with Headquarters at 
PITTSBURGH, PA. 
WANTED BY 


THE GERMANIA LIFE 
| INSURANCE COMPANY | 


OF NEW YORK 


To an experienced and aggressive field- 
man an exceptional opportunity presents 
itself for a liberal agency contract which 
will enable him to build up a splendid 


Address in confidence, giving full particulars: 


T. LOUIS HANSEN, | 


Superintendent of Agencies, 


50 UNION SQUARE NEW YORK CITY | 


CEC. 
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CHICAGO OFFICE: 
INSURANCE EXCHANGE 


SECOND EDITION 
LIFE INSURANCE and 
HOW TO WRITE 


J. M. LANGSTAFF, C.A., F.I.A., F.A.S. 


| A VALUABLE WORK FOR LIFE 
| INSURANCE SOLICITORS 

Full of practical suggestions for the daily 
guidance of the solicitor. 
answers to many objections; good rules to 
follow; how to treat various classes of pros- 
pects; obtaining prospects; unusual and effec- 
tive methods of soliciting; forceful arguments, 
Should be read carefully and then re- 
| ferred to frequently. 
| possess a copy of this valuable work. 
pages, bound in two styles. 


Price per Copy, $1.00 in paper 


THE SPECTATOR COMPANY 


IT 


By 


Contains logical 


Every live agent should 
264 


‘¢ $1.50 in leather 


135 WILLIAM STREET 


Sole Selling Agent for 
NEW YORK 


the United States 
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Devoted to Life Insurance and the General Interests of Life Underwriting, Comments on Current Events, Suggestions and Hints 


for Field Workers, Technical Matters for Home Office Consideration, and Information as to What is Going On in Office and Field 








WITH THE RATE-BOOK 





Hyenas in Spangled Vests and Innocent 
Beneficiaries 


A BEN FRANKLIN CONSERVATOR 


The Agent Who Began by Giving Advice with 
His Cough Drops and Hunts Hyenas Into 
Their Holes 
THirp INSTALMENT 
Old Dobson is a slinger of solid shot. He 
has fought his way up to his present big 
agency job from the rather humble sales 
agency of cough drops on a Williamsburg 
ferryboat. In those humble days I once hap- 
pened near him. It was a hot July afternoon. 
Dobson was interviewing an old lady who did 
have a horror of a cough. Dobson’s cough 
drops were excellent remedies—he has never 
sold anything that hasn’t been a first-class 
article. He's made that way. Ile could never 
sell a corner lot in a Jersey snake swamp; the 
arguments would stick in his throat and 

strangle him. 

The lozenge persuader was dressed in a long 
“duster.” He has told me since that for sum- 
mer, and for vacancy of pocket, the old-time 
“duster” has its points. Nobody can see 
what’s underneath, and the police will not 
arrest a fellow if he keeps the thing buttoned. 
And at four of a melting summer’s day a 
ferryboat is something in the way of calorics. 

Dobson in his duster—no matter what was 
or wasn't underneath—stood before the old 
lady and chucked his cough drop stuff. 


“Do something for that cough,” he said, “or' 


it'll dig you into a hole in the ground. These 
drops will help you a lot, but they can’t cure 
you. Go to a good physician and take his ad- 
vice. Mind, I say a good one! 

That has always been Dobson’s’ way. 
Cheeky? Yes. But talky talk that will help 
people. Selling cough drops then and one 
hundred thousand dollar policies now has been 
a side line with Dobson. He is forever watch- 
ing out for the interests of his “family,” as he 
calls his bunch of policyholders. Very likely 
Dobson would have more plunks stowed away 
if he had not thought so much of number 
two. But he’s got a decent ranch out Long 
Island way, and there is no probability that he, 
or any member of his family, will dine daily 


in a poor house. 
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Tut Commission Not Au 


He does not think that grabbing the com- 
mission ends the transaction. He would like 
to be a kind of Ben Franklin conservator for 
his “family”; that isn’t always practicable. But 
if he knows that some dangling watch-chain, 
vaseline-tongue is taking a policyholder into 
the fold of clipped lambkins, he is in the 
trenches with a supply of redhot shot and a 
gun that has a range finder of experience in 
lambkin clippers down to a millimeter. 

“Cut it!’ I once heard him say to a man 
who was in the act of falling to a giddy 
seducer, in the garments of a peach orchard 
in Labrador and a guarantee to return the 
principal four times a year and the orchard to 
expand until its boundaries were like those of 
a Russian empire. “Cut it! The duck with 
the white whiskers, the diamond pin and Eng- 
lish dress-up, lives in Tarrytown-on-the-Hud- 
son. [le pays—when he’s made to pay—just 
thirty-two dollars for his rent. Tle’s got three 
kids and his wife doesn’t keep a maid. [ll 
leave it to even your intelligence whether 
blowing you off to a seven dollar lunch at 
Shanley’s isn’t a misfit? And I'll leave it to 
your intelligence whether a diamond pin, auto- 
hluff—hired car—silk hat—the whole damn 
plant doesn’t match with stacked cards, gold 
bricks, and—orchards in Labrador ?” 

The Tarrytown peach expert tried to explain 
to Dobson’s policyholder that he was econo- 
mizing so as to put his own stuff into the deal ; 
but as he had previously boasted that he and 
his wife would have the policyholder up to 
dinner at the Knickerbocker, where they were 
for the winter, and the policyholder ran into 
the orchard man while he was haggling in the 
Grand Central over the increased price of a 
monthly ticket to Tarrytown, he didn’t sell 
any of his rubbish—not that time. 


INNOCENTS THAT NEED WATCHING 


Dobson follows his policies all the way 

“Yer have to watch out for ’em!” he told 
me the other day. “Of course, some women 
sense business—others are different. Take my 
wife. In her kitten days I invested a two 
hundred ‘dearest Auntie’ legacy for her—you 
know the kind? Expectation; a mansion in 
the Berkshires; actuality, two hundred that 
she had to scrape for like the devil, and the 
other legatees haven’t written to her since. 
Well, I put the two hundred into first mort 
gage bonds of an industrial—they’re good 


when they’re good. Result—the two hundred 
was boosted to three hundred. I sold. Said 
my wife, ‘Harry, dear, do please put the money 
in again at the low price. I’ve spent the after- 
noon figuring, and if you'll'only take my ad- 
vice and do it, you can wait another two years 
and sell at four hundred and fifty. I know 
I’m correct, because I used up ten sheets of 
paper and went over the figures five times.’ 

“That’s my wife—or was. After twenty 
years with a man who deals in granite-hard 
cash and chucks pipe-dream money she’s dif- 
ferent. 

“It ought to be an electrocutionary offense 
for a man to be nabbed when even trying to 
grab a beneficiary's check. They do it and 
they do it all the time. I’m watching for ‘em 
every day and on Sunday afternoons. They 
sneak me, but not often. 

“There was a bluffer who lived in Brooklyn 

he’s dead—but there are more. [| gathered 
him in after a series of engagements that 
would have chucked me an Iron Cross if the 
Kaiser had known-about it. A ten thousand 
policy that cost me the sweat of mental blood! 
You don’t pick that sort easy. Lobster over- 
eating killed him. And by the way he lived 
you'd thought his wife would have had a fight 
in the courts with ‘teen charitable institutions 
to compromise for a paltry five millions. Not 
on your necktie pin! That ten thousand was 
all—every darn-doodle cent! 

“I took the check to the home—bronze- 
framed plate glass outer door—maid in cap 
drawing room with Louis quartz (if that’s 
dictionary) cabinets—grand piano! 

“Say! There were three spangle-vesters 
waiting and one more chased me into the 
room before the woman came down. She isn’t 
hardly a woman. ‘The bluffer’s second wife 
isn't more than a kid, and she had a kid up- 
stairs. I heard he’d met her down Jersey 
shore way—love match—she didn’t have a 
cent. Little thing, with about as much busi- 
ness under her pretty curls as you'll find in a 
swell Freshman in a swell college. 

“Of course, she had a right to expect I’d 
chuck her the consolation paper, and, of 
course, if I had the spangle-vesters would 
have fallen upon it and devoured it. I told 
her | had the check but I was going to assume 
a responsibility. I would not deliver it until 
she scattered all spangle-vesters. 

“She took me into a reception room and I 
handled her pretty casy, so far as the check 
vas concerned. It was like making conditions 
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with a five-year-old and a candy hold-out. But 
she didn’t have sand enough to chuck the 
spangle-vesters. I did it for her. I had a 
little difficulty with the last, and he was so 
rumpled up that when he made his exit he left 
a trail of banana-island-of-the-sea tracts be- 
hind him all the way from the drawing room 
to the street. If his frock coat had been more 
economical in its delivery he would have given 
a paper chase all the way to his Broadway 
office. 

“With the permission of the little innocent 
I patrolled the beat all the afternoon. You'll 
hardly believe me, but I chucked seventeen 
of them spangle-vests. Talk about buzzards 
in Georgia! 

“And | got down to business and earned 
another Iron Cross. For the innocent was full 
to her neck ruffles with interest returns all 
the way from twenty-seven per cent to seven- 
teen hundred. The lawyer who came in to 
arrange about selling the grand piano ana the 
quartz things, so as to settle the bluffer’s auto 
and cigar bills, helped me a lot. In the end 
the curly-head left the ten thousand with the 
company and they will pay her twenty annual 
instalments. It isn’t a champagne dream but 
it’s a dead cinch on crackers and cheese. 

“Take it from me, the agent has to watch 
beneficiary checks as if he were shooling a 
cherry tree in robin time. The check is where 
the deal ends. There’s no use in sweating 
blood to get ’em if a hyena swipes the 
wind-up !” 


LIFE INSURANCE STATEMENT 
FIGURES OF 1914 


Comparisons with 1913 Indicating Growth 


Official statements covering the year 1914 have 
been received by THE SPrEcTaATrOR from com- 
panies enumerated below. The principal items 
of the statements are presented herewith; and 
for purposes of comparison, the figures of the 
1912 statements are given in parentheses: 


Cleveland Life, Cleveland, .0.—Premiums, 
$309,545 ($247,432); total income, $353,218 ($323,- 
942); paid policyholders, $89,025 ($47,298); in- 
come saved, $140,820 ($159,223); assets, $954,620 
($808,529); surplus, $282,198 ($301,317); new busi- 
ness, $2,675,472 ($4,635,936); insurance in force, 
$10,680,772 ($10,644,428); increase in amount in 
force, $36,344 ($2,636,386). 

Continental Life of Delaware, Wilmington, 
De!l.—Premiums, $380,116 ($301,797); total in- 
come, $547,505 ($370,183); paid policyholders, 
$64,986 ($38,823); income saved, $304,262 ($186,- 
121); assets, $1,214,412 ($765,992); surplus, 
$668,530 ($378,793); new business, $3,874,886 
($3,648,397); insurance in force, $13,702,655 
($11,765,651); inerease in amount in _ force, 
$1,937,004 ($2,533,337). 

Cotton States Life, Tupelo, Miss.—Premiums, 
$29,942 ($17,710); total income, $52,722 ($40,611); 
paid policyholders, $1,996 (nil); income saved, 
$11,430 (—$3,288); assets, $145,962 ($132,027); sur- 
plus, $123,080 ($116,255); new business, $467,000 
($530,000); insurance in force, $836,500 ($530,- 
000); increase in amount in force, $306,500 
(b.$530,000). 

Dakota Life, Watertown, S. D.—Premiums, 
$250,663 ($249,295); total income, $308,175 ($291,- 
402); paid policyholders, $63,300 ($74,926); in- 
come saved, $121,055 ($105,450); assets, $944,465 
($823,303); surplus, $343,576 ($332,337); new 
business, $3,496,367 ($3,226,680); insurance in 
force, $8,630,610 ($8,020,405); increase in amount 
in force, $610,204 ($614,581). 

Home Life, New York—Premiums, $4,233,965 
($4,088,092); total income »$5,726,153 ($5,476,911); 
paid policyholders, $8,110,507 ($2,940,303); in- 


LIFE INSURANCE—AN APPRECIATION 


(From The Prudential Weekly Record ) 


ey all the institutions designed and operated for the material benefit of man- 
kind, none takes higher rank as an accomplisher of magnificent results than 


Life Insurance. 


Life Insurance is not only an expression of love in its loftiest, 


most unselfish and self-sacrificing form, but it is a noble manifestation of wisdom, 


prudence and foresight. 


Hence, it is an ideal and beautiful blending of the purely 


sentimental and the perfectly practical—a splendid fabric, in which the golden 
threads of human affection in loveliest form are wonderfully interwoven with 
simple common sense and plain duty to dependent ones. Not a day passes that 
Life Insurance is not proving a ministering angel to vast numbers of widows and 
orphans ; a boon and a blessing to individuals, to society and to the State. 


3ALM OF GILEAD IN SORELY STRICKEN Homes 


The millions upon millions of money paid out annually in death claims—who can 
measure, who can even faintly imagine, what this Precious Ointment, this Balm 
of Gilead in the form of Life Insurance money means to those heavily stricken 
abodes? Any attempt to adequately answer this query must prove futile. One 


thing, however, is absolutely certain, this: 


Whenever and wherever this crystal- 


lization of human affection, self-sacrifice and forethought, in the form of checks, 
came with proverbial promptness to the relief of those in distress, there went up 
heartfelt words of gratitude to those who in life had acted the wise and loving 
part. Mingled therewith, we doubt not, were equally heartfelt expressions of 
appreciation of this peerless system of self-help, which is perpetually doing a 
mighty and majestic work in lightening the burdens and assuaging the sorrows and 
griefs of the people. And the beauty and glory of it all is that never was this 
system doing its work more mightily and majestically than at the present time. 


HAIL, ALL HAIL TO THEE, PEERLESS PROTECTOR OF 
HEARTHS AND HOMES! 


May time as it passes see thee perpetually growing in Greatness and Grandeur! 


come saved, $1,560,023 ($1,517,971); assets, $30,- 
631,249 ($29,181,999); surplus, $2,241,649 ($2,229,- 
941); new business, $14,486,915 ($14,217,972); in- 
surance in force, $120,893,433 ($116,360,110); in- 
crease in amount in force, $4,533,323 ($5,712,965). 

Kansas City Life, Kansas City, Mo.—Pre- 
miums, $2,172,578 ($1,812,779); total income, 
$2,585,833 ($2,112,755); paid policyholders, $669,- 
073 ($537,290); income saved, $949,896 ($758,332) ; 
assets, $4,953,930 ($3,944,206); surplus, $376,840 
($448,969); new business, $22,060,437 ($19,530,553) ; 
insurance in force, $65,801,727 ($54,061,305); in- 
crease in amount in force, $11,740,422 ($11,- 
550,250). 

Meridian Life, Indianapolis, Ind.—Premiums, 
$587,958 ($523,332); total income, $709,851 ($665,- 
980); paid policyholders, $141,680 ($150,487); 
income saved, $251,007 ($240,430): assets, $2,686,- 
531 ($2,424,701); surplus, $458,179 ($422,297); new 
business, $7,869,459 ($7,825,493); insurance in 
force, $23,866,645 ($22,108,147); increase’ in 
amount in force, $1,768,498 ($765,800). 

Methodist Ministers, Boston, Mass.—Pre- 
miums, $58,015 ($55,288); total income, $63,903 
($62,030); paid policyholders, $44,147 ($28,756); 
income saved, $10,070 ($25,671); assets, $96,549 
($1,249); surplus, $3,485 ($10,605); new  busi- 
ness, $142,500 ($182,254); insurance in force, 
$1,647,206 ($1,674,234); increase in amount in 
foree, ---$17,028 ($19,226). 

Mid-Continent, Muskogee, Okla.—Premiums, 
$81,456 ($67,776); total income, $107,888 ($96,948) ; 
paid policyholders, $14,830 ($7,344); income 
saved, $19,057 ($16,904); assets, $406,670 ($385,- 
339); surplus, $305,048 ($304,835); new business, 
$1,327,290 ($1,115,368); insurance in force, $2,800,- 
254) ($2,289,424); increase in amount in force, 
$510,880 ($513,500). 

Midwest Life, Lincoln, Neb.—Premiums, $189,- 
635 ($162,713); total income, $218,662 ($186,003) ; 
paid policyholders, $30,576 ($40,542); income 
saved, $112,910 ($78,318); assets, $591,872 ($472.- 
648); surplus, $160,584 ($153,259); new business, 
$1,744,360 ($1,745,249); insurance in force, $6,580,- 


604 ($5,702,708); increase in amount in force, 
$877,901 ($897,189). 

New York Life, New York, N. Y.—Premiums, 
$90,467,178 ($89,627,788); total income, $125,937,887 
($124,183,526); paid policyholders, $71,963,430 
($66,303,924); income saved, $38,435, 586 ($43,003,- 
332); assets, $790,935,396 ($748,497,740); surplus, 
$115,010,977 ($105,898,958); new business, $238.- 
854,169 ($248,559,259); insurance in force, $2,347,- 
098,388 ($2,273,099,212); increase in amount in 
force, $78,999,176 ($103,300,219). 

Occidental (N. M.), Albuquerque, N. M.— 
Premiums, $212,068 ($194,686); total. income, 
$250,074 ($222,773); paid policyholders, $54,778 
($48,285); income saved, $83,400 ($67,344); assets, 
$581,871 ($476,606); surplus, $173,774 ($160,524); 
new business, p. $2,197,384 (p. $2,676,747); in- 
surance in~ force, p. $6,918,074 (p. $6,414,151); 
increase in amount in force, $503,923 ($1,153,572). 

Pan-American, New Orleans, La.—Premiums, 
$537,654 ($429,967); total income, $738,445 ($827,- 
910); paid policyholders, $138,907 ($71,925); in- 
come saved, $323,704 ($493,484); assets, $2,416,- 
370 ($2,030,653); surplus, $1,641,810 ($1,516,212); 
new business, $6,641,640 ($6,582,827); insurance 
in force, $15,669,988 ($12,624,792); increase in 
amount in force, $3,045,196 ($4,198,824). 

Pension Mutual, Pittsburgh, Pa.—Premiums, 
$69,006; total income, $744,377; paid  policy- 
holders, $23,620; income saved, $482,599; assets, 
$1,270,767; surplus, $859,626; new business, 
$1,999,287; insuranee in force, $12,460,812; in- 
crease in amount in force, $1,039,762. 

Philadelphia Life, Philadelphia, Pa.—Pre- 
miums, $909,476 ($868,383); total income, $1,151,- 
127 ($1,091,620); paid policyholders, $350,844 
($379,774); income saved, $479,931 ($423,844); 
assets, $4,155,089 ($3,708,129); surplus, $849,93 
($795,861); new business, $4,043,650 ($4,529,127); 
insurance in force, $25,044,594 ($24,166,212); in- 
crease in amount in force, $878,382 ($1,079,919). 

Southeastern Life, Greenville, S. C.—Premiums, 
$194,163 ($197,871); total income, $229,019 ($251,- 
671); paid policyholders, $49,666 ($36,956); in- 
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come saved, $92,619 ($130,954); assets, $596,983 
($521,715); surplus, $102,456 ($108,860); new busi- 
ness, $1,812,670 ($2,138,268); insurance in force, 
$7,611,806 ($7,031,704); increase in amount in 
force, $580,102 ($915,431). 

Southwestern Life, Dallas, Tex.—Premiums, 
$806,822 ($761,797); total income, $1,044,442 ($966,- 
584); paid policyholders, $212,215 ($180,301); in- 
come saved, $478,251 ($430,574); assets, $3,129,764 
($2,454,789); surplus, $741,101 ($490,295); new 
business, $6,976,165 ($7,213,503) ; insurance in 
force, $26,150,554 ($24,091,762); increase in 
amount in force, $2,058,792 ($4,186,275). 

Standard Life (Iowa), Des Moines, Ia.—Pre- 
miums, $119,752 ($107,279); total income, $126,- 
416 ($111,768); paid policyholders, $34,876 ($26,- 
580); income saved, $45,176 ($38,525); assets, 
$175,050 ($128,261); surplus, $44,357 ($35,106); 
new business, $1,020,076 ($1,077,081); insurance 
in force, $4,739,953 ($4,338,381); increase in 
amount in force, $401,572 ($420,581). 

Toledo Travelers, Toledo, O. (commenced 
business in 1914)—Premiums, $59,873; total in- 
come, $65,485; paid policyholders, $16,500; in- 
come saved, $28,827; assets, $149,332; surplus, 
$120,948; new business, $1,489,000; insurance in 
force, $1,449,500. 

Twin City Life, Minneapolis, Minn.—Pre- 
miums, $15,391 ($12,404); total income, $24,744 
($97,922); paid policyholders, $1,900 ($6,791); in- 
come saved, $5,812 ($68,888); assets, $177,801 
($169,078); surplus, $166,465 ($164,060); new busi- 
ness, $282,000 ($367,000); insurance in force, 
$517,500 ($367,000); increase in amount in force, 
$150,500 (g. $357,000). 

Volunteer State Life, Chattanooga, Tenn.— 
Premiums, $615,440 ($608,938); total income, 
$728,825 ($699,618); paid policyholders, $213,216 
($217,593); income saved, $327,342 ($228,121); 
assets, $2,017,022 ($1,675,923); surplus, $210,128 
($184,798); new business, p. $4,158,591 (p. $4,839,- 
851): insurance in force, p. $21,525,884 (p. $20,- 
158,409); increase in amount in force, p. $1,067,- 
475 (p. $1,952,644). 


ANNUAL DIVIDENDS OF 1915 





Kansas City Life Insurance Company 
ORDINARY LIFE 


YEAR | AGE AT ISSUE. 

PoLicy 

Was | 

ISSUED. | 

| .25 30 35 40 45 | 50 

Premium...| 21.49, 24.38 28.11] 33.01} 39.55) 48.48 
ee 5.48 5.75) 6.24] 6.67) 7.21] 7.81 
|) rs 5.32 : 5.99] 6.36) 6.81) 7.32 
Sa 5.16 5.74 6.05, 6.43) 6.85 
| eee 4.85 5 6.12 








5.33) 5.56) 5. 84| 


20- P, AYM EN N T LIFE. 


Premium...| 31.83!) 34.76) 38.34) 42.79 48.52) 56.17 
19%3...... 6.67} 7.28} 7.97! 8.74, 9.52) 10.22 
1912.......| 6.32} 6.89) 7.54) 8.25: 8.96) 9.59 
101S:. oo, 5.99| 6.52) 7.12] 7.77| 8.42] 8.98 
1914.......| 6.52] 6.00| 6.54) 7.12) 7.68} 8.12 


Occidental Life, California. 
ORDINARY LIFE. _ 





YEAR AGE aT Issur. 
POLICY sincncintnoninn seeming 


Was { 
| 30 35 40 45 50 
| | 
| 
! 


ISSUED. | 25 





Premium. ..| 20.93) 23.73] 27.38] 32. 5 38.69] 47.59 
et... .<:. 2.83) 3.19] 3.691 4.37| 5.34) 6.76 
1911 | 2°70! 3.02} 3.48 4.11] 5.01) 6.32 
1912....... | 2. ar 2.86, 3.28) 3.85| 4.67| 5. 89 
1913... | 2:45) 2.71] 3.09] 3.61) 4.36) 6.48 
RONG. 505 es | Beal. cease ee, ee veeel 


{ | 





ae LIFE. _ 

ee | 
Premium. 29. | 32.61) 36.22] 40.75) 46.62 a 47 
191 3.46} 3.77) 4.23) 4.84) 5.72 03 














Te 3.20! 3.47) 3.89) 4.45) 5.26 6 49 
1912... 2:94| 3.19| 3.56 4.07| 4.79] 5.96 
i). ae 2.71) 2.93| 3.25] 3.71) 4.38] 6.46 
Coy Sear = ee ee SR peer 
“20- )-YEAR "ENDOWMENT. 

Premium...) 49.31, 50. o7 61.23) 53.05) 56.07) 61.12 
MEI oc sie 5.23} 5.35) 5.57) 5.91, 6. 51 7.87 
i) eae 4.63) 280 5.02} 5.35, 5.92' 6.94 
iC oe 4.16) 4.27| 4.49| 4.81) 5.36) 6.33 
i a 3.66! 3.77) 3. 3.98) 4 4. von Se 4.81) 5.74 
1 ie a 


BRITISH LIFE INSURANCE 


Remarks as to the Effects of the War 
on Bonuses 


THE INCREASED INCOME TAX 


New Business Shows Gains—Liberal Treatment 
Accorded Policyholders and Office Staffs 
[From Our London Correspondent] 
From time to time the general insurance po- 
sition changes; and, so far, the changes since 
the first stages of hostilities have been mostly 
for the better. Since even so recently as the 
beginning of November the outlook has become 

more clear, as the following will show: 

One of the strongest of British life assurance 
offices, the Clerical, Medical and General, closes 
its financial year upon the thirtieth June and 
holds its annual general meeting in the late 
autumn. Its chairman—John Coles—who, as 
well as being one of the leading British author- 
ities upon investments, is a Fellow of the In- 
stitute of Actuaries—is credited with making 
at these periodical gatherings speeches which 
rank among the great events of the insurance 
year. Always interesting as these are, the latest 
pronouncement had an enhanced value arising 
from the fact of the European war, and the 
weighty utterances made in connection there- 
with. He said: . 

Life assurance is the outcome of peace and 
an advanced civilization, and is to-day of far- 
reaching importance in the gathering in and 
investment of savings. War upsets nearly all 
actuarial calculations, and it brings an enor- 
mous destruction of capital and sweeps away the 
wealth of nations. . During the present na- 
tional and financial crisis British life offices have 
been subjected to unprecedented conditions in 
several respects; but they have maintained their 
position unimpaired, and no undue anxiety need 
be felt as to its future. It speaks well for the 
solidity and inherent strength of these institu- 
tions that they should have passed through such 
a trial successfully. These are not the times 
for laying down any hard and fast rules, but for 
watching the trend of events. We are still sur- 
rounded by new conditions without any prece- 
dents to guide us, and those companies having 
to make a valuation at the end of this year may, 
in the absence of reliable Stock Exchange quo- 
tations, be unable to comply with the law as it 
now stands in reference to the valuation of 
assets, and have to consult the Board of Trade 
with regard to the proper course to pursue. 
But policyholders of to-day have their just claim 
upon whatever profit can be fairly shown, and 
it may soon be possible to measure the fall in 
securities consequent on the war. If the Stock 
Exchange is still unopened on the thirty-first 
December there will not, of course, be the same 
facilities as usual for fixing the value of secur- 
ities; but, where the investments are funda- 
mentally sound, and the income therefrom is 
punctually paid, there seems to be nothing to 
prevent a practical estimate being made, using 
the market prices at July 31 as a basis, and 
making any further deduction therefrom that 
may be deemed necessary 

In my opinion the position of life assurance 
in the eyes of the publie will be strengthened 
rather than weakened if directors publish their 
balance sheets frankly and take policyholders 
and shareholders alike into their complete con- 
fidence. It would certainly impair the popu- 
larity of any life office to pass a bonus alto- 
gether, even in these times. Rather than do 
this it may be wise to make a slight advance 
in the valuation rate, and thus neutralize some- 
what the fall in securities. The public will un- 
derstand a smaller bonus, but not a postpone- 
ment or a total failure. 


This was in November; and these are, of 
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ceurse, general remarks. The speech, however, 
attracted, as usual, considerable attention and 
was widely commented upon. The Clerieal, 
Medical and General itself—it should be re- 
marked—oceupies a position of exceptional 
financial strength; and, valuing quinquennially, 
is rather more than half way through its ecur- 
rent quinquennium. 


Much has happened since then. On January 4 
the Stock Exchange reopened under regulations 
approved by the Treasury, and ‘it is hoped that 
before long it will be able to broaden the sphere 
of its activities beyond the somewhat narrow 
limits imposed at the outset. Even more inter- 
esting, perhaps, from the insurance point of 
view, is a recent announcement which appeared 
in the ‘‘Times,’’ to the effect that it is under- 
stood that, in response to enquiry, the Board of 
Trade has announced its willingness to allow 
certificates relating to the valuation of life in- 
surance offices’ securities to refer to the values, 
as at December 31, 1913, of securities then owned 
by the offices, while securities bought since may 
be valued at cost price. The extent to which 
this permission will be taken advantage of by 
the companies is, of course, not yet known, and 
developments will be watched with considerable 
interest. Commenting upon this step, ‘‘The 
Financial Times” says: 

The innovation now sanctioned by the Gov- 
ernment is an important one, though possibly 
its effect will be less far-reaching. Stock Ex- 
change values at the end of 1913 were very low; 
and it is fully recognized in expert circles that 
any insurance company which could face with 
equanimity the level of quotations existing at 
the end of 1913 would have little difficulty in 
emerging successfully from a valuation based 
upon current prices. The point of view of the 
Government would appear to be, however, that 
to a very large extent Stock Exchange values 
are for the moment artificial, and it will there- 
fore be sufficient if the level of quotations 
adopted in the last accounts of the life offices 
be adopted on this occasion. Nevertheless, the 
attitude of the Board of Trade indica tes a 
strong desire on the part of the authorities at 
Whitehall to do everything in their power to 
assist the leading commercial interests of the 
country during an unprecedented crisis. There 
has, we understand, been no discussion as to 
the policy likely to be adopted twelve months 
hence, when this question of security values 
once more comes to the front, but it would 
almost appear that in official circles no further 
substantial decline is anticipated. 


LIFE ASSURANCE AND INCOME TAX 


At the brealeing out of the war the rates of 
income tax in force were: On earned incomes, 
from ninepence to one-shilling-and-threepence 
in the pound according to the amount of the 
total income; and on unearned incomes from 
one shilling to one-shilling-and-threepence in 
the pound, also according to the total income 
Incomes of over £2,500 per annum were, further, 
subject to a graduated super-tax. On the 27th 
supplementary Financial Act 


of November 
was passed doubling the amounts of the tax 
payable but enacting that such doubling of 
the rates should, for the current finaneial year, 
operate only as regards the last four months 
of that vear. In effect, therefore, where the tax 
vas Is. 3d. before the passing of the second 
act. the effective rate for the twelve months 
became—after the passing of the act—Ils. 84d., 
but is to be 2s. 6d. for 1915-16. This, of course, 
at once affects insurance companies, whose 
prosperity is largely based upon _ interest 
earnings. 

However, this is not an unmixed evil, so far 
as life assurance offices are concerned. For, 
under the Income Tax Acts, a policyholder is 





i2 LIFE INSURANCE SUPPLEMENT TO THE SPECTATOR. 


allowed to deduct from his income, when arriv- 
ing at the total for income tax purposes, any 
sum or sums paid for life assurance premiums 
up to one-sixth of that income. And, inasmuch 
as the dividend yield on securities generally is 
adversely affected from the shareholder’s point 
of view, by the heavy demand for income tax, 
it follows that the investor in life assurance is 
placed in.a particularly favorable position—and 
to this fact the offices are not proving slow in 
calling attention. 


AN INSIDE VIEW 

The following, which is from the Scottish Life 
Assurance Company's magazine, gives such an 
illuminating view of what is, and has been, 
happening on this side such a vivid word- 
picture, in fact—that readers will no doubt 
welcome an opportunity of perusing it. It ap- 
pears under the quotation ‘Fleecing the 
Public,’’ in the current issue: 


Krom.the War Office to the Life Office, there 
is no great public institution which does not 
occasionally come in for a large amount of 
advice and a larger amount of abuse, both of 
which are meant for the good—so to speak 
of,its soul. In the early days of the war there 
was ‘ho lack of either, as regards the Life 
Offides; and even yet occasionally there is to be 
heafd the captious critic who does not know, 
and does not want to know, how magnani- 
mously and patriotically British offices have 
deatt with. the situation. With the desire. 
partly, to see their effusions in print, a few 
of our well-meaning countrymen may always 
be relied upon at such a time to rush to the 


worst—-of something savoring of harshness and 
injustice, and the pent-up indignation, which in 
younger and more (military) eligible men would 
be wreaked upon the Teutonic legions is let 
loose upon the Life Offices. 

One of our excellent policyholders indicated 
to us that there was a strong belief that some 
life assurance companies have been trying to 
fleece the public. We hold no brief for other 
offices; their conduct has, at this time, been 
much the same as ours; but we have thought 
it not uninteresting to ascertain to what extent 
we ourselves have been successful in ‘‘fleecing 
the public’ and in turning the war to. our 
advantage. 

We turn first to our policyholders. They were 
in our power. In large numbers they were 
rallying to the call of King and country and 
volunteering for active service. What an oppor- 
tunity for our charging the special war pre- 
mium which so many knew they were under 
contract to pay if they would keep their assur- 
ances in force! Here were innumerable sheep 
to fleece. But, somehow, patriotism was put 
before pocket, and possibly before prudence; and 
every policyholder on the books on the fourth 
of August received permission, not only to fight 
for hearth and home, but to join the forces on 
the Continent, without paying one penny. of 
extra premium. Practically the only exceptions 
were those of a military or naval occupation, 
who had chosen not to pay the moderate, uni- 
form extra premium which the company accepts 
to cover all war and climatic risks. With some 
15,000 policies on our books, we extracted extra 
premium from nineteen men! Already the war 
claims amount to eight times the amount of the 
extra premiums that go into our own coffers. 

One of the King’s ships goes down, carrying 
a junior officer of the Royal Naval Reserve, 
who has allowed his policy to lapse on joining; 
no claim is made for the sum assured; here 
surely we can ignore any special circumstances 


Thursday 


Here is an excellent opportunity of saving their 
salaries: they are doing no work for us—why 
should we pay them? The company, however, 
adopts the idea that these men are guaranteeing 
the safety of the realm, and decides to pay 
each in full, and to keep his post open till the 
end of the war. 

The Government asks for a loan of £350,000,- 
000. The rate of interest to be yielded is about 
four per cent. We can get at least five per 
cent. on undoubted security; why should we 
accept so low a rate as four per cent.? But 
the Chancellor of the Exchequer says the war 
may be won by. silver bullets, and it is decided 
to assist him substantially in providing this 
ammunition by taking several times as much of 
the issue as we generally put into one invest- 
ment. 

No: it must be confessed that we have not 
succeeded in fleecing the public. But with a 
Board of Directors and officials whose kith and 
kin are staking their lives in the titanie strug- 
gle, this is no surprising result. When the 
conflict is over and the ravages of the war in 
mortality and finance show their baneful in- 
fluence, we confidently expect that our friends, 
the critics, will change front, and: will turn 
upon the Life Offices and trounce them severely 
for having been fleeced by the public. 


INDUSTRIAL COMPANIES 

The industrial life assurance offices—which in 
point of number of claims are likely most. to 
feel the effects of the war—have been chafing 
somewhat against the Courts (Emergency 
Powers) Act, passed since the war began, and 
which, provides, among. other things, against 
the enforcing of the lapsing of any life or en- 
dowment policy of insurance for an amount not 
exceeding twenty-five pounds (the premiums in 


newspapers with letters setting forth—too often 
unintentionally—what are exaclty the opposite 
of the facts of the case. So it is with the 
conversationalists in the club or railway car- 
riage. One does not blame them; one advises of the policy. ; least two years prior to the outbreak of the 
them.’ They have heard on the best authority The staff press forward to take their pleces 
which’ in time of war generally means the with the colors in embarrassing numbers. 


and save a goodly sum. But the directors de- 
cige to act on the principle of noblesse oblige, 
and agree to pay to the widow the full amount monthly intervals, and have been paid for at 


respect of which are payable at not longer than 


war), except after application to the court. 
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WITH THE RATE-BOOK 


The Tyrant and the Serf Within the 
Same Skin 


AN ABLE BOSS 


Agents Have No Master and, Unlike the Oyster, 
They Must Chase Themselves With 
Mental Bulldogs 
FourRTtTH INSTALMENT 

One of the biggest bosses who ever lived was 
George Washington. And by a study of his 
life we have the right to think that one of the 
reasons why he was a transcendental boss was 
because he had such a bossy mother. Like the 
mothers of many other great men Washing- 
ton’s mother made his greatness. And if ever 
a kid had his every youthful action commended 
or condemned it was little Georgie Washing- 
ton. Thus, in the end, when the boy became a 
man, he had taken to himself and for himself 
his mother’s quality of bossing. 

It is an almighty fine thing to be an able 
boss. And the fundamental reason why it is a 
fine thing—fine for those around the boss and 
for the boss—is that a man of that kind is an 
altogether able boss of himself. That is the 
reason why those who come under the control 
of a real boss never need fear the despot. For 
if a despot’s despotism includes himself—all of 
himself—his despotism is very different from 
the ordinary meaning of the term. No man 
can be a despot of his entire self without doing 
what is right. That is because the soul of the 
man who is absolutely master of himself is the 
rudder. And no one need fear the despotism 
of a human soul, for the human soul is a re 
flection of the soul of its Creator. 

Washington did rule himself with one of the 
biggest and toughest mental clubs that has ever 
heen swung. It is impossible to point to a 
single action of his entire life that does not 
prove an inflexible and despotic control of his 
own actions. [Even in little matters this 
hossism of himself is evident, and during his 
entire lifetime. Daily and hourly he must have 
said to that other person under the same skin, 
“Here, sir, is what you shall do. Care not for 
what others think, care not for your own de- 
Sire; you, sir, must follow the exact course | 
have laid out for you.” 
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Men or Two Kinps 

There are two classes of men who live in this 
world, One class is the class of those who boss 
and the other is the class of those who are 
hossed. The first is a very small class, just as 
the second class holds the great majority and 
is enormously large. And we may sometimes 
be mistaken when we think that all men who 
appear to be bossed are really and in very truth 
the bossed. It may be that the humblest ser- 
vant of the modern industrial fabric is the 
greatest boss of all. We do know that a man 
can be an absolute dictator of himself and yet 
he the servant of many. The point is that boss- 
ing oneself has nothing to do with being bossed 
by others. 

Then there are a strictly limited class of the 
world’s workers who are almost absolute dic- 
tators of themselves, and are regarded as such, 
inasmuch as there is no other or apparent boss 
that governs their labors. 


His Own PAYMASTER 

The solicitor of life insurance is his own 
paymaster, his own mentor, his own prodder 
and his own dictator. Ile is chained to no 
chair, no one makes him sign a time book, he is 
very different from a watchman; for example, 
there is no way to check where his feet are at 
a certain hour of the day or night. He has no 
roundsman, no guardhouse if he falls asleep 
at his post; he is his own sergeant, his own 
captain, his own colonel and his own com 
mander-in-chief ! 

Thunder! What a fearful responsibility! It 
is easy to be an oyster. They lift ’em and drop 
‘em where they'll get fat. And when they aré 
fat they eat ’em. Nobody drops the solicitor 
where he will get fat. It generally works the 
other way about, and where and when the 
agent is first dropped is the very where and 
when that has been carefully skimmed of all 
fat whatever. But, then, nobody eats ‘em 
They eat themselves, or what part of them 
selves can be utilized as fodder. 

But how many agents really boss themselves 
as Georgie Washington would if he were an 
agent? Not many. Of course, it couldn't be 
expected; there are very few of us who know 
ourselves to be great men. But we can, every 
one of us, devote a little attention each day to 
the managerial end of our personal plant. We 
can examine our own watchman’s disk and see 
whether the record proves that on such or such 
a day and hour we were right on the job. And 


we can give ourselves a mental kick in the 
place where a mental kick is most effective and 
put a hustle into a sluggish body. 


REAL Bosses 


You may have heard that the original Vic- 
toria Bridge, which carries the railroad across 
the St. Lawrence river to Montreal, resisted 
almost every modern method for tearing it 
apart. Engineers treasure bits of the old and 
tough tubular sections, in which are rivets that 
defy a workman to remove them. Stevenson 
& Ross were the engineers. ‘They constructed 
abutments and piers that will outlive the cen- 
turies and that carry five times the weight of 
‘the original structure. Quite recently the 
bridge proved inadequate for the enormously 
increased traffic, and the original superstruc- 
ture was superseded with a much larger. The 
cost of the reconstruction was far greater than 
the estimates, because of the amazing tough- 
ness of the metal of the old bridge and the 
equally amazing strength of its construction. 

Stevenson & Ross were their own bosses. To 
them was left the nature of material and the 
method of construction. The piers of the old 
bridge, subjected every winter and spring to 
the enormous strains of ice and flood, are 
preachers in stone and mortar of how two 
great engineers learned to boss themselves. 

Let us all put the acid test to our efforts. If 
we wasted an hour yesterday gossiping about 
why Mr. Yank-’em lifted his latest giant case, 
let us even up by putting in an extra hour to- 
day. If we did not see Mr. Cold-storage 
Proposition last week let us hike right out now 
while we feel the push and get a grip that 
won't come off on the middle of his resisting 
bone. 

“Who made you?” asked a teacher in a big 
cast side Sunday-school of a new boy, whose 
bright face and neat clothing attracted his at- 
tention. 

“Teacher,” says the kid, “I’m awful sorry 
ver pitched that first from th’ box. Yer sees, 
| ain’t got no pop, and’ Ma says what little 
I'm good fer I’ve made myself!” 

Give that little east sider twenty years and 
chuck him an agency contract, and it’s a 
straight flush to five low cards that he’ll make 
good. He is beginning just where our cherry- 
tree Georgie began. He’s learned to be his 
own boss 

“What is the most difficult thing connected 


with soliciting?” [ asked an agent who has 
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slung into his home office about a_ trans- 
continental trainload of good risks. 

“You'll smile when | tell you,” replied the 
agent. “She hardest thing is the softness of 
my office chair. I have to prod myself away 
from that chair with a redhot mental pitch- 
fork. Jf a fellow cannot chase his laziness into 
action with an internal bulldog he should get 
a job as an elevator man, where he’ll be bossed 
by a button. An agent who cannot boss him- 
self is as effective as an elevator without the 
push buttons.” 

There has been a lot written about the 
“vreatest thing in life.’ For all mankind and 
for solicitors the greatest thing is to be master 
of themselves. For myself I have sometimes 
wished that | did have a stern and inflexible 
outside master, one whom no cajolery would 
soften. Doubtless he would say to me: 

“Nay, nay, sluggard! On that day you 
thought you exerted yourself to your limit you 
hardly gained the fringe of real exertion. You 
tell me daily that you are ‘worn out’ when 
you're only lazy. About once a week or so 
you say you don’t feel ‘just right, and you 
take a half day off, when you know and I know 
that your lazy streak is working out again. 
You loll around after lunch as if you were an 
only son of a Pittsburg magnate. Sometimes 
I’m tempted to let you slide down indolent hill 
to the county house. You brag about ‘walking 
your little tootsies nearly off’ when you went 
around the corner and talked fishing with a 
friend for half a day. You’re a downright lazy 
fraud and liar; and to-day if you don’t put a 
hustle on you I’m going to take you out into 
the wash-room and give you a good hiding. 
That’s what you need, and most likely that’s 
what you'll get!” 

That kind of a master might be rather lively, 
but with him my renewals would swell up most 
amazingly. 


“Resolve, resolve! and to be men aspire, 

Exert that noblest privilege, alone 

Here to mankind indulged; control desire, 

Let God-like reason, from her sovereign 
throne, 

Speak the commanded word: ‘T will, and it is 
done,’ ’ 


UNDERWRITERS HEAR A SERMON 


Kansas City Life Insurance Men Attend 
Church in Body 


One hundred members of the Kansas City Un- 
derwriters Association attended a service in 
that city recently, where the pastor addressed 
them on the topic ‘Life Insurance as a Con- 
serving Force.’’ He spoke from Revelation iii, 
2: “Strengthen the things that remain.” 

Excerpts from his address are given below: 

Life cannot be religious in spots. A man can’t 
be religious on one day of the week and not on 
all. Life is either good all through or it is bad 
all through. If a man is not religious in his 
banking or bricklaying he is not religious in his 
prayers. Every necessary human activity is, at 
the bottom, religious. 

To you insurance men belongs the credit of 
having given to the world the most conspicuous 
example thus far of scientific co-operation—a 
co-operation that, unlike the Socialistic doe- 
trine, does not swamp the individual in the all; 
a co-operation that in the development of the 
mass still keeps ever in mind the individuals 
that compose the mass. 


Here are ten men, say, who, mindful of mis- 
fortune that may come to each through hazard 
of trade of death, covenant together to protect 
any one of their number who falls a victim to 
these misfortunes—to pension him in case of 
loss of employment in old age or to support his 
family in case of his death. That is a life insur- 
ance company. Add a million men, enlarge the 
corporation, buttress it with legal authoriza- 
tions, and you have not changed the principle 
at all. The only change is this: Whereas in the 
primitive ten there was no cost of superin- 
tendence, in the million some must devote 
themselves wholly to the superintendence, and 
the profits of this oversight management is their 
legitimate wage. 

Combination is everywhere the order of the 
day. It is not merely in response to the unin- 
formed instinct of organisms as in the lower 
animals, but to an enlightened judgment which 
recognizes in co-operation an individual and so- 
cial good. This principle is everywhere at work 
and can no more be checked than the tides of 
the sea. On the one hand we see its flowering 
in the trades unions; on the other in corpora- 
tions. If two men working together can do more 
than two men working independently, $2 work- 
ing together can do more than $2 working inde- 
pendently. To try to keep either the men or the 
dollars apart is sheer stupidity. 

Life insurance conserves life not only by its 
creation and enrichment but by the prolonga- 
tion as well. It creates life; it makes it fuller; 
it makes it longer. It gives both quality and 
quantity. In ignorant days men looked upon life 
insurance as a kind of invitation to death. Now 
we are seeing that it makes for the postpone- 
ment of death. The tables of the actuary do 
more than disclose the average length of life. 
In that very revelation they lengthen life. 
These tables are sermons of the highest orde 
They show not only how short life is but what 
makes it short. Drunkenness shortens life. Un- 
cleanliness shortens life. This or that course 
of conduct shortens life. 
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Security Mutual Life Insurance Co. (N. Y.) 
ORDINARY LIFE 


Year Age at Issue. 
Policy 
Was | 
Issued. 25 30 | 35 40 45 50 


Premium —__- | 27.91) 82.81) 39.30 48.23 


















1907 pavewase 3.92| 4.60, 5.62 7.07 
1O08 vy 3.68) 4.30; 5.23 6.57 
1900. poets 3.45| 4.01) 4.85 6.09 
1 Se 15 3.23) 3.72! 4.47 5.61 
191) | 3.01) 3.45; 4.11 65.14 
Premium ~----- 20.14 22.85] 26.35} 80.94) 37.08, 45.45 
| | 
| | 
1912 _. La 2.31| 2.51] 2.80] 3.18 4.69 
|b = 2.18 2.35) 2.59) 2.93 4.25 
WE Se sate ues 2.05 2.19) 2 40| 2.68 3.82 
20-PAYMENT LIFE 
Premium —_- | 31.58 34.51 38.04 42.49) 48.17, 55.82 
1907 : | 4.23. 4.61) 5.00) 6.71) 6.59 7.84 
1908 ------| 3.92; 4.27; 4.70) 5.26) 6.08) 7.26 
1909 - se 3.62) 3.94) 4.82) 4.83 5.58) 6.68 
1910: _. _----| 3.83) 3.61! 8.97; 4.42] 5.10) 6.11 
1911 | 3.30) 3.61; 4.02 4.62! 5.56 
Premium 5 80.12 32.87) 36.22) 40.38) 45.73) 52.87 
| 
[CS eeseeter cn | 3.00 3.27 5.02 
G13 = 2.71| 2.94 4.49 
114 wa nnn--n=-| 2.43, 2.62 3.98 
20-YEAR ENDOWMENT 
[ | 
Premium --| 49.52) 50.28) 51.42) 53.22: 66.17 61.10 
1907 é. 6.41| 6.53) 6.71! 7.01. 7.55 8.46 
1908 - 5.83) 5.94) 6.12) 6.40 6.92 7.81 
1909 oes 5.26; 5.37; 5.64 6.31 7.16 
1910 ---| 4.71) 4.83) 4.98] 5.71 6.52 
1911 if 1.18 4.30) 4.45) 4.69 5.12 5.91 
| 
Premium ---~- 48.15 48.83) 49.85) 51.48 54.22 58.81 
| 
1912 ------| 3.66, 3.78) 3.93) 4.17; 4.56 5.29 
1913 -o--n.| 38.17| $8.28} $.48| 8.66; 4.02; 4.70 
1914 ------------| 2.69) 2.80) 2.94) 8.16) 3.50) 4.10 


Thursday 


Mutual Benefit Life Insurance Company 
ORDINARY LIFE 














Year Age at Issue. 
Policy 
Was 
Issued. 25 30 35 410 45 A) 
Premium sts 19.60! 22.36. 26.00 30.84 37.42 46.50 
MD: ccccscgeranns 6.09) 7.18) 38.64 10.51 12.93 16.09 
1896 eed 5.89, 6.95 8.36 10.18 12.55 15.66 
1897 -_- aes: 5.71| 6.72! 8.08) 9.85 12.16) 16.23 
ee 5.55 6.50 7.82 9.53 11.79 14.80 
0 et 5.37) 6.30) 7.55) 9.21, 11.41) 14.37 
Premium £3 20.14) 22.85 26.35 30.94 87.08) 45.45 
L900 ee 7.73; 9.26) 11.17); 13.58 
1901 ... de 7.39 8.85 10.70) 13.04 
a 7.06 8.44 10.21} 12.48 
1006... ais 5.29 6.79 8.05 9.74 11.94 
1904 ... cons 5.09 6.56; 7.69) 9.28) 11.39 
TOO een anaes 4.96 6.35| 7.41 8.89 10.93 
1906 -.-.. aes --| 4.85 6.14| 7.15) 8.51! 10.49 
tC —— Jens! Meee 5.95' 6.89) 8.20, 10.03 
OS cases : me 4.62 5.76, 6.64! 7.87! 9.58 
TOE cc iswiccnavwnnee| mee 5.57, 6.40) 7.56) 9.17 
1910 __-. ean 4.43 5.39, 6.17, 7.25) 8.81 
| ae ee 4.34 5.22, 5.94, 6.96) 8.43 
a owl. eee 5.06 5.72 6.67 8.06 
igs ...--. «=; 4.38 4.90 5.51) 6.38 7.69 
Wee cxte a 4.11 4.76; 5.3 6.12 7.33 
20-PAYMENT LIFE 
Premium —_-~- 27.31) 80.27 33.97! 38.65) 44.73) 52.85 
1895 -- pice oueime 8.26) 9.45 10.93, 12.74, 14.91; 17.53 
LC —_——— ---. %.87; 9.02) 10.46) 12.24; 14.39) 17.04 
i Ss 7.50! 8.60 10.00, 11.74) 18.88 16.54 
1898 aes 7.15) 8.20! 9.56) 11.26 13.37; 16.03 
1899 - Epa eeae. 6.80) 7.82, 9.12; 10.79) 12.86) 15.52 
Premium —_--- 30.12) 32.87 36.22) 40.38, 45.73) 52.87 
ls ee 8.67) 9.57, 10.70! 12.06 13.71) 15.60 
1901 .- --------| 8.25} 9.04) 10.11) 11.41) 13.01) 14.96 
1902... aes 7.84) 8.57! 9.54) 10.79, 12.32) 14.25 
PROG ecicc us sd aances. 7.46, 8.14 9.02) 10.16 11.66) 13.53 
ot ...«.. : : 7.09| 7.73) 8.56) 9.59, 11.00) 12.83 
. nicent Ret hae 8.12) 9.10 10.42) 12.22 
JC 6.41, 6.96 7.69 8.63 9.85) 11.61 
1907 .. = -- 6.09| 6.61; 7.30| 8.17| 9.36] 11.01 
IGOD: onan 5.79| 6.26 6.91! 7.74) 8.86! 10.42 
ae ere 5.50| 5.93) 6 7.382) 8.39) 9.87 
1910 = 5.23] 5.68: 6. 6.91: 7.93) 9.38 
Git... as 4.97) 6.83) 5 6.53 7.49) 8.87 
eae 4.73) 5.06 6.15. 7.06) &.39 
1918 S 1.49! 4.78 5.80, 6.64) 7.91 
1914 - e 4.27; 4.52 5.46 6.25) 7.45 
20-YEAR ENDO WMENT 
Premium ...-... 47.46 48.48, 49.87 51.85 55.00) 60.20 
1895 - Saal - 15.81) 16.87; 17.02 17.77, 18.71, 20.02 
1896 _- athiaiens 14.98 15.55) 16.23 17.02 18.04) 19.48 
1897 _. ----------. 14.18) 14.76) 15.46) 16.29: 17.36) 18.91 
REN Ge okecs 13.42, 14.00) 14.72 15.58 16.70) 18.33 
1R9) - ces 12.68] 13.28) 13.99, 14.87, 16.08) 17.73 
Premium ? -- 48.15) 48.83 49.85 51.48 54.22) 58.81 
1900 __- -.--| 14.10) 14.40) 14.80 15.36 16.19) 17.37 
) __—_—— -----.| 138.19} 13.45) 18.86) 14.44! 15.28) 16.51 
1902 - = 12.31) 12.57; 12.95 13.51; 14.40) 15.65 
1903 ....--..---...-; 11.48} 11.74; 12.10, 12.66; 13.53) 14.81 
eee 10.69, 10.95 11. 12.69) 13.97 
1905 ._- -----<-| 9,98) 106.20) 10.! 11.92; 18.23 
NID ics die Wis kona hia 9.21; 9.47; 9.8 11.18! 12.59 
1907 ... ~seun| 800) 8.79) 0. 10.50; 11.78 
1908 - 7.87; 8.13) 8.5 9.84, 11.08 
1909 __- awss| Veet Dee oF 9.21 10.43 
IDO g 6.64. 6.90 7 8.59 9.83 
BOLL... aa 6.08 6.33 6 8.01) 9.22 
1912 aera 5.54 5.80 6 7.44) 8.61 
1913 - rone| 9,02) 5.9 & 6.89 8.08 
1ol4 -| 4.64 4.78 5 6.388 7.53 
“CHARACTER” 


Briefs from an address by W. E. Bilheimer 
before the Iowa Life Underwriters: 

The man who has personality is the man who 
has found himself. He is the man who feels he 
can do what the other man can do. There are 
too many shanty lives. Ninety per cent of the 
men’ to-day are leading shanty lives. The 
shanty is patched up with boards that would have 
graced a mansion, but have been used instead to 
patch up a shack. The world is full of men who 
have dreamed away their lives instead of ac- 
complishing something. 

Sand is the quality that makes the football 
player leave the ground fighting and begging 
for more ground when he is taken away in- 
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jured. Do something. The world has just be- 
gun. The master painter has not yet appeared. 

Archie Butt, army officer, and John Jacob 
Astor, multi-millionaire, gave up their seats to 
women when the lifeboats were launched. 
Soldier, millionaire and labor have discovered 
the brotherhood of man. And this message still 
echoes across the seas to you insurance men— 
women and children first. 


LIFE INSURANCE STATEMENT 
FIGURES OF 1914 


Comparisons with 1913 ulate Growth 


Official statements covering the year 1914 have 
been received by THE SPECTATOR from com- 
panies enumerated below. The principal items 
of the statements are presented herewith; and 
for purposes of comparison, the figures of the 
1913 statements are given in parentheses: 

(See also THE SPECTATOR of February 4) 

American Bankers, Chicago, I1].—Premiums, 
$85,491 ($38,123); total income, $102,872 ($226,- 
853); paid policyholders, $35,252 ($30,024); in- 
come saved, $71,584 ($42,015); assets, $695,804 
($595,523); surplus, $367,808 ($376,357); new busi- 
ness, $2,705,451 ($3,153,641); insurance in force, 
$7,302,654 ($6,598,324); increase in amount in 
force, $704,330 ($1,401,046). 

American National, St. Louis, Mo.—Premiums, 
$85,491 ($38,128); total income, $102,372 ($226,- 
099); paid policyholders, $3000; income saved, 
$13,776 ($174,808); assets, $306,149 ($252,544); sur- 
plus, $259,395 ($222,970); new business, $1,943,- 
178 ($1,165,000); insurance in force, $2,720,178 
($1,151,500); increase in amount in force, $1,568,- 
678 ($1,151,500). 

Cleveland Life, Cleveland, O.—In the issue of 
February 4 the insurance in force was stated 
on the paid-for basis for 1914 and written basis 
for 1913. The paid-for basis in both years is as 
follows: Insurance in force, $10,680,772 ($9,834,- 
860); increase in amount -in force, $845,912 
($2,636,866). 

Columbia Life, Fremont, Neb. ~Premiums, 
$29,191 ($24,356); total income, $30,564 ($26,126) 
paid policyholders, $8667 ($9660); income saved, 
$13,373 ($8278); assets, $49,314 ($37,245); surplus, 
$4792 ($3565); new business, $514,961 ($269,215); 
insurance in foree, $1,093,809 ($761,385);  in- 
crease in amount in force, $332,424 ($169,632). 

Connecticut Mutual, Hartford, Conn.—Pre- 
miums, $7,301,193 ($7,003,525); total income, $10,- 
762,887 ($10,544,628); paid policyholders, $7,212,- 
619 ($8,089,275); income saved, $1,893,510 ($773,- 
061); assets, $72,768,917 ($68,954,653); surplus, 
$4,353,944 ($2,004,895); new business, $23,924,041 
($23,348,110); insurance in force, $228,305,763 
($218,304,660); increase in amount in force, $10,- 
001,103 ($8,910,063). 

Conservative Life, Waeoling, W. Va.—Pre- 
miums, $154,294 ($123,356); total income, $195,- 
405 ($220,816); paid policyholders, $30,450 ($22,- 
645); income saved, $58,543 ($49,907); assets, 
$547,668 ($490,500); surplus, $355,361 ($356,115); 
new business, $4,760,000 ($3,429,254); insurance 
in force, $7,397,790 ($5,491,425); increase in 
amount in force, $1,906,365 ($1,877,795). 

Dakota Western, Sioux Falls, S. D.—Pre- 
miums, $61,691 ($54,574); total income, $74,709 
($101,545); paid policyholders, $15,995 ($8832); 
income saved, $19,232 $53,442); assets, $217,111 
($201,177); surplus, $121,708 ($127,846); new busi- 
ness, $623,000 ($494,000); insurance in force, 
$1,811,350, (31,62 4,000): increase in amount in 
force, $187,350 ($—28,500). 

Detroit Life, Detroit, Mich.—Premiums, $186,- 
595 ($141,517); total income, $201,937 ($156,259); 
paid policyholders, $13,811 ($20,091); income 
Saved, $59,693 ($24,789); assets, $331,470 ($297,- 
472); surplus, $134,171 ($181,121); new business, 
$2,633,340 ($1,853,102); insurance in force, $5,- 
463,169 ($4,051,150): increase in amount in force, 
$1,412,019 ($821,045). 

Farmers and Bankers, Wichita, Kan.—Pre- 
miums, $279,344 ($237,430): total income, $309,907 
($261.243); paid policyholders, $31,517 ($18,502); 
income saved, $112,970 ($67,607): assets, $672,484 
($566,380): surplus, $456,745 ($438,214); new busi- 
ness, $3.979,822 ($3,290,493); insurance in force, 
$8.661,990 ($7,124,613): increase in amount in 
force, $1,537,377 ($1,422,093). 

Forest City, Rockford, I1l.—Premiums, $73,965 
($66,576): total income, $85,150 ($74,863); paid 
policyholders, $18,834 ($8123): income gaved, $31,- 
286 ($37,236): assets, $232,934 ($200,461): surplus, 


$113,877 ($113,662); new business, $653,931 ($641,- 
114); insurance in force, $2,508,538 ($2,212,107); 
increase in amount in force, $296,431 (404,994). 

Franklin Life, Springfield, I1l.—Premiums, $1,- 
519,037 ($1,422,480); total income, $1,829,167 ($1,- 
712,442); paid policyholders, $813,309 ($921,942); 
income saved, $496,626 ($260,065); assets, $6,633,- 
653 ($6,126,666); surplus, $1,099,461 ($1,050,789) ; 
new business, $9,235,346 ($10,192,762); insurance 
in force, $48,507,114 ($46,442,058); increase in 
amount in force, $2,065,056 ($2,773,462). 

Intermediate Life, Evansville, Ind. — Pre- 
miums, $192,997 ($167,868); total income, $244,834 
($206,084); paid policyholders, $68,731 ($52,149); 
income saved, $74,350 ($56,993); assets, $888,134 
($793,225); surplus, $224,285 ($233,992); new 
business, $1,796,025 ($1,689,482); insurance in 
force, $7,007,300 ($6,048,525); increase in amount 
in force, $958,775 ($1,028,482). 

Manhattan, New York.—Premiums, $2,077,275 
($2,105,220); total income, $3,170,694 ($3,221,898) ; 
paid policyholders, $2,599,425 ($2,387,571); income 
saved, $—276,099 ($113,959); assets, $21,658,390 
($22,137,997); surplus, $1,699,954 ($2,075,192); new 
business, $7,489,391 ($6,649,010); insurance in 
force, $67,687,959 ($68,352,397); increase in 
amount in force, —$664,438 (—$235,729). 

Massachusetts Mutual, Springfield, Mass.—Pre- 
miums, $11,497,147 ($10,881,233); total income, 
$15,567,557 ($14,499,846); paid policyholders, $7,- 
544,647 ($7,024,505); income saved, $5,630,474 
($5,265,038); assets, $81,606,934 ($73,723,812); sur- 
plus, $7,456,571 ($4,871.333); new business, $43,- 
387,281 ($41,081,565); insurance in force, $351,- 
003,262 ($328,578,136); increase in amount in 
force, $22,425,126 ($21,982,830). 

Metropolitan, New York (including industrial). 

Premiums, $104,653,263 ($97,214,702); total in- 
come, $127,295,667 ($117,186,262); paid policy- 
holders, $44,163,686 ($38,794,466); income saved, 
$52,125,634 ($48,408,863) ; assets, $498 862,771 
($447,829,229); surplus, $43,662,775 ($44,119,231); 
new business, $517,744,646 ($511,223,889); insur- 
ance in force, $2,991,114,069 ($2,816,504,462); in- 
crease in amount in force, $174,609,607 ($211,- 
538,360). 

Midland Life, Kansas City, Mo. Premiums, 
$250,756 ($206,508); total income, $291,253 ($236,- 
969); paid policyholders, $64,148 ($47,622): in- 
come saved, $109,147 ($77,559); assets, $482,744 
($369,035); surplus, $161,697 ($156,165); new busi- 
ness, $2,624, 438 ($2,617,553 insurance in force, 
$6,700,890 — ( 6,955); inerease in amount in 
force, $1,123,935 ($1,181,803). 

Mutual Benefit, Newark, N. J.—Premiums, 
$25,141,927 ($23,936,471); total income, $34,221,- 
451 ($32,266,854); paid policyholders, $18,379,927 
($17,098,749); income saved, $11,228,327 ($10,756,- 
274); assets, $176,733,516 ($166,142,244); surplus, 
$11,219,684 ($10,613,401); new business, $79,457,- 
265 ($78,198,376); insurance in force, $714,233,070 
($673,088,683); increase in amount in force, $41,- 
144,387 ($43,587,536). 

Mutual Life of New York, New York.—Pre- 
miums, $57,861,015 ($57,954,050); total income, 
$84,989,872 ($86,311,256); paid policyholders, $68, 
570,166 ($63,381,014); income saved, $5,312,154 
($11,701,793); assets, $611,033,800 ($607,057,045); 
surplus, $100,421,820 ($101,701,925); new business, 
$152,880,191 ($165,124,377); insurance in force, 
$1,612,574,168 ($1,598,466,078); increase in amount 
in force, $14,108,090 ($47,578,015). 

Mutual of Baltimore, Baltimore, Md. (indus- 
trial business).—Premiums, $442,301 ($416,562) 
total income, $499,506 ($464,390); paid policyhold- 
ers, $160,101 ($157,048); income saved, $150,677 
($152,432); assets, $1,238,540 ($1,088,356): sur- 
plus. $391,817 ($337,592); new business, $5,299,806 
($4,000,653); insurance in force, $14,676,791 ($12,- 
992,369); increase in amount in force, $1,684,422 
($1,474,203). 

National Life, Montpelier, Vt.—Premiums 
$7.227.153 ($6,893,199): total income, $10,200,400 
($9.694.683): paid policyholders, $6,142,391 ($5,- 
195.435): ineome saved, $2,525,849 ($3,014,838): 
assets. $61,506,848 ($58.941.984); surplus. $8,995 
337 ($8,446,231): new business, $21,558,399 ($21, 
919.460): insurance in force, $194,625,266 ($188, 
354,053): inerease in amount in force, $6,271,313 
($8,889,446) 








New England Mutual, Boston, Mass.—Pre 
miums, $9,589,121 ($9,091,420): total income 





$12,748,148 ($12,054,568); paid ponte yholders, $6, 
535,083 ($6,081,337): income aved, $4939 550 
($4,118.263): assets, $70,163,011 ($66,168,702 ); sur- 
plus. $7,200,484 ($7.099.656) : new business, $31 





561,852 ($33.300.697); insurance in force, $: 290). oe, 


446 ($274.450.181): increase in amount in fore 
$16,282,265 ($20,200,598). 


Northern Assurance, Detroit, Mich. — Pre- 
miums, $300,658 ($281,929); total income, $340,- 
173 ($311,028); paid policyholders, $59,616 ($46,- 
814); income saved, $159,407 ($122,770); assets, 
$823,475 ($652,923); surplus, $122,480 ($113,902); 
new business, $2,525,740 ($2,716,771); insurance in 
force, $11,146,091 ($10,077,462); increase in amount 
in force, $1,068,629 ($1,083,002) 

Northwestern Mutual, Miluatkes, Wis.—Pre- 
miums, $47,572,768 ($45,583,283); total income, 
$63,687,180 ($61,095,328); paid policyholders, $38, 
165,326 ($36,644,774); income saved, $16,893,023 
($16,444,006); assets, $328,247,427 ($310,556,962); 
surplus, $22,526,513 ($21,179,579); new business, 
$151,062,869 ($137,816,644); insurance in force, 
$1,365,299,749 ($1,304,385,035); increase in amount 
in force, $60,914,714 ($75,007,221). 

Peninsular Life, Detroit, Mich.—Premiums, 
$52,878 ($38,777); total income, $61,170 ($45,248) ; 
paid policyholders, $2894 ($1070); income saved, 
$19,055 ($13,447); assets, $173,629 ($143,265); sur- 
plus, $116,261 ($111,585); new business, $578,999 
($477,000); insurance in force, $1,402,499 ($1,039, - 
804); increase in amount in force, $362,695 ($309,- 
OHO). 








Penn Mutual, Philadelphia, Pa.—Premiums, 
$22,285,121 ($21,634,929); total income, $30,135,- 
969 ($28,785,917); paid policyholders, $16,967,636 
($14,998,894); income saved, $8,667,497 ($9,215,- 
384); assets, $151,940,637 ($142,461,658); surplus, 
$19,764,090 ($17,284,489); new business, $75,473,- 
SO8 ($75,946,554); insurance in force, $620,779,- 
667 ($594,128,564); increase in amount in force, 
$26,651,102 ($29,151,166). 

Pittsburgh Life and Trust, Pittsburg, Pa.—Pre- 
miums, $3,020,779 ($2,941,759); total income, $4,- 
105,441 ($3,968,834); paid policyholders, $2,730,379 
($2,040,093); income saved, $403,763 ($20,853); as- 
sets, $24,202,555 ($23,810,617); surplus, $1,929,622 
($1,896,415); new business, $19,582,169 ($19,211,- 
718); insurance in force, $106,075,390 ($101,226,- 
234); increase in amount in force, $4,849,156 
($5,047,978). 

Presbyterian Ministers Fund, Philadelphia, 
Pa.—Premiums, $877,144 ($846,536); total income, 
$1,129,049 ($1,074,328); paid policyholders, $431,- 
214 ($471,281); income saved, $635,982 ($533,340); 
assets, $6,606,157 ($5,953,122); surplus, $738,494 
($662,212); new business, $2,144,472 ($2,347,426); 
insurance in force, $20,643,913 ($19,378,373); in- 
crease in amount in force, $1,265,540 ($1,520,822). 

Register Life, Davenport, la.—Premiums, $311,- 
52 ($272,033); total income, $390,600 ($336,758); 
paid policyholders, $134,830 ($106,265); income 
saved, $170,246 ($165,612); assets, $1,469,566 ($1,- 
304,088); surplus, $60,773 ($59,893); new business, 
$1,821,058 ($1,258,986); insurance in force, $10,- 
116,932 ($8,717,536); increase in amount in foree, 
$1,399,396 ($871,092). 

Reliable Life, Indianapolis, Ind. ep te ooy 
$52,712 ($66,473); total income, $69,081 ($79,935 
paid policyholders, $19,430 ($25,276): income 
saved, $21,713 ($15,113); assets, $295,360 ($264,- 
062); surplus, $106,295 ($101,192); new business, 
$321,168 ($886,455); insurance in foree, $1,943,- 
104 ($2,174,453); increase in amount in force, 

$231, 349 ($471, 355) 

Reliance Life, Pittsburg, Pa.—-Premiums, $1, 
581,410 ($1,435,307); total income, $1,783,892 ($1,- 
608,300); paid policyholders, $455,848 ($315,578); 
income saved, $529,129 ($608,608); assets, $4,832,- 
OOS ($4,255,990); surplus, $1,204,020 ($1,286,009) ; 
new business, $15,171,696 ($14,692,444); insur- 
ance in foree, $50,494,401 ($44,334,141); increase 
in amount in force, $6,160,260 ($7,116,038). 

Royal Union, Des Moines, Ia Premiums, 
$1,339,827 ($1,189,602); total income, $1,620.346 
($1,424,201); paid policyholders, $523,173 ($391,- 
182); income saved, $623,422 ($621,797); assets, 
$5,258,737 (4,594,083); surplus, $480,824 ($379,374); 
new business. $6,889,140 ($6,431,198); insurance in 
force, $24,945,696 ($31,883,102 inerease in 
amount in foree, $3,062,594 ($2,828,765). 

St. Joseph Life, St. Joseph, Mo.-Premiums, 
$58,222 ($123,712): total income, $65,959 ($63,775) 
income saved, $25,681 ($58,420): assets, $189,226 
($160,049); surplus, $165,728 ($155,248): new busi 
ness, $1,062,590 ($254,000): insurance in force, 
$1,282,090 ($254,000); increase in amount in force, 
$1,028,090 ($254,000) 

Security Mutual, Lincoln, Neb.—Premiums 
$217,228 ($227,831); total income, $292,709 ($295,- 
112): paid polieyholders, $104,051 ($73,258); in 
come saved, $118,574 ($148,560); assets, $1,271 
585 ($1,152,782); surplus, $315,633 ($282,346): new 
business, $849,355 ($862,840); insurance in force, 
$7,002,514 ($7,000,830): increase in amount in 
force, $2684 (-—$23.526) 
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Southland Life, Dallas, Texas.—Premiums, 
$357,103 ($357,310); total income, $413,690 ($396,- 
52); paid policyholders, $71,001 ($53,903); in 
come saved, $170,841 ($161,032); assets, $1,102,- 
O19) ($901,551); surplus, $394,309 ($385,679); new 
business, $4,205,623 ($4,026,248); insurahce in 
force, $12,615,950 ($11,369,722) ; increase in 
amount in force, $1,246,228 ($1,851,162). 

State Mutual, Worcester, Mass.—-Premiums, 
$6,237,328 ($5,980,272); total income, $8,518,640 
($7,999,577); paid policyholders, $4,671,487 ($4,- 
202,107); income saved, $2,544,141 ($2,552,737); 
asscts, $46,464,071 ($43,950,202); surplus, $4,615,- 
634 ($4,494,244); new business, $20,310,056 ($20,- 
000,129); insurance in force, $177,895,473 ($168,- 
927,324); increase in amount in force, $8,968,149 
($9,816,523). 

United Life and Accident, Concord, N. H. 
(commenced business in 1914).—Premiums, $11,- 
422; total income, $242,068; income saved, $232,- 
$22; assets, $616,664; surplus, $550,566; new busi- 
ness, $327,000; insurance in force, $327,000. 

Union Central, Cincinnati, O.—Premiums, $13,- 
531,504 ($12,774,517); total income, $19,837,477 
($18,522,517); paid policyholders, $11,308,201 ($9,- 
168,321); income saved, $4,802,964 ($6,076,184); 
assets, $104,170,464 ($99,100,689); surplus, $18,308, - 
141 ($17,695,498); new business, $54,736,716 ($51,- 
118,572); insurance in force, $400,637,613 ($375,- 
352,745); increase in amount in force, $25,284,868 
($27,413,541). 

Western Union, Spokane, Wash.—Premiums, 
$638,095 ($550,169); total income, $770,847 ($647,- 
724); paid policyholders, $153,194 ($102,318); in- 
come saved, $318,629 ($302,636); assets, $1,670,911 
($1,345,428); surplus, $467,797 ($400,040); new 
business, $6,096,066 ($6,231,658); insurance in 
force, $20,072,091 ($17,013,857): increase’ in 
amount in force, $3,058,234 ($1,889,974). 

Wichita Southern, Wichita Falls, Tex.—Pre- 
miums, $170,704 ($126,294); total income, $205,- 
871 ($162,236); paid policyholders, $25,368 ($9474); 
income saved, $75,225 ($60,147); assets, $379,066 
($288,820); surplus, $242,325 ($211,311); new busi- 
ness, $2,280,168 ($2,403,364); insurance in force, 
$5,049,213 ($3,917,216); increase in amount in 
force, $1,131,997 ($1,495,076). 


THE GLAD FEELING IN THE 
MORNING 


WHEN YOU FIRST OPEN YOUR EYES IN 
THE MORNING and lazily begin to stretch 
yourself, is there a sort of a GLAD FEELING 
that runs all through your veins as yon realize 
that you’ve been spared another night and a 
new, clean day has begun? 

If you live where you can look out four ways 
aud see the green grass and the trees and the 
flowers and hear the birds sing in the summer 
time—where you can see the sun laughing as 
he gets out of bed in the East—does your heart 
rejoice and do you say to yourself, ‘‘Hello 
here’s a new day; golly, I’m glad to see it 
glad I’m alive! Wonder what I’ll do that’s good 
and worth while TO-DAY—wonder if I won't 
strike something pretty rich TO-DAY!” 

Do you whistle or hum a tune while you're 
shaving and taking a bath? Are you glad all 
through because you’re facing another oppor- 
tunity—because you have ANOTHER CHANCE? 
If not, my brother, there’s something wrong 
with you—there surely is something wrong, but 
thank the Lord you can set it right if you 
CHOOSE to do go! 

This world that we’re living in is a jolly old 
place, after all! There’s lots more sunshine 
than shadow in it—lots more! All we’ve got to 
do is to just keep on the sunny side of the 
street! Of course, a fellow CAN start off the 
day by being cross and crabbed, and he can 
walk in the shadows if he chooses; but if he 
does, it’s his own fault, and I pity him, poor 
devil, for he hates himself and other people 
don’t love him, and he accomplishes mighty 
little in the world! 

Suppose you WERE disappointed yesterday 
why, so was Jim Brown and so was Peter Robin- 
son and so was I, but all three of us decided 
that the chances were that we wouldn’t be dis- 
appointed TO-DAY, and, anyhow, we didn’t pro- 
pose to look glum and glower over it; for we 
knew that if we did, likely enough it would 
take all the GINGER out of us and we’d be 
clouding other people’s days—a thing we had 
no RIGHT to do—so we FORGOT yesterday and 
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last week and last year, and when the sun got 
up and grinned at us, we grinned back at him, 
whereupon the sun and we and all other human 
beings that we met that day were good friends 
and were mighty glad to see each other! 

It’s amazing how much disappointment and 
hard luck and all that sort of thing a fellow 
can stand if he insists on keeping himself IN 
THE RIGHT STATE OF MIND, and it’s really 
most astonishing how little our troubles amount 
to WHEN WE ANALYZE THEM! 

I reckon [’ve said it to you before, but I’m 
going to take the chance of repeating myself 
and give you a prescription. 

The first time you feel downcast and dis- 
couraged, down on your luck and all that sort 
of thing, go somewhere and find a looking-glass, 
take a look at yourself—and GRIN! You’ll be 
surprised at the result! Instantly, your spirits 
will rise and you’ll be a NEW MAN! 

This business game is more fun than a set-to 
at golf or ‘‘auction’’—it’s more fun than a barrel 
of monkeys IF YOU ONLY THINK SO! If 1 
could retire to-day, I wouldn’t do it—I calculate 
to take a hand in the game as long as [ live. 
You see, you never know what cards are going 
to be dealt you—they may run bad for a while, 
but you know for sure that IF YOU STAY 
LONG ENOUGH, you’ll get your share of the 
good ones, and in the meantime, YOU’VE JUST 
GOT TO PLAY YOUR HAND FOR ALL THERE 
IS IN IT--THAT’S ALL!—Robert J. Mix. 


One Good Month Fallacy 


One good month establishes no reputation for 
you! 

It only shows what you can do! 

And it emphasizes how poorly you've been 
doing in the past! 

It also will show as to you in the future! 

What your paid business averages, right along, 
is the thing that tells the story, that fixes your 
reputation. 

One good month fools no life insurance com- 
pany, and don’t let it fool you. 








OF NEW YORK 


to offer to the RIGHT MEN. 


FROM THE FIELDMAN’S STANDPOINT 


Superior financial strength 
Modern and attractive policies 
Liberal AGENCY CONTRACTS 
Home Office CO-OPERATION 


Are four desirable elements which render 
representation pleasant and profitable. 


THE GERMANIA LIFE 
INSURANCE COMPANY 


Has all these as well as other advantages 


For full information address: 


remarks. 


IV. STATE Laws. 
provisions as to surrender values, and anti-discrimination laws, cover- 
ing all States of the Union where such legislation has been enacted. 


Single Copies $1.00; 100 Copies $80.00. 
HANDSOMELY BOUND IN FLEXIBLE LEATHER FOR 


1915 EDITION NOW READY 


Policy Glauses, Conditions and state Laws 


Covering One Hundred 


American =» Canadian Life Insurance Companies 


The 1915 edition of this valuable pocket work (formerly called 
Analysis of Policy Conditions) has been enlarged and improved in 
many important particulars. In addition to a most complete analysis, 
in concise form, of the several benefits, conditions and restrictions of 
the leading policies issued by one hundred life insurance companies 
operating on the American continent, it also contains the following 
mportant features, which are nowhere else obtainable: 

I. PRELIMINARY TERM CLAUSES. Showing the policy and applica- 
tion clauses governing the first year of insurance for companies operat- 
ing on the preliminary or modified preliminary term plan. 

II. DISABILITY AND DOUBLE INDEMNITY CLAUSES. An extensive 
tabulation showing the companies which incorporate such clauses in 
their contracts and giving particulars thereof. 

III. DivipEND CLAusEsS. Showing when the first dividend is 
payable and the conditions as to payment of next premium, the 
methods in which the dividend may be applied, and explanatory 


Non-forfeiture laws, including standard policy 


POCKET USE WITH FLAPS SHOWING DETAILS 
OF AGENT’S OWN COMPANY. 
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THE SPECTATOR COMPANY 


CHICAGO OFFICE: ° 135 Wittiam STREET, 
INSURANCE EXCHANGE NEW YORK 


HOME OFFICE 
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WITH THE RATE-BOOK 


Fish for Minnows and You May be 
Catching Whales 


BY THE BACK-DOOR 


An Agent Who Lost a Commission on a Five 
Hundred Policy But Grasped an Idea 
That Has Yielded Ten 
Thousand-Fold 


FirrH INSTALMENT 


It is difficult to get Hamway to talk. That 
is, it’s difficult to get him to talk unless he 
knows that the man with whom he talks can 
push past the medical examiner and has money 
or credit for even a quarterly premium on a 
thousand dollar policy. But one day his train 
was delayed by a blizzard, and he was forced 
to wait a couple of hours in my office. He isa 
natty little old man, with a complexion like a 
Spitzenberg apple and an inability to sit still 
like a monkey. That morning his territory was 
six hundred miles away and he used up a little 
of his surplus energy in giving me an idea, an 
idea that [ had never happened to think of 
before. 

A Dry Nurseé 

“T didn’t hit the trail of life insurance by 
the front end,” he remarked. He added, “I’ve 
built up my renewals by acting the dry nurse. 

“Tlad a big hardware business in the Middle 
West. At fifty was worth a couple of hundred 
thousand—case-hardened cash. Wife and three 
grown-ups; cupola twelve-room house; pair 
of good horses, and whole layout to match. 
Got sick. 
skipped with everything he could hock. Took 


Dangerous to get sick. Partner 
a flyer in the street in the firm’s name. Stocks 
and bonds, house, horses—everything—oozed 
away like ink on a blotter from an overturned 
inkstand. Wife nearly crazy. segan over 
again. Took a traveling position for a hard- 
ware firm. IJlard, that. Didn't make much. 
‘Stay at home,’ said my wife. Wad to, or 
flowers and a tombstone for the old lady. 
Tried my hand here and there—bookkeeper, 
clerk. They fired me. Wasn't 
worth the pens I rusted. Down to nickels and 
grit. Had a life policy—one thing left in the 
bust-up. Said I to myself I'd see if company 


No wonder. 
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would buy the policy. They wouldn’t. Offered 
a loan. Saved me. Gave me a thought. 

“Must be something in this deal, thought LI. 
There is. Lots. We all know it, but | didn't 
then. Clerk in hardware house where | got 
fired. Larned ten a week—wife and kid. 
You could bank on that chap. Ile wasn't al- 
ways going to be a clerk—not unless you held 
him down with a thousand-ton flatiron. Took 
him one side. 

“"Why don't you take a life insurance pol- 
icy?’ | asked. 

“Can't pay my milk bill,’ he said. 

‘Suppose you should die?’ [ slung him. 
‘Devilish hard lines for the madam and 
kid,’ he replied. ‘ 

“There must be a company that will insure 
you for five hundred,’ | said. ‘Five hundred 
isn’t much, but it might be a fortune if you 
were dug under. The quarterly premium on 
five hundred would be mighty small.’ 

“*Tlow small?’ he got back at me. 

“Said | didn’t know, but would find out. 
\nd find out about a company I[ did. Raked 
out a concern that would insure him for five 
hundred and quarterly. But didm’t know a 
Wrote 


the company for an app., and they sent it on. 


blame thing about laws and all that. 


Wrote my man for the policy and had him 
examined. Doctor must have given me away. 
\gent of the company threatened to jug me 
soliciting without a license. 

“What in thunder do you mean? [ asked. 
‘Can't I hand out life insurance as if it were 
nails or hinges?’ 

**Not here,’ said the agent. ‘You want to 
go to Mars—perhaps they’ll let you up there. 
Put not, you innocent, in this old town!’ 

“T straightened up things with the agent. Tle 
got that first commission. But I’d entered life 
insurance by the back-door. And I'd got a 
grip on my method of campaign. I knew there 
were plenty that had the lingo of the trade 
down hair-trigger fine. [| didn’t waste time 
trying to land the big ‘un I fished for min 
nows. But T never fished for minnows with 
out trying to make sure that they were likely to 


grow up into whales. Five hundred here, one 


thousand there, twelve hundred by boosting 
everlastingly. [Fellows that needed insurance 
but who had never thought they could carry 
any. 

“Got a line on the small fry and kept ’em 
coming. And made rock solid with every min- 
now I landed. Ward grubbing. The first three 
keep the soles of my 


vears used hobnails te 


shoes from flapping. We didn’t know the taste 
of a beefsteak ; wolf snarling at the door every 
night. 


MINNoWS AND WHALES 


“Fellow | tirst knocked down for the five 
landed job as representative of big [astern 
lira. Wrote me to call on him—thought he'd 
like to talk more insurance. [ound him in 
mahogany fixed-up office. Wrote him for ten 
thousand more. Another of my minnows 
cashier of bank job—fell on him as if from the 
sky. Wrote him for twenty thousand! But 
kept digging up the minnows, Had a little 
capital now. When a fellow couldn't pay took 
his personal note and stood back of him. Busi- 
ness with the minnows grew and grew. For 
the first seven years or so never looked for 
giants. But kept tab on the minnows as if I'd 
been their dry nurse. A potential ten in the 
shape of a present five hundred had more at- 
tention than some fellows give to a twenty. 

“Take that first five hundred. That fellow 
is rated in Bradstreet’s to the three-quarter 
million notch. I’ve written him altogether for 
one hundred and fifty thousand. Pretty good 
for hoeing round a five hundred! 

“T can’t stop without telling of two more of 
my minnows,’ continued the snappy voice 
“Young fellow of twenty-four. \ssistant 
railroad ticket agent, town near my head 
quarters. Chucked his job. But before that 
I'd landed him for a thousand. Got a posish 
with a brick company. Chucked that. Went 
into a nickel-plating shop. Took out a patent 
Started for himself. Makes nickel-steel. Plant 
covers three city blocks. Got him one year 
ago for his last. Ile carries something over 
the hundred thousand. Got his partner, first 
clip, for fifty! 

“And the other? Clerk in pawnbroker shop 
Ilebrew. You pick up minnows everywhere. 
Ile lived on nothing and bought the shop. 
Private banker. Ilouse just out of Pittsburg 
must have cost fifty thousand. [lave him on 
my books for the company’s limit. Have put 
him in five other companies. Talk about a 
minnow with fins like a gampus! Hebrew 
minnows are fine. If they've got the star on 
their foreheads vou can’t tell but in fifteen 


vears theyll be chucking financial terms to 


cmipires ! 

“My lecture is over. Jlere’s where I light 
out for that train. But when luck is against 
you take out your little cut-pole and a plece of 


tring, and bait with a cricket atid fish for 
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minnows. And watch your basket of minnows 
as if a dozen cats were prowling round. Some 
of them will stay minnows, but a lot will grow 
into whales.” 

After the dapper little old gentleman had 
gone ] gave a heap of thought to the idea. It’s 
late for me to begin over again on that tack; 
still, I’m going to give far more attention to 
minnows than | have in the past. And J can 
see that for the young solicitor, who finds such 
a raft of competition dogging him everywhere, 
that the minnow idea holds out a lot of en- 
couragement. 

And when you come to think it over, the 
average policy in any company is small. If you 
should examine the books of a company you 
might be surprised to find the strings of one 
thousand and fifteen hundred policies that run 
down the pages of the registers. It gives you 
the notion that a good many agents have hit 
the same path as has our friend who entered 
life insurance by the back-door. 

All of us get into the habit of fixing our 
attention on the big cases. It might be better 
for our renewal account if we realized that 
minnows grow into whales and that nearly all 
whales were once minnows. And it might be 
for the swelling of our renewals if we realized 
that just as on the policy registers the string 
of one thousands and fifteen hundreds make 
up an imposing total, even for each page, so 
in our books a string of what may look small 
as single policies build up an imposing total in 
the aggregate. 

We might paraphrase one of Poor Richard’s 
maxims into, “Take care of the minnows and 
the whales will take care of themselves.” 


ANNUAL DIVIDENDS FOR 10915 


Missouri State Life Insurance Company 
ORDINARY LIFE 


Y ar | Age at Issue. 
Policy | 
Was 
Issued. 26 30 35 40 45 ww 
Premium —-—- 21.44) 24.33 28.06) 32.94 39.49) 48.40 
1908 . oan 4.47) 5.06 5.82) 6.82 8.15 9.62 
L909 4.32 4.87, 5.59) 6.53 7.84 9.26 
1910 4.17) 4.69 5.36 6.25 7.48 8.91 
1911 4.02) 4.51] 6.14) 5.97; 7.13 8.65 
1912 3.88) 4.33) 4.93) 5.70! 6.79 8.19 
1918 _| 3.75} 4.17) 4.72) 5.44) 6.46 7.85 
1014 3.62; 4.00) 4.51; 5.19, 6.14, 7.51 
20-PAYMENT LIFE 
Premium 31.78 34.72) 88.28 42.72 48.44 56.08 
1908 6.26 6.87 7.64 8.62 9.88 11.26 
1909 5.94 6.62, 7.25 8.18) 9.43 10.79 
1910 : _| 5.63) 6.17) 6.86) 7.75, 8.94 10.31 
1911 : 5.34, 6.86! 6.49 7.34 8.47 9.84 
1912 _.. i 5.05) 5.68 6.14) 6.98) 8.00 9.39 
wis ......- _ 4.77| 5.22 6.79) 6.53: 7.55 8.94 
| ees ate .-| 4.51) 4.92) 5.45) 6.16, 7.12 8.50 
20YEAR ENDOWMENT 
Premium | 60.47) 51.25, 62.41) 54.23) 57.24, 62.24 
1908 __- ----| 9.24 9.51; 9.89) 10.46, 11.27) 12.23 
1909 8.64 8.91 9.28; 9.83) 10.69) 11.65 
1910 : ier 8.06 8.32. 8.70, 9.24! 10.07) 11.09 
Wl - 7.51! 7.77 8.18) 8.66) 9.48) 10.64 
1912 6.97; 7.22); 7.58) 8.11] 8.90) 10.00 
1913 ees on 6.44, 6.70 7.05) 7.57! 8.33) 9.47 
19lé ... 5.94; 6.20 6.54 7.05) 7.80 8.96 


NEW POLICIES OF UNITED STATES 
ANNUITY AND LIFE 

Some new policies have been announced by 
the United States Annuity and Life of Chi- 
cago. The co-partnership or joint life con- 
tracts are participating, and will be issued on 
the whole life, twenty-pay life, twenty-year 
endowment or twenty-pay life with annual ad- 
ditions plan. Sample rates for equal ages are 
given below. Rates for unequal ages may be 
secured by usual formula shown in rate books 
of companies writing joint life policies. 





Equal 20-Pay. Life, 20-Yr. End., 
Aes. Whole Life. Life, Ord. ene, Ord. 
ee ee $29.29 $39.5 $53.59 
OO iea cantutra $2.3 94,32 
URE ee a, ae 1.48 
YR Peet 7 
a Rae 
45 se eee eeee 
SR Sere S $0.72 
FS ae ep Oes 96.85 97.91 





Three non-participating forms, a whole life, 
twenty-pay life and twenty-year endowment 
have been issued. Sample rates for these are: 






Age. Whole Life. 20-Pay. Life. 20-Yr. End. 
PW eccic escorts $14.96 $22.6 $41.78 
A ne eae 16.77 24.5 42.13 
Os ss risrete 19.08 27.02 $2.68 
eis hae 210 BOL00 13.42 
WO 25.6 aes eee 26.09 33.73 44.73 
ing ece © 31.47 B8.00 47.01 
oe Sey 38.85 44.99 50,94 
ORss oa dae 48.98 53.81 57.51 
Or 63.08 66,27 68.16 


BIG BUSINESS—AND LITTLE 


From this issue forth, “The Fra’’ magazine 
will be devoted to the instruction, encourage- 
ment and inspiration of business men. Business 
is the agency through which men and women 
Karn a Living. 

[ have a deal more faith in the average busi- 
ness man than I have in the average reformer. 

Righteous dealing in trade is a matter of self- 
preservation, and all good business men know it. 

There is room in business for all your re- 
ligion, all your poetry, all your love. Business 
should be beautiful—and it is fast becoming so. 

Also, I believe in Big Business, for Big Busi- 
ness represents efficiency and economy in the 
creation, production, transportation and dis- 
tribution of the things that are necessary to 
civilization. ¢ 

Big Business makes room for little business. 
It puts money in circulation. It gives the 
farmer a market—aye, and the florist, too, for 
only a happy, prosperous people buy flowers. 
Big Business helps every retailer, every boot- 
black, for the people who buy flowers get their 
shoes shined. 

Big business helps the laundry business, for 
only a happy and prosperous people glory in 
clean linen. 

Big business helps barbers, restaurants, shoe 
dealers, haberdashers, bakeries, dressmakers, 
music dealers, taxi drivers, street-car lines, 
electric ‘Central Stations,’ musicians, printers, 
stationers, sign painters, makers of go-carts 
and perambulators, for did not Richard Cobden 
say, “The ratio of go-carts keeps pace with the 
price of corn’? 

Big Business distributes pay-envelopes—main- 
tains old-age pensions, has sick benefits, edu- 
cates to Safety First, has playgrounds, school 
gardens. 

There is a crying need for all the strong, 
earnest influence we can bring to bear in be- 
half of Big Business, especially in view of the 
fact that numerous magazines and daily papers 
seek to fatten and batten on disconte : 
inflaming the unthinking to class-hatre 
unrest. As long as there are publications in- 
tent on libeling men of initiative, and defaming 
our industrial leaders, there will be a place for 
“The Fra.” 

I give you no “‘lessons’’—nothing to memorize 
and recite. I help eliminate the lingo and aid 
you to act. IL give general rules, not specific 
instructions. 

My hope is to animate and inspire able peo- 
ple, who would be still more able. 

Every business is an individual problem, just 
as life is. 
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So there you are—Organization, Opportunity, 
Reciprocity, Payrolls, Education, Health, Work, 
Music, Study, Laughter, Love—and all these 
things just as part of Earning a Living. 

I was going to say I deal in ‘uplift’? and 
“betterment,” but these words have been over- 
worked and need a vacation. Let us call it 
inspiration and stimulation. Have a Mental 
Martini with me!—Elbert Hubbard, in ‘‘The 
Fra.”’ 


ENTHUSIASM 


Enthusiasm is the emblem of energy, not an 
epitaph of ended effort. Enthusiasm is -business 
itch. Enthusiasm tells whether you are in a 
class, or outclassed. Enthusiasm is energy ‘‘on 
the job.”’ 

Enthusiasm predicts your position to-morrow. 
The man who lacks enthusiasm has paralysis 
of the think-tank, has mud in his mental make- 
up. His place is in history. If you lack en- 
thusiasm, get out of the way, and let some fel- 
low run that can show speed. 

Cash can buy, but it takes enthusiasm to sell. 

Salaries bribe men to do. Enthusiasm is the 
witchery of really wanting to do. Enthusiasm is 
earnestness of purpose, eagerness to be up 
front. 

Enthusiasm is the biggest word in business to- 
day.—-R. W. Stevenson in Illinois Life Bulletin. 


LIFE INSURANCE STATEMENT 
FIGURES OF 1914 


Official statements covering the year 1914 
have been received by THE SPECTATOR from 
companies enumerated below during the past 
two weeks. The principal items of the state- 
ments are presented herewith, and for purposes 
of comparison the figures of the 1913 statements 
are given in parentheses): 

(See also THE SPECTATOR of Feb. 4 and 18) 


/Etna, Hartford, Conn.—Premiums, $12,373,674 
($12,024,878); total income, $17,714,968 ($17,499,- 
611); paid policyholders, $12,063,132 ($10,833,906) ; 
income saved, $2,264,420 ($3,758,131); assets, 
$119,516,7386 ($113,956,997); surplus, $17,782,295 
($15,431,852); new business, $63,966,986 ($52,240,- 
888); insurance in force, $380,798,405 ($355,535, - 
221); increase in amount in force, $25,263,184 
($20,608,868). 

American Central, Indianapolis, Ind.-——~Pre- 
miums, $1,014,591 ($1,017,875); total income, $1,- 
266,252 ($1,238,093); paid policyholders, $379,- 
054 ($345,179); income saved, $456,453 ($458,418); 
assets, $4,521,202 ($4,058,474); surplus, $471,946 
($464,490); new business, $8,189,079 ($7,926,653); 
insurance in force, $36,161,986 ($34,655,123); in- 
crease in amount in force, $1,506,863 ($1,047,008). 

American Mutual, Lake Charles, La. (com- 
menced business in 1914).—Premiums, $15,921; 
total income, $135,522; paid policyholders, $2000; 
income saved, $101,408; assets, $100,013; surplus, 
$52,842; new business, $513,500; insurance’ in 
force, $511,500. 

American National, Galveston, Texas (includ- 
ing industrial).—Premiums, $1,619,658 ($1,707,- 
612); total income, $1,794,900 ($1,877,934); paid 
policyholders, $515,787 ($579,655); income saved, 
$369,459 ($400,181); assets, $3,034,863 ($2,540,555); 
surplus, 60,923 ($795.956); new business, $19,- 
408,703 ($23,294,299); insurance in force, $52,509,- 
320 ($46,386,373); increase in amount in force, 
$6,122,947 ($11,826,243). 

Amicable Life, Waco, Tex.—Premiums, $451,- 
424 ($565,029); total income, $698,380 ($732,549): 
paid policyholders, $110,845 ($82,065); income 
saved, $247,651 ($219,444); assets, $2,285,214 ($1,- 
967741); surplus, $1,594,967 ($1,471,799): new 

3, $2,908,907 ($8,283,703); insurance in- 
Surauce in force, $15,259,562 ($16,677,723); in- 
crease in amount in force, —$1,418,161 ($4,003, - 
312). 

Baltimore Life, Baltimore, Md. (industrial and 
ordinary).—Premiums, $937,980 ($898,112); total 
income, $1,067,696 ($1,015,207); paid policyholders, 
$372,216 ($344,261); income saved, $311,635 ($296,- 
939); assets, $2,895,862 ($2,549,324); surplus, $415,- 
O87 ($351,414); new business; $6,454,448 ($6,475,- 
675); insurance in force, $21,752,353 ($20,558,736) ; 
increase in amount in force ,$1,193,617 ($1,232.- 
045). 
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Bankers Life Co., Des Moines, la.—Premiums, 
$7,071,362 ($6,232,621); total income, $8,262,384 
($7,239,914); paid policyholders, $4,262,558 ($3,- 
996,983); income saved, $2,658,837 ($1,739,794); 
assets, $25,193,077 ($22,223,227); surplus, $1,039,- 
244 ($614,423); new business, $43,347,695 (60,908, - 
534); insurance in force, $406,026,266 ($430,842, - 
034); increase in amount in force, —$24,815,768 
(—$26,178,466). 

Bankers of Nebraska, Lincoln, Neb.—Pre- 
miuins, $1,490,636 ($1,381,772); total income, $1,- 
871,11- hago paid policyholders, $355,670 
($302,8: 1); income saved, $1,159,654 ($1,044,039); 
assets, “8,041,189 ($6,866,869); surplus, $2,351,072 
($1,959,85 +); new business, $7,845,378 ($8,295,168) ; 
insurance in torce, $46,874,795 ($42,939,430); in- 
crease in amount in force, $3,935,365 ($4,917,018). 

Bankers Reserve, Omaha, Neb.—Premiums, 
$1,225,126 ($1,180,270); total income, $1,461,404 
($1,378,021); paid policyholders, $411,521 ($418,- 
094); income saved, $708,068 ($606,935); assets, 
$5,012,809 ($4,292,750); surplus, $997,290 ($800,- 
287); new business, $5,215,154 ($5,335,369); insur- 
ance in force, $33,347,481 ($32,039,909); increase 
in amount in force, $1,307,577 ($1,772,557). 

Bank‘ Savings, Topeka, Kan.—Premiums, $178,- 
230 ($147,547); total income, $208,322 ($173,220); 
paid policyholders, $29,596 ($21,789); income 
saved, $96,553 ($71,965); assets, $546,472 ($447,- 
095); surplus, $279,460 ($264,301); new business, 
$2,308,328 ($2,092,246); insurance in force, $6,141,- 
944 ($5,017,574); increase in amount in force, 
$1,124,370 ($1,009,858). 

Berkshire, Pittsfield, Mass.—Premiums, $2,662, - 
065 ($2,587,094); total income, $38,737,610 ($3,596,- 
800); paid policyholders, $2,516,376 ($1,921,452) ; 
income saved, $632,888 ($1,107,290); assets, $22,- 
396,621 ($21,827,069); surplus, $2,066,270 ($2,189,- 
294); new business, $6,552,859 ($7,632,283); in- 
surance in force, $75,903,794 ($74,204,344); in- 
crease in amount in force, $1,699,450 ($4,120,537). 

Boston Mutual, Boston, Mass. (industrial and 
ordinary).—Premiums, $821,531 ($794,379); total 
income, $937,427 ($894,541); paid policyholders, 
$335,420 ($319,423); income saved, $281,981 ($260,- 
312); assets, $2,430,104 ($2,086,210); surplus, 
$190,821 ($117,382); new business, $4,820,868 ($5,- 
466,695); insurance in force, $19,210,543 ($18,778, - 
546); increase in amount in force $431,997 ($1,- 
070,522). 

Cedar Rapids Life, Cedar Rapids, Ia.—Pre- 
miums, $136,225 ($113,867); total income, $152,- 
210 ($126,857); paid policyholders, $20,612 ($19,- 
836); income saved, $66,763 (55,603); assets, $358, - 
807 ($287,961); surplus, $74,258 ($71,254); new 
business, $1,446,229 ($1,186,910); insurance in 
force, $4,612,680 ($3,752,155); increase in amount 
in force, $860,525 ($747,910). 

Central Life, Fort Scott, Kan.—Premiums, 
$119,646 ($120,470); total income, $138,975 ($134,- 
278); paid policyholders, $26,502 ($17,888); income 
saved, $68,192 ($70,873); assets, $574,578 ($305,- 
651); surplus, $63,259 ($49,198); new business, 
$423,719 ($607,570); insurance in force, $3,278,- 
603 ($3,348,430); increase in amount in _ force, 

-$69,827 (—$49,305). 

Central Life of U. S. of A., Des Moines, la.— 
Premiums, $1,119,074 ($978,366); total income, 
$1,301,186 ($1,124,370); paid policyholders, $223,- 
336 ($219, 501); income saved, $591,829 ($487,440): 
assets, $3,425,344 ($2,822,702); surplus, $566,021 
($485,206); new business, $10,936,762 ($10,420,271) ; 
insurance in force, $36,859,398 ($31,767,341); in- 
crease in amount in force, $5,092,057 ($5,917,460). 

Cherokee Life, Rome, Ga.—Premiums, $221,- 
066 ($275,700); total income, $240,254 ($347,052) ; 
paid policyholders, $32,256 ($77,056); income 
saved, —$73,023 (—$101,045); assets, $254,823 
($317,576); surplus, $135,101 ($261,769); new busi- 
ness, $6,991,252 ($5,295,000); insurance in force, 
$8,379,752 ($5,351,000); increase in amount in 
force, $3,028,752 ($4,229,500). 

Columbus Mutual, Columbus, Ohio. — Pre- 
miums, $221,638 ($171,709); total income, $247,655 
($196,764); paid policyholders, $27,278 ($27,869); 
income saved, $135,769 ($93,697); assets, $542,127 
($404,426): surplus, $228,067 ($196,914); new busi- 
ness, $2,008,427 ($1,955,978); insurance in force, 
$5,740,478 ($4,615, 353); increase in amount in 
force, $1,125,125 ($1,096,219). 

Connecticut General, Hartford, Conn.—Pre- 
miums, $2,530,402 ($2,234,891); total income, 
$3,249,078 ($2,915,489); paid policyholders, $1,187,- 
197 ($1,095,430); income saved, $1,202,299 ($1,198,- 
951); assets, $14,678,576 ($12,273,804); surplus, 
$1,745,328 ($1,658,303); new business, $17,828,052 
($15,742,544); insurance in forre, $84,562,505 
($74,332,677); increase in amount in force, $10,- 
229,828 ($9,773,964). > 





Continental Assurance, Chicago, I1l.—Pre- 
miums, $54,248 ($35,206); total income, $62,319 
($42,192); paid policyholders, $4446 ($1288); in- 
come saved, $20,036 ($12,511); assets, $196,458 
($167,936); surplus, $142,684 ($142,595); new busi- 
ness, $1,257,962 ($1,034,268); insurance in force, 
$2,176,994 ($1,311,402); increase in amount in 
force, $865,592 ($708,870). 

Equitable Life, of U. S., New York.—Pre- 
miums, $54,579,766 ($55,141,610); total income, 
$78,542,915 ($78,632,006); paid policyholders, $56,- 
700,461 ($54,805,925); income saved, $10,714,729 
($12,484,391); assets, $536,376,840 ($525,345,619); 
surplus, $85,411,366 ($84,468,743); new business, 
$141,599,252 ($149,187,917); insurance in force, 
$1,494,234,342 ($1,471,093,575); increase in amount 
in force, $23,140,767 ($41,881,727). 

Equitable Life, San Antonio, Texas.—Pre- 
miums, $80,317 ($81,331); total income, $95,984 
($95,184); paid policyholders, $7916 ($9535); in- 
come saved, $34,064 ($11,676); assets, $277,537 
($244,798); surplus, $171,012 ($170,911); new busi- 
ness, $829,782 ($1,453,465); insurance in force, 
2,757,333 ($2,715,866); increase in amount in 
force, $41,467 ($452,794). 

Equitable of Iowa, Des Moines, Ila.—Premiums, 
$2,890,258 ($2,637,451); total income, $3,713,080 
($3,! 357,736); paid policyholders, $1,276,509 ($982,- 
008); income saved, $1,638, 593 ($1,632,554); as- 
sets, $15,840,196 ($14,119,275); surplus, $2,286,228 
($1,919,272); new business, $15,368,230 ($15,225,- 
407); insurance in force, $86,404,211 ($77,367,- 
095); increase in amount in force, $9,037,116 ($10,- 
040,768). 

Farmers National, Chicago, [l].—Premiums, 
$44,641 ($21,611); total income, $122,713 ($292,- 
219); paid policyholders, $1102 (nil); income 
saved, $27,651 ($116,501); assets, $199,012 ($119,- 
813); surplus, $158,198 ($111,895); new business, 
$1,337,250 ($1,084,750); insurance in force, $1,- 
717,750 ($1,013,750); increase in amount in force, 
$704,000 ($1,018,750). 

First National, Tacoma, Wash.—Premiums, 
$89,097 ($83,654); total income, $122, 341 ($101,- 
619); paid policyholders, $27,327 ($14,532); income 
saved, $31,653 ($31,877); assets, $401,151 ($284,- 
376): surplus, $240,984 ($158,950); new business, 
$1,235,440 ($1,066,345); insurance in force, $2,- 
848,954 ($2,477,007); increase in amount in force, 
$371,947 ($480,345). 

German-American (la.), Burlington, Ia.—Pre- 
miums, $80,265 ($57,612); total income, $84,434 
($62,022); paid policyholders, $16,268 ($35,331); 
income saved, $11,586 ($308); assets, $101,793 
($91,383); surplus, $65,029 ($70,992); new busi- 
ness, $1,195,962 ($451,051); insurance in force, 
$3,098,214 ($2,016,752); increase in amount in 
force, $1,081,462 ($246,065). 

German Mutual, St. Louis, Mo.—Premiums, 
$141,659 ($132,616); total income, $194,048 ($179,- 
828); paid policyholders, $62,594 ($79,019); in- 
come saved, $89,083 ($56,216); assets, $1,004,364 
($917,107); surplus, $171,091 ($159,868); new busi- 
ness, $784,835 ($796,395); insurance in force, $4,- 
267,007 ($3,845,034); increase in amount in force, 
$421,973 ($358,190). 

Gibraltar Life, Paris, Texas.—Premiums, $71,- 
659 ($26,390); total income, $99,826 ($33,390); paid 
policyholders, $4172, ($1030); income saved, $40,- 
4124 ($6326); assets, $184,308 ($118,760); surplus, 
$144,880 ($107,390); new business, $2,092,071 ($659, - 
742); insurance in force, $2,259,653 ($829,242); in 
crease in amount in force, $1,430,411 ($508,742). 

Girard Life, Philadelphia, Pa.—Premiums, 
$238,484 ($218,789); total income, $288,842 ($260,- 
23); paid policyholders, $99,323 ($60,652); in- 
come saved, $98,344 ($115,169); assets, $1,088,- 
225 ($995,321); surplus, $466,427 ($479,165); new 
business, $1,259,697 ($1,400,418); insurance’ in 
force, $6,478,267 ($6,107,545); increase in amount 
in force, $370,722 ($796,434). 

Great Northern, Wausau, Wis.—Premiums, 
$173,329 ($146,730); total income, $240,808 ($190,- 
791); paid policyholders, $26,909 ($8234); income 
saved, $128,654 ($73,310); assets, $597,018 ($460,- 
533); surplus, $249,727 ($238,668); new business, 
$1,540,750 ($2,799,375); insurance in force, $5,555, 
075 ($4,923,300); increase in amount in force, 
$631,775 ($1,650,350). 

Great Southern, Houston, Tex.—Premiums 
$810,695 ($634,286): total income, $943,730 ($722, 
683); paid policyholders, $250,249 ($102,221); in 
come saved, $141,784 ($188,432): assets, $1,675, 
533 ($1,405,798); surplus, $615,108 ($754,049); new 
business, $13.599,035 ($11.521,941); insurance in 
foce, $31,163,999 ($23,676,867); increase in amount 
in force, $7,497,132 ($8,819,511). 

Guaranty Life, Davenport, 
$165,426 ($130,456); total income, 


la.—Premiums, 
$196,295 ($182,- 
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187); paid policyholders, $25,632 ($20,941); in- 
come saved, $73,204 ($45,220); assets, $465,124 
($389,720); surplus, $140,604 ($138,009); new busi- 
ness, $1,559,708 ($1,268,034); insurance in force, 
$5,028,913 ($4,019,098); increase in amount in 
force, $937,815 ($955,894). 

Home Life of America, Philadelphia, Pa. 
(ordinary and industrial).—Premiums, $502,037 
($473,987); total income, $537,161 ($491,844); paid 
policyholders, $161,963 ($151,728); income saved, 
$89,421 ($99,727); assets, $696,313 ($561,093); sur- 
plus, $165,121 ($160,183); new business, $4,203,- 
508 ($5,727,242); insurance in force, $14,848,234 
($18,931,719); increase in amount in force, $916,- 
515 ($1,529,459). 

Immediate Benefit, Baltimore, Md. (industrial 
business).—Premiums, $338,205 ($280,663); tetal 
income, $360,936 ($298,819); paid policyholders, 
$61,508 ($54,673); income saved, $119,771 ($91,003) ; 
assets, $540,511 ($417,359); surplus, $87,185 ($50,- 
291); new business, $3,382,321 ($2,672,782); in- 
surance in force, $8,849,873 ($7,269,216); increase 
in amount in force, $1,580,657 ($1,508,644). 

Indiana National Life, Indianapolis, Ind. 
Premiums, $254,628 ($260,726); total income, 
$302,101 ($315,301); paid policyholders, $69,493 
($90,134); income saved, $74,063 ($43,673); assets, 
$865,264 ($771,239); surplus, $405,292 ($389,585) ; 
new business, $3,604,387 ($3,254,197); insurance in 
force, $8,507,416 ($7,948,971); increase in amount 
in force, $558,445 ($888,F11). 

Indianapolis Life, Indianapolis, Ind. Pre- 
miums, $254,363,($218,345); total income, $290,- 
969 ($248,800); paid policyholders, $61,405 ($48,- 
514); income saved, $124,847 ($110,567); assets, 
$629,717 ($499,773); surplus, $38,163 ($33,998): new 
business, $2,436,246 ($2,088,876); insurance in 
force, $8,496,788 ($7,011, vd: increase in amount 
in force, $1,650,089 ($1,254,863). 

Inter-Mountain Life, Salt Lake City, Utah. 
Premiums $170,295 ($136,927) : total income, 
$196,819 ($164,858); paid policyholders, $14,493 
($4464); income saved, $69,494 ($42,790); assets, 
$266,863 ($192,280); surplus, $131,257 ($127,611); 
new business, $2,771,139 ($2,911,561); insurance 
in force, $5,076,950 ($4,006,811): increase -in 
amount in force, $1,070,139 ($2,450,811). 

International Life, St. Louis, Mo. (including 
reinsurance). ~Preminms. $1,351,969 ($1,254,962); 
total income, $2,532,067 ($1,978,959); paid policy- 
holders, $474,216 ($457,559): income saved, $877,- 
045 ($900,839); assets, $4,463,177 ($3,503,149); sur- 
plus, $861,373 ($811,014); new business, $14,221,- 
784 ($12,555,698); insurance in force, $40,913,384 
($34,330,931); increase in amount in force, $6,- 
582,453 ($2,929,467). 

Jefferson Standard, Greensboro, N. C.—Pre- 
miums, $1,390,437 ($1,388:393): total income, 
$1,683,046 ($1,658,009); paid policyholders, $461,- 
144 ($489,926); income saved, $819,170 ($773 714): 
assets, $5,520,203 ($4,631,431); surplus, $909,604 
($822,939); new business, $8,342,481 ($8,691,644); 
insurance in force, $43,458,384 ($41,120,177): in- 
crease in amount in force, $2,338,209 ($3,080,875). 

John Hancock Mutual, Boston, Mass. (indus- 
trial and ordinary).—Premiums, $27,108,275 ($25,- 
237,080); total income, $32,448,182 ($30,102,591): 
paid policyholders, $13,810,602 ($11,916,884); in- 
come saved, $11,044,806 ($11,047,232): assets, 
$116,186,474 ($104,882,767); surplus, $10,453,469 
($10,950,044); new business, $132,862,262 ($126,- 
571,399); insurance in force, $753,976,117 ($708,- 
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605,288); increase in amount in foree, $45,370,- 
829 ($50,763,308). 

La Fayette Life, La Fayette, Ind Premiums, 
$310,149 ($299,461); total income, $358,359 ($341,- 
NO1); paid policyholders, $100,320 ($119,543); in- 
come saved, $140,363 ($101,360); assets, $964,212 
($820,162); surplus, $109,154 ($77,589); new busi- 
ness, $2,254,103 ($2,033,877); insurance in force, 
$9,469,579 ($9,007,804); increase in amount in 
force, $461,775 (—$256,305.) 

Lexington Life Lebanon, Ind Premiums, 
$20,916 ($12,288); total income, $29,358 ($19,237): 
paid policyholders, $6782 ($407); income saved, 
$3329 ($5792); assets, $123,137 ($120,911); surplus, 
$109,136 ($114,705); new business, $560,822 ($284, 
513); insurance in foree, $855,501 ($515,419); in 
crease in amount in force, $340,082 ($224,032). 

Life Insurance Company of Virginia, Rich 
mond, Va. (ordinary and industrial) Premiums, 
$3.596,800 ($3,344,495); total income, $4,156,055 
($3,831,214); paid policyholders, $1,274,865 ($1,- 
144,853); income saved, $1,350,166 ($1,213,391): 
assets, $11,125,828 ($9,749,372); surplus, $1,995, 
828 ($1,904,629); new business, $26,676,560 ($27, 
163,914) insurance in force, $99,256,046 ($94,- 
668,092); increase in amount in force, $4,587,954 
($8,704,240) 
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Lincoln National, Fort Wayne, Ind. (includ- 
ing reinsurance).—Premiums, $662,289 ($360,590) ; 
total income, $1,389,049 ($426,445); paid policy- 
holders, $172,996 ($66,677); income saved, $933,- 
673 ($163,416); assets, $1,983,384 ($1,019,846); 
surplus, $287,342 ($256,099); new business, $12,- 
699,371 ($4,110,310); insurance in force, $21,- 
745,653 ($11,344,890); increase in amount in force, 
$10,400,763 ($2,711,809). 

Louisiana State, Shreveport, Louisiana. 
Premiums, $61,836 ($49,941); total income, $81,- 
318 ($64,561); paid policyholders, $10,721 (nil); 
income saved, $19,884 (—$1725); assets, $360,721 
($340,105); surplus, $303,026 ($313,169); new busi- 
ness, $1,061,500 ($894,000); insurance in force, 
$2,484,000 ($1,831,000); increase in amount in 
force, $653,000 ($610,500). 

Maryland, Baltimore, Md.--Premiums, $380,601 
($385,497); total income, $563,011 ($595,398); paid 
policyholders, $359,472 ($260,528); income saved, 
$82,867 ($208,566); assets, $3,549,593 ($3,466,413); 
surplus, $482,570 ($476,507); new business, $1,- 
167,292 ($4,545,420); insurance in force, $12,169,- 
549, ($12,430,194); increase in amount in force, 

$260,645 ($2,634,548). 

Michigan Mutual, Detroit, Mich.—Premiums, 
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Minnesota Mutual, St. Paul, Minn.—Premiums, 
$839,833 ($780,095); total income, $1,055,398 ($978,- 
650); paid policyholders, $431,986 ($439,917); in- 
come saved, $350,098 ($306,783); assets, $4,383,- 
578 ($4,023,117); surplus, $510,035 ($433,018); new 
business, $5,218,167 ($4,289,479); insurance in 
force, $25,154,362 ($23,107,543) ; increase in 
amount in force, $2,046,819 ($1,747,053). 

Missouri State Life, St. Louis, Mo.—Premiums, 
$3,130,628 ($2,801,731); total income, $3,737,842 
($7,046,017); paid policyholders, $1,192,912 ($1,- 
206,174); income saved, $1,423,194 ($4,496,441); as- 
sets, $10,511,517 ($9,032,737); surplus, $2,087,175 
($1,859,655); new business, $27,341,242 ($60,942,- 
923); insurance in force, $93,364,394 ($81,526,180); 
increase in amount in force, $11,838,114 ($46,621,- 
$33, including reinsurance). 

Montana Life, Helena, Mont.—Premiums, $344,- 
100 ($275,089); total income, $417,611 ($335,944); 
paid policyholders, $67,266 ($38,531); income 
saved, $183,230 ($134,849); assets, $982,202 ($786,- 
984); surplus, $561,921 ($525,003); new business, 
$3,757,520 ($3,744,000); insurance in force, $9,203, - 
329 ($7,308,559); increase in amount in force, 
$1,894,770 ($2,701,809). 

Occidental Life, Los Angeles, Cal.—-Premiums, 
$378,175 ($299,944); total income, $440,367 ($350,- 
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Scandia Life, Chicago, 11].—Premiums, $724,- 
950 ($640,524); total income, $807,917 ($709,985): 
paid policyholders, $312,614 ($335,356); income 
saved, $283,298 ($161,743); assets, $1,779,951 ($1,- 
492,255); surplus, $537,861 ($521,682); new busi- 
ness, $4,628,245 ($4,585,769); insurance in force, 
$20,308,225 ($19,645,196); increase in amount in 
force, $658,029 ($2,442,471). 

Security Mutual, Binghamton, N. Y.—Pre- 
miums, $1,621,909 ($1,617,344); total income, $1,- 
977,176 ($1, 932,521); paid policyholders, $1,174,- 
832 ($1,051,189); income saved, $304,459 ($399,750) ; 
assets, $7,268,529 ($6,949,190); surplus, $450,713 
($574,630); new business, $6,959,100 ($6,599,031) ; 
insurance in force, $48,410,726 ($48,044,249); in- 
crease in amount in force, $366,477 ($143,835). 

United States Annuity and Life, Chicago, II]. 

Premiums, $390,766 ($369,962); total income, 
$528,999 ($413,074); paid policyholders, $92,320 
($78,874); income saved, $266,026 ($176,984); as- 
sets, $1,353,864 ($1,126,341); surplus, $379,093 
($389,011);. new business, $3,395,511 ($3,406,795) ; 
insurance in force, $13,002,861 ($12,157,122); in- 
crease in amount in force, $845,739 ($737,160). 

Western States, San Francisco, Cal.—Pre- 
miums, $538,191 ($465,190); total income, $668,224 


$1,560,570 ($1,524,363); total income, $2,162,539 ($568,114); paid policyholders, $152,632 ($83,254); 


($2,138,482); paid policyholders, $1,367,998 (§1,- 708); paid policyholders, $70,864 ($50,333 i, in- income saved, $175,698 ($149,428); assets, $1,802,- 
$83,235); income saved, $199,523 ($113,263); assets, come saved, $184,468 ($146,401); assets, $1,052,139 501 ($1,605,812): surplus, $1,117,008 ($1,158,428) - 


$12,084,657 ($11,866,593); surplus, $1,069,342 ($1,- ($897,192); surplus, $305,709 ($299,443); new busi- 
008,686); new business, $8,478,305 ($8,278,128); in- ness, $5,772,544 ($3,157,288); insurance in force, 
surance in force, $58,884,754 ($52,336,185); increase $10,294,419 ($8,738,603); increase in amount in 
in amount in force, $1,548,569 ($1,953,732). force, $1,555,816 ($1,221,745). 

Midland Insurance Co., St. Paul, Minn.—Pre- Oregon Life, Portland, Ore.—Premiums, $268,- 
miums, $85,229 ($52,501); total income, $105,900 278 ($242,895); total income, $311,792 ($276,533); 
($155,890); paid policyholders, $10,515 ($3779); paid policyholders, $58,127 ($538,144); income 
income saved, $52,162 ($122,130); assets, $410,202 saved, $166,958 ($133,162); assets, $816,381 ($645,- 
($361,803); surplus, $216,917 ($210,251); new busi- 729); surplus, $175,117 ($135,600); new business, 
ness, $530,000 ($1,378,385); insurance in force, $2,140,114 ($2,072,377); insurance in force, $8,108,- 
$2,450,680 ($2,290,930); increase in amount in 180 ($7,147,368); increase in amount in force, 


new business, $5,303,725 ($5,679,913); insurance in 
force, $14,462,471 ($12,064,528); increase in amount 
in force, $2,397,943 ($2,679,978). 

Wisconsin Life, Madison, Wis.—Premiums, 
$63,591 ($54,768); total income, $94,336 ($74,691); 
paid policyholders, $50,487 ($380,376); income 
saved, $15,997 ($21,840); assets, $393,019 ($377,- 
292); surplus, $24,445 ($30,793); new business, q 
$508,353 ($428,647); insurance in force, $2,260,- 
669 ($1,899,497); increase in amount in force, 


é ae 9 (€299 « 
force, $159,750 ($1,036,885). $961,112 ($1,141,420). GRSLEES {9ST 208). 
Pioneer Life, Fargo, N. D.—Premiums, $311,- Wisconsin National, Oshkosh, Wis. — Pre- 


Midland Mutual, Columbus, Ohio.—Premiums, 
$532,464 ($458,005); total income, $596,832 ($502,- SOS ($255,198); total income, $344,958 ($278,332); 
877); paid policyholders, $104,247 ($62,386); in- paid policyholders, $29,510 ($33,908); income 
saved, $175,735 ($117,157); assets, $612,629 ($440,- 


miums, $185,969 ($151,930); total income, $237,- 
233 ($192,975); paid policyholders, $48,444 ($17,- 
464); income saved, $80,071 ($77,998); assets, 





come saved, $297,891 ($255,096); assets, $1,357,119 Lo Zetia: he Se 4 ’ Z 
($1,049,976); surplus, $324,314 ($303,043); new 515); surplus, $186,634 ($153,055); new business, $861,331 ($717,405); surplus, $544,569 ($486,448); ¢ 
business, $4,031,713 ($4,594,062); insurance in $3,796,024 ($3,544,354); insurance in force, $10,- new business, $2,161,870 ($2,171,085); insurance in 
force, $15,346,367 ($13,254,199); increase in $48,313 ($8,843,619); increase in amount in force, force, $6,227,206, ($5,035,909); increase in amount : 
amount in force, $2,092,168 ($2,979,074). $2,004,694 ($2,178,108). in force, $1,191,297 ($1,320,198). ; 
Z a 
1915 EDITION NOW READY ; 
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WITH THE RATE-BOOK 


A Profession that Deals with Preferred 
Futures in Human Happiness 


A SIDE-TRACKED BOGIE 


The Old Agent Who Had Loaded Up with Rub- 
bish But Who Had Saved His Man in a 
Fight with the Devils 
SixtH INSTALMENT 

As | entered his office, the old general man- 
ager looked up from a letter in his hand. 

“By gracious!” he exclaimed. “Do you know 
it sometimes seems as if every man who 
tramps this old earth had a hole in his pocket 
and that every hole leaks out the money that 
should go for premiums. llere’s this Jimmy- 
boy. Gets a good salary; got an economical 
wife; can’t be suspected of leading a quad- 
ruple life (double lives are out of date); is 
a deacon in a church, and never a premium 
date comes around but he’s strapped. I’ve 
stood for that fellow’s personal notes, I’ve 
engineered extensions, and he’s piled up loans 
on his policy to the limit. If it was a gas bill 
he’d have to make the handout. Suppose [ll 
have to take his personal note again. Sut 
beats me how the whole darned world is always 
just sixty days behind in money deals.” 

After a moment he continued, “Suppose my 
company should say to a beneficiary: 

“ ‘Sorry, but we haven't got the cash. Come 
around on the tenth of next month and we 
will see what we can do.’ Or suppose it should 
remark to a fellow who waited at the window 
to cash in his endowment, ‘Take a six months’ 
note. With the condition of the financial world 
it is the very best we can offer. Sorry!’ 

“A nice defense that would be in a court for 
not paying aclaim. And the trouble is that the 
minute you begin to be kind and generous the 
policyholder lies down on your bosom and 
takes a snooze. All’s well. Mr. Mushyheart, 
general agent, is backing him, and he wonders 
if his spring overcoat isn't a little shabby and 
if his wife doesn’t need a whole raft of things. 

“But the agent has to take human nature as 
it’s been made,” the old man went on. “And 
that’s where the cub solicitor has his lesson to 
learn. Human nature is at its weakest when 
it fumbles with a pocketbook. As to that 


ISSUED TWICE EACH MONTH AS A SUPPLEMENT TO THE SPECTATOR 


handout, most humans haven't got beyond the 
Hudson Bay Indian trappers. The trappers 
bring in skins to the posts to liquidate a part 
of their heavy and normal debt. They can be 
said to be always wearing and eating their 
future skins.” 


THe Mount or Dept 

The old man pointed to a stuffed pigeon- 
hole in his ancient cylinder desk. 

“Tull as a winner of a Second avenue beef- 
steak contest. Personal notes. Most of ‘em 
about as valuable as a Hudson Bay Company 
debt on a dead Indian. When [ die some- 
body ll burn up the rubbish and say I must 
have been a ‘softy. Perhaps | am. If I could 
start over again I’d manage differently. And 
[ would preach in season and out of season 
the sermon of the Mount of Debt. 

“But there are occasions when the agent is 
right up against the worst that can be found 
in the human heart. Valk about Bible chuckers 
of the islands of the seas! And the agent has 
to do something—buck the devils and down 
‘em. If he doesn't, hell wake up some night 
with a ‘hant’ grinning at him, and he'll tear 
his whiskers or rend the sheets in his rage at 
himself for not doing the something.” 


\N INCONTESTABLE PoLicy 


“Take Middlebrook Riphaugen! Of course, 
that isn’t his name. You can't chuck out real 
names about such things as Riphaugen didn't 
do. 

“Let us say Riphaugen was a wholesale to 
Ile had fifty 


policy had hecome incontestable 


hacco merchant. thousand with 
ny company 
and all that sort of thing. .\nd the policy was 
loaded up with loans as an army mule is 
loaded with camp duffle. The company 
couldn't legally stand for another cent. Then 
Riphaugen’s business busted like a toy balloon 
in the hands of scrapping kids. 

“Ife wrote me a wild letter that gave hi 
ultimatum. Jf the company wouldn't advance 
another five hundred dollars on his policy he'd 
take a room at a hotel and blow his brains out 

“Riphaugen was the very fellow you could 


count on to do exactly that thing. It would 


have broken his wife’s heart, disgraced his 
children, and chucked out a decent rt of 
citizen. For he’s got lots of good points. Then 


the company would have been hit for the fac 
of the policy less the loan Then 100 would 


come the ‘hant’ of what I didn’t do and vank 
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me awake some night. And, just then, per 
sonally, | couldn't see my way to advance a 
single fifty. Twisted little problem to un 
ravel and a whole heap of innocent people to 
consider. 

“Walked my legs off on Riverside Drive for 
a solution—fresh air is grand for problems, 
and even on my feet most of the time [ never 
vet enough. And | got the solution and saved 
Riphaugen, his wife, kids, the company, and 
laid the ‘hant’ before it flamed bogie eyes at 
me. 

“What did I do? Got Riphaugen in my 
office. Made him an offer to represent the 
company—knew he’d make good. Got the 
company to advance enough to carry him 
along. lventually Riphaugen and | landed a 
slew of his friends in the tobacco business, 
and eventually he went back into his old line. 
To-day he’s doing well. Probably he’s for- 
gotten all about the deal with the devils of 
death that he almost fell for. 

“lm an old man,” the agent said, “and I’ve 
seen humans up against the wall time and time 
again. It isn’t often that it’s a shooting iron 
or a drop from a bridge. But the solicitor of 
life insurance. is dealing in elemental wares. 
Ile isn’t selling filters in flat-houses nor pop- 
corn taffy to ‘babies. And that’s what makes 
soliciting so fascinating. The life insurance 
agent is trading in preferred futures of happi- 
ness for a coming generation. There are con- 
stant opportunities for him to watch over the 
welfare of his family of policyholders as a 
mother hen watches her seratching chicks. 
Hlis responsibility doesn’t end with his first 
commission. Tle must be forever thinking of 
the two parties in the deal—the company and 
the policyholder. Ile stands midway and can 


sce what the company cannot and what the 


policyholder knows nothing about. And if he 
doesn’t want his ‘hant’ to yvank him awake 
some dark night and gaze at him with re 


proachful, fiery eyes, he must tend the little 
varden plot that he has been handed with the 


vigilance that a florist watches over his plot of 


rarest blooms.” 


No Mi AN PRori 10 


The old family doctor that we who were 
brought up in a country village knew so well 
was a good deal more than a tender and 
mender of bodies. In his keeping were all 
manner of secrets. He knew why Abram 


went away and never returned, and why the 


family of Abram never mentioned his name. 
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He wrote every six months a letter that was 
delivered in a certain great stone building 
where were iron bars over the man-proof 
doors and windows. That and many other 
things were laid away in his confidence. Calo- 
mel, yes, but heart’s-ease, too, he always car- 
ried with him, and he had as much use for 
one as for the other. 

The relations between the solicitor and his 
policyholders is something like the relations 
of the country doctor with his patients. The 
solicitor who regards himself as simply a 
walking and talking canvassing document has 
as yet only dealt with the borders of his 
strange and exalted profession. Yes, it is an 
exalted profession; as honorable as any and 
with opportunities for good that are infinite. 

There are countries where when a priest ap- 
pears every hat is doffed. The solicitor would 
be the last to expect that when he walked 
abroad his fellow men should doff their hats. 
But I never see a life insurance agent at his 
tasks that for myself | do not mentally doff 
my hat. His calling is a good deal more than 
the making of a living for himself and family. 
That, of course, every man must do; but if to 
that duty by his labors he is adding, really 
adding, to the comfort and happiness of others, 
his calling is no mean calling. Of all profes- 
sions, excepting none, that of the life insurance 
agent has opportunities for aiding struggling 
humanity. 


HOW TO WRITE WOMEN 


A Programme Designed by a Successful 
Underwriter in this Field 


There are exceptional opportunities for the 
man who will plan carefully and systematically 
a campaign amongst the insurable tlasses of 
self-supporting women. 

While all the fundamental principles employed 
in writing men must also be observed in suc- 
cessfully soliciting women, there are, however, 
certain differences both in the object for which 
the insurance is obtained and in the methods 
necessary for selling it. 

The business is principally confined to the 
larger towns and cities, as there congregate in 
these centers women who are capable of earning 
a sufficient income to justify their purchase of 
an old line life insurance policy. The grade of 
self-supporting women represented by factory 
hands and domestic servants is not acceptable 
on ordinary policies, coming under industrial 
grade, nor does their income nor the perma- 
nency of their employment justify an agent’s 
time. The classes amongst which profitable 
solicitation can be made are school teachers, 
nurses, librarians, the higher grade clerks and 
stenographers, secretaries and professional and 
business women in general—lawyers, doctors, 
merchants, ete. 


PRINCIPLES TO FOLLOW 

The specific principles of soliciting to em- 
phasize are: First, a favorable impression, or, 
preferably, a personal introduction through some 
one who is well and favorably known to the pros- 
pect. A personal introduction hag far more 
weight in the case of women in the consideration 
of a business proposition than with men. 

Second, to endeavor to establish at once a 
friendly and active interest in the subject of life 
insurance, and particularly in the company you 
represent. 

Third, to create a desire for a policy at the 
first interview and to close the matter, if pos- 
sible, at once by an immediate settlement. 
Women are apt to act on impulse, and to regret 
any step thus taken upon reconsideration. 
Make every effort to take advantage of the 
tendency to act promptly as soon as the correct 
impression is formed, and to overcome the 


danger of the period of reaction by obtaining 
definite and final settlement with payment of 
cash if possible. Women do not consider a 
contract as binding as do men, unless they have 
actually invested money in the _ transaction. 
After that, however, they are good policyholders 
and ordinarily continue their insurance in 
force. Women will take more time for the 
consideration of a proposition than will men, 
and, in fact, they appreciate the time and per- 
sonal interest devoted to them. 
ENDOWMENT PREFERABLE 

A different insistence must be placed on an 
insurance contract in dealing with the above-~ 
mentioned class than in the case of married 
men. A woman is principally interested in the 
policy as a definite method of'saving and a pro- 
vision for her own later years, the protection 
feature being of secondary importance. They 
are therefore more interested in the endowment 
or the endowment annuity forms of contract, and 
these are the policies that should be talked to 
them almost exclusively. Keep prominently in 
mind that the investment and a compulsory 
Savings account are the most inviting features, 
and the protection secondary, although it can be 
used effectively as a strong supplementary ap- 
peal to their affection and interest for anyone 
to whose support they contribute. 

A list of women in the community in which 
one lives, who have already bought life insur- 
ance, comprises one of the strongest canvass- 
ing documents, as it establishes their confidence 
and gives them a concrete precedent for their 
action.—E. W. Cameron, in The Northwestern 
National Agent. 


NEW YORK LIFE’S LOW-RATE 
POLICY 

The New York Life has issued a new low- 
rate policy providing for insurance to age 
sixty-five and either paid-up insurance or en- 
dowment for the amount of the premiums 
paid on reaching age sixty-five. The new 
policy will only be issued on lives of excellent 
physical standing and family history. In cases 
where the life rates above eighty per cent of the 
normal mortality expectation the policy will be 
issued at an advanced age and the policy will 
mature as either paid-up insurance or endow- 
ment at the rated age of sixty-five. It does 
not contain the clauses relating to disability or 
the privilege to exchange to other forms. By 
the terms of the contract all premiums must 
be paid annually. The minimum at which the 
policy will be issued is $2500, and the maxi- 
mum $25,000. The contract is incontestable 
after two years and has surrender and loan 
values after three years. 

The policy will be issued on life form on 
ages from fifteen to forty-five, inclusive, and 
on the endowment form from fifteen to thirty- 
nine, inclusive. It will be participating, but the 
low rates will necessarily make’ the dividends 
small. 

The rates on the basis of $10,000 policies are 


as follows: 





Age. Life. Endow. Ave. Life. Endow. 
15 130.40 143.90 33 199.50 240.40 
16 132.70 147.00 34 205.90 250.00 
17 135.20 150.20 35 212.80 260.40 
18 137.80 153.70 36 220,10 271.60 
1 140.60 157.30 37 228.00 283.80 
20 143.50 161.20 38 297.10 
2] 146.50 165.20 39 311,60 
22 149.70 169.60 a 26520 vcwese 
23 153.10 174.10 WEIR lklkéwee 
24 156.60 179.00 | GMO ewees 
25 160.40 184.20 oS BD evaces 
26 164.30 189.60 a DBR vksces 
a7 168,50 195.50 45 ye er 
28 172.90 201.80 16 te | 
at) 177.60 208.40 37 SO pests 
30 182.60 215.60 48 ol i | ae 
ol 187.90 223. 49 SOOBO 8k kv ae 
oo OS:50 239;00°°0 $= © (~~ “Kens S6 
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LIFE INSURANCE STATEMENT 
FIGURES OF 1914 


Comparisons with 1913, Indicating Growth 


Official statements covering the year 1914 
have been received by THE SPECTATOR from 
companies enumerated below during the past 
two weeks. The principal items of the state- 
ments are presented herewith, and for purposes 
of comparison the figures of the 1913 statements 
are given in parentheses: 

(See also THE SprEcTATOR of February 4, 
Kebruary 18 and March 4.) 


American Life, Des Moines, la.—Premiums, 
$426,433 ($350,745); total income, $486,642 ($400,- 
813); paid policyholders, $109,957 ($92,687); in- 
come saved, $183,924 ($143,180); assets, $1,180,- 
363 ($993,638); surplus, $194,116 ($190,689); new 
business, $3,945,997 ($3,025,615); insurance in 
force, $13,101,556 ($10,914,861); increase in amount 
in force, $2,186,695 ($1,493,593). 

Atlantic Life, Richmond, Va. — Premiums, 
$774,761 ($754,541); total income, $932,043 ($879,- 
984); paid policyholders, $238,229 ($239,307); in- 
come saved, $440,510 ($364,366); assets, $2,639,- 
216 ($2,204,635); surplus, $477,046 ($428,629); new 
business, $4,827,371 ($5,815,062); insurance in 
force, $25,373,071 ($24,146,909); increase in amount 
in force, $1,226,162 ($1,963,080). 

Beneficial Life, Salt Lake City, Utah.—Pre- 
miums, $418,526 ($322,740); total income, $481,- 
212 ($376,185); paid policyholders, $75,244 ($51,- 
774); income saved, $198,176 ($160,877); assets, 
$1,182,522 ($951,970); surplus, $450,168 ($427,096); 
new business, $5,800,509 ($5,757,787); insurance in 
force, $15,019,088 ($11,768,478); increase in amount 
in force, $3,250,640 ($4,009,278). 

California State, Sacramento, Cal.—Premiums, 
$503,625 ($386,555); total income, $569,785 ($435,- 
571); paid policyholders, $72,226 ($74,993); in- 
come saved, $285,390 ($150,187); assets, $1,222,- 
413 ($976,639); surplus, $800,481 ($746,062); new 
business, $6,115,884 ($4,129,722); insurance in 
force, $13,059,379 ($10,000,467); increase in 
amount in force, $3,058,912 ($2,138,129). 

Capitol Life, Denver, Col.—Premiums, $556,- 
554 ($515,339); total income, $654,180 ($598,035); 
paid policyholders, $140,337 ($188,221); income 
saved, $273,006 ($156,925); assets, $1,587,814 
($1,302,671); surplus, $230,149 ($217,347); new 
business, $4,768,566 ($4,830,763); insurance’ in 
force, $16,050,310 ($14,309,071); increase in amount 
in force, $1,741,239 ($2,089,110). 

Colonial Life, Jersey City, N. J. (industrial 
and ordinary).—Premiums, $1,111,198 ($1,051,- 
398); total income, $1,226,353 ($1,153,899); paid 
policyholders, $395,054 ($376,210); income saved, 
270,159 ($229,942); assets, $2,506,760 ($2,240,691); 
surplus, $306,662 ($276,199); new business, $12,- 
679,923 ($11,210,116); insurance in force, $31,512,- 
744 ($30,001,522); iucrease in amount in force, 
$1,511,222 ($1,899,316). 

Columbia Life and Trust.—Portland, Ore. 
Premiums, $210,264 ($180,277); total income, 
$252,341 ($219,055); paid policyholders, $55,148 
($38,956); income saved, $76,765 ($69,766); assets, 
$614,157 ($522,809); surplus, $235,000 ($235,000); 
new business, $2,303,714 ($2,397,291); insurance in 
force, $8,014,107 ($7,031,381); increase in amount 
in force, $982,726 ($1,409,814). 

Columbia Life, Cincinnati, O.—Premium, $212,- 
958 ($185,903); total income, $305,955 ($232,980); 
paid policyholders, $73,257 ($63,014); income 
saved, $110,550 ($59,726); assets, $1,027,528 ($889,- 
656); surplus, $201,501 ($197,936); new business, 
$2,512,885 ($2,337,384); insurance in force, $8,- 
110,299 ($7,324,362); increase in amount in force, 
$785,937 ($1,025,612). 

Commonwealth of Kentucky, Louisville, Ky. 
(ordinary and industrial).—Premiums, $526,117 
($494,855); total income, $581,849 $531,047); paid 
policyholders, $179,284 ($154,240); income saved, 
$124,149 ($128,776); assets, $1,330,785 ($1,184,988) ; 
surplus, $416,352 ($416,204); new business, $6,- 
977,602 ($6.812.311); insurance in force, $17,681,- 
038 ($16,339,863); increase in amount in force, 
$1,341,175 ($1,787,843). 

Commonwealth, Omaha, Neb. — Premiums, 
$277,054 ($190,157); total income, $300,223 ($207,- 
509); paid policyholders, $33,896 ($16,050);  in- 
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come saved, $100,700 ($81,868); assets, $541,645 
($433,804); surplus, $296,076 ($277,297); new busi- 
ness, $4,026,864 ($2,764,500); insurance in force, 
$8,327,364 ($5,716,000); increase in amount in 
force, $2,611,364 ($1,731,130). 

Continental Life, Salt Lake City, Utah.—Pre- 
miums, $505,752 ($376,636); total income, $587,- 
435 ($454,650); paid policyholders, $140,125 ($108,- 
128); income saved, $161,334 ($125,544); assets, 
$1,309,232 ($1,168,945); surplus, $320,504 ($350,- 
658); new business, $7,037,669 ($6,001,115); insur- 
ance in force, $14,530,284 ($11,503,220); increase 
in amount in force, $3,027,064 ($3,255,389). 

Cosmopolitan Life, Atlanta, Ga.—Premiums, 
$34,192 ($20,812); total income, $52,960 ($406,058); 
paid policyholders, $1895 ($4681); income saved, 
—$48.992 ($363,722); assets, $307,939 ($329,860) ; 
surplus, $248,378 ($246,531); new business, +, - 
002,475 ($730,118); insurance in force, $1,293 
($724,118); increase in amount in force, pea 3 
($724,118). 

Farmers Life, Denver, Col.—Premiums, $25,233 
($9398); total income, $401,501 ($294,314); paid 
policyholders, $1000 (nil); income saved, $286,- 
209 ($137,351); assets, $649,128 ($255,960); sur- 
plus, $524,483 ($250,111); new ‘business, $1,997,- 
730 ($289,640); insurance in force, $2,247,870 
($289,640); increase in amount in force, $1,958,- 
230 ($289,640). 

Federal Life, Chicago, I1l.—Premiums, $651,- 
754 ($692,321); total income, $825,167 ($870,710); 
paid policyholders, $391,365 ($574,300); income 
saved, $162,643 (—$30,531); assets, $3,305,245 
($3,078,791); surplus, $395,369 ($414,968); new 
business, $4,013,805 ($5,136,335); insurance in 
force, $22,395,085 ($22,225,815); increase in amount 
in force, $169,270 ($1,135,265). 

Fidelity Mutual, Philadelphia, Pa.—Premiums, 
$4,854,441 ($4,871,542); total income, $6,456,479 
($6,357,017); paid policyholders, $3,563,041 ($2,- 
831,727); income saved, $1,783,363 ($2,386,072); 
assets, $30,548,578 ($28,896,393); surplus, $3,360,- 
335 ($3,079,721); new business, $15,338,832 ($15,- 
243,701); insurance in force, $134,064,215 ($133,- 
550,385); increase in amount in force, $513,830 
($2,778,706). 

First National Life and Accident, Pierre, S. D. 
—Premiums, $167,088 ($140,704); total income, 
$211,900 ($167,834); paid policyholders, $78,731 
($53,625); income saved, $44,616 ($21,299); assets, 
$598,936 ($557,370); surplus, $238,457 ($243,178); 
new business, ay 930,153 ($1,533,445); insurance in 
force, $4,536,055 ($3,828,734); increase in amount 
in force, $707,221 ($686,195). 

Fort Worth, Life, Fort Worth, Ter.—Pre- 
miums, $206,861 ($193,086); total income, $245,- 
405 ($256,905); paid policyholders, $55,937 ($64,- 
569); income saved, $101,238 ($82,926); assets, 
$582,816 ($487,829); surplus, $166,701 ($170,399) ; 
new business, $1,990,519 ($2,174,300); insurance in 
force, $6,463,504 ($6,113,548); increase in amount 
in force, $349,956 ($1,111,238). 

German-American, Denver, Col.—Premiums, 
$87,855 ($55,195); total income, $118,741 ($92,500) ; 
paid policyholde rs, $9910 ($8180); income saved, 
$11,601 ($5783); assets, $318,281 ($295,599); sur- 
plus, $258,567 ($262,034); new business, $1,668,- 
500 ($1,119,000); insurance in force, $2,501,000 
($1,641,000); increase in amount in force, $860,- 
000 ($781,500). 

Germania, New York, N. Y.—Premiums, $6,- 
216,225 ($6,177,392); total income, $8,927,174 ($8,- 
572,466) ; paid polic yholders, $5,729,298 ($5,189,853) ; 
income saved, $1,524,850 ($1,734,417); assets, $51,- 
112,748 ($49,748,862); surplus, $6,415,648 ($6,518, - 
186); new business, $18,272,403 ($20,288,899); in- 
surance in force, $150,273,242 ($146,491,617); in- 
crease in amount in force, $3,781,625 ($7,922,825). 

George Washington, Charleston, West Va. 
Premiums, $213,546 ($195,163); total income, 
$333,259 ($238,018); paid policyholders, $45,708 
($60,567); income saved, $195,198 ($97,213); as- 
sets, $988,765 ($774,955); surplus, $282,447 ($288,- 
129); new business, $4,070,869 ($1,671,315); insur- 
ance in force, $9,310,124 ($6,430,384); increase in 
amount in force, $2,879,740 ng ai 

Great Republic, Los Angeles, Cal.—Premiums, 
$188,523 ($82,573); total income, $233,136 ($403,- 
754); paid policyholders, $11,928 (nil); income 
saved —$1935 ($298,218); assets, $783,265 ($791,- 
484); surplus, $694,225 ($754,012); new business, 
$4,402,648 $2,196,665); insurance in force, $5,159,- 
271 ($1,965,278); increase in amount in force, 
$3,193,993 ($1,965,278). 

Great Southern, Birmingham, Ala.—Premiums, 
$160,116 ($146,733); total income, $191,590 ($170,- 
248); paid pa ane I a $40,187 ($28,756); in- 
come saved, $83,152 ($67,342); assets, $492,525 
($410,953); surplus, $216,671 ($216,133); new busi- 


ness, $1,036,500 ($1,667,000); insurance in force, 
$4,617,000 ($4,550,500); increase in amount in 
force, $66,500 ($703,500). 

Guardian Life, Madison, Wis.—Premiums, 
$123,583 ($96,412); total income, $142,126 ($107,- 
266); paid policyholders, $7905 ($9171); income 
saved, $73,028 ($38,970); assets, $330,717 ($255,- 
013); surplus, $171,635 ($164,710); new business, 
$1,367,118 ($1,791,743); insurance in force, $4,519,- 
533 ($3,742,501); increase in amount in force, 
$777,032 ($1,373,443). 

Gulf Coast Life, Gulfport, Miss.—Premiums, 
$27,287 ($17,518); total income, $54,087 ($46,049); 
paid policyholders, $8124 ($2363); income saved, 
$17,651 (—$810); assets, $152,330 ($129,939); sur- 
plus, $119,392 ($117,683); new business, $391,370 
($581,567); insurance in force, $794,342 ($717,987); 
increase in amount in force, $76,355 ($232,474). 

Idaho State, Boise, Idaho.—Premiums, $188,- 
831 ($150,785); total income, $219,208 ($167,817); 
paid policyholders, $40,481 ($10,736); income 
saved, $43,303 (—$1570); assets, $422,558 ($368,- 
403); surplus, $235,437 ($249,156); new business, 
$3,140,805 ($2,854,850); insurance in force, $6,011,- 
708 ($4,526,141); increase in amount in force, $1,- 
485,567 ($2,010,075). 

Illinois Life, Chicago, Ill.—Premiums, $2,247,- 
700 ($2,072,302); total income, $2,803,422 ($2,594, - 
898); paid policyholders, $1,198,103 ($1,000,713) ; 
income saved, $742,248 ($864,533); assets, $11,403, - 
596 ($10,663,760); surplus, $1,457,684 ($1,287,490) ; 
new business, $18,291,850 ($13,171,749); insurance 
in foree, $75,175,284 ($67,103,435); increase in 
umount in force, $8,071,849 ($2,965,102). 

Independent Life, Nashville, Tenn. (ordinary 
and industrial).—Premfums, $167,550 ($150,098) ; 
total income, $227,502 ($508,148); paid policy- 
holders, $52,172 ($40,003) : income saved, —$46,- 
706 ($294,968); assets, $501,647 ($414,929); surplus, 
$312,326 ($261,560); new business, $3,279,172 ($2,- 
587,983); insurance in force, $4,772,896 ($4,305, - 
Pie increase in amount in force, $466,982 

—$243,913). 

Iowa Life, Waterloo, Ia.—Premiums, $67,387 
($65,474); total income, $78,993 ($73,466); paid 
policyholders, $14,734 ($11,716); income saved, 
$33,697 ($26,802); assets, $227,303 ($192,894); sur- 
plus, $103,847 ($102,442); new business, $445,379 
($689,322); insurance in force, $2,602,379 ($2,531,- 
822); increase in amount in force, $71,379 ($2381,- 
322). 

Liberal Life, Anderson, Ind.—Premiums, $151,- 
239 ($254,652); total income, $236,141 ($286,858); 
paid policyholders, $44,969 ($34,367); income 
saved, $30,633 ($7548); assets, $448,381 ($378,130); 
surplus, $107,604 ($103,291); new business, $2,812,- 
250 ($6,163,600); insurance in force, $5,429,627 
($7,911,227); increase in amount in force, $2,- 
481,600 ($5,621,574). 

National of U. S. of A., Chicago, I1l.—Pre- 
miums, $2,647,479 ($2,647,562); total income, 
$3,242,405 ($38,287,670); paid policyholders, $1,- 
541,398 ($2,074,585); income saved, $861,337 ($313,- 
33); assets, $12,690,285 ($11,969,251); surplus, 
$1,458,087 ($1,449,265); new business, $12,184,291 
($14,067,184); insurance in force, $79,729,387 
($79,261,724); increase in amount in force, $467,- 
663 ($1,727,932). 

Niagara Life, Buffalo, N. Y.—Premiums, $282,- 
514 ($284,251); total income, $386,952 ($363,587); 
paid policyholders, $231,764 ($241,731); income 
saved, $64,345 ($36,750); assets, $1,535,905 ($1,486, 
524); surplus, $153,700 ($151,638); new business, 
$1,163,175 ($1,157,319); insurance in force, $8,- 
006,336 ($7,740,048); increase in amount in foree, 
$266,288 ($299,123). 

North American, Chicago, Ill Premiums, 
$773,378 ($757,938); total income, $906,990 ($914, 
405); paid policyholders, $215,159 ($139,634); in 
come saved, $292,315 ($345,870); assets, $2,515,- 
847 ($2,224,544); surplus, $740,296 ($812,452); new 
business, $7,148,709 ($9,525,717); insurance in 
force, $28,091,914 ($28,015,143) increase in 
amount in foree, $76,771 ($4,281,816) 

Northwestern National, Minneapolis, Minn. 
Premiums, $1,143,196 ($1,097,208); total income, 
$1,347,137 ($1,332,766); paid policyholders, $670,- 
950 ($1,705,451): income saved, $282,661 (—$739, 
804); assets, $3,955,479 ($3,639,475); surplus, 
$509,032 ($479,115): new business, $7,232,870 ($7, 
452,911); insurance in force, $31,842,869 ($29,893, - 
527): increase in amount in foree, $1,949,342 
($1,115,525). 

Ohio National, Cincinnati, 0.—Premiums, $177, 
685 ($163,245): total income, $228,838 ($215,910); 
paid policyholders, $49,114 ($45,127); income 
saved, $46,458 ($31,951); assets, $830,003 ($768, 
882); surplus, $654,561 ($647,651); new business, 
$2,772,815 ($4,481,122): insurance in force, $5,- 
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216,087 ($6,251,160); increase in amount in force 
—$1,035,073 ($2,394,447). 

Ohio State, Columbus, Ohio.—Premiums, $266,- 
994 ($206,589); total income, $307,734 ($233,410); 
paid policyholders, $53,932 ($47,047); income 
saved, $132,904 ($80,500); assets, $754,119 ($614,- 
621); surplus, $236,901 ($235,173); new business, 
$3,308,129 ($2,212,766); insurance in force, $8,154,- 
155 ($6,106,689); increase in amount in force, 
$2,047,466 ($1,250,027). 

Pacific Mutual, Los Angeles, Cal.—Premiums, 
$5,651,946 ($5,416,598); total income, $7,368,053 
($6,893,604); paid policyholders, $2,840,869 ($2,- 
584,390); income saved, $3,001,928 ($2,768,328); as- 
sets, $32,604,612 ($29,338,152); surplus, $3,987,390 
($3,377,998); new business, $22,805,828 ($24,088,- 
667); insurance in force, $154,525,447 ($145,040,- 
193); increase in amount in force, $9,485,254 ($11,- 
731,179). 

Peoples Life, Chicago, Ill. (ordinary and indus- 
trial).—Premiums, $106,821 ($73,485); total in- 
come, $137,566 ($93,557); paid policyholders, 
$29,726 ($27,764); income saved, $50,643 ($21,861); 
assets, $328,451 ($245,532); surplus, $101,722 
($101,136); new business, $3,236,552 ($2,080,810); 
insurance in force, $5,052,724 ($3,416,372); in- 
crease in amount in force, $1,636,352 ($326,742). 

Peoples Life, Frankfort, Ind.—Premiums, 
$208,372 ($196,963); total income, $233,542 ($216,- 
618); paid policyholders, $41,559 ($46,829); in- 
come saved, $108,851 ($73,723); assets, $513,045 
($393,437); surplus, $126,594 ($117,752); new busi- 
ness, $1,701,391 ($2,121,181); insurance in force, 
$6,779,471 ($6,077,791); increase in amount in 
force, $701,680 ($1,033,331). 

Peoria Life, Peoria, 11l.—Premiums, $397,041 
($327,507); total income, $434,490 ($365,249); paid 
policyholders, $61,991 (55,439); income saved, 
$214,498 ($180,689); assets, $847,273 ($645,956); 
surplus, $181,922 ($178,627); new business, $3,- 
225,359 ($2,818,600); insurance in force, $11,959,- 
006 ($9,802,085); increase in amount in force, 
$2,156,921 ($1,831,507). 

Phoenix Mutual, Hartford, Conn.—Premiums, 
$5,853,033 ($5,734,288); total income, $7,878,688 
($7,622,467); paid policyholders, $4,723,152 ($4,- 
119,095); income saved, $1,704,940 ($2,074,048); 
assets, $38,207,387 ($36,166,310); surplus, $2,441,- 
826 ($1,862,163); new business, $19,862,603 ($21,- 
388,816); insurance in force, $162,931,810 ($156,- 
316,519); increase in amount in force, $6,615,291 
($8,664,194). 

Pioneer Life, Kansas City, Mo.—Premiums, 
$85,692 ($92,603); total income, $106,152 ($238,- 
063); paid policyholders, $38,455 ($25,545); in- 
come saved, $8926 ($109,298); assets, $380,672 
($392,167); surplus, $162,420 ($131,757); new busi- 
ness, $431,875 ($1,700,271); insurance in force, 
$2,556,223 ($3,033,911); increase in amount in 
force, —$477,688 ($417,271). 

Postal Life, N. Y.—Premiums, $1,572,210 ($1,- 
674,214); total income, $2,155,361 ($2,216,227): 
paid policyholders, $1,336,212 ($1,425,726); income 
saved, $364,881 ($310,020); assets, $9,613,849 ($9,- 
778,262); surplus, $229,881 ($230,044); new busi- 


, 








ness, $3,186,244 ($3,883,639); insurance in force, 
$44,242,318 ($47,250,058); increase in amount in 


force, $3,007,740 (—$2,774,740). 

Preferred Life, Grand Rapids, Mich.—Pre- 
miums, $216,893 ($172,118); total income, $230,- 
123 ($228,523); paid policyholders, $31,971 ($34,- 
925); income saved, $71,386 ($62,433); assets, 
$369,128 ($280,901); surplus, $121,916 ($120,217); 
new business, $2,254,960 ($2,790,422); insurance 
in force, $7,327,930 ($6,130,551); increase in 
amount in force, $1,197,379 ($2,123,978). 

Protective Life, Birmingham, Ala.—Premiums, 
$164,584 ($157,929); total income, $200,062 ($182,- 
187); paid policyholders, $38,988 ($23,408); in- 
come saved, $96,765 ($92,311); assets, $558,693 
($460,469); surplus, $223,032 ($204,568); new busi- 
ness, $1,118,500 ($1,484,000); insurance in force, 
$5,173,412 ($4,923,409); increase in amount in 
force, $250,003 ($5 190,550). 

Provident Life and Trust, Philadelphia, Pa 
Premiums, $11,056,910 ($10,349,120); total income, 
$15,085,949 ($14,218,147); paid policyholders, $9,- 
155,057 ($8,620,367); income saved, $3,120,668 ($3,- 
296,010); assets, $83,017,682 ($84,131,944); surplus 
$6.178.297 ($11,439,611): new business, $41,962,- 
622 ($47,735,039); insurance in force, $316,615,000 
($202.103,125); increase in amount in force, $14,- 
511.875 ($25,746.012). 

Prudential, Newark, N. J. (industrial and 
ordinary) Premiums. $87,083,337 ($81,109,006); 
total income, $103,217 372 ($95,259,462): paid 
policyholders, $39 273,810 ($33,848,546); income 
saved. $28.451.245 ($27,479,128); assets, $361,104,- 
317 ($822.769,320): surplus, $64,552,336 ($57.413.,- 
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264); new business, $518,963,821 ($481,510,398) ; 
insurance in force, $2,592,478,248 ($2,406,878,920) ; 
increase in amount in force, $185,599,328 ($195,- 
695,229). 

Public Savings, Indianapolis, Ind. (industrial 
and ordinary).—Premiums, $293,371 ($240,583) ; 
total income, $326,605 ($335,011); paid policy- 
holders, $56,090 ($47,454); income saved, $23,022 
($38,752); assets, $382,615 ($326,866); surplus, 
$258,227 ($231,600); new business, $9,744,857 ($9,- 
035,231); insurance in force, $11,561,592 ($10,099,- 
758); increase in amount in force, $1,461,834 
($2,007,899). 

Reserve Loan Life, Indianapolis, Ind.—Pre- 
miums, $829,901 ($794,207); total income, $1,003,- 
566 ($940,954); paid policyholders, $319,978 ($297,- 
558); income saved, $321,972 ($271,713); assets, 
3,375,715 ($3,050,597); surplus, $233,953 ($229,- 
867); new business, $6,767,482 ($7,204,409); in- 
surance in force, $25,143,640 ($24,277,019); in- 
crease in amount in force, $866,621 ($1,152,072). 

Rockford Life, Rockford, I1l.—Premiums, $66,- 
179 ($55,161); total income, $81,524 ($63,041); paid 
policyholders, $14,445 ($5103); income _ saved, 
$33,516 ($25,774); assets, $209,744 ($174,940); sur- 
plus, $116,518 ($115,900); new business, $777,266 
($901,833); insurance in force, $2,515,399 ($2,074,- 
086); increase in amount in force, $441,313 ($442,- 


$680,078 ($597,587); surplus, $311,956 ($345,327); 
new business, $3,379,032 ($5,128,006); insurance in 
force, $8,300,716 ($7,828,222; increase in amount 
in force, $472,494 ($2,089,106). 

San Jacinto Life, Beaumont, Tex. (commenced 
business in 1914).—Premiums, $15,647; total in- 
come, $62,612; income saved, $33,888; assets, 
$130,665; surplus, $125,500; new business, $524,- 
132; insurance in force, $524,132. 

Scranton Life, Scranton, Pa.—Premiums, $606,- 
480 ($611,513); total income, $731,712 ($748,198); 
paid policyholders, $260,287 ($240,318); income 
saved, $222,521 ($237,858); assets, $1,880,905); 
($1,651,137); surplus, $397,060 ($423,903); new 
business, $3,989,437 ($3,822,125); insurance in 
force, $16,571,891 ($16,350,849); increase in amount 
in force, $221,042 ($430,989). 

Security Life of America, Chicago, I1].—Pre- 
miums, $533,365 ($543,531); total income, $647,- 
568 ($684,159); paid policyholders, $222,299 ($216,- 
698); income saved, $178,972 ($183,129); assets, 
$2,360,910 ($3,132,962); surplus, $417,335 ($434,919); 
new business, $3,697,906 ($5,515,733); insurance 
in force, $16,912,625 ($16,564,629); increase in 
amount in force, $347,996 ($343,070). 

Southern Life and Trust, Greensboro, N. C.— 
Premiums, $431,582 ($397,158); total income, 
$519,955 ($475,881); paid policyholders, $108,603 
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Standard Life, Pittsburg, Pa.—Premiums, 
$361,906 ($345,868); total income, $429,027 ($408,- 
175); paid policyholders, $88,803 ($82,534); in- 
come saved, $171,131 ($144,177); assets, $992,993 
($790,660); surplus, $425,086 ($392,178); new busi- 
ness, $2,762,224 ($4,004,824); insurance in force, 
$10,261,911 ($9,986,142); increase in amount in 
force, $275,769 ($1,699,730). 

Travelers, Hartford, Conn.—Premiums, $10,- 
014,132 ($9,388,880); total income, $14,071,566 
($13,147,938); paid policyholders, $5,249,868 ($4,- 
765,869); income saved, $5,542,771 ($3,601,838); 
assets, $97,567,784 ($87,767,387); surplus, $13,351,- 
772 ($10,960,953); new business, $60,283,388 ($56,- 
958,755); insurance in force, $348,589,793 ($316,- 
005,384); increase in amount in force, $32,584,409 
($35,854,992). 

Two Republics, El Paso, Tex.—Premiums, 
$106,197 ($88,825); total income, $128,062 ($109,- 
281); paid policyholders, $11,754, ($14,380); in- 
come saved, $35,156 ($21,261); assets, $322,192 
($304,612); surplus, $179,661 ($209,990); new busi- 
ness, $1,835,388 ($1,866,331); insurance in force, 
$4,386,743 ($3,369,084); increase in amount in 
force, $1,017,659 ($1,212,754). 

Union Mutual, Portland, Me.—Premiums, $2,- 
358,335 ($2,369,851); total income, $3,197,689 ($3,- 
273,590); paid policyholders, $2,277,910 ($2,105,- 


693). ($77,702); income saved, $231,201 ($257,055); as- it 
Sam Houston, Dallas, Tex.—Premiums, $206,371 sets, $1,792,605 ($1,510,549); surplus, $657,039 444); income saved, $364,044 ($602,574); assets, 
($205,212); total income, $233,489 ($234,041); paid ($628,576); new business, $3,691,030 ($3,429,157); $18,917,683 ($18,720,223); surplus, $1,179,965 ($1,- 


policyholders, $61,465 ($57,697); income saved, 
$92,808 ($92,253); assets, $543,288 ($450,840); sur- 
plus, $102,422 ($103,150); new business, $1,433,- 
684 ($1,488,278); insurance in force, $6,010,135 
($5,758,923); increase in amount in force, $251,- 
212 ($601,861). 


insurance in force, $14,560,087 ($12,488,088); in- 
crease in amount in force, $2,071,949 ($2,141,031). 

Southern States Life, Atlanta, Ga.—Premiums, 
$624,300 ($618,141); total income, $693,698 ($685,- 
776); paid policyholders, $258,763 ($179,147); in- 
come saved, $212,085 ($247,836); assets, $1,560,277 





308,988); new business, $6,523,187 ($7,108,459); in- 
surance in force, $65,420,684 ($65,058,956); in- 
crease in amount in force, $361,728 ($1,567,103). 

United States, New York.—Premiums, $761,- 
284 ($798,865); total income, $1,165,301 ($1,189,- 
754); paid policyholders, $1,003,234 ($1,081,886); 








San Antonio Life, San Antonio, Tex.—Pre- ($1,342,072); surplus, $155,244 ($178,752); new income saved, -—$143,821 (—$180,759); assets, A 
miums, $199,831 ($188,480); total income, $259,- business, $4,018,918 ($5,483,618); insurance in $7,862,595 ($8,020,558); surplus, $501,193 ($537,- 
808 ($232,895); paid policyholders, $46,751 ($44,- force, $18,656,163 ($17,753,253); increase in 948); new business, $2,514,624 ($2,064.849); insur- 
388); income saved, $84,216 ($72,577); assets, amount in force, $902,910 ($2,421,440). ance in force, $25,723,325 ($26,339,246); increase 
$696,066 ($607,788); surplus, $373,320 ($374,514); Southern Union, Waco, Tex.—Premiums, $142,- in amount in force, —$615,921 (—$629,210). 
new business, $2,444,756 ($2,561,735); insurance 588 ($145,354); total income, $184,999 ($171,238); Wyoming Life, Cheyenne, Wyo.—Premiums, 
in force, $6,586,056 ($6,184,044); increase in paid policyholders, $40,156 ($17,726); income $31,266 ($27,941); total income, $54,102 ($48,214); 
amount in force, $452,012 ($1,418,460). saved, $60,071 ($52,164); assets, $439,358 ($365,- paid policyholders, $8686 ($9871); income saved, WI 
San Francisco Life, San Francisco, Cal.—Pre- 662); surplus, $214,348 ($193,613); new business, $21,443 ($11,555); assets, $383,704 ($357,758); sur- sti 
miums, $316,549 ($275,788); total income, $357,- $1,639,480 ($2,214,100); insurance in force, $4,- plus, $352,890 ($342,095); new business, $306,910 fi 
134 ($312,678); paid policyholders, $67,458 ($43,- 598,624 ($4,572,436); increase in amount in force, ($372,000); insurance in force, $751,910 ($637,500) ; In 
861); income saved, $80,859 ($23,669); assets, $26,188 ($1,484,442). increase in amount in force, $114,410 ($50,500). tre 
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WITH THE RATE-BOOK 


He that Tilleth His Land Shall Have 
Plenty of Bread 


THE MAN NEXT DOOR 


A Wise Old Guy Who Learned His Lesson and 
Hoes His Row in His Own Acres 


SEVENTH INSTALMENT 


There's a fellow I sometimes go fishing with 
who can never settle himself down to the 
stream we are fishing or the pool where he 
finds himself. He once got me into a quart of 
trouble. Somewhere he ran across a painting 
of immense trout, stated to be the catch of one 
afternoon on a creek back in Ulster County. 
My friend can be said to have swallowed the 
picture, frame and tale as a huge bass swal- 
lows a smallish frog. 

The credulous angler got away from busi- 
ness two days before I did, and made arrange- 
ments for me to spend my entire vacation at a 
farmhouse on the creek where the picture had 
been painted and where it was supposed big 
trout were as plentiful as fat men in the sub- 
way. When I arrived at the creek I found a 
brooklet so small that to strike water you had 
to take a fly in your fingers and poke it 
through the grasses. And the only trout I saw 
were so tiny that a tender-hearted fisherman 
would weep at their untimely frying. So we 
gathered our duds together and skun out, a! 
though the hairy individual who ran the board- 
ing-house threatened to have the law on me if 
I didn’t pay him for the stay as arranged. We 
footed it over the hills of the Catskills, and 
had a glorious outing and plenty of trout be- 
side a river that had known us for years. 


KANGAROOS 


It’s human nature to leap here and there like 
a kangaroo, thinking that just over the divide 
or ten miles up the valley you'll do better. 
It’s so in everything. “Distant fields are 
painted green.” In his Maine Woods, Thoreau 
tells how at the end of a stage route, where he 
supposed that he was at the needle point of 
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nowhere, a fussy little drummer ate a hasty 
supper at a backwoods inn, and by the light 
of a lantern swinging under a_ buckboard, 
rattled off under the stars toward the north, 
where the map showed nothing but forests, 
keen bent on business as little likely to yield 
results as if he had launched an airship for a 
journey to the Milky Way. And on one of my 
fishing trips I awoke at earliest dawn to hear 
a mountaineer clattering past the upper settle- 
ment of the valley, urging his horse into a run, 
that this sanguine and early bird of passage 
should investigate a sandy strip at a far distant 
clearing, where that spring he intended to plant 
potatoes. Doubtless the early one had left 
behind him many an acre of easy negotiation 
and far more productive soil. 

When the company that was my first pay- 
master began business, one of its initial 
agencies was planted in Western Colorado. 
And Colorado of those days held about the 
chances for writing life insurance that Kam- 
chatka might be supposed to hold now. That 
little corporation could never settle down to 
digging up business near its home office. Un- 
less the agency man spent at least three nights 
on a Pullman he didn’t seem to think that any- 
thing could be done. We had agencies in 
Texas, Indian Territory, Louisiana and in 
Kansas; but you could have searched our 
hooks for more than one or two representa- 
tives in the States of Massachusetts and Con- 
necticut, and I remember that for an entire 
year we had no agency in New Jersey. 


Tue Errow Man 

There’s a wise old guy who represents a 
great Western company. “Do you know,” 
said he to me one day, “that most cub solicitors 
fall down because they don’t tackle the man 
next to ’em. That was rubbed into me when 
I began bobbing for applications. J had desk 
room in a real estate office. The kingpin of the 
office was a man of middle-age, who sold lots 
on the instalment plan. He tackled me, hoping 
to sell me a lot, but vacancy lined my pockets 
in the early days. The boys told me, he was 
yanking in big money. Softy that I was, it 
never occurred to me to try and push him a 
policy. No, I would take the ancient horse- 
cars of that time and hit the trail of a man out 
beyond the sprawling fringes of Brooklyn, 
only to find that my man had gone to make a 


visit to his folks at Montauk. Or I would dig 
down to lowest Broadway and hunt a big 
building below Wall street with a care that 
I had never given to the building of my office 
home. 

“One morning a fat, florid hoptoad of a fel- 
low—you know the kind—with bulging eyes 
and a voice a thousand times bigger than you 
would expect from his looks; well, Mr. Bulge- 
eye came in and seated himself beside the real 
estate man’s desk. 

“T didn’t connect the hoptoad with anything 
that concerned me. I thought that he was an 
agent of some kind, probably a book agent. 
But as I fumbled my cards, arranging a route 
out towards Yonkers, I sat up in my chair and 
my ears began to burn. 

“The prosperous real estate salesman had 
come in and the big voice boomed out the 
advantages of a policy in a Pennsylvania com- 
pany noted for its generous dividends. On and 
on boomed the voice. I felt like jumping 
from my chair and swatting the fellow. And 
[ had the humiliation of seeing the hoptoad 
rake in a fat commission as easily as you could 
steal buttons from a dead man. 

““Why didn’t you hit me?’ asked the real 
estate salesman, when the hoptoad had van- 
ished with a check for the first annual pre- 
mium. ‘I was as ripe for plucking as a per- 
simmon is after a black frost.’ 

“What [ said doesn’t matter. But I tore up 
my route schedule out Yonkers way and got 
down to brass tacks. That morning I ‘yanked 
in three apps. They were smallish deals. But 
the point is that one was from the clerk of the 
king-pin, who had a desk right beside my own, 
and that the others were from men in the 
building with whom I had passed the kind of 
weather in the elevator every day for six 
months. 

“And let me tell you a trade secret,” added 
the wise old guy. “Nowadays I never stay in 
an office building for more than a year. After 
I get settled in my newest quarters, and the 
tenants have come to know my face, I sift 
every man in my building as if through mos- 
quito netting. And in six months or so I rake 
out a neat line of applicants. It’s a productive 
dodge. When the offices of the nearby build- 
ings have been raked over I change my official 
home and start in again. 

“Unless IT am doggoned certain it wiil surely 
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pay I never take the L or the subway any- 
where. Home acres for me, and distant 
emerald fields for the innocents!” 

Skilled advertisers have learned all this. If 
you keep your eyes skinned you will notice 
that the big and prosperous concerns concen- 
trate their efforts. Read the back pages of the 
fat magazines. Here is the same cereal food, 
with the picture and wording changed so as 
to attract, and in about the same place on the 
pages, seductively suggesting its transcendent 
cheapness and its wonderful nutritive value. 
Here is another pretty girl presenting to you 
on a decorated platter the eye-tickling canned 
entrée that you know so well. Morning after 
morning and month after month your attention 
becomes glued to the space above the door of 
the street car of your daily itinerary, and the 
catchy phrase pokes its message into your 
brain until you dream of it in your sleep. 

The solicitor should condense his efforts 
down into the very essence of effort. He 
should never wear out his shoe leather if he 
has failed to make the acquaintance of every 
possible applicant in his own building. He 
should not hunt for other names until he has 
seen the men whose names are on the doors 
to the right and left of his own door. 

It was a man to whom the world had handed 
lots of experience in all the affairs of life who 
said: 

“He that tilleth his land shall have plenty of 
bread, but he that followeth after vain persons 
shall have poverty enough.” 


MORTALITY AND COST OF 
INSURANCE 


The annual publication of The Gain and Loss 
Exhibit during recent years has brought to gen- 
eral attention the fact that the principal life 
insurance companies are able to transact busi- 
ness at an average mortality cost of only about 
seventy per cent of the rates provided for by the 
tables on which their premiums are based. A 
few companies secure averages much less than 
this, either by especial care and skill in the se- 
lection of risks, a relatively large volume of new 
business, or because of a large proportion of 
endowment insurance in force. 

The suggestion occasionally appears that, 
since actual experience appears to be consider- 
ably below the standard used in computing pre- 
miums and reserves, a new table should be con- 
structed on this experience; it being assumed 
that such a table could be used to determine 
premiums and reserves and that its use would 
lower the cost of life insurance. Those who 
make this suggestion generally overlook that 
the low percentages of mortality obtained in 
practice are mainly the result of the very low 
initial death rate on a large volume of recently 
selected risks. Such margins are, therefore, a 
consequence of the large and carefully selected 
additions to the membership and are an offset to 
the expense of securing same. Consequently the 
use of a table reflecting the low mortality indi- 
cated by The Gain and Loss Exhibit would place 
the life companies in the predicament of the old 
assessment orders. They would be forced to find 
new blood in order to maintain themselves, 
whereas under the tables now in use they are 
wholly independent of new business and only 
seek it because it pays to do so. 

Of course, decreasing mortality will, other 
things being equal, result in lowering the cost of 
insurance. The simple direct method of buying 
insurance at lowest cost is by insuring in a 
mutual company at participating rates, safe and 
sound under all conditions, under the agree- 
ment to return to the policyholder such margins 
of mortality and other savings as are found to 
arise from the company’s transactions.—Field 
Notes. 


LOST POLICYHOLDERS 


Address by B. W. Loveland on Search- 
ing Them before Hartford Institute 


EXPERIENCES OF ONE COMPANY 





Interesting Cases of Connecticut Mutual— 
Methods of Indexing Policyholders and 
Investigating Lost Ones 
Every life insurance company is probably car- 
rying on its books as a liability thousands of 
dollars representing policies issued on the lives 
of persons now deceased, under which no claim 
has ever been made, and under which un- 
doubtedly no claim will ever be presented ex- 
cept through inquiries instituted by each com- 
pany to ascertain the facts. In addition, prob- 
ably many companies have in force hundreds, 
perhaps thousands, of policies on the lives of 
persons of whose whereabouts it has not the 

slightest knowledge. 

A life insurance company naturally spends lit- 
tle time in perusing the obituary column in the 
daily newspaper, as it has a reasonable expec- 
tation of being speedily, if not gently, notified 
of the maturity of a policy by the death of the 
insured. 

As the organization of the oldest of the great 
life insurance companies in this country dates 
only from about 1848, not until recent years has 
it become apparent that in some cases, if the 
insured were still living, he must have drunk of 
the fountain of youth which Ponce de Leon 
never succeeded in locating. Quite naturally, 
when the records of the company disclose the 
fact that a man has reached the century mark, 
thus proving beyond doubt the benefit and ad- 
vantage of insuring against death, the company 
is put upon inquiry. Most, if not all, companies 
offer to make payment of a policy when the re- 
serve under it equals its face, which under the 
Actuaries’ Table and four per cent is at age 
100, and under the American Table and three 
per cent at age ninety-six. 


ATTITUDE OF COMPANIES 

A life company is usually content to assume 
that a man is living until he is proven to be 
dead, yet there is a certain point where such 
assumption ceases to be a virtue, and in order 
to prove that it is not intentionally acting as 
a depository for unclaimed funds it may be well 
for it to ascertain how many apparently living 
men, according to its records, have passed to 
the great beyond. 

Under present methods of indexing policy- 
holders, most companies maintain a card index 
showing the name of the insured, the date of 
his birth and the number and amount of the 
policy or policies and on the same, or a sep- 
arate index, his last known address. Through 
such system as the company may have inaugu- 
rated by ‘‘change of address” cards furnished its 
agents, and by them returned to the company 
with the necessary data, supplemented by let- 
ters received from the insured at the home of- 
fice, and *by other means, a fairly accurate 
record of addresses of the insured under pre- 
mium-paying and participating paid-up policies 
is maintained; but cases are continually aris- 
ing in which a communication to the insured 
at his last known address is returned by the 
Postoffice Department as ‘‘unclaimed’”’ or ‘‘un- 
ealled for.’’ Unless vigilant care is exercised, 
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these cases accumulate rapidly, and before it is 
realized the company has a considerable number 
of so-called ‘‘lost policyholders.’”’ Where a sep- 
arate card index of addresses is kept, these 
“unknowns” are usually filed by themselves 
under that title until such time as the insured 
is located or notice of his death is received. 


METHOD OF INVESTIGATION 


The first steps of the investigation consisted 
in making inquiry concerning policies in force 
upon the lives of persons who, if living, had 
reached the age of eighty years or over, and 
whose addresses were unknown, and was un- 
dertaken rather as an experiment to ascertain 
how necessary a more complete and general in- 
quiry might be advisable. A considerable num- 
ber of these persons were found to be still liv- 
ing, a few having reached the age of ninety or 
over. In a fair proportion of these cases the 
insured had deceased, and upon receipt of satis- 
factory proofs of death settlement was made. 

In two cases, after following clues which led 
pretty nearly over the entire county, it was 
learned that the insured had died and the bene- 
ficiaries were located peacefully living within 
a half mile of the home office. 

AN INTERESTING CASE 

One case was particularly interesting, in that 
it involved a search by a blind man for a miss- 
ing one and covered inquiries in four States, 
Missouri, Texas, Iowa and Colorado. This was 
a policy issued in 1873 on the life of a sewing 
machine agent, who then resided in Missouri. 
After the home office had run down several 
false clues the matter was referred to a gen- 
eral agent in Iowa, as the release for the paid- 
up policy had been executed in that State. He, 
in turn, referred it to a local representative, 
the blind man mentioned. This is his story: 

The other day I just happened to remember 
that many years ago, when I was about three 
or four days old (I think I was at least that old) 
there was a big fire on West Hill, and history 
was made of the fact that a brave little miss 
ran to the fire station five blocks away, about 
one bell in the A. M., clad only in night attire, 
and through six inches of snow, to awaken the 
firemen and get them to come to her home. 
It was a fire that totally destroyed a large home 
belonging to a family by the name of the in- 
sured. Recalling the incident, I got busy and 
ran down what I could find about these people. 
I found that one of the daughters of the bene- 
ficiary was living in Burlington, and she in- 
formed me that the insured was deceased, that 
his wife and one son survived him and live at 
Colorado Springs. 

This case was then referred to our Colorado 
general agent, through whom evidence of the 
death of the insured was secured and settlement 
made, the death having occurred in 1903. The 
blind agent to whom I have referred was also 
instrumental in clearing up several other dif- 
ficult cases. 

In a very few cases replies to advertisements 
were received from detective agencies offering 
their services for a stated percentage of the 
amount to be collected, and occasionally a let- 
ter was received from some _ questionable 
source indicating that the writer would under- 
take to furnish the desired information, with 
the understanding that he was to receive a 
goodly portion of the face of the policy, but 
such assistance was invariably declined with 
thanks. Beneficiaries were put to no expense 
whatever, aside from that incurred in the fur- 
nishing of the necessary papers. 

The services of attorneys were sometimes 
unecessarily employed by the parties inter- 
ested, and in a few instances these attorneys, 
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after careful instructions from the home office, 
were able to prepare the papers in a satisfac- 
tory manner. 


EXPERIENCE OF ONE COMPANY 

As a matter of interest, and as showing the 
actual results of the investigation made by the 
Connecticut Mutual, it may be well to state 
that from October 1, 1911, to January 1, 1915, in- 
quiries were made concerning 3644 policyholders. 
Of this number the addresses of 2819 were se- 
sured and 658 were found to have deceased, 
leaving still unknown 167 cases. The per cent of 
policyholders whose addresses were secured and 
those who had deceased, to the number of cases 
investigated, is 95.4. The total cash payments 
made by the company for the period named, 
on account of claims by death under these poli- 
cies, were $265,225.41. 

Probably all life insurance companies will be 
obliged to carry as a liability for perhaps an 
indefinite period a certain number of policies on 
the lives of persons who are undoubtedly de- 
ceased, but concerning whom it has been found 
impossible to obtain information. Meanwhile it 
is not only expedient but desirable that each 
company in its own interests and those of its 
policyholders or their beneficiaries endeavor by 
systematic effort to keep its list of lost policy- 
holders at the lowest possible point. 


GOV. HANNA OF NORTH DAKOTA 
ON LIFE INSURANCE 

No one fact can give greater satisfaction to 
any man who has a broad interest in the gen- 
eral welfare than the enormous growth of the 
life insurance funds which have accumulated in 
this country during the past four or five decades. 
Nor is there any greater or more striking monu- 
ment to confirm our altruism than this enormous 
amount of security, put aside often at a serious 
sacrifice by the men of America for the protec- 
tion of their wives, their children, and their 
business obligations. 

Ten billion dollars saved unselfishly to pro- 
vide comforts and necessities for others! It is 
an accomplishment in which we can take a 
thankful pride, and through which we can regain 
our faith in our fellow men, even shaken ag it 
is by the dread spectacle abroad. 

Our country has prospered by great strides. 
We have grown wealthy; we have spent with a 
lavish hand; we boast of purchases of the luxu- 
ries of the world: the choicest teas of Asia, the 
precious stones of Africa, the toys of Germany, 
the silks and wines of France. Think of our own 
automobile industry alone! What a large pro- 
portion of our expenditures are for indulgences, 
Juxuries, waste—or worse! Then consider the 
contrast of a life insurance policy. Here is rep- 
resented the best item of the annual expense ac- 
count. It speaks for conservation as opposed to 
waste, for thrift against extravagance, for self- 
denial instead of indulgence, for practical proof 
of a man’s love and affection, and the preserva- 
tion of his dearest ideal—the home. 

In addition to the death benefits of a life in- 
surance company it adds to our prosperity and 
our happiness while we are alive, and gives to 
loved ones when we are gone an estate which 
we could not of ourselves have accumulated, and 
which is limited in amount only by the restric- 
tion which we impose in limitng the size of our 
policies. Is our conscience clear when we 
measure our love and our duty in terms of the 
life insurance which we carry? Every man who 
has a family dependent upon him should aim to 
leave an estate whose annual income will be 
as nearly as possible equivalent to his own 
earning capacity. Measured by this standard, 
are you doing your full duty? It will be too late 
to consider this important matter when you are 
gone. The man who carries less life insurance 
than he ought to carry is only a little bit less 
culpable than the man who carries no insurance 
at all. Now is the time to think about it.—A 
letter to the policyholders of the Northwestern 
Mutual. 


LIFE INSURANCE STATEMENT 
FIGURES OF 1914 


Comparsions with 1913, Indicating Growth 


Official statements covering the year 1914 
have been received by THE SPECTATOR from 
companies enumerated below during the past 
two weeks. The principal items of the state- 
ments are presented herewith, and for purposes 
of comparison the figures of the 1913 statements 
are given in parentheses: 


(See also THE SPECTATOR of February 4, 
February 18, March 4 and March 18.) 


Amarillo National, Amarillo, Tex.—Premiums, 
$252,606 ($136,020); total income, $299,130 ($155,- 
011); paid policyholders, $29,137 ($21,035); income 
saved, $207,256 ($65,287); assets, $613,733 ($387,- 
300); surplus, $247,549 ($218,053); new business, 
$1,348,866 ($1,257,350); insurance in force, $4,057,- 
868 ($3,561,207); increase in amount in force, 
$496,661 ($113,100). 

American Assurance, Philadelphia, Pa.—Pre- 
miums, $146,302 ($145,863); total income, $146,822 
($145,923); paid policyholders, $47,501 ($29,832); 
income saved, $14,906 ($19,735); assets, $465,813 
($433,959); surplus, $324,734 ($301,666); new busi- 
ness, $2,384,213 ($3,493,385); insurance in force, 
$3,655,949 ($4,991,362); increase in amount in 
force, —$1,335,413 (—$205,687). 

Central Life, Lexington, Ky.—Premiums, $164,- 
408 ($92,866); total income, $168,622 ($130,247); 
paid policyholders, $15,311 ($208); income saved, 
$31,728 (—$16,991); assets, $259,852 ($242,876); 
surplus, $117,911 ($159,413); new business, $13, 
735,030 ($13,009,370); insurance in force, $15,919,- 
470 ($12,425,940); increase in amount in force, $3,- 
493,580 ($11,498,940). 

Central States, St. Louis, Mo.—Premiums, 
$177,181 ($176,544); total income, $479,109 ($201,- 
824); paid policyholders, $31,501 ($30,903); income 
saved, $337,030 ($51,176); assets, $1,074,677 ($606,- 
141); surplus, $544,732 ($424,271); new business, 
$5,950,301 ($2,187,611); insurance in force, $9,544,- 
359 ($5,108,808); increase in amount in force, 
$4,435,551 ($711,361). 

Conservative Life, South Bend, Ind.—Pre- 
miums, $30,640 ($20,175); total income, $79,989 
($53,769); paid policyholders, $7273 ($5029); in- 
come saved, —$20,255 (—$3644); assets, $162,146 
($159,680); surplus, $136,651 ($145,176); new busi- 
ness, $1,244,500 ($830,250); insurance in force, 
$924,750 ($1,046,750); increase in amount in 
force —-$122,000 ($769,150). 

Equitable Life, Washington, D. C.—Premiums, 
$275,346 ($247,062); total income, $306,278 ($270,- 
038); paid policyholders, $79,046 ($70,679); in- 
come saved, $70,218 ($51,307); assets, $445,385 
($361,066); surplus, $164,069 ($136,296); new busi- 
ness, $2,641,125 ($2,649,968); insurance in force, 
$7,065,625 ($6,665,187); increase in amount in 
amount in force, $400,438 ($708,615). 

rerman-American, Omaha, Neb.—Premiums, 
$239,509 ($212,629); total income, $263,243 ($233,- 
329); paid policyholders, $78,117 ($69,614); income 
saved, $45,737 ($83,286); assets, $480,651 ($428,- 
680); surplus, $38,472 ($37,498); new business, 
$2,420,909 ($1,146,228); insurance in force, $7,757,- 
906 ($6,561,501); increase in amount in force, $1,- 
196,405 ($440,728). 

Home Life and Accident, Fordyce, Ark.—Pre- 
miums, $161,511 ($159,541); total income, $210,- 
190 ($197,559); paid policyholders, $56,142 ($32,- 
176); income saved, $41,712 ($59,746); assets, 
$703,274 ($289,621); surplus, $289,621 ($304,198); 
new business, $2,240,000 ($1,917,720); insurance in 
force, $5,144,418 ($5,022,181); increase in amount 
in force, $122,237 ($436,271). 

Home Mutual, Topeka, Kan.—Premiums, $153,- 
407 ($103,685); total income, $188,003 ($113,249); 
paid policyholders, $13,032 ($12,314); income 
saved, $78,042 ($12,470); assets, $117,782 ($49,133); 


surplus, $5592 ($6195); new business, $2,204,001 
($2,453,908); insurance in force, $4,836,359, ($3,- 


804,008); increase in amount in force, $1,032,351 


($1,967,768). 

Kansas Life, Topeka, Kan.—Premiums, $12,- 
060; total income, $14,315; paid policyholders, 
nil; income saved, —$579; assets, $185,909; sur- 
plus, $171,957; new business, $363,000; insurance 
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in force, $354,500; increase in amount in force, 
$354,500. 

Lamar Life, Jackson, Miss.—Premiums, $151,- 
613 ($146,144); total income, $183,689 ($173,713); 
paid policyholders, $55,597 ($28,475); income 
saved, $58,130 ($69,607); assets, $487,732 ($423,- 
973); surplus, $154,969 ($152,112); new business, 
$1,345,913 ($2,110,500); insurance in force, $6,- 
080,804 ($6,042,411); increase in amount in force, 
$38,393 ($1,139,801). 

National Life, Butte, Mont.—Premiums, $154, - 
393 ($147,227); total income, $186,332 ($174,341); 
paid policyholders, $35,079 ($20,285): income 
saved, $34,158 ($23,167); assets, $403,902 ($338,205) ; 
surplus, $213,444 ($217,938); new business, $1,498,- 
750 ($2,220,000); insurance in force, $4,209,250 
($3,896,000); increase in amount in force, $313,- 
250 ($805,000). 

_New World, Spokane, Wash. Premiums, $83,- 
253 ($77,579); total income, $343,004 ($542,322 . 
paid policyholder, $8538 ($5073); income saved 
$103,575 ($214,091); assets, $1,716,404 ($1,404,909). 
surplus, $1,639,681 ($1,330,602); new business, $1,- 
110,500 ($1,754,450); insurance in force, $2,475,- 
700 ($2,434,950); increase in amount in force, $40,- 
750 ($1,207,450), , 
Northern Life, Seattle, Wash.—Premiums. 
$355,665 ($340,215); total income, $421,660 ($385,- 
132); paid policyholders, $116,509 ($99,311); in- 
come saved, $140,150 ($120,311); assets, $814,733 
($680,064); surplus, $188,685 ($175,415); new busi- 
ness, $2,792,384 ($3,254,183); insurance in force 
$9,439,228 ($8,640,266); increase in amount in 
force, $798,962 ($1,131,019). 

North State Life, Kinston, N. C. Premiums 
$127,119 ($126,454); total income, $146,524 ($150,- 
(77); paid policyholders, $39,836 ($50,550); income 
saved, $57,924 ($19,036); assets, $330,602 ($274,- 
288); surplus, $53,441 ($50,806); new business 
$936,331 ($1,093,823); insurance in force, $4,039,942 
($3,702,894); increase in amount in force, $337,- 
548 ($488,073). 





Old Colony, Chicago, Il. Premiums, $233,862 
($261,971); total income, $272,948 ($293,853): paia 
policyholders, $114,266 ($73,044); income saved 
$72,849 ($122,544); assets, $790,256 ($717,725): sur. 
plus, $128,728 ($156,043); new business, $1,241,734 
($1,391,024); insurance in force, $7,113,153. ($8,- 
003,384); increase in amount in force, $890,231 
(—$238,570). ; 

Old Line Life, Milwaukee, Wis. Premiums 
$197,517 ($153,628); total income, $256,849 ($198, - 
217); paid policyholders, $29,174 ($11,083) ; in- 
come saved, $114,948 ($78,172); assets, $1,151,262 
($1,057,353); surplus, $858,757 ($852,849); new 
business, $2,124,000 ($1,862,750); insurance in 
force, $6,251,500 ($4,979,250); increase in amount 
in force, $1,272,250 ($1,294,750). 

Our Home, Jacksonville, Fla.—Premiums, $36, - 
666 ($34,763); total income, $44,787 ($40,368); paid 
policyholders, $4507 ($3000); income saved, $2439 
($5105); assets, $205,165 ($213,528): surplus, $106,- 
644 ($99,774); new business, $811,500 ($822,000) ; 
insurance in force, $2,282,810 ($2,058,400); in- 
crease in amount in force, $224,410 ($414,000). 

Prairie Life, Omaha, Neb.—Premiums, $39,- 
251 ($7664); total income, $49,724 ($11,033); paid 
policyholders, nil (nil); income saved, $550 
($—$3857); assets, $191,154 ($139,181): surplus, 
$181,180 ($137,947); new business, $1,126,500 
($205,500); insurance in force, $1,240,500 ($205, - 
500); increase-in amount in force, $1,035,000 
($205,500). 


Provident Life, Des Moines, la.—Premiums, 
$53,130 ($13,789); total income, $65,147 ($100,050); 
paid policyholders, $6000 (nil); income saved, 
$5885 ($75,122); assets, $185,556 ($180,427); sur- 
plus, $162,466 ($177,276); new business, $1,241,699 
($539,000); insurance in force, $1,706,884 ($539,- 
000); increase in amount in force, $1,167,884 
($539,000). 

Puritan Life, Providence, R. I.—Premiums, 
$89,056 ($86,520); total income, $113,126 ($102,- 
912); paid policyholders, $21,907 ($35,965); in- 
come saved, $46,366 ($33,337); assets, $420,351 
($373,797); surplus, $168,602 ($171,215); new busi- 
ness, $269,563 ($430,850); insurance in force, $2,- 
394,045 ($2,308,835); increase in amount in force, 
$85,210 ($234,191). 

State Life, Indianapolis, Ind.—Premiums, §$2,- 
502,626 ($2,445,088); total income, $3,323,829 ($3,- 
176,252); paid policyholders, $1,242, ($1,116,- 
886); income saved, $1,329,903 ($1,315,652); assets, 
$14,769,985 ($13,396,699); surplus, $2,468,626 ($2,- 
156,662); new business, $13,808,563 ($13,405,923) ; 
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insurance in force, $98,905,813 ($95,185,675); in- 
crease in amount in force, $3,720,188 ($5,199,963). 

Texas Life, Waco, Tex.—Premiums, $303,798 
($278,217); total income, $384,293 ($365,637); paid 
policyholders, $144,710 ($128,191); income saved, 
$90,304 ($150,783); assets, $1,117,423 ($1,040,822), 
surplus, $274,024 ($307,878); new business, $1,- 
882,575 ($1,135,322); insurance in force, $8,048,322 
($7,257,141); increase in amount in force, $791,- 
181 (—$27,331). 

Western and Southern, Cincinnati, Ohio. 
Premiums, $3,127,465 ($2,730,758); total income, 
$3,520,100 ($3,072,487); paid policyholders, $986,- 
255 ($956,967); income saved, $972,990 ($1,078,987) ; 
assets, $8,763,566 ($7,804,230); surplus, $623,560 
($440,582); new business, $30,861,646 ($25,749,868) ; 
insurance in force, $79,619,435 ($73,455,636); in- 
crease in amount in force, $6,163,799 ($11,971,278). 

Western Reserve, Muncie, Ind.—Premiums, 
$58,202 ($44,437); total income, $71,976 ($55,837); 
paid policyholders, $18,804 ($16,097); income 
saved, $15,191 ($15,918); assets, $231,778 ($205,- 
260); surplus, $99,077 ($96,843); new business, 
$894,775 ($394,720); insurance in force, $2,178,891 
($1,553,266); increase in amount in force, $625,- 
625 ($195,800). 


THE SAFETY OF LIFE INSURANCE 
FUNDS 


By S. D. Works, Ins. Commissioner of Minnesota 

It is safe to assert that no financial or profes- 
sional activity is to-day conducted on a higher 
or more ethical plane than life insurance; nor 
is this more than the responsibilities and obli- 
gations of this business demand. 

A trust company and a life insurance com- 
pany—one administering an estate after death, 
the other safeguarding a potential estate—are 
each performing a service of vital import to the 
individual and to society as a whole. 

The hazards of ordinary business ventures 
should be absolutely eliminated; the character 
of the administrators should be a guaranty of 
their service; the general plan and inspiration 
should be altruistic and not narrow or selfish. 
There is therefore a broad justification for the 


rigorous safeguards with which State laws have 
surrounded the beginning and the continuance 
of life insurance companies. 

And yet how underinsured the average man is! 
There are eight and three-fourths million ordi- 
nary life policies, covering $16,500,000,000, in 
force in the United States. There are 27,000,000 
males in the United States over twenty-one 
vears of age, so that not one man in three car- 
ries an old-line policy, and the average policy 
amounts to less than $2000. In the State of 
Minnesota there are 650,000 men over twenty- 
one, and there are carried 346,000 policies, or 
about one policy to two men, and the average 
policy is only about $1000. 

Does not that forcibly indicate how grossly 
negligent many men are in failing to take ad- 
vantage of these beneficent institutions which 
offer them the opportunity to safeguard and 
protect the future of their families? When you 
thus recognize the need, can you wonder at the 
enthusiasm and the insistence of the life in- 
surance salesman? He is right, and he is ful- 
filling a very real service to the community. In 
selling a life insurance policy, the agent not only 
earns his commission; he has contributed to the 
betterment of society and to the advance of 
civilization. 


WHY? 

The 1914 statements of the various life insur- 
ance companies have raised the question why the 
insurance companies showed such decided in- 
creases in life insurance in times when business 
generally was greatly depressed. This phe- 
nomenon is not new, but has appeared in all 
periods of business depression and general pas- 
simism. It is due to several causes. 

Many men alarmed at the diminishing of divi- 
dends and profits upon which they had relied to 
furnish a certain and livable income to thei 
families, increased their life insurance, since in- 
surance alone could immediately provide the 
amount necessary to make good the loss at an 
annual cost of from two to three per cent of the 
amount. 

Again, business men who in good times would 
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put fortune to the hazard to make good their 
loss, in times of depression take no risk. Many 
of these men increase their insurance as a sort 
of cement to fill up the breaks in the investment 
wall and restore their fortunes to the former 
figure. Others who in times of prosperity in- 
vest, in periods of depression accumulate money. 
Doubtful in regard to investments generally, 
they finally use part of the accumulated funds 
for some form of life insurance. 

Again, there is a class of men, by no means 
small, who in times of prosperity live up to the 
last penny of their earnings. Hard times that 
force curtailment in expenditures, strange to 
say, result in savings. Men who never thought 
of insurance when they were flush consider it 
soberly when hard vp.—Agents Record of the 
Travelers. 


ENTHUSIASM 


Enthusiasm is what gets you home from third 
—the power that compels you to stick in the 
home stretch. The slogan of the best salesman 
is enthusiasm. Enthusiasm is the zeal that 
puts zero in competition. 

One result-getter, one optimist, one enthusi- 
astic, live wire, can do more to ginger up an 
organization than ten thousand dollars in addi- 
tional salaries. Why do they use pace-makers? 

Self-reliance, self-confidence, hope, expecta- 
tions, are some of the pillars of man’s prosper- 
ity. The despondent dub, the hopeless human, 
the forlorn fellow is sometimes tolerated on the 
payroll out of deference to those who are de- 
pendent upon him. It would be eminently 
cheaper, decidedly better, to pension this pessi- 
mistic parasite. 

Then there is the ‘‘old governor’’—the so- 
called ‘‘conservative’; the man who officially 
opposes everything. He is a candidate for 
respectable retirement, or for impeachment. 

To-day, it’s go ahead, or go behind—keep up, 
or get off the trail. To-day, it’s the survival of 
successful men. To-day, we hold the funeral for 
the flabby, the infirm in intellect, the groggy 
grouch. 

Every big battle is first lost, and then won by 
an enthusiast. 
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In Which is the Account of a Man Who 
Personified Hardware Supplies 


LIFE INSURANCE HAS PERSONALITY 


Suggestions for Making Life Insurance Popular— 
Motion Pictures and Automobiles 


By A WesteERN AGEN 


A boy of eighteen, whose name did not ap- 
pear in the story, but who will seem more real 
if he is called Andrew, once began to build 
things out of hardware in a show window. lle 
built a fort and three or four other things, and 
attracted the attention of so many persons in 
the litthe town in which he lived that his em- 
ployer’s business was considerably increased. 
Andrew was getting six dollars a weck, and 
had not as yet begun to think much of his own 
performances, but when he had a locomotive 
well under way, a stranger arrived in town one 
day and offered him a four-dollar increase to 
go to Pushville, a city of some pretensions, and 
located at no great distance from New York. 
Andrew accepted the offer, and although just 
a mere boy he took hold of work promptly in 
his new position and soon began te make the 
citizens of Pushville sit up and take notice. 
Ife insisted that his new employer’s store 
should be painted black, to give it distinction; 
arranged a series of afternoon and evening 
concerts to attract people; had a special wagon 
built and treated the Pushvillians to the spec- 
tacle of a traveling show window with a pretty 
girl in it, to set off various salable articles, of 
course, and even carried out the moving dis- 
play idea to the length of sending it out to the 
country for the edification of the farmers. 


A Younc Mawn’s Success 


Ilis schemes won such extraordinary suc- 
cess for Andrew’s employer that this canny 
gentleman began presently to buy a number 
of small but unsuccessful hardware stores in 
towns and villages and give Andrew charge of 
them. Four or five years later Andrew reap- 
peared as manager of the little store in which 
he had first began to build things, although, as 


| infer, he did not spend his entire time in it. 
Ile blackened up this store also, added black 
wrapping paper, twine and heavy black letters 
on printed matter, and altogether increased 
the darkness. He repeated his Pushville 
programme all over and expanded it. He pro- 
ceeded to make a bid for carpenters, builders, 
blacksmiths and every class of artisans or citi- 
zens that used hardware. le devised sales 
of all kinds, even including weather sales, such 
as zero, sunshine and storm sales. Soon he 
hegan to give things away. He gave a hammer 
to each of a selected list of one hundred car- 
penters; gave a coffee pot to each newly- 
married couple, and in time threw a sop to 
nearly every class of human beings that were 
within reach of the black store. Widows got 
roses, newly-born boys got sleds, newly-born 
girls got doll buggies, and so on. In the origi- 


nal story as I read it, it is asserted that in some 
way the black store was pinned to every local 
event. Church fairs, picnics, lawn fétes, etc., 
were remembered with contributions, booths, 
or something that advertised the black store. 
\ndrew dehberately set out to make the black 
store the most popular institution in town, and 
he succeeded. The one little store of the chain 
in which Andrew began, and which was prac- 
tically bankrupt when he took hold of it, 
cleared five or six thousand dollars net the 
first year. 


ANDREW’S PROGRESS 


I am now beginning to get within close range 
of the aspect of this story which should inter- 
est men who sell life insurance. At twenty- 
cight, Andrew was receiving $60 a week as 
veneral manager of the Pushville chain of 
hardware stores. Ile received an offer one 
day of $6000 a year to become general man- 
ager of a wholesale hardware company in New 
York city, and accepted. It did not take him 
more than a few days to discover that the 
business of the company was slowly declining, 
and would soon be gone. Ile had been em- 
ployed as a forlorn hope. When he looked 
over the stock he noticed at a glance that many 
of the tools were of the “nameless, half-breed 
Ife decided 


to begin a selling campaign on tools. After 


sort,” without definite standards. 


having made this decision his next step was to 
visit a manufacturer and arrange with him 
that the qualities of his tools were to be 
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strengthened to a delinite standard, and some 
of them were to be “trade-marked in a pulling 
way.” The manufacturer agreed to Andrew’s 
proposal, and then Andrew began a tool cam- 
paign in two States he had selected. I have 
not space for further details, but Andrew 
trained all the local dealers in the States which 
he sold to use the Pushville schemes, and in 
ten years the almost bankrupt hardware com 
pany was selling twenty times as much as it 
was when Andrew took hold of it. 


QUESTIONS AND ANSWERS 


Andrew’s story was told as if Andrew him- 
self were the teller, and at one point in the 
narrative the following sentence was put into 
his mouth: “I often saw the wisdom of estab- 
lishing a personality (for a store) before be- 
ginning a specialized campaign.” Now if we 
were all so constituted that a hint would ex- 
cite a train of thought in us which would en- 
able us to work out new and elaborate plans, 
| would ask one or two questions and then 
remark that the moral of this story is clear. I 
will ask the questions, anyhow, but will attempt 
to answer them with some practical sug- 
gestions. If it was necessary for Andrew to 
invent a score of little schemes to sell coffee 
pots, stoves, cutlery, tools, ete., things which 
are almost necessities of life, is it not a reason- 
able inference that ingenuity should go into 
the selling of life insurance, also a necessity, 
but still one that is not generally recognized as 
such? If a hatchet excites the contempt of a 
trained hardware salesman merely because it 
is a hatchet without a pedigree, and causes 
him to refer to it contemptuously as a “name- 
less half-breed,”’ what shall we say about the 
usual method of dividing life insurance poli- 
cies into three or four great classes, some of 
which are identified by figures and others are 
identified by general terms? If a hardware 
store wins more business by getting itself 
known as the black hardware store, and a 
sledge hammer increases the demand for itself 
by being called the “Hercules,” what are we to 
say about such scientific designations as 


” 


“Term,” “Limited Payment Life,” “Twenty- 
Year [ndowment,” etc.? | am not asking 
these questions with the intent to imply that 
life insurance policies as they are now sold are 
positively nameless, but their names, as a rule, 


smack so much of the actuary’s workshop that 
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we are not able to get on a friendly, intimate 
feeling with them. An ordinary life policy is 
undoubtedly a useful thing to have around. 
When 1 received $5000 as beneficiary under 
four ordinary life policies two years ago, I 
thought they were the finest pieces of paper 
that had ever been evolved from wood pulp or 
old rags, but as a name, the words “Ordinary 
Life” 
mer of what I am getting at may be had if we 
“United 


do not excite enthusiasm. Some glim- 


consider the difference in the effect of 


States Government” and “Unele Sam” upon 
our emotions. 
HU MANIZING INSURANCE Ponicirs 


\Ithough billions of life insurance have been 
sold in the last fifty years, life insurance poli- 
cies have not been humanized or made simple 
and attractive. They are still not only too 
much like certificates of scientific achievement, 
but are sold to the public by means of a 
vocabulary that is largely technical. | 
undertake to say that the present method of 
life 
Certainly — it 
Men are so set in their ways that it 


do not 


marketing insurance can be radically 


changed. cannot be quickly 
changed. 
would be merely rabid optimism to hope that 
they can be moved to change their methods of 
soliciting applications by a lecture or article 
now and then. | can assert, however, with the 
utmost confidence in the accuracy of my state- 
ment that life insurance will never be made 
to take hold of the popular mind, it can never 
achieve a real publicity, as many solicitors now 
fondly believe, until it is presented in a form 
which will appeal to the imagination. It must 
be treated as if it were some wonderful super- 
“Lady Bountiful,” or 


man or superwoman——a 


something of that sort. I cannot undertake to 
set forth an elaborate scheme for popularizing 
life 
can hardly do more than 


insurance or giving it a personality. | 


point out to the 


solicitor the necessity for presenting his 


proposition in a manner as untechnical as pos- 


sible, but in the limited space | have left | 


will make a suggestion or two. 
A few years ago | took a trip of 1000 miles, 


and having plenty of time on my hands | 


looked out the car windows. In the eastern 


part of the United States I saw again and 
again advertisements for prepared = milk 
which is now popular. lrequently I saw a 


herd of artificial cows in a pasture with up- 
The 


were life-size and even 


holstered men and women milking them. 
cows and the women 
larger. A short announcement in large letters 
informed the public that the ladies were getting 
rs Milk.” IT use but 


little milk, and T am not very susceptible to 


material for 


appeals of any kind, but when [ saw the cows 
1 thought this: 
that it gives me pleasure to look at.” 


“Tere is one advertisement 
Now, if 
that 
the public can look at with pleasure, we will 


we can invent insurance advertisements 
he able to popularize ‘life insurance with little 
difficulty. 

\ number of abstract things have been suc- 
Why could not life in- 


surance companies agree on some kind of a 


cessfully personified. 


heroic figure, male or female, that would stand 
for all the things that life insurance will do? 
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Suppose an ingenious solicitor, operating in a 
great city were to design a figure that stood 
for life insurance, and erected a few copies of 
it in conspicuous places within the city limits, 
would it not do a great deal toward creating a 
limited popularity for life insurance and the 
whose connection 
I am of the opinion that if 
life insurance were personified, and the sym- 


agent name appeared in 


with the figures ? 


bolical person were reproduced frequently in 
magazines, it would do a 
great deal toward creating a general affection 
for life insurance. 


newspapers and 


Movinc Picrcres VALUABLE 


Not a great while ago a district agent of a 
great American life insurance company rented 
an opera house and gave a banquet and enter- 
tainment to the local policyholders and their 
One feature of the 
was a moving picture show. 


friends, entertainment 
Now, would it 
not have been a splendid feature of his pro- 
gramme if he could have had a moving pic- 
ture, say in the form of an allegory, which 
showed the innumerable ways in which life 
It may be that the 
film, as the 
moving picture men express it, would have 
of a district 
agent, but can anyone doubt the impressive- 
ness of it if it could have been done? 


insurance serves society ? 


cost of manufacturing such a 


been too heavy for the purse 
In my 
imagination | can see a benevolent old gentle- 
life saving the 
widow from poverty, handing out checks to 
the grocer, the and the 
bringing comfort to the helpless old man, res- 


man, symbolic of insurance, 


undertaker doctor, 
cuing the business man when on the point of 
bankruptcy, and so on. 

It may be useless to expect that many per- 
sons will rise above the ordinary, but why do 
not life insurance solicitors make themselves 
more conspicuous in the communities in which 
they work? It seems to me that nothing is 
simpler. Why should not a general agency in 
a great city use an automobile to deliver poli- 
cies and specially important papers? Would 
it not add a little to the popularity of life 
insurance if an unique automobile were seen 
every day in city streets, which announced an 
Why not a 
symbolical figure to represent life insurance 


agent, a manager or a company ? 
on the automobile? IT do not undertake to say 
that life insurance can be so far popularized 
as to create a demand for it over the counter, 
but surely it ought to have more publicity than 
it has ever received, and it cannot have any 
publicity until it is treated in what I sometimes 
call a romantic way. Mere statistics, mere 
scientific facts made no appeal to the imagina- 
tion. Life insurance must be put into a sym- 
bol that is universal 
truly popular. 


hefore it can become 


Through an error, credit for the article en- 


titled “Governor Hanna of North Dakota on 
Life Insurance,” in the Life Supplement for 
April 1, was erroneously given to the North- 


western Mutual. Credit should have been for 
the Northwestern National Life. S. D. Works’ 
article in the same issue was reprinted from the 
Northwestern National News. 
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WITH THE RATE-BOOK 


The Solicitor is a Walking Advertise- 
ment of His Personal Habits 


THE HIP BOTTLE 


When Nations are Deciding that Bottle-Men Can- 
for Wholesale Murder it is 
Bottle-Men 


not be Trusted 
Time to Consider the 

of Peace 

EiGHTH INSTALMENT 


Let me call him Blank. 
punched in the nose for disguising my charac- 


| never yet have got 


So well call him 
tell isn’t compli- 


ters under that cognomen. 
Blank, for what | 
mentary. 

When | first knew Blank he was a hustler, 
and the apps. came in with 


have to 


the regularity of 
milk on a dairy farm. He got his insurance 
training as a clerk in an agency office, and 
when his company pushed him into the field he 
took to soliciting as a prodded frog takes to 
water. 

There was something about Blank that made 
him liked. For one thing he was always ab- 
He let the 
other fellow speak his piece and at just the 
right time he gave his applause. 


sorbed in what you had to say. 


That’s a great 
Let him know 
that what he has to say is as interesting as the 
latest war news. 


receipt for interesting a man. 


Perhaps Blank was born with the power of 
interesting other fellows, and perhaps he had 
acquired it. Anyhow, he had it. Then he was 
When you looked at the 
cut of his coat you knew that of all cuts you 
would like to have your new coat made just 
that way. 
shirts—you wanted to go and purchase some- 
thing like them. And Blank had a delightful 
You never heard it that you did not 
feel that the world wasn’t a bad sort of place. 


a tasteful dresser. 
It was so with his neckties and his 


voice. 


Ile couldn't pass the kind of morning without 
your decision that the weather was just what 
you wanted, even if at that particular moment 
it were raining cats and tigers. But the real 
secret of the liking you held for Blank was not 
the compliment handed you by his absorption 
in your conversation, nor was it his coats and 
neckties, nor even his pleasant voice; it was 
not any outward part of his personality. It 
lay below his skin. 


So you can see that Blank had big chances for 


It was down in his heart. 


success. 
A CockTAIL AT ELEVEN 

One morning when Blank came in I sniffed 
the pungent smell of whiskey, and noticed that 
his face was flushed almost to the hue of his 
And, of 
course, you're going to drop this magazine 
right here. 


necktie. which happened to be garnet. 


You know all the rest, and your 
nose twitches as you yourself scent whiskey 
on this page. 

Say! 
and 


You fear the temperance tract. 

That’s the real difficulty about alcohol 
They don't 
exhibit any more originality than a dish of 
boiled rice. 


some of its near relatives. 


They are as monotonous in their 
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effect as “Death on Rats” at the work of 
killing the rats. The minute you begin to smell 
whiskey on a fellow’s breath at 11 o'clock in 
the forenoon, you can retire and calculate his 
horoscope with the precision of an adding 
machine, no matter what his natal star or con- 
stellation. 

So I won't bore you with chucking but a little 
more about Blank. The last time | met him 
was just above Canal street on Broadway. 
And of all blear-eyed old soaks, in fringed 
trousers, greasy neckties and beer-splashed 
coats, Blank was the limit. He touched me for 
a quarter, and recalling the Blank of former 
days it was easy enough to be touched. And 
the end of Blank, so far as I know, happens 
to be a muddy and patched shoe, dragging he- 
hind its fellow under a free-swinging slatted 
door. 

A Wor.p BONFIRE 

If the conflagration now consuming the 
ancient rubbish of Europe, and incidentally de- 
stroying incalculable property and hundreds of 
thousands of valuable lives, should also burn 
up alcohol and its twin brothers, twenty years 
hence the world will be so vastly better that 
it will not recognize its portrait as taken by 
history about the time of the year 1914. even 
if we hit the bottle regularly and freely, there 
is not a man Jack of us who does not know 
that this is true. And the eye-bulging amaze- 
ment ought to be, as all of us know King 
Alcohol for a beheading tyrant of everything 
that makes life successful, joyous, or even 
decent, that in our individual habits some of 
us—and a good many of us—still bend the 
knee before the reeking throne of the fiend. 

Tf men cannot be trusted to engage in the 
trade of wholesale murder, if they have a bot- 
tle in their hip pocket, IT for one want to stand 
right up in meeting and shout out my question, 
why in the name of all things they can be 
trusted with hip-pocket bottles to pursue the 
avocations of peace? 


\ Heap AND loor TRADE 

But these are general considerations, and 
our trade of soliciting is a very specialized 
trade. In one of his stories, O. Henry once 
said something to this effect: The fellow who 
works with his hands might chuck a bluff in 
the labor market and yet have three or four 
cocktails inside his skin. But the fellow who 
makes his living with his legs or head will 
tumble the biggest kind of a cropper if he 
takes to a diet of cocktails. 

The solicitor is a kind of a double worker 
He doesn’t fling a leg up behind the footlights, 
but one and just one neat stagger in a well- 
appointed office will end his chances as if 
slashed off with a sharp ax. There is no bald- 
head to call for the hook, but the staggering 
solicitor will get the hook, and you can bet a 
plated collar-button against a two-caret soli- 
taire of the purest water. 

The agent should have a head as clear as the 
solitaire. There is no trade where a clear head 
clips more and bigger coupons. And if a clear 
head is essential so is a clean breath. That 
isn’t nice to talk about, but it’s one of the 
essentials. And a solicitor with a cocktail- 


breath has about as much chance of potting 
his prospect as a garlic-flavored beau has in 
getting his name at a ball on a nice girl’s card. 
One little hint of alcohol will send his man to 
the cover of his private office as if he'd been 
shot at with a blunderbuss. 

“Smells of whiskey!” 

We have all heard that said, and perhaps the 
sayer was a man who used a hip-bottle him- 
self. It is a term as damaging to a man who 
is going his rounds among his fellows as a 
reputation for criminality. I can sit here and 
snap this stuff into my typewriter, and you 
don’t know whether my face is flushed and 
whether | hold the odor of the other kind of 
stuff. | say nothing about the probability that 
if my face is flushed and I do have the odor 
the typewriter stuff will be poor enough. But 
| do say that the minute | take to the rate-book 
game once more [ advertise my _ personal 
habits in every office | go into. The solicitor 
can be said to be a walking advertisement of 
himself. What he has to offer is not a com- 
modity that segregates his personality from 
the goods. And if his clothing or breath is 
flavored with alcohol his chances diminish in 
a kind of tenfolu ratio to the amount of flavor 
he disseminates. 

We don't need to be told all this, but some 
of us need to be reminded of it. There can be 
only one rule for the solicitor. He must shat- 
ter the hip-pocket bottle into a million frag- 
ments. Tle doesn’t need to pay his fifty cents 
for a horoscope; if he owns one, the horoscope 
is right there in his flask. And long before the 
flask horoscope has dribbled its accuracy to the 
free-swinging corner door, the frazzled 
trousers and the broken shoes, the solicitor’s 
chances of landing his prospects have sniffed 
their noses and have taken wing. 

That’s the trouble about alcohol. We all 
know about it. And even drinking men prefer 
to deal with others who don’t smell of the 
stuff. And as there are rafts and rafts of 
solicitors, no man is compelled to do business 
with any one. Leaving aside the certain and 
all-too-conventional temperance tract ending, 
a young solicitor who handicaps himself with 
the mountain weight of the flask is like unto 
a captain who loads his vessel far beyond her 
tonnage and makes out into the open sea in a 
gale. And it isn’t only the weight. The hip- 
pocket bottle has within it potentialities for 
destruction that none has yet measured 

When the greatest nations of the earth are 
devising means for splintering into fragments 
flasks of every kind, it is the psychological 
moment for all of us to consider what the 
carrying or the splintering of flasks may mean 


to us as individuals. 


THE LIFE INSURANCE AGENT 
The significance of the life insurance agent is 
epigrammatically stated on a card supplement to 
the John Hancock Field, which reads as follows 


I am the ambassador of life insurance; 

I am for peace, progress and prosperity; 

I am the pioneer in reconstruction, spreading 
benefits to the public at large; 

I am required alike in the dwellings of the poor, 
the well-to-do and the wealthy; 

I carry the message of protection to thousands 
every year; 
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encourage the virtues that should be exempli- 
fied in the protector of the home; 

bring relief to the widow and orphan, conserve 
business and minimize want; 

eliminate the pauper burial, and guide men in 
habits of economy, which create indepen- 
dence in old age; 

have helped business credit, and have shown 
that life insurance is an asset even before 
death; 

have reduced the number of business failures. 
have cemented partnerships and bridged over 
many a period of commercial depression: 

stand as a guardian of the home in a noble pro- 
fession, where the most honorable methods 
are the most successful; 

am the life insurance agent. 


— 


_ 


— 


GOOD MIXERS 

Some things will not mix—oil and water, for 
instance, But oil and vinegar will, yet not to 
such an extent that each loses its own peculiar 
attributes. Some substances, however, such as 
sulphur and mercury, have such a decided af- 
finity for each other that they not only mix but 
each loses its identity entirely and a compound— 
cinnabar—is formed possessing qualities quite 
different from those of either component. 

It may be that agents are not well typified by 
these three Glasses of substances and fall readily 
into three such well-defined groups, yet do we 
not find the ideal to be striven after in the 
second—ability to mingle freely with men of dif- 
ferent classes without losing any of our own in- 
dividuality? Most men with whom the agent 
seeks to do business may occupy a different level 
in life, socially, financially and in other respects, 
yet if the agent is a good mixer he is able to 
feel at ease in their presence. The lack of this 
always proves a serious handicap. 

To be a good mixer does not imply that the 
agent has to sacrifice his individuality or his 
principles, but it does imply an ability to place 
himself in interest and sympathy upon the same 
plane as his prospect. Nothing makes men as 
one quite so much as a bond of common interest. 
Your ability to mix with men is measured by the 
extent to which you can enter into a real sym- 
pathy with their interests. This is far-reaching 
and applies to other professions as well ag life 
insurance. Heart force lies at the bottom of It 
and is the greatest force we can command in 
winning men for life insurance or anything else 

Pacific Mutual News. 


POINTS FROM THE PROPHETS 

Selections from the Bible by A. M. Burton, 
president of the Life and Casualty Insurance 
Company of Tennessee, Nashville. 

Some of the things our Creator has spoken to 
us on industry, idleness and slothfulness: 

Gen. ii:15.—The Lord God took the man, and 
put him into the Garden of Eden to dress it and 
to keep it. (This was before the fall of man.) 

Prov. x:4.—He becometh poor that dealeth 
with a slack hand; but the hand of the diligent 
maketh rich. 5—He that gathered jn summer is 
a wise son. 

Prov. xiii:4.—The soul of the sluggard de- 
sireth, and hath nothing; but the soul of the 
diligent shall be made fat. 11—-He that gatn- 
ereth by labour shall increase. 

Prov. xxii:24.—Seest thou a man diligent in 
his business? he shal] stand before kings: he 
shall not stand before mean men. 

Eccl. ix:10.—Whatsoever thy hand findeth to 
do, do it with thy might; for there is no work, 
nor device, nor knowledge, nor wisdom, in the 
grave, whither thou goest 

1 Tim. v:8 If any provide not for his own, 
and specially for those of his own house, he 
hath denied the faith, and is worse than an 
infidel. 

Prov. vi:6.—-Go to the ant, thou sluggard; con- 
sider her ways, and be wise. 

Prov. xviii:9.—He also that is slothful in his 
work is brother to him that is a great waster 

Prov. xix:15.—Slothfulness casteth intu a deep 
sleep; and an idle soul shall suffer hunger 

Prov. xx:4.—The sluggard wil] not plow by 
reason of the cold; therefore shall he beg in 
harvest, and have nothing 13—Love not sleep, 
lest thou come to poverty 

Prov. xxvi:13.—The slothful man saith, There 
is a lion in the way; a lion is in the streets. 
(Excuses.) 14—As the door turneth upon his 
hinges, so doth the slothful upon his bed. 15 
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The slothful hideth his hand in his bosom; it 
grieveth him to bring it again to his mouth. 
16—The sluggard is wiser in his own conceit 
than seven men that can render a reason. 

Ecel. x:18.—By much slothfulness the build- 
ing decayeth; and through idleness of the hands 
the house droppeth through. 

Ezek. xvi:49.—This was the iniquity of thy 
sister Sodom, pride, fullness of bread, and 
abundance of idleness was in her and in her 
daughters, Luke ixx:20-25. 

Acts xvii:21. (All the Athenians and 
strangers which were there spent their time in 
nothing else, but either to tell, or to hear some 
new thing.) 

2 Thess. iii:10.—For even when we were with 
you, this we commanded you, that if any would 
not work, neither should he eat. 


AGAINST A “RAINY DAY.” 


Not long since this sign was seen in a man’s 
office: ‘Don’t Take Life So Seriously: You 
Can't Get Out of It Alive, Anyway.” 

This sign was supposed to be ‘funny,’ but 
after you have read it a few times and quit 
laughing it will make you serious. The one 
thing of which all can be certain is death. 

Because a man’s farm is mortgaged doesn’t 
necessarily mean that he’s a poor farmer. It 
often means that he has been ‘‘game’’ enough 
and had ‘‘nerve’”’ enough to mortgage his farm 
in order to buy improved implements, better 
livestock and things that would add to the com- 
fort of his home. 

“T never knew,” said the man who saw the 
sign, ‘‘what it was to be perfectly content while 
on a train until after I had taken out life insur- 
ance, simply because I knew that if I were to 
die my mother would not be as well provided 
for as she should be. If I were to be killed to- 
day, however, she would be better off from a 
financial standpoint than she is at the present 
time.”’ 

Lots of fellows will tell you that they can’t 
afford to take out life insurance, but in reality 
no man can afford not to. 

There is something tragic about seeing a 
farmer die and leave a mortgaged farm around 
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the necks of a young wife and a lot of babies. 
There is something still more tragic in seeing 
a farmer die and leave a mortgaged farm on the 
hands of an old wife and a lot of young daugh- 
ters just coming into age; yet it happens every 
day, and you, and every man knows of some 
instance where farms that have been homes of 
people for years have passed into other nands 
and the family forced to move out, simply be- 
cause the owner had not provided against a 
‘rainy day”’ and insured his life. 

Think of the mortgages that have been lifted 
from innumerable farms and homes by life in- 
surance money! In most instances there is no 
other way when the breadwinner dies. A 
“rainy day’? is bound to come in every life. A 
life insurance policy is the best umbrella you 
can raise—it fits everyone and every situation. 

Peoria Life Bulletin. 


WHAT IS A DIVIDEND? =: 


In reply to an enquiry from one of his agents, 
Forbes Lindsay, superintendent of agents for the 
Pacific Mutual Life, gave the following descrip- 
tion: “Dividend” igs one of several words which 
illustrate the faultiness of life insurance term- 
inology. A dividend to a policyholder is of au 
entirely different nature from one paid to a 
stockholder of a commercial corporation. The 
latter is distinctly a profit. The former is a 
rebate of a not used and not needed portion of 
his premium. It is made possible by certain 
results in the operation of the company, but 
those results are not the outcome of its em- 
ployment. 

Perhaps we can make this clearer by an illus- 
tration. The stockholders of a corporation give 
the president $100,000 with which to conduct the 
business for a year. At the end of the time he 
reports as follows: I could only use $80,000, and 
on that I made a profit of $12,000, which is avail- 
able as a dividend. I return to you the surplus 
$20,000 with the accrued interest.’’ The $12,000 
would be a true commercial dividend. The $20,- 
000 would be much of the same nature as a lite 
insurance dividend. Good management enabled 
the president to run the business with $80,000 
and so made it possible to refund $20,000, but the 
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profits were not derived from the use or posses- 
sion of the surplus amount. 

This is the essence of the question, although, 
as a matter of fact, a company does derive some 
profit, in the form of excess interest from sur- 
plus which is left in its hands for investment. 


SHRINKAGE IN ESTATE 


Rich men are often difficult prospects for life 
insurance, as they feel that their dependents 
will be provided for out of their fortunes. 
Shrewd business men, however, carry life insur- 
ance to avoid the necessity of sacrificing the as- 
sets of their estates in case of death, while their 
affairs are in an unsettled condition. The value 
of life insurance for such men is conspicuously 
illustrated by a case reported by a Portlana 
(Ore.) newspaper, where insurance was lacking. 

A certain man died, leaving securities with a 
par value of $1,218,765. On account of the war, 
however, appraisers valued them at only $770,- 
748. Claims filed against the estate amounted to 
$891,897, making the estate insolvent on war 
valuations. There was no life insurance, and 
the man’s dependents were left without a cent 
out of his seemingly large fortune.—Peoria Life 
Bulletin. 


KEEP IN TOUCH WITH YOUR 
POLICYHOLDERS 


One of the large companies reports that out 
of 43,541 persons insured in 1914, 26.67 per cent 
were holders of insurance previously issued. 
The new insurance issued to these policyholders 
amounted to 388 per cent of the total written 
during the year. 

This is a great showing in favor of cultivating 
old policyholders, always a most fertile field for 
new business. If one company can secure more 
than a third of its new business from policy- 
holders already on its books, you should be able 
to make as good a showing. The importance of 
this tilling the ground that has already pro- 
duced a harvest cannot be overemphasized.— 
Pacific Mutual News. 
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WITH THE RATE-BOOK 


Let Us for Once Throw Roses and 


Not Eggs 


A PRIME ARTICLE 


A Solicitor Who, When Held Up, May Have Lived 
on Herring but Who Paid His Company 
to the Last Cent 


NINTH INSTALMENT 


Ilis was an anxious face. Little wonder. 
When you looked at his coat you thought of a 
hobo, only it wasn’t safety-pinned and it was 
clean. He wore a celluloid collar, and his neck- 
tie may have cost twenty-five cents. He had a 
wife, three children, and lived somewhere out 
in the Bronx. He collected premiums and so- 
licited insurance for an industrial company. 

In those carly days industrial insurance was 
in its cradle. Collectors had to wear out 
leather for ten blocks to gather in seventeen 
cents. The lowest premium that the anxious- 
faced man collected was three. Higure the col- 
lection fee on a three-cent premium! 

One night about to o'clock a thug black- 
jacked him and lifted thirty-odd dollars. 

The home office knew that thirty dollars was 
pretty big to the collector. When he told the 
story the tears gathered in his eyes. Now the 
home office didn’t have surplus enough to 
finance a Bowery free lunch counter for one 
evening. We wouldn’t have acknowledged it, 
but the surplus was a kind of minus quantity. 
It can be understood that the company wouldn't 
stand for the collector’s hold-up. Nor did he 
ask it. For three months he was paying off 
the loss, but he paid it to the last cent. I have 
wondered if during the three months his family 
lived on smoked herrings. It didn’t matter to 
the collector that dimes with him came as hard 
as growing shade trees on Broadway. He was 
not comfortable until he had made the loss 
good. And, mind you, he was a life insurance 
man! 

Whatever the papers may say, and they say 
many things about life insurance men, those 
intimately connected with the business know 
that the standard of business morality is a 
high standard. 


ISSUED TWICE EACH MONTH AS A SUPPLEMENT TO THE SPECTATOR 


New York, Thursday, May 13, 1915 


A Few Roses 

There is no better paper in the world than 
a policy issued by a good company; there are 
no promises that are more scrupulously kept 
than the promises on such paper; and there is 
no ethical standard in any corporation of the 
country higher than the standard in life offices. 
It is just as well for us to stand off and throw 
roses instead of rotten eggs at the fellows who 
are responsible for the management of the life 
insurance business. 

And show me a successful solicitor and, to 
begin with, I will show you a gentleman. Ile 
doesn’t chew tobacco. You may say the chew- 
ing of tobacco is unknown among business 
men. That is hardly so. I can take you to 
towns where nearly every merchant does chew 
tobacco. Sut we'll pass that. Folks have 
gotten so squeamish they don’t like to hear 
about tobacco chewing. Only I stick to it that 
the solicitor, even in country districts, is not 
a chewer. Again, swearing among solicitors is 
so rare that it can be said to be non-existent. 
So is telling smutty stories. So are many 
other things that mark the line between the 
gentlemen and the other breed. 

In my college days, during the vacations, | 
worked in offices of several corporations and 
in one life insurance office. The clerks of the 
other corporations chewed tobacco, they fla- 
vored their conversation with strong tabasco 
talky-talk. The frailty of the other sex was a 
favorite topic. In the life insurance office these 
things were done and this talk went on. But 
it wasn't according to Hoyle; you felt that the 
atmosphere was not fitted for it. 


Tuey Tlave no WINGs 

Please don’t misunderstand. I’m not claim- 
ing that life insurance men have sprouted 
wings and that a Zeppelin is hooked up all 
ready to take them to sky mansions, [lisha at 
the wheel. Doubtless life insurance men are 
like other men. It is the nature of the business 
that makes the difference. A Methodist min- 
ister does not hit the side-door of a saloon 
after his sermon. And he isn’t likely to chew 
tobacco. And he isn’t likely to take the super- 
intendent of the Sunday school into a corner 
and tell him a smutty story. Of course, you 
would prefer that I shouldn’t mix up Methodist 
ministers with such things. But my point is 
that a minister is only a man. And if it is not 
the nature of his employment that prevents him 
from doing what other men do, what is it ? 


My claim is that the nature of our business 
makes us—no, not preachers, but something 
different from other business men. 

Watch ‘em! See ’em slip into offices! Per- 
haps they think they look like physicians, hard- 
ware merchants, stock brokers or lawyers. But 
they don’t. After selling life insurance for a 
few years, the solicitor is unmistakable. This 
is due to the nature of his goods. And what of 
the goods? It is as different a commodity from 
other commodities as can be imagined. No 
wonder it differentiates the men who handle it. 
No wonder that with his thoughts fixed upon 
selling such a commodity the solicitor stands 
in a class apart from other men. 

Perhaps you don't like the idea. Perhaps you 
would. rather think of your trade as similar to 
that of Mr. Slipem, who has been selling corner 
marsh lots, with an over-stratum of mosqui- 
toes, so many years that he has a soggy and 
mosquito-bitten appearance. But no one could 
ever believe you to be a Slipem. 

Don't imagine, | say, although you may wish 
it, that your commodity hasn’t fastened its 
brand upon you. You are a life insurance man, 
you sell life insurance, and when you go abroad 
those who have eyes know it. 

There are some solicitors who are so ashamed 
of their trade that they pretend it is something 
else. That is all right, sometimes. For until 
you get your hooks into your man there are 
prospects who are so prejudiced against life 
insurance that they run from a life insurance 
cardboard as they would sprint from a ton of 
exploding dynamite. You have to use finesse 
with that breed. But as a general rule the so- 
licitor should advertise himself for just what 
he is. 

And he should enter an office knowing that 
he is selling the best article that has been of- 
fered in that office for a week, unless another 
agent has hit it. Ile should regard his offer 
as something like the offer of a seaman who 
offers a seat ina dory to a man whose ship is 


on lire 


\ BRraAcer 

This ought to be a bracer for any man. It is 
more important for your prospect to see you 
than for you to see him. He needs what you 
have to offer more than you need the commis- 
sion, even if you must have the commission to 
pay your rent. To be armed with the thought 
that your man has a vital need for what you 
sell means victory. To believe that your trade 


makes for the cheer, ease, comfort, joy, happi- 
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ness, security of a customer should brace a 
that it will take caravans 
of discouragement to down him. If a solicitor 
is filled to the neck with the belief that his 
prospect him as modern 
Sodom Billy Sunday, it take a 
chuck-out from a window to make any impres- 
And if he feels certain that all 
down the line from the fellow who wears out 


man to the extent 


much as a 
will 


needs 


needs 
sion on him. 


leather, through the manager’s desk, on to the 
home office, and down from the president to the 
hoy who licks stamps; if the whole layout 
represents a trade that you ought to throw 
roses to instead of eggs, it should steel a back- 
bone and give utterance to a tongue, if the 
backbone were originally an oyster’s and the 
tongue were that of the oyster. 

out. Hit the fellow who is always 
Drive him 


Light 
daubing pitch on life insurance. 
into a corner and prove to him that a policy 
clerk has his pen poised over his name on a 
policy. If the fellow chucks you out and locks 
his door, climb up the fire escape, drop on him 
from a window, and threaten him with a paper 
If you have to make the policy a claim 
He needs it. If 
inkpot, that 
Sut selling him the com- 
modity that you are selling, you are entitled to 
crawl down his chimney at night and hold him 


weight. 
before it’s issued, land him. 
were selling him a 


you patent 


would be different. 


up with an automatic, if you can’t get him any 
other way. 


WHAT LIFE INSURANCE DOES 
Life insurance educates children. 
Life insurance protects the family. 
Life insurance cultivates the habit of thrift. 

Life insurance makes provision for the inevi- 
table rainy day. 

Life insurance pays debts and lifts the mort- 
gage from the home. 


Life insurance gives to the rich and 


courage to the poor. 
Life insurance builds credit and re-establisines 
encumbered estates. 


repose 


Life insurance provides scholarships, endows 
charities and erects churches. 

Life insurance is full of human interest. It 
appeals to the hearts of men always. 

Life insurance preserves bus:pess by protect- 
ing the factors which make business a success. 

Life insurance builds estates and furnishes the 
safest medium for the distribution of estates. 

Life insurance encourages the marriage of the 
prudent man and woman and lays the home 
foundation. 

Life insurance replaces hardships and adver- 
sity with ease and serenity—and peace of mind 
adds length of days. 

Life insurance is every-day, common sense, in- 
telligent business, with a practical spirit of un- 
derstanding and co-operation. 

Life insurance certifies to a man’s love of 
family and deepens the love and respect which 
wife and children hold for him. 

Life insurance is universal in its beneficence. 
Its service is adapted to all classes and condi- 
tions of men. The poor need it. The rich de- 
mand it. Life insurance insures the unexpected. 
It lives up to its promises and pays all just 
claims promptly and unostentatiously. It is 
positive and permanent. 

Life insurance stands between the home and 
the enemies of its happiness and security. For 
co-operative service in home protection it is 
the greatest institution in the world.—Minne- 
sota Mutual Application. 


ENGLAND’S BIG COMPANY 


Operations of the Prudential Assurance 
Company of London in 1914 


21,000,000 POLICIES IN FORCE 


Funds Exceed £91,000,000—Sums Assured 
£366,680, 195 


{from Our London Correspondent] 


The annual statement of the Prudential As- 
surance Company of London is a subject of 
unusual interest this year, because of the en- 
tirely new conditions arising from the [uro- 
pean war. A company having 20,000,000 poli- 
cies in force in its industrial branch and nearly 
1,000,co0 in the ordinary department, will be, 
it may be supposed, sensitive to the effects of 
the war, particularly when it is recalled that 
the population of the British Isles is approxi- 
mately 45,000,000. The annual statement, as of 
December 31 therefore some 


last, contains 


very interesting figures. 


INDUSTRIAL BRANCH 


In the industrial department 2,059,284 new 
policies were issued during the year, assuring 
no less than £32,291,598, this record forming a 
very good successor to that of 1913, when the 
policies completed were 2,119,818, for £32,506,- 
941—a result partly attributable, it would seem, 
to the masterly manner in which the “Pru- 
dential” then turned to account the new order 
of things brought into existence by the opera- 
tion of the National Insurance Act. The in- 
dustrial premium income amounted, for 1914, 
to £8,176,202, an increase of £301,740. Interest 
brought in £1,469,994, and the fund increased 
from £39,020,579 to £40,649,318 during the year. 

The number of industrial policies in force 
on December 31 last was 20,085,010, assuring a 
maximum sum of £263,739,424, exclusive of 
bonus. The premiums receivable in respect of 
these policies amounted to £8,418,421 per an- 
num, or £161,893 per week. The average dura- 
tion of the policies in force exceeds thirteen 
years, and the average age of the assured 
exceeds 3434 years. 

The annual valuation disclosed a surplus in 
this branch of £1,542,722. 


OrpDINARY BRANCH 


In this section the new policies issued 
reached 65,751, covering £6,318,843, and pro- 
ducing a new annual premium income of £424,- 
353—the last-mentioned comparing with 
£425,717 in respect of new policies completed 
in 1913. The “ordinary” premium income for 
1914 was £5,035,625, an increase of £115,107. 
Interest yielded £1,900,537, and the fund rose 
from £45,574,580 to £47,024,190. 

At the end of the year there were in force 
922,505 ordinary branch policies, assuring with 
honus £102,940,771. Of these, 792,848 were 
effected under the endowment assurance and 
endowment tables, thus clearly demonstrating 


Thursday 


the modern desire to obtain payment of the 
sum assured and bonus during lifetime. 

A surplus of £1,794,953 was shown by the 
annual valuation in this branch. 


Some ToraL FiGures 

The magnitude of the Prudential’s figures 
appears in a stronger light when it is remem- 
bered that this great office does not transact 
business outside the United Kingdom. The 
total premium income for the year (including 
£10,315 from sickness insurance premiums) 
was £13,222,543. The total interest yield, after 
deduction of tax, was £3,371,014, and at £17,- 
196,088 the total income shows an increase of 
£628,479. ‘The assets of the company stand in 
the balance sheet at £91,202,344, an advance ot 
£4,209,341 on the year. 

The six Prudential Societies 
formed under the National Insurance Act, 
1911, have since the coming into force of the 
act distributed benefits exceeding £3,000,000 to 
members. 


Approved 


War PROBLEMS 


“The outbreak of the war,” said the chair- 
man at the annual meeting, ‘was of momentous 
interest to the company. With 21,000,000 
policies on lives comprising all classes of the 
population, and drawn from all parts of the 
United Kingdom, and with invested funds of 
over £91,000,000, the difficulties which faced 
the company at the outset can hardly be over- 
estimated, That a large number of its policy- 
holders would be engaged in the actual fight- 
ing was inevitable. There was every reason to 
believe that the dangers which would be in- 
curred by combatants would be much greater 
than those experienced in previous wars. 
With these facts before us it was a grave re- 
sponsibility to decide whether the condition on 
the policies excluding war risks was to be 
waived or not.” The directors, however, con- 
sidering the question from a national stand- 
point, decided not to charge any extra pre- 
mium to existing industrial policyholders. 
“That the company should voluntarily have 
made this concession,” he added, “which may 
affect some 700,000 policies, is evidence that it 
is shouldering its full share of the burden that 
has been cast upon the country.” In the ordi- 
nary branch it was decided that for existing 
policies on the lives of members of the regular 
army and navy the first £250 of assurance 
should be subject to no extra premium, and 
that £5:5:0 per cent should be charged on the 
excess over £250. For existing policies on the 
lives of all other members of His Majesty’s 
forces, including Territorials and Lord 
Kitchener’s army, it was agreed that no extra 
premium should be charged, while in order to 
provide facilities for those on active service 
who desired to obtain either assurance or ad- 
ditional assurance, a special table was intro- 
duced for sailors and soldiers, under which 
the sum assured is payable at the expiration 
of fifteen years, or at previous death, whether 
caused by the war or otherwise. The generous 
treatment of policyholders on the sea and at 
the front had involved the company, it was 
stated, in the payment of claims in both 
branches amounted to upwards of £150,000 on 
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over 7000 lives. The claims for the year 1914 
were, however, considerably below those ex- 
pected in both branches. CHARTERS. 


London, April 30, rots. 


DO SOME THINKING 


Thinking costs you nothing. 

Permit us to guide you just a bit. 

Regardless of what your business may be, not 
one widow in a thousand could take her hus- 
band’s place. : 

More especially if she be the mother of one, 
two or a few children. 

“Talking about widows again!’’ perhaps you 
say. 

Very true; if you care nothing about that 
wife of yours, the mother of your children, you 
need read no further. 

“T’m young; few die at my age,’’ you may Say. 

Suppose you happen to be one of that few. 

Comparatively few fires occur. But fire insur- 
ance is about universal. From seventy-five per 
cent to ninety per cent of values is covered. 

In a Pennsylvania town of 7500 people twenty 
fires occurred in 1908 and 145 deaths. All but 
three of the fires were partial losses. The 
deaths were all total. 

Earning $1000 salary? If you carry $3,000 in- 
surance under fifteen per cent of your produc- 
ing capacity is covered—$150 interest or less on 
$3000. 

Perhaps you carry less; perhaps none. Would 
$150 keep your family? “Hardly! Spend $850 
a year,’ you Say. 

At, say, age thirty the other $150 would buy a 
sizable policy and pay your widow several times 
$150 annually for fifteen or twenty years. 

A burned building can be rebuilt; a man once 
dead is dead for all time. 

Death brings about some certainties: If on 
wage or salary, it will stop. Have you thought 
of it? Have you provided a substitute? 

Then think a bit: Imagine yourself keeping 
your family without your salary. Death makes 
widows but doesn’t provide for them. That’s 
your business. 

Life insurance is the widow’s salary. It is 
about the only sure way to leave an income 
above sod for dependants. 

Lawyer, are you? Or perhaps a doctor? After 
the funeral fees will cease, except to the sexton 
and undertaker. But family expenses. will go 
right on. 

Who wili pay her rent, meet your mortgage, 
pay the interest on it, feed and clothe and care 
for the boys—and their mother? All this without 
your income, unless insurance provides her a 
salary. 

Hence we say to you, “Do some thinking. 

“T’ll risk it.””. Be honest now; face the facts; 
say ‘‘I’ll make my wife risk it.’’ For that’s just 
what you are doing. 

What a funeral yours would be! Your wages 
or salary or fees for al] time, perhaps your 
mortgaged home, would all be stowed away 
alongside you in your coffin and buried with 
you. 

No, your neighbors and friends would not see 
these extra contents, or perhaps think much 
about them, but they would be there just the 
same. 

Your widow? She would find it out all too 
soon and to her sorrow. 

Suppose you do live this year, and the next, or 
during the next thirty-five or forty years. 

You may chase after a competence all these 
years and find it only in the cash value of your 
policy, at age sixty or sixty-five or beyond, or 
in the proceeds of your long-term endowment, 
if you took one. 

Such cash value might be a veritable God- 
send to perhaps two tired old people. 

Better that the young man look ahead and 
provide, than that a needy old couple look back 
and regret. 

For few old people have enough of their very 
own to make life comfortable. 

Further, old age is not alwavs lovable or able 
physically to take care of itself. A man’s chil- 
dren, if he have any. are not always parents to 
his second childhood. A sizeable life policy is 
a good club to compel kindly care. If John and 
his wife fail to treat the old man kindly, he can 
take himself and his policy over to son James 
or daughter Mary. 
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But enough; let us change our plea and say: 
“Cease thinking and act.’’ The way to insure 
is—to insure. 

Copyright, 1908, by the Clark Company, Lock 
Haven, Pa. 

Some minute-long leaflets on the style of the 
foregoing are advertised on another page of this 
issue of THE SPECTATOR. 


A PLEA FOR PART-TIME AGENTS 
[To the Editor of THE SPECTATOR] 


There is very little real sound sense in the 

hue and cry regarding ‘‘Part-time Men.’”’ It is 
from this source that many of the largest pro- 
ducing agents are drawn. A man conceiving 
the idea that by becoming a part-time agent he 
can gradually learn a business which may be- 
come his sole and permanent business later, 
often begins his insurance career in this way. 
As an instance, Mr. A. was a clerk at a salary 
of $1500 a year, and being ambitious he applied 
for a contract as part-time agent, devoted his 
evenings and spare time to the business and, 
after a year’s experience, had been’so success- 
ful he gave up his clerkship, and the second 
year wrote a volume of business which netted 
him $5000 beside his renewals. Had he _ been 
shut out of the field as a part-time man he 
would never have entered the insurance busi- 
ness. 
Part-time men often write insurance that no 
regular agent would get. It is personal influ- 
ence that produces business, hard work and per- 
sistency. 

Insurance to be placed in any volume requires 
active work. People are not as a rule looking 
for insurance. The part-time man’s field of 
operation at first is among his relatives and per- 
sonal friends, who at his solicitation take a 
policy of him for ‘‘friendship’s sake.’’ No regu- 
lar full-time agent could get it. After the 
part-time man has had a little experience with 
relatives and friends and tasted the sweets of 
easy-earned money, his ambition to still further 
increase his income often causes him to develop 
into a full-time agent, giving up his less re- 
munerative business as clerk, etc. 

Millions of dollars of insurance are yearly put 
on the books of the various companies by part- 
time agents, that would be lost if not secured 
through this channel. 

I contend that a part-time agent does not de- 
tract from the volume of business the full-time 
agents would write; but is just so much extra 
business that otherwise would not be written. 

The trouble with full-time agents is not that 
part-time agents interfere, but that they want 
business to drop into their hands without the 
necessary effort to secure it. 

The best producers and agents placing largest 
amount of business annually to-day started as 
part-time men. If you eliminate the part-time 
men the companies close the nurseries from 
which the best agents are drawn. 

The writer started as a part-time agent, grad- 
uated into a full-time agent, and has made the 
business his life profession—writing a _ large 
volume of business each year. 

Respectfully, 
A Once Part-Time Agent. 

Brooklyn, N. Y., May 4, 1915. 


A COMPETENT LIFE INSURANCE 
SALESMAN 


To be a competent life insurance salesman 
means more than being a salesman in any other 
line of business. We suggest the following re- 
quirements for a successful life insurance man: 
First, intelligence; second, industry; third, in- 
tegrity; fourth, enthusiasm, and fifth, tact. 

It requires a good mind carefully trained to 
write life insurance; that is, to write insurance 
so that it remains permanently upon the books 
of the company. To be sure, it is not hard to 
sell insurance haphazardly with misrepresenta- 
tion and no thought of the permanency of the 
business. It does not require much intelligence 
or ability to place insurance in this manner. It 
does require, however, a good mind and clean 
thoughts to sell a policy on its merits, endeavor- 
ing to teach your prospect the benefits and 
blessings of the policy, and explain it in detail 
in such a way that life insurance is made a de- 
serving commodity, and one which your appli- 


cst 


cant feels the need and want of, as he feels the 
need and want of his bread and butter. It re- 
quires study and intelligent thinking on the part 
of the salesman to place his policy conscien- 
tiously so that the insured will feel that the 
contract which he received through your efforts 
will always be looked upon as one of the most 
valuable assets in his possession. 

In the second place, the lazy yaan finds no suc- 
cess in the life insurance business. Industry is 
one of the important elements in all success, 
and should lie behind each salesman if he would 
make life insurance bring to him the same de- 
gree of success as would any other line of busi- 
ness. But it requires industry and effort, and 
no one can succeed well in the life insurance 
profession unless he catches some of the sun’s 
first rays in the morning, and continue to oper+ 
ate under the bright sunshine throughout the 
entire day. When we realize that we have only 
so many hours for labor, and that just so many 
days are given to us to complete life’s work and 
fulfill our mission, is it not worth while for us 
to take advantage of the fleeting hours of time 
and appropriate them to the highest and best 
use? Really, the squandering of time is with- 
out a doubt man’s worst extravagance. It is far 
worse than the wasting of money. Would it not 
be a good plan for this month to rearrange our 
habits as to our efforts and make each day 
count? If we do this, we shall double our busi- 
ness. 

In order to be more than usually successful in 
the life insurance profession, a man must have 
honor and integrity; his word must be worthy, 
his habits must be good; his life should be ex- 
emplary in his community so that every wora 
that he speaks, and every act that he does re- 
flect character and integrity. We mean real suc- 
cess, not financial success, but success in char- 
acter and life’s succes. 

In the fourth place, one may have a splendid 
education, know Greek and Latin, be unusually 
successful in science, be industrious, have a 
large amount of integrity, and yet fail because 
he lacks energy and enthusiasm. Enthusiagm is 
the dynamo that moves and moulds men’s lives 
to permanent success. Education fails man if 
it unfits him for work; if it takes out of him 
energy or enthusiasm. With all of our industry, 
integrity, and brain power, we must couple en- 
thusiasm and ambition. Truly, enthusiasm is 
the other blade of the shears, and one is use- 
less without the other. 

Finally, if you do not have tact, you fail. 
Tact, or discretion, means much to a life insur- 
ance man; knowing when to approach a pros- 
pect, or where to meet him, or how to talk te 
him, whether long or short, as brevity is ome 
of the salient points in a life insurance canvass. 
Yes, tact should be spelled with capital letters. 
Do you study your prospect before you see him? 
Do you find out what things interest him, 
whether bonds or books, farming or fishing, au- 
tomobiles or art? Know as much about vour 
prospect ag possible before you meet him 
Learn all about his home life, his finances, his 
hobby, and then when you approach him, you 
do so intelligently and wita tact Let bim talx 
and interest you in what he is doing, and then 
out of courtesy he will tet you talk, then talk 
briefly and to the point. 

If every salesman will comoly with the above 
rules, we are quite sure that he wil! improve 
his ability as a salesman in the life insurance 
profession.—The Line of the Lafayette Life. 


MORAL SIDE OF THE BUSINESS 

I've been doing a lot of thinking lately about 
the moral side of our business and the influence 
it ought to have (but, as a rule, doesn’t have) 
on our efficiency as life insurance salesmen. 

Now, let’s suppose that you saw a man drown- 
ing; of course, you’d feel sort of timid and 
ashamed of yourself, and I reckon you’d stand 
on the bank and offer him an apology before you 
made a desperate effort to save his life, wouldn't 
you? ‘No?’ You say you'd get busy instantly 
and strain every muscle and every nerve to save 
that chap? Well, maybe—you would come to 
think of it, I know you would; and while you'd 
simply be doing your duty, all men would ap- 
plaud you. Now, if I’m sure of anything in 
thig world, it is this: to a decent man the sav- 
ing of his family from want or distress is more 
important than the saving of his own life—and 
I believe that most men are decent. 

How ridiculous for you to apologize by word 
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or manner for trying to save a man’s family! 

Get your mind onto this thought, and keep it 
there! If all of the business men who have 
died within the last twenty years could rise 
from their graves, in what condition do you 
think most of them would find their families? 
Would most of them be independent? Would 
they be living in the comfort which they en- 
joyed while the bread-winner was on earth and 
hard at work making money? Or is it a fact 
that most of the widows and orphans would be 
found living in materially reduced circum- 
stances, perhaps compelled to labor hard for a 
bare living? 

You know the answer to that question, too; 
vou know that in the vast majority of cases the 
men who thus were restored to life would find 
their families more or less afflicted; more or 
less in distress; by no means living as they 
once lived. I tell you, my friend, it would be 
like “shooting fish’’ to write life insurance 
among those resurrected men! I hope it’s per- 
fectly obvious to you, then, that your principal 
task is to make the live ones realize what the 
dead ones perhaps now know—perhaps’ bitterly 
realize? 

It’s really remarkable, when you come to think 
of it, that there should be any serious difficulty 
in selling life insurance, for we know—all men 
know—that every good life insurance company 
will surely make good; will surely guarantees, 
for a reasonable sum, to ward off poverty «and 
distress; will guarantee peace and comfort, so 
far as the vastly important matter of the pre- 
servation of the home, the education of the 
children and the keeping of the wolf from the 
door is concerned. You believe that, don’t you? 
Then, my brother, why don’t you talk it more 
strongly? Why doesn’t it make your appeal so 
effective—your argument go irresistible, that no 
man can say nay? You know what dying 
without adequate life insurance’ protection 
means. You realize it because it’s a thought 
that is with you every hour of every day. The 
other man knows it, too, but he puts the thought 
away from him until you compel him to give it 
the consideration it deserves. 

Oh, the selfishness—the awful selfishness, the 
criminal selfishness and neglect—of the men who 
take to themselves wives and undertake to raise 
families without providing safe and sure protec- 


tion for them! It’s your task, your duty, to 
open their eyes to the wickedness of this ne- 
glect. Could you ask for a better or nobler 
mission?—ROBERT J. MIX. 


PARTNERSHIP INSURANCE 

George Wharton Pepper, Esq., senior counse) 
of the Penn Mutual Life of Philadelphia, has 
prepared drafts of two paragraphs suitable for 
insertion in partnership articles, where it is de- 
sirable to provide for the payment, out of firm 
funds, of premiums on policies upon the lives 
of partners. 

Form ‘A”’ is applicable to the case in which 
the policy money is to be a complete substitute 
for any claim against the firm on behalf of the 
representatives of a deceased partner. 

Form “B” is intended to cover the case in 
which the amount of the policy money is to be 
merely a credit in favor of the surviving part- 
ners in making payment of the balance shown 
by an accounting to be payable to the repre- 
sentatives of the deceased. Form ‘‘B”’ assumes 
that the partnership articles will make provi- 
sion in the’ usual way for ascertaining the in- 
terest of the deceased partner. If the articles 
of partnership are to be silent on this subject, 
Form ‘‘B’’ would have to be slightly amended. 

It is not practicable to provide for all the con- 
tingencies which may arise in particular cases, 
but the forms herewith are probably sufficient 
to enable an intelligent agent to place the mat- 
ter clearly before the members of a firm: 

FORM ‘‘A” 

Each of the partners shall forthwith make ap- 
plication to the Penn Mutual Life Insurance 
Company for a policy of $...... upon his life, 
said policy to be written payable to the insured 
partner’s wife or estate. The first and all subse- 
quent premiums upon each of said policies shall 
constitute a charge against partnership funds 
and shall be paid by the firm when due. In consid- 
eration of the payment of said premiums out of 
partnership funds each partner, for himself and 
his personal representatives, releases all and 
each of his copartners from liability to account 
after his death for his interest in the firm. Upon 
receipt from the insurance company of the policy 
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money by the person in whose favor the policy 
is written the personal representatives of the 
deceased partner shall execute in favor of the 
surviving partners, or as they may direct, an 
assignment of all the interest of the deceased 
in the partnership assets of every kind what- 
ever. 


FORM ‘‘B” 


Each of the partners shall forthwith make 
application to the Penn Mutual Life Insurance 
Company for a policy of $...... upon his life, 
said policy to be written payable to the insured 
partner’s wife or estate. The first and all sub- 
sequent premiums upon each of said policies 
shall constitute a charge against partnership 
funds and shall be paid by the firm when due. 
In case of the death of any partner the amount, 
if any, payable to his personal representative 
shall be ascertained as herein provided for. In 
consideration of the payment of said premiums 
out of partnership funds the surviving partners 
shall be entitled to credit themselves, in making 
a settlement for the balance shown by the ac- 
count, with the sum received from the insurance 
company by the person in whose favor the 
policy is written. The surviving partners shall 
be liable to pay to the personal representative 
of the deceased partner only the excess, if any, 
of the deceased partner’s balance as shown by 
the account over the policy money received as 
above.—Penn Mutual Agents’ Letter. 


THE WIDOWS 


The census figures show that there are nearly 
3,000,000 widows in the United States. How 
many are there in the county in which you live, 
or in your town? Find out how many of them 
are dependent upon relatives, how many of 
them were beneficiaries of life insurance poli- 
cies, how many had property left to them and 
how many were reduced to penury. Such statis- 
tics in a small town would indicate in a gen- 
eral way the facts regarding the average town 
in proportion to population. A report of this 
nature would make a powerful argument in any 
community in favor of life insurance.—Bankers 
Reserve Winner. 
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WITH THE RATE-BOOK 


Policyholders Seldom Read Their Poli- 
cies, and Nobody Should Expect It 


BEST FOOT FORWARD 


A Talk from a Company Official on the Danger 
of Accidental Misrepresentation on the Part 
of the Solicitor 
TENTH INSTALMENT 

The vice-president finished slapping his sig- 
nature on the last batch of policies for the day. 

“Busy day!” he said, whirling his chair so 
as to face me. “Sorry to keep you waiting. 
What can I do for you? 

“One of my customers has just paid the last 
premium on a twenty-payment policy,” I said. 
“He claims that I sold him the contract as a 
twenty-year endowment. And as he threatens 
to come to the home office with his complaint, 
thought I’d drop in and tell you the facts. 
Here’s the number and the name.” 

“Tf he should come, I’ll make a point of see- 
ing him in person.” 

“T need not assure you,” [ said, “that I sold 
him the insurance for just what it is——” 

“Of course you did,” broke in the vice- 
president. “We in the business know that not 
one man in fifty ever reads his policy through. 
Though, as to that, I can’t blame ’em much. 
| don’t remember that I’ve ever read my fire 
policies—not every clause and carefully. And 
one of the things we have to remember in our 
business is that people do not read _ policies, 
and that every one of us needs to hand out our 
explanacions with the most laborious exacti- 
tude.” 

“T try to,” I replied. 
to understand and they forget; they end by 
mixing the thing in their minds to a jumble of 
jumbles. Then when a time of settlement 
comes they’re disgusted and sometimes accuse 
me of selling them a policy under a misrepie- 
sentation.” 

“As you know, I’ve earned my living in the 
field,” said the vice-president. “The thing is 
almighty difficult. If you don’t put your best 
foot forward, and a good way forward, you 


“But men seldom seem 
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get left, and if you do you are in danger of 
making your man believe too much. When | 
was a sub solicitor I sometimes got positively 
reckless and daubed on the gilt with a white- 
wash brush. In the end I learned to mouth 
my words like a lawyer in his own defense on 
the witness stand. The difficulty is funda- 
mental to the business. You can talk most 
things pretty recklessly, from gold mines to 
religion, but life insurance is different. And 
I'll tell you why it seems to me that it is so 
different. 


A Goop PorKeER 


“Tf you sell a man a typewriter,” argued the 
vice-president, “he has his typist try the ma- 
chine out. That ends the thing. If you sell 
him an auto, that too can be placed on actual 
trial. So it is with most things. But with the 
policy the trouble is that you sell a pig in a 
poke. It is a good porker and the poke isn’t 
so very dark. But to the average policyholder 
that’s what he’s got. So a fellow has to be 
pretty careful what he says. He must train his 
tongue as a foreign ambassador should train 
his tongue. 

“But that doesn’t mean,” continued the vice- 
president, “that a solicitor shouldn’t put his 
case in the most alluring way possible. He 
should study the high lights of his company 
as a horse dealer studies the horse he is about 
to offer. Not a valid point should escape at- 
tention. Every gocd company has its strong 
features, and these can be carelessly slurred 
over or they can be pushed out ’way to the 
front. And every agent must frequently meet 
competition. When he does he must try to 
down his competitor. That’s business. And 
to do this he must sit up nights to make him- 
self absolutely a master of his arguments. 

“And even when there is no competition, he 
must prove, and prove clearly, that a policy of 
life insurance is of all things just what his 
man needs. And he must remember that it 
doesn’t matter what a man is selling, it always 
takes lots of ‘pep’ to push the goods. You 
might go round offering perfectly good five- 
dollar bills at four-eighty-five, and you would 
have a whole lot of things to prove before you 
would make your first sale. The best bargain 
in the world has to be pushed, and pushed with 
ginger, 

“So while you have to stick right to facts, 


and to nothing but facts, it’s the agent’s busi- 
ness to have enough facts to clinch matters. 
And to have these facts right at hand, par- 
ticularly nowadays, is easy. Insurance journals 
publish the facts related to life insurance and 
life companies in great variety and in such a 
form that the agent has them in the most con- 
venient shape. The solicitor should invest 
early and often in all these compendiums. A 
ten-dollar investment may bring in a commis- 
sion of a hundred dollars.” 


AX10MS 


| have often thought of this little sermon of 
the vice-president. In our arguments too many 
of us are content with generalities. We 
should study our prospect as a_ physician 
studies his patient. The efficient doctor doesn’t 
give calomel unless he knows his patient needs 
calomel. And the efficient solicitor doesn’t 
suggest an endowment policy to a clerk on a 
small salary who has no protection for his 
family, nor does he suggest the endowment to 
a man of fifty-five. These things are axio- 
matic, but lots of us sometimes forget them. 

And from the moment we begin to hit the 
streets for our company we should begin our 
study of the high lights of our particular con- 
cern. That’s the receipt for the kind of loyalty 
that we ought to have, and that we must have 
to be successful. When we have dug out a 
strong point we should slap it down on a card, 
and we should keep adding to the entries on 
the card. If our company pays a claim in 
record time, that goes down. If the company 
has a low expense rate, or a high interest re- 
turn on its investments, or a low mortality, 
and so on and on, these facts should be copied 
from the manual and placed where the eye can 
instantly find them. Then there are other 
facts. A prominent man may say something 
complimentary concerning your company. 
Don’t depend on memory. A penciled memo- 
randum is worth ten vague recollections. Put 
down on your card or cards everything you 
hear, see, or can dig up concerning the strong 
points of your company—and don’t let yourself 
even think of the weak ones. 

Napoleon had an inordinate love for pastry, 
and Lincoln wouldn’t have taken a prize in a 
heauty show. Humans and companies cannot 
he perfect. But you kinder forget pastry and 
things like that when you think of Marengo, 
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ard Lincoln's plain features have become well- 
nigh sacred. 
FirtinG THE PoLicy HOLDER 

When you stump away from your office have 
your mind overflowing with the splendid things 
concerning your company, and have them in 
so practical a shape that you can fairly snap 
them out. And have the strong points of the 
policies you sell at the tip of your tongue; and 
fit your customer with the proper insurance 
garment. Don’t hang on the well-to-do mer- 
chant a term policy for family protection. 
Somebody may call attention to the goose-egg 
st rrender value at the end of the term. And 
don’t load up a struggling school teacher with 
an endowment policy. Some other agent may 
figure for him how much more protection he 
can buy with his money. 

And just as a man who is sold a suit that 
does not fit is sure to become more and more 
dissatisfied, so a policyholder who has a policy 
not suited to his circumstances will be more 
and more disgusted with it. He will probably 
end by dropping the policy and by taking in- 
surance in another company. There would be 
fur less of the “twisting” which we hear so 
much about if more care were used by agents 
to suit the policy to the holder’s occupation 
and his financial position. 

When you've yanked in your man make sure 
that he understands his contract. Offer to 
read it to him. He'll decline. But offer. A 
life policy is like the Constitution of the United 
States, and I never, personally, knew of a 
policyholder who ever read his policy, as I 
have never happened to meet anybody who has 
read the Constitution. But do your very pret- 
tiest to have your customer understand the 
more important clauses. 

These are things that we have been told over 
and over again. But just as the Ten Com- 
mandments are read weekly in most churches, 
so it is important to consider these soliciting 
axioms pretty frequently. 


INCOME BASIS THE TEST OF 
SUFFICIENT PROTECTION 


Agents in trying to sell monthly income poli- 
cies are often met with the objection that ‘‘an 
income of ten dollars a month is not enough for 
a family.’’ Doubtless it is not, and that is a 
strong reason for making it twenty dollars or 
thirty dollars a month if the man can afford it. 
But a monthly income of ten dollars for twenty 
years is the equivalent of $1754 paid in a lump 
sum. Yet a man might think the latter a good 
provision, whereas the former was not. The 
lump sum looks more impressive and feels more 
comfortable to handle, whereas the ten dollars 
a month income looks paltry. But the true test 
of the adequacy of the provision a man is mak- 
ing for hig family is ‘‘how will it look on an in- 
come basis?’ The income basis shows up the 
poverty of the provision and leaves no oppor- 
tunity for self-deception on the part of the 
prospect. A policy payable in a lump sum does 
leave such an opportunity. The lump sum may 
be large in itself, but it may be absurdly small 
when spread over the wide period which it has 
to cover, and, in addition, it has a tendency to 
melt away prematurely. There is danger that 
there will be a few fat years (or months) and 
then a good many lean years for the family un- 
der this plan. How much better it is to select 
a plan where the whole scheme of provision is 
regulated by clockwork; where the last day is 
provided for as well as the first; where every 
month of the 240 has its due allowance appor- 
tioned to it! Thus, and thus alone, can a man 
make his provident intentions rigidly effective. 
—Prudential Weekly Record. 


MEDICAL DEPARTMENT 


Its Organization and Growth with the 
Life Insurance Business 


AGENTS’ CO-OPERATION NEEDED 


Selecting the Medical Examiner and Director— 
Relation with Other Departments 


In a paper recently prepared by Dr. H. W. 
Cook, vice-president and medical director of 
the Northwestern National Life of Minne- 
apolis, the development and organization of 
the medical department of life insurance com- 
panies are described in considerable detail. In 
the introduction the writer gives a brief ac- 
count of the status of the medical examination 
with relation to the business of life insurance 
at present compared with its position a few 
years ago. He also gives some account of the 
growth of medical science in the last genera- 
tion. Dr. Cook points out that, contrary to the 
view of the average applicant, and even of 
any insurance company officials, medical 
selection is much more than a mere review of 
the medical examination. In analyzing medi- 
cal selection from the aspect of organization, 
the writer divided the subject into the fol- 
lowing headings: The medical director; the 
medical department; the relation of the medi- 
cal department to executives, the actuarial de- 
partment, and to agents; the medical ex- 
aminers, 

Of the medical director, Dr. Cook says in 
part: 


THE MEDICAL DIRECTOR 

The medical director occupies a position of 
far more importance and value in determining 
the success of a company than is generally ap- 
preciated. His influence is very much wider 
than merely taking favorable or unfavorable ac- 
tion on applications. In fact, I know of no 
officer whose tact, ability and general attitude 
mean more than his maintaining a loyal, con- 
tented and therefore efficient agency organiza- 
tion. General features in regard to the com- 
pany form but a dim background to the agent 
who feels that his applicants are not given fair 
and reasonable judgment. The interest of the 
agent is, naturally, primarily with the applica- 
tion upon which depends his income. 

In technical training the medical director 
must be thoroughly grounded, and in his selec- 
tion the question of education, school of gradu- 
ation, hospital service and, if possible, some 
general experience in practice, must be con- 
sidered, as in the selection of a medical exam- 
iner, to be detailed later. Supplementing the 
medical education, and of the greatest import- 
ance, is a knowledge of what we call ‘‘insur- 
ance medicine,” of which little or nothing is 
taught in the average school, of which the 
literature is scanty, and which can be acquired 
only by work in the office of one of the well- 
organized companies, or by long and _ often 
costly experience. Attendance at meetings of 
this kind, study of all available statistics and 
literature, and daily interchange of opinion with 
the actuarial department of the company, will 
develop and mature the preliminary equipment. 
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It is Dr. Cook’s opinion that every compe- 
tent doctor is not necessarily capable of con- 
ducting a medical department. The director 
must he a good business man as well as a good 
physician. In order that the position of medi- 
cal director may be properly and adequately 
hiiled, it should be a whole-time position, as the 
hest that is in the doctor cannot be given to the 
department unless it is his primary interest. 
‘There are too many strictly medical points that 
alise in connection with the examination to 
allow the medical department organization to 
be handled by clerks, actuaries or secretaries. 
The necessary requirement is that the medical 
man possess a knowledge of the life insurance 
business and of business methods. 

Dr. Cook gives a brief mention of the im- 
portance of system in the successful medical 
department, and points out the necessity for 
the application of strictly business methods in 
its organization. 

The paper then continues : 


Co-operation must be the watchword in the 
relations between ail departments. Too often 
the best results are handicapped by resentment, 
friction and misunderstanding, especially in a 
life insurance company where business and sci- 
ence are brought into such intimate contact. 
The business man or executive, especially if an 
agency man, has his eye on the result at which 
he aims—growth, size—and is impatient of ob- 
stacles which stand in the immediate way, par- 
ticularly if they are of a technical character 
which he does not understand. The scientific 
man is trained to different methods, is more 
conservative and often narrower. The two view- 
points are both valuable, but must be combined 
harmoniously and with a mutual respect and a 
single aim—the company’s largest success. 


POINTERS FOR SUCCESSFUL (CO-OPER- 
ATION 

The executive attitude must include a recog- 
nition of the scientific basis of the business and 
the necessity for observing the restrictions 
which a reasonable application of scientific 
knowledge dictates; and to that end the medi- 
cal director and the actuary must be loyally up- 
held in their decisions. On the other hand, the 
medical director and the actuary both must 
recognize that a life insurance company is not 
an endowed scientific research laboratory. It 
is a money-making proposition primarily, either 
for stockholders or for policyholders, and _ it 
must conform to reasonable business standards. 
Fine technical decisions—for which it must be 
admitted we often have no very definite basis of 
proof, must not be expected to replace common 
sense and a broad business policy. The unrea- 
sonable insistence on fine or over-technical deci- 
sions by either the medical director or the actu- 
ary, irritates the executives, and more serious 
still the agency force. Their working capacity 
is injured, and when they feel that they are 
not treated fairly, they feel no obligation to 
protect the company’s interests. The constant 
friction in some companies between different 
departments, or between the agency force and 
the medical department, is a criticism of that 
company’s organization and a serious block to 
its progress. 


RELATION WITH ACTUARIAL DEPART- 
MENT 


Between the medical and the actuarial de- 
partments, particularly, there must be the free- 
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est and most cordial exchange of ideas and in- 
formation. Each of these departments looks 
at the individual case from slightly different 
but properly from convergent points of view, 
the medical director tending to emphasize the 
individual characteristics of the risk, the actu- 
ary tending to insist upon a ruling based on a 
more or less arbitrary classification of the risk 
according to one or more specific features or 
impairments. These two points of view should 
be correlated in each correct decision. Where 
they are in constant friction and too widely di- 
vergent, it means either that the medical direc- 
tor is too much of a doctor and knows too little 
of insurance medicine, or that the actuary is 
too much of a mathematician and has too nar- 
row a conception of medical selection. The 
actuary should furnish the statistical evidence 
of the experience of his own company and of 
other experience, general and company, to which 
he can obtain access, but this material has at 
present a limited though an increasing value, 
and the actuary must not presume to offer too 
sweeping or too definite a ruling where many 
factors are present which have not as yet been 
susceptible of classification, and which could 
not be intelligible to anyone ignorant of medi- 
cine. The medical director should be equally 
reluctant to take action based on the medical 
features of the case, without recognizing and 
utilizing the material which has been supplied 
by the actuaries and which has so profoundly 
altered and corrected many conceptions and 
misconceptions of clinical medicine. * * * 


AGENTS’ VIEWS SHOULD BE RECOGNIZED 

To insure smooth sailing between the agency 
force and the medical department we must have 
both co-operation and confidence. The medical 
director who thinks that all insurance agents 
are only waiting for the opportunity to put over 
a bad risk on him, cannot enjoy his work and 
cannot establish the cordial relationship with 
the men which is so essential; and, besides, he 
is wrong. There are some crooked life insur- 
ance agents, just as there are many crooked 
doctors, lawyers and ministers, but I believe the 
life insurance business is to-day attracting a 
grade of men who will compare favorably with 
any other business or profession. 

No group.of men have their wits sharpened 
more keenly than salesmen, and they are very 
apt to size up the medical department fairly 
accurately. I believe that if agents are treated 
cordially, justly, considerately, and yet firmly, 
they will be found loyal and dependable, and 


that such a medical department will have fewer 


cases of attempted fraud than where the rela- 
tion is tinged with suspicion and resentment. 
* + a 

THE MEDICAL EXAMINER 

As has been indicated above, the medical 
knowledge of the director, the elaborate system 
of the office, are unavailing if the medical ex- 
aminer does not remove the applicant’s over- 
coat. The medical examiner represents the 
eyes of the medical department, and the brain 
is unavailing and the approval is an empty ex- 
ercise if the eye does. not see, or sees but 
dimly. 

The relation of the examiner, and of the ser- 
vice he renders the company, depend (1) on the 
care in his selection; (2) the encouragement he 
receives in rendering unbiased opinion; (3) his 
continued education and cultivation; (4) the 
constant gauging and grading of his work. 


Dr. Cook alludes to the importance of select- 
ing an examiner whose training has been ac- 
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quired in a representative medical college, in 
hospitals and practice. At present there are 
many medical examiners who have had little 
preliminary medical education. In _ selecting 
the examiner, doctors from the schools that 
stand high in the scientific world should first 
be considered. Dr. Cook then took up the 
qualifications of a medical examiner, such as 
his standing in the community, his intellectual 
attitude toward life insurance, and his per- 
sonal character. Continuing, Dr. Cook says: 


LET DOCTOR HANDLE EXAMINATION 

Having found a man who combines a sufficient 
number of these qualities to justify an appoint- 
ment, the least the company can do to show its 
appreciation, and to deserve his loyalty and in- 
terest, is to protect him and encourage him in 
rendering unbiased opinions. The information 
he gives should be kept strictly confidential. <A 
physician who jeopardizes the friendship and 
influence of a local, perhaps prominent acquain- 
tance, by giving the company some vital in- 
formation, and who then finds that this infor- 
mation is later detailed through some officer 
of the company or clerk to the agent, and by 
him all over town, can be readily excused for 
not laying himself open twice to the same mis- 
use. Such a company does not deserve to get 
the facts, and doesn’t often get them twice 
from the same doctor. The examination should 
never be handed over to the local agent, but 
should be mailed in direct by the examiner. 


EXAMINERS AND THE AGENTS 
The permanency of the examiner's position 
must be preserved throughout the continuance 
of good service, absolutely independent’ of 
whether his care, his integrity, his skill, earn 
the favor or the dislike of the agent. This is 
vital. The number of reasons some agents can 
think up for discontinuing a regular examiner 
and appointing a new one is only limited by 
their ingenuity. The regular man is too young, 
too old, too slow in his examination, not a 
booster, is indifferent, incompetent, ete., etc.; 
the physician recommended is more live, more 
active, will suggest prospects, and, most im- 
portant, will take a policy. You can’t get loyal 
service without being loyal. Always give the 
examiner a chance to state his side of the case. 
It is astonishing how the stories disagree. An 
agent has the right to demand efficient ser- 
vice, but if any stability or real value is to be 
expected of the medical reports submitted, the 
examiner’s appointment should never be subject 
to the caprice or ill will of an agent. 
Further, he must be guaranteed, in return for 
the kind of service you request, the first choice 
for all examinations in his territory, if he is 
not ill, absent, or absolutely unavailable. 
Nothing will more quickly impair the quality 
of the average examination received than to 
give the agent a choice between two, three, or 
four examiners. One can usually be found who 
will cultivate the good will of the agent at the 
expense of his colleague and the company. An 
agent is more than human if he prefers the best 
rather than the easiest examiner. * * * 
SCRUTINIZE EXAMINER’S WORK 
It is most important that the work of the 
examiner should be watched carefully and re- 
corded in some convenient form for reference 
and grading. Th examiner’s card in use by the 
New York Life has been adopted in modified 
form by many companies, and is handy and easy 
to keep up. The back of the card is ruled into 
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spaces in which the clerk makes notation of 
omissions, mistakes, death losses, carelessness, 
inattention to correspondence and other de- 
tails. The general impressions one gains of an 
examiner’s work will frequently be unjust or 
too lenient if not controlled in this way, and 
such data are invaluable in deciding how much 
confidence to place in a recommendation, espe- 
cially of a borderline risk, or in deciding on a 
change or ranking of examiners. 

This admittedly superficial review is incon- 
clusive, and necessarily more in the nature of 
general suggestions and recommendations based 
on personal experience and observation, rather 
than an attempt to define a definite scheme of 
organization. I can think of no field of activity 
more interesting than the one it is our privi- 
lege to supervise. A large share of the pleasure 
in the work comes through an effort to improve 
its quality and approximate a method which will 
apportion the benefits of life insurance equably 
and conserve equally the interests of the agent, 
the prospect and the company. 

TRAINING AGENTS 
Extracts from a Lecture on Securing and 
Training Agents and Develop- 
ing Territory 

Louis N. Denniston, agency instructor of the 
Travelers of Hartford, recently delivered an 
address on ‘‘Methods of Securing and Training 
Agents and Developing Territory’’ before the 
Insurance Institute of Hartford. 


His remarks, in part, were as follows: 

Given a man who possesses health, is ambi- 
tious—which presumes that he is industrious— 
combined with a distinctive personality even to 
the point of being eccentric, and withal some- 
what of an idealist, and it is worth while to 
wait many months to sign him up on a commis- 
sion contract. 

How to secure such a man is a proper ques- 
tion to discuss. There is to be no better way 
than to be ever on the lookout for men in all 
lines of activities, talk of the possibilities of 
service and the income which the insurance busi- 
ness affords to every clean-cut individualistic 
man you meet. Emphasize the opportunity for 
service that insurance work offers, to gauge the 
man’s ideals; and emphasize the income derived, 
to gauge his industry and ambition. The idealist 
sees possibilities of much personal satisfaction 
in serving his fellow men, and should know that 
monetary reward is bound to come in proportion 
to his honest, industrious effort. 

If the agency manager is wise, he will solicit 
business from a carefully selected list of suc- 
cessful merchants, manufacturers and bankers, 
in the expectation that some one or more of the 
men solicited will be open to a proposition or at 
least sufficiently interested, on hearing of the 
benefits to be derived from an insurance policy, 
that he will recognize the sales merits and the 
possibilities for making money. The agency 
manager must be patient and guard against at- 
tempting to make a contract with the first man 
who evidences interest in his proposition. 

This straight canvass for men—incidentally 
writing some business—should be continued for 
two or three days at least, and each man on be- 
ing canvassed for insurance should be asked the 
question if he would be interested in hearing of 
the opportunity which the given company has 
to offer to the healthy, ambitious, honest sales- 
man. It often happens that such methods 
arouse interest, not alone on the part of the 
particular individual, but he immediately men- 
tally canvasses his friends and is often able to 
give excellent leads. 


DEVELOPING A TERRITORY 
In developing a territory, the agency manager 
who has a direct’ personal commission interest 
in the business is likely to be handicapped con- 
siderably by reason of his desire for immediate 
profits accruing from his personal activities; 
and, because of this, he yields to the temptation 
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to secure immediate commissions by his own 
personal efforts and leaves his agency force more 
or less to grow up something like Topsy—with 
the corn; and an agency organization, like corn 
and children, needs cafeful and persistent culti- 
vation in order to get a large and healthy crop. 
Such a procedure, personal production, sooner 
or later finds the agency manager up against 
caring for a large personal account, which is 
detrimental to increasing his district’s produc- 
tion, which must have undivided and unselfish 
attention. 

When an agent has been appointed, he not 
only needs instruction in contract forms, but he 
needs more than all else co-operative work—not 
for one or two days, but for at least a week— 
and frequent coaching during his first three 
months. 

SYSTEM IS NECESSARY 

Not all agents would be successful in employ- 
ing the same system. Just what system brings 
the best results can only be determined by a 
trial. The same general lines must be employed 
in all systems. Whatever plan is adopted must 
include the following essentials: Adaptation of 
the system to the individual—first—as to time; 
second, as to accessibility. Adaptation of system 
to community. Any up-to-date city directory 
will furnish the desired names, and in sufficient 
quantity and quality, to keep a “hustler” go- 
ing for many weeks. Don’t try to complete the 
entire list from a’s to xyz’s in one month. Fif- 
teen calls a day, twelve working days—total, 
180 men. A leading representative of the com- 
pany finds that one man in thirty-two is wait- 
ing for an insurance man to take his applica- 
tion, and that one man in twenty will buy acci- 
dent insurance on being told of the benefits 
offered. ‘ 

One profitable phase of the system is the de- 
termination of the value of each call. One 
record of 3200 calls shows a value of $1.82 per 
call, Another record of 1200 calls shows a value 
of $5.10 per call. When an agent realizes that 
each move costs time, which is equal in his case 
to money, he learns to make every move count. 

Don’t spend time discussing other companies 
and their contracts. It is well to adopt the old 


legal maxim: "It is better to dwell upon the 
merits of your own case than upon the demerits 
of your opponents.’’ Lead the discussion away 
from the other company and its contracts and 
talk so intelligently and enthusiastically about 
your own company and its policies that your 
patron will by inference make his own deduc- 
tions, 


ACCURACY 


Business colleges emphasize the cultivation of 
two qualities in their students—accuracy and 
speed. The business man who engages an em- 
ployee wants to know beforehand that he can 
do his work right and be quick about it. But 
accuracy must always comes first. There is no 
quality more highly prized in modern business. 

Accuracy is closely allied with truthfulness 
and integrity. The man who is accurate in his 
work is almost certain to be truthful and thor- 
oughly dependable in all of his relations. Hence, 
cultivate accuracy. 

In no business is accuracy more desirable than 
in selling insurance. It is so easy to shade the 
truth of a statement just a little, and the temp- 
tation to do go is often strong. But to do so 
is always to make a fatal mistake. This is a 
rule to which there can be no exception. The 
importance of being exact and correct in every 
statement made to a prospect is very great. Too 
much stress cannot be put upon it. Its import- 
ance is great because it affects the best inter- 
ests of the prospect, the company and the agent 
—particularly the agent. In every policy he 
sells he is building a reputation, either good or 
bad. His permanent success absolutely demands 
that he be accurate—truthful in every word he 
utters, in every figure he submits. 

In acquiring accuracy it is essential to be ac- 
curate first in thinking. The man who cannot 
think straight cannot be expected to present his 
proposition straight. As he thinketh in his 
heart, so is he in his utterances. 
are crooked he is almost sure to be a crook in 
his practices. Hence it is an excellent rule to 
think twice before speaking. Be sure that the 
statement about to be made is correct. Study 
beforehand not only the prospect, but the propo- 
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sition intended to be submitted. Time spent in 
such preparation is always time well spent. 

In the building of a reputation as an insurance 
agent the effect of each step made is cumulative. 
When a policy is sold right an influence is set 
in operation that is almost certain to gather 
strength in the agent’s favor as the years pass. 
But the reverse is just as true—even more so. A 
business transaction that has been consummated 
through inaccurate and misleading statements 
will sooner or later work to one’s undoing. And 
it is astonishing how fast the speed of the to- 
boggan increases when it gets well under way. 
Be not deceived by thinking that a crooked deal 
can be buried. ‘‘Truth will out.’’ Error, like 
truth, does not die and it will bob up and con- 
front the offender some day when least ex- 
pected. —Pacific Mutual News. 


PAYMENT OF INCOME POLICIES 


The continuous monthly income policy is de- 
signed to furnish the beneficiary regularly each 
month with a certain sum of money, upon which 
she can depend. The payment of the proceeds 
of a regular policy under the instalment op- 
tions is in accordance with this same prin- 
ciple. 

The great problem is to furnish the bene- 
ficiary promptly each month, or each year, as 
the case may be, with the means of receiving 
this income with as little formality and diffi- 
culty as possible, and yet to safeguard the in- 
terests of the company. Realizing this fact, the 
company has prepared a form of income check 
by which it is now paying claims under all of 
these policies. The regular form of check 
drawn on our Chicago depository is used, to 
which is attached the receipt for the instalment, 
which requires only the signature of the payee, 
as designated in the check itself, and the signa- 
ture of a witness. Samples of these checks have 
been distributed to all general and district 
agents, and will furnish proof to prospects for 
policies of this kind that the company is pre- 
pared to render the very best possible service 
to its beneficiaries.—The Equiowa, published by 
the Equitable Life of Iowa. 
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ANOTHER NOTABLE YEAR! 


The Germania Life Insurance Co. 
OF NEW YORK 


IN ITS FIFTY=FIFTH YEAR 


Passed the $50,000,000 mark in Assets and 
the $150,000,000 mark in insurance in force 


Assets (January 1, 1915) $50,874,700. 
44,459,052 .38 
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of high standard. 
tract connection: 





Guar. and Dividend Funds $6,415,648 . 50 


Efficient management, attractive and lib- 
eral policies and unusually desirable general 
agency contracts all help to make the GER- 
MANIA LIFE’S growth normal and certain. 


We have a few desirable openings for men 
Address for a direct con- 
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50 UNION SQUARE, NEW YORK, N. Y. 


localities. 
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1915 EDITION JUST ISSUED 


Prominent Patrons 
OF 


Life Insurance 


The best canvassing work ever issued for life insurance 
It contains the names of over 6,000 prominent 
bankers, lawyers, clergymen, merchants, manufacturers—in 
fact, of all classes of men who carry insurance upon their 


8 lives from $50,000 to $4,500,000. 


Also Over Four Hundred Autograph Letters 
from men approving of life insurance, and giving their rea- 
sons for so doing. This is the most complete list of large 
insurers ever compiled. The names and letters are arranged 
in geographical divisions by States, cities and towns, thus 
giving agents the names of large insurers in their immediate 


This work is now ready for delivery. 
paper and handsomely bound in cloth and flexible leather 
covers; pocket size, for convenient use. 


. § Cloth Covers, = = 
PRICES: { Fiexible Leather Binding, 


Send 10 cents for sample copy of Life,Insurance Canvass- 
ing Leaflet written concerning this book entitled The Force 
of a Good Example. 
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Printed on fine 


- $1.00 per copy 
1.25 “sé 6é 


135 WILLIAM STREET 
NEW YORK 
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HOW TO ENERGIZE 


Endurance Can Be Increased by Ignor- 
ing Your Feelings 





EFFECTS OF CHANGING HABIT 


Experiences of Some Active Persons who Mingled 
With Men—Join Associations 
By a WESTERN AGENT 

Some years ago William James, then head of 
the department of philosophy of Harvard Uni- 
versity, put into fresh form some views on the 
subject of hard work. What might popularly 
be called “getting very busy,’ James called 
“energizing.” Without making any effort to 
prove it scientifically, he asserted that the ma- 
jority of the human race are poor energizers ; 
that they habitually rest upon slight symptoms 
of fatigue, and that they might accomplish a 
great deal more by resolutely ignoring their 
feelings. When | began to consider the possi- 
bility of writing an article on the subject of 
“energizing,” it struck me that solicitors might 
bring out their powers of soliciting by the “see- 
people-plan.” Viewing it one way, it is pos- 
sible that the hurrying from one prospect to 
another and accepting the usual “no” as final 
is not a good method, but as putting a strain on 
the solicitor, giving him something continuous 
to do and developing endurance, it may, as a 
reverend gentleman used to say, be the “great 
desideratum.” If quantity of work, exercise, 
as it were, develops both skill and endurance, 
then the solicitor needs a grind as much as any 
class of workers in the world. See fifteen or 
twenty men every day would certainly provide 
a busy routine. 


Aut [ENerGy 1s Nor in Diets 


Some persons get the idea that they are 
increasing their powers by exercise. The spec- 
tacle of an enlarging muscle suggests the crea- 
tion of something out of nothing, and, in all 
probability, furnishes the average person with 
inspiration. If something like a regular rou- 
tine of physical exercise gives any solicitor the 
feeling that he is building himself up, and 
enables him to apply himself more persistently 
and enegetically to soliciting, then I not only 
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see no objection to his following the routine, 
but | would even commend it. A considerable 
number of persons, both men and women, 
somehow or other arrive at the conviction that 
selection of foods, dietetic schemes, as it were, 
confer health and, logically, strength. Person- 
ally, | have no faith in dietetic schemes. | 
should not wish to live on a diet consisting 
solely of celery or even of ice cream. | should 
lind it monotonous to live on any single article 
of food, but when | have said thus much, | 
have stated about the whole of my views on 
diet. I do not believe that a selected menu 
will in itself lead to improved health and 
energy, but if any life insurance solicitor en- 
joys dietetic schemes, and is persuaded that 
they contribute to his efficiency, then, as de- 
vices merely for releasing the reserves of his 
energy, | should recommend them to him. 

It seems to me that in general a man should 
develop his endurance by specific rather than 
general exercise. JI mean by this that, granted 
that a piano player needs endurance to acquire 
a fine touch on his instrument, it is more 
rational for him to pound a piano six or eight 
hours a day than it is for him to swing Indian 
clubs or punch a bag. Jn like manner it is 
more rational for a life insurance solicitor to 
gain control of his energy by tramping to see 
a long list of prospects every day than it is 
for him to spend two or three hours in a gym- 
nasium, but if he is able to get better results 
out of the gymnasium or some form of des- 
iccated breakfast food—why, so let it be. 


REAL IeNERGY IN COMPANY OF MEN 

Now as a method of increased “energizing” 
it strikes me that it is always desirable for 
solicitors to radiate where there are men, and 
particularly insurable men. I would not be 
understood to urge that churches, clubs, secret 
societies and social organizations of every kind 
should be turned into mere devices for securing 
prospects for life insurance, but if a solicitor 
finds it difficult to apply his energies direct to 
the interviewing of prospects, he can find a 
protitable release for them by plunging into a 
social whirl. Let him join a church, and be- 
tween times work like a Trojan to build up the 
church. Become a deacon, get on half a dozen 
committees, help raise the budget and other- 
wise set the organization forward. lf he will 
do this he will find that when the time for him 


to consider where the next prospect is to be 
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found he will not consume much time. | am 
not now urging this programme as a method 
of creating friends, good will and a reciprocal 
feeling in numbers of other human beings. | 
am not urging it as a piece of altruism, or as a 
casting of bread upon waters which may return 
it some day, but solely as a method of releasing 
the reserves of energy which the average so- 
licitor permits to lie in storage. If he will 
simply turn himself loose and work like a fiend 
in some organization where human beings con- 
gregate, he will find that, as mere exercise, it 
will unlimber him and give him a range of 
power which he has never suspected. [| urge 
this sort of exercise as a substitute for club 
swinging or bag punching in his private gym- 
nasium, merely because the exercise takes him 
among men, and men are the natural prospects 
for life insurance. 

What | have said applies equally to secret 
organizations. As I do not happen to belong 
to any ancient and honorable bodies myself, I 
can urge without fear of getting into trouble, 
that if a solicitor wants to increase his effi- 
ciency as a solicitor, he should join some secret 
society and go from the bottom to the top of 
it. Not only this, but he should work for it, 
secure members for it, sacrifice his time and 
comfort for it, and in every possible way con- 
tribute to its prosperity. And he will find that 
it will give him a freedom and a power which 
he has never suspected possible for himself. I 
do not mean, now, that hints and suggestions 
will come to him as the reward of his unsel- 
lishness, just as a Christmas present will usu- 
ally bring a return present, but simply that the 
exercise of working with men and for men will 
tap his reserve stores of energy and tend to 
make him in every way an abler man. 

\nd while we are considering devices for the 
release of reserves of energy, what's the matter 
with underwriters’ associations ? 

Plunge into underwriters’ associations; get 
on committees; find things to do and do them, 
and generally make insurance organizations 
count for something. Of course, the reward 
for such activity could not even remotely be 
assumed to be prospects. Once in a quarter of 
a century it may be necessary for a solicitor to 
go to a competitor to get life insurance. but 
this so seldom happens that activity in an un- 
derwriters’ association will not lead directly to 
many applications. However, there is not the 
slightest doubt that as a method of developing 
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the ability to “energize” it will bring great 
rewards. 
Be WittrnGc to Work 


It seems to me that the majority of the 
human race, at least the majority of the civil- 
ized representatives, fail to achieve the largest 
measure of success because they are too much 
controlled by the spirit of “What is there in 
it for me?” The number of men who will do 
any work that they feel competent to do with- 
out pay, is so small that 1 should hesitate to 
estimate it. And yet, if I have read to any 
purpose, men who have accomplished most in 
the world have been usually willing to work 
at anything and for any compensation which 
they might secure, whether it was something 
or nothing. I recall a story told of one of the 
great modern financiers. It is said that he was 
working in a grocery store for little or noth- 
ing, and conceived the ambition that he would 
obtain employment in one of the Carnegie 
plants. When he finally applied to the proper 
official the immediate employment of some 
men under him suggested the inquiry, “Can you 
drive stakes?” 

“I can drive anything,” replied the applicant 
for a position. 

“Will you work for a dollar a day?” inquired 
the prospective employer. 

“I will work for anything I can get,” re- 
plied the applicant. And he went to work at 
$1 a day driving stakes, and in a few years was 
controlling thousands of men and millions of 
dollars. 

It is the spirit of being willing to work for 
anything which may be won, whether it is 
something or nothing, which is usually present 
in those who finally become great successes. 
The average man is stitched all over with in- 
hibitions, as James expresses it. His respec- 
tability is insulted at the idea of working for 
small wages. He is too good or too big to risk 
investing any of his energy where it will not 
bring returns. As a result, he more and more 
yields to this and that obstruction, until in the 
end he finds it difficult to accomplish any more 
than is necessary to get a livelihood. 


GivE PLay to ENERGY 


The way to release the energy which may be 
stored up as a reserve in one’s brains, is to 
practice releasing it persistently. It is a pecu- 
liarity of the things we call inhibitions, that 
they tend constantly to extend their territory 
The man who qyjits a thing, usually finds that 
he has quit several things. Not a great while 
ago | used to consume from twelve to fifteen 
glasses of water in twenty-four hours. As | 
drank no other form of liquids there was no 
reason why I might not have kept on drinking 
it. No physician recommended me to “taper 
off,” or suggested that water drinking is injur- 
ious. Nevertheless, I became tired after thirty 
years’ indulgence of patronizing the hydrant so 
liberally and T decided to reduce the irrigation 
to four or five glasses a day. I succeeded in 
establishing the abstinence, but was consider- 
ably surprised to find that in modifying one 
habit I had also encroached upon some others 
which [ had no wish to disturb. The total re- 


sult was, not that [ resumed the fifteen glasses 
a day, but that | was compelled to make still 
further modifications in my routine. 

[It is always so with a form of restraint that 
aman puts upon himself. Let him get into the 
habit of saying “no” constantly to things, of 
suppressing himself here and restraining him- 
self there, and in the end he will be nothing 
but inhibitions. On the other hand, if he will 
plunge into every enterprise which is not posi- 
tively injurious, release energy upon all proper 
occasions, and generally get busy, he wiil soon 
have all the energy at his command which he 
needs. | would always recommend to a solicitor 
that he precipitate himself into soliciting and 
work like a dog at it as the best method of 
getting control of his hidden powers. But if 
interviewing prospects all day long does not 
appear to give him the freedom which he 
needs, why then there are a thousand ways in 
which he can effect the releasing of his ener- 
gies. If nothing else quite answers the pur- 
pose, I see no reason why a solicitor could not 
get exercise out of being a good pool player or 
bowler. One of the brightest men I[ know, 
apparently, needs the constant stimulus of 
games to keep him alive. He never plays for 
money, but he plays cards, pool, billiards, ten- 
pins, checkers and about everything that can 
be played under the roof of a social club. 


INCONSISTENCY 


You insure your cottage, my “sire,” 
Its furnishings also secure, 
That you'll lose them either by fire 
Is in no way certain or sure; 
While your barn you also protect, 
l‘or fear of the lightning’s swift glance, 
Though rarely, if ever, expect 
‘Twill strike it, by even a “chance.” 


And yet when you're asked to insure 
Your life for your family’s sake, 

Well knowing death’s certain and sure, 
You call “Life Insurance” a “fake”; 
Care more for your barn than your wife, 

Your house value more than your child, 
Yet know how uncertain is life, 
Don’t you think your argument’s wild ? 


each dollar you pay of your “wealth” 
Is lost, if your house is not burned; 
Insuring your life, if in health, 
The “Reserve” and Profit’s returned. 
In one, every dollar is lost, 
The other investment appears, 
For what an “Endowment” may cost 
Comes back in at least “twenty years.” 


*Tis well to insure against “fire,” 
"Tis better insuring ’gainst “death,” 
You know that some time you'll expire, 
Your barn’s not dependent on “breath” ; 
And so when the agent comes ’round 
The “app.” sign at once and don’t “scoff,” 
“O. K.'d” by the doctor, if sound, 
There'll be cash if you should “drop off.” 


Avucustus TREADWELL. 


Thursday 
WITH THE RATE-BOOK 


The Solicitor Should Load His Gun 
with Something Besides Powder 


WORDS ARE VITAL THINGS 


An Agent Who Let a Cement Man Talk Him= 
self Out and Then Made an Appointment 


for the Medical Examiner 


ELEVENTH INSTALMENT 

Spliced somewhere between the years of 
office boy for a life insurance company and 
landing a higher job for another company, | 
taught for a winter in a Southern university. 
Our president was an LL. D.; he had that and 
other letters hitched to his name. And talk! 
Talk flowed from that man as easily as Croton 
rushes from a busted water main. But the 
trouble with the president’s talk was that when 
you thought it over, although the talker had 
talked and talked, you knew that much hadn't 
been said. What you carried away with you 
was only the remembrance of boredom from 
such an over-dose of talk. Dig into your mind 
as you would, you couldn’t yank out any re- 
siduum. 

For awhile | had a roommate who outside 
of his class room seldom opened his jaws 
except to eat.. He was a tremendous eater 
and an almighty poor talker, as to quantity. 
But he made up on quality. And nothing dis- 
turbed him at meal time more than to be ex- 
pected to use his mouth for any purpose other 
than eating. One day the president’s wife was 
away to some woman's function of the town, 
and my roommate’s place was changed at meal 
time so that he sat next to the president. 

Between his bites the talker rambled along 
concerning the value of time. On and on he 
expounded, never ejecting a new idea and 
never viewing a hoary one from a new stand- 
point. And if one hadn’t known the initial port 
of departure, very soon it could not have been 
discovered what particular ocean of conversa- 
tion the president’s tongue was sailing. Fre- 
quently he would turn to the man at his side 
with a “Now I ask you, sir, am I not correct ? 
Do T not put the matter ina nutshell? Is there 
anybody who could doubt that—ete., ete.” To 
all of which the eater remained dumb. And 
at last the talker grew exasperated. Raising 
his voice, he exclaimed, angrily: 

“You say nothing, sir! Have you not a single 
idea on the important subject of the value of 
time? Is it possible that one of our professors, 
skilled in the great art of tutoring the young, 
a man of splendid education and of consider- 
able initial ability, should have absolutely noth- 
ing to say on the amazing, the stupendous, | 
may say, the transcendent value of time?” 

My roommate lifted his head from his plate. 
He sighed. He looked earnestly into the red- 
dened face of the president. 

“I'm eating my dinner, now,’ he remarked, 
as he reached to help himself to another slice 
of bread. 

A CareFUL TALKER 

I know an agent who reminds me of my 

silent roommate. He never wastes his own or 
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the other fellow’s time by talking of what can 
be called the conversational end of nothing. 
Once | happened to be present when he was 
soliciting an application from a big cement 
man. The cement fellow was one of those 
large-mouthed tongue-waggers, and he jollied 
the quiet man of the rate-book, attempting to 
joke with him about many things and nothing, 
and ending his ear-racking handout by rising 
to his feet and slapping the solicitor on the 
back. 

“Come in again, my fine fellow! Don’t ever 
stand on ceremony. I ain’t one of those fel- 
lows with a barred door. I’m an easy mark, I 
am!’ On and on the tongue flapped, and no 
doubt the cement man thought the agent was 
about to hit it for the street. Not he. He 
waited until even that apparently tireless engine 
was stalled; the thing took patience but the end 
came. 

“Will you give me five minutes to tell you 
how you must further safeguard your wife and 
family?” asked the agent, doling out each word 
as if it were the most precious of things. 

“T thought that we were through!” exclaimed 
the cement man. 

“Please allow me to get down to iron bust- 
ness,’ said the agent, pulling out an applica- 
tion blank. 

In my corner, where I appeared to be reading 
a newspaper, | listened. The agent would con- 
vincingly make a weighty point, and almost 
immediately the cement tongue would ramble 
along for five minutes. Then would fall a 
silence and then another chunk of condensed 
life insurance would be quietly pushed for- 
ward. The thing seemed endless. Never once, 
however, did that courteous yet relentless in- 
terpolation of the earnest solicitor fail to hit 
off a new and convincing argument, and in the 
very minimum number of words. 

At length fell an eerie silence that blanketed 
the room. I expected the cement man would 
begin a dissertation on the latest political 
scandal. But he didn’t. He turned to his desk 
and handled the papers before him with ner- 
vous fingers. 

“T'll think it over,” he snapped. “Come in 
a week from to-day.” 

“That’s what you said one week ago,” re- 
plied the agent. “You’re convinced. Will three 
o'clock be convenient for you to see the 
doctor 2” 

The man at the desk lifted his head and 
looked out of the window, but he did not reply. 

“We'll make it three,” said the agent. He 
placed the application on a corner of the 
cement man’s desk. He asked the first ques- 
tion and followed the reply instantly with the 
second, and so on with a rapidity that made me 
gasp. 

“Good fellow!” my friend remarked, when 
we were out in the street. “A little garrulous, 
perhaps. Needed that insurance as a man in 
a well needs a rope. And think of a man who 
is drowning in a well who is ready to chin 
about politics with the fellow up on the curb!” 


SHotT AND SHELL 
The energy wasted in futile talk by almost 
any man during every business day would go 


far to earn him a living. And to business men 
words are solid things. They are to the solici- 
tor the shot and shell with which he storms the 
trenches of indifference to life insurance. A 
mad man would be the commanding officer who 
would order the cannon to be loaded with a 
double charge of blank powder, hoping that 
the thunder of his field pieces would defeat the 
enemy. 

There are some agents who load their guns 
with powder only. Words for them are not 
vital things, but are misused with a careless- 
ness that brings only/a loud noise. 

If you were being sentenced to death, words 
for you would have a meaning that you have 
never given to them. Think of the words you 
intend to use for hours, if a shorter time will 
not suffice, and until your line of argument for 
your next man is in convincing shape. Then, 
and not until then, grip your prospect. Drive 
in your words into his consciousness. And 
don’t talk more than is absolutely necessary. 
When the conversation is sidetracked, switch 
it back to the main line of life insurance. Don't 
let it ramble into the tall timber. 

If you are an unsuccessful agent, or know 
that you are not as successful as you should be, 
take yourself in hand and see if your guns are 
loaded with blank charges. As you talk to 
your man listen to yourself. Try to imagine 
that you are him. Think whether your talk 
would convince you yourself that you need 
life insurance and would pay out for it sweat- 
soaked bills. 

To be convincing, words of solicitation must 
he saturated with earnestness. They must be 
as different from words of ordinary conversa- 
tion as a government ultimatum is different 
from the frivolity over a four o’clock tea table. 
And when a solicitor realizes to the full that 
words for him have the significance of solid 
shot and bursting shrapnel for the artillery 
officer, he will never content himself with the 
loose patter that so frequently is the futile 
ammunition of the futile talker. 


A Cure 


Really there ought to be a school for the 
correction of the over-talking solicitor. After 
six months of the training, with a sure gag, the 
solicitor might be allowed to waggle his tongue 
for fifteen minutes each day. Such a corrective 
would be of vast benefit to a good many of us. 
Unfortunately, there is no such school, and if 
there were few of us would spare the time for 
the course. There is, however, a cure for the 
most intemperate tongue that ever wagged. 

The cure for the man who knows that he 
talks too much and too thin is to sit down at 
his desk and write out just what he intends to 
say to his next prospect. Then let him 
strengthen his sermon, instilling into it every 
novelty that he can dig up. Finally, let him 
condense the stuff to the very minimum. He 
need not commit his little piece to heart. Put- 
ting the arguments down in pencil or ink will 
instruct his tongue what to say and what had 
hetter be left unsaid. 

Try it out. See how it works. It will cost 
you little time and it may bring in a fat com- 


mission. 
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AMORTIZATION DISCUSSED BY 
COMMISSIONER MANSFIELD 


In the annual report of the Connecticut In- 
surance Department dealing with life insur- 


ance, Commissioner Burton Mansfield dis- 


cusses the subject of amortization in connec- 
tion with the bill recently passed in Connecti- 
cut. He says in part: 


Amortization is the gradual extinction of pre- 
miums or discounts, as the case may be, on 
fixed-term securities not in default and fully 
secured, owned by a given party, in such amounts 
and at regular periods, as to bring such securi- 
ties to par at maturity. 

It will thus be seen that amortization applies 
not only to insurance companies, but to savings 
banks, trust companies, trustees and others, and 
also to securities of the nature named, whether 
bought above or below par. In some States, 
New York especially, the plan is made directly 
applicable to savings banks and trust companies 
by law. 

The securities to which amortization applies 
are those which are bought for investment pur- 
poses, and are to be held, theoretically at least, 
until they mature. The plan would not be ap- 
plicable to cases where the securities are bought 
for speculative purposes, or only to be held 
temporarily, or yet to stocks, real estate, or real 
estate mortgages, or to any other form of as- 
sets analogous thereto. 

Investments of a permanent nature, such as 
those held by a life insurance company, are sup- 
posed to be, involve three material elements 
so far as our plan is concerned. They are cost 
price, interest rate, and time of maturity. Un- 
der amortization, we have a value which gradu- 
ally decreases or increases, according to 
whether the securities in question were pur- 
chased at a premium, or at a discount. Of 
course, it goes without saying that as to secur- 
ities bought at par, our plan of amortization has 
no force or application. 

There are two methods of amortization which 
may be used, known as the accurate or scientific 
method and the simple or pro-rata method. The 
first assumes that only the net income igs actu- 
ally received and the difference between this 
amount and the amount actually earned is the 
amount to be used in extinguishing the premium 
or discount. The pro rata or simple method is 
based on the simple process of charging off the 
premiums or crediting the discount in equal 
amounts at regular periods during the life of 
the security. Detailed calculations illustrating 
both methods may be found in the treatises on 
this subject. I do not care to go into them here. 
While for general purposes the second method is 
substantially correct and gives satisfactory re- 
sults the scientific method is the one to be pre- 
ferred and the one which the law recognizes. 
Under either method the values used are not 
affected by a rise or fall in market prices. 

The law of the several States has long since 
fixed a definite rule for determining the liability 
of a life insurance company for its outstand- 
ing obligations and assumes that a fixed rate of 
interest will be earned on the assets held to 
meet them. By analogy it is argued that the 
assets themselves should be as definitely valued; 
in other words that the basis of their valuation 
should be definite and fixed 

Times and conditions affect values so much 
and often so unjustly within very short inter- 
vals that some such plan as we are describing 
seems to be desirable. 

Amortization as a method of valuation has 
come into general recognition in this country 
under the law and under rulings of the Insurance 
Departments, since 1905. It is not a new thing, 
however by any means, even as applied to the 
investments of life insurance companies. In 
England, where ‘‘freedom and publicity’’ char- 
acterize the management and control of insur- 
ance companies far more than here, the market 
price plan taken on a given day, still prevails; 
although amortization has been followed in 
some individual cases for many years. I am in- 
formed that it is followed also by the largest 
of the Australian companies and by one large 
Canadian company, at least. 

Perhaps I have said enough upon this subject, 
but I cannot refrain from stating in closing some 
of the arguments in favor of and some of the 
objections to the plan, even at the risk of re- 








44 LIFE INSURANCE SUPPLEMENT TO THE SPECTATOR. 


peating some of the things I may have already 
said. There are well recognized objections to 
the plan. If we are seeking for a basis of liqui- 
dation, market values alone con control; a false 
theory to be sure, when interpreted in the light 
of the real principles which underlie life insur- 
ance, Where provision must be made far into the 
future as well as for the present; but not so 
when we seek to ascertain the actual solvency 
or insolvency at a given date. It is urged, too, 
as an objection that in times of financial stress 
credit can be taken for values which in fact do 
not exist; that two different companies or even 
the same company may have fixed term securi- 
ties of precisely the same issue among their 
assets, valued at widely different figures because 
of difference in price at different dates of pur- 
chase. Under these last-named circumstances 
securities so held are generally brought together 
and the prices average. Many actuaries and 
other insurance experts think that the system 
tends to introduce carelessness in the manage 
ment of such securities, a sort of laissez-faire 
attitude; that a wasteful management can man- 
ipulate investments so as to show considerable 
profit in case of the higher grade of securities 
and conceal losses in securities of other grades, 
under cover of the plan. These objections would 
have more force in countries where supervision 
is less prevalent than it is in this country. I 
do not think they are entitled to great consider- 
ation under the conditions which prevail here. 
Market prices 4s a basis for valuations are apt 
to be erroneous; especially when taken on a 
given day, and if that day be the last day of 
the year. If such values are to be considered 
at all they should be taken not for any single 
day or for any short period, but on an average 
covering a considerable length of time, so that 
the law of average which controls so many 
aspects of life insurance may also apply here. 
When we consider, however, that the securities 
subject to amortization are not bought for spec- 
wlative but for investment purposes, and that 
the funds are accumulated to meet, as I have 
said, obligations extending a long way into the 
future, and that the rate of interest assumed in 
calculating the present value of these obliga- 
tions and the maintenance of an equitable rate 


of interest by the process of amortization go 
hand in hand, a very strong argument is pre- 
sented in favor of the new method. 





THE REPUTATION OF THE HOUSE 


One of the best assets of any business insti- 
tution, or business man, is a good reputation— 
a reputation for painstaking, honest service, 
reliable representations and fair treatment of 
patrons. 

The reputation enjoyed by a life insurance 
company in any community depends so largely 
upon the efficiency and reputation of its local 
representative that it becomes a matter of first 
importance that those men who are commis- 
sioned as agents, or who are authorized to rep- 
resent the Company in any capacity, shall be of 
such character and caliber as will win respect 
for and confidence in the company which they 
serve. 

If the local agent is a man of high type and 
character, his fellow citizens have confidence 
in him, and regardless of what competing 
agents may say they also have confidence in 
the company which he represents, because they 
know that such a man, well informed on the 
business of life insurance, would not repre- 
sent an unworthy company; and they are dis- 
posed to rely upon his recommendations and 
judgment in making their insurance’ invest- 
ments. 

It is a sad but true comment on too many 
purchasers of life insurance policies that in 
deciding as to their life insurance investment 
they are influenced by and take the advice of 
men whose advice as regards any other form of 
investment they would not even listen to—and 
this notwithstanding the fact that there is no 
investment which the average man makes that 
is of more vital importance to him and his 
estate than his life insurance policy., 

If you are a life insurance salesman of the right 
sort, and it is because we believe you are that 
your contract of agency was approved, make it 
a point when meeting competition and in pre- 
paring your new. policyholders against the 


Thursday 


ravages of the ‘“‘twister’’ to call attention to 
the serious nature and the importance of the 
life insurance investment, and to caution them 
against acting upon the advice of unreliable, 
irresponsible and inefficient agents. 

Good chaliacter and reputation are the insur- 
ance salesman’s best assets, and those agents 
who have such assets should remind prospects 
and policyholders of them, just as a bank which 
can show a good statement overlooks no oppor- 
tunity of calling it to the attention of its cus- 
tomers.—I]linois Life Bulletin. 


HOW TO SELL LIFE INSURANCE 

Selling life insurance is nothing short of cre- 
ating a demand and then supply it. The same 
may be said of any other business in the world. 
It is a mere matter of overcoming obstacles. 
that is why life insurance requires the services 
of a real man to make sales. Another thing, he 
must be at it all the time. 

The business man who ‘locks his business in 
his desk” at the tap of the gong seldom has any 
business to speak of. 

Midnight oil is a bad thing for all of us, but 
having your brain in your game ten or twelve 
hours a day, thinking, planning and carrying 
into execution, is the finest tonic ever known to 
mankind. It is surely true that you are never 
more innocently employed than when the full 
power of your brain is concentrated on the busi- 
ness of your life. 

In an Eastern city a few years ago, a general 
agent kept actual count of the working hours 
of his men. How much time did they devote to 
salesmanship each day? It is little wonder that 
the average production of this gang was only 
$75,000 per man per year; because their average 
working day was but little more than three and 
one-half hours. 

No man can teach you to sell life insurance. 
You already know how. You know it is just a 
matter of brains, hard labor and system, but the 
reward is better than in any other business 
where the same amount of capital is required. 

Punch, push, system, hard work will land you 
on top of the list of producers in your State.— 
German-American Life Bulletin. 
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Liabilities.............. 


ANOTHER NOTABLE YEAR! 


The Germania Life Insurance Co. 
OF NEW YORK 


IN ITS FIFTY=FIFTH YEAR 


Passed the $50,000,000 mark in Assets and 
the $150,000,000 mark in insurance in force— 


Assets (January 1, 1915) $50,874,700.88 
44 459,052.38 











of high standard. 
tract connection: 





Guar. and Dividend Funds $6,415,648 . 50 


Efficient management, attractive and lib- 
eral policies and unusually desirable general 
agency contracts all help to make the GER- 
MANIA LIFE’S growth normal and certain. 

We have a few desirable openings for men 
Address for a direct con- 


HOME OFFICE 
50 UNION SQUARE, NEW YORK, N. Y. 


localities. 


CHICAGO OFFICE: 
INSURANCE EXCHANGE 











1915 EDITION JUST ISSUED 


Prominent Patrons 


Life Insurance 


The best canvassing work ever issued for life insurance 
agents. It contains the names of over 6,000 prominent 
bankers, lawyers, clergymen, merchants, manufacturers—in 
fact, of all classes of men who carry insurance upon their 
lives from $50,000 to $4,500,000. 


Also Over Four Hundred Autograph Letters 
from men approving of life insurance, and giving their rea- 
sons for so doing. 
insurers ever compiled. The names and letters are arranged 
in geographical divisions by States, cities and towns, thus 
giving agents the names of large insurers in their immediate 


This work is now ready for delivery. Printed on fine 
paper and handsomely bound in cloth and flexible leather 
covers; pocket size, for convenient use. 


.f Cloth Covers, - : 
PRICES: | Fiexible Leather Binding, 1.25 ‘* ‘ 


Send 10 cents for sample copy of Life Insurance Canvass- 
ing Leaflet written concerning this book entitled The Force 
of a Good Example. 


THE SPECTATOR COMPANY 


OF 


This is the most complete list of large 


- $1.00 per copy 


135 WILLIAM STREET 
NEW YORK 
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New York, Thursday, June 24, 1915 


WITH THE RATE-BOOK 


Stick to Life Insurance if You Want 
Commissions to Stick to You 


THE ONLY SERMON 


An Agent and Clerk and Policyholder and a 
Map Man Who Did Not Sell His Map 
TWELFTH INSTALMENT 

One day a fellow came into my office to try 
to sell me a map of the city. I had no map that 
hadn’t been worn to a frazzle, so the chap had 
a mighty good chance. When he hit the inner 
room I was busy explaining to a policyholder 
that after he had paid only three quarterly 
premiums he was hardly entitled to get a cash 
loan. You do run across men who have to be 
instructed as to a little thing like that. And 
when you do it always wastes a lot of time. 
Some people seem to think that the sole object 
of a life company is to lend out of the loan 
window everything it takes in at the premium 
window. Anyhow, the policyholder took a 
good half hour or more, and somehow the 
subject of loans evaporated and got switched 
off into the Mexican war. And the first thing 
I knew | was combating arguments for 
grabbing Mexico and shaking it by the neck 
until the rattle and splash of sabered revolu- 
tionists dropping into the Caribbean Sea could 
be heard all over the world. 

I woke up suddenly and remembered that 
we ought to be talking about life insurance, 
and managed, with much effort, to work the 
policyholder toward the door and into the hall. 
When I returned I was thinking about maps, 
for the map agent had spread out his map, 
and I could see that it was just what I needed. 
But my clerk was deep in a wordy fight with 
the map agent. And the wrangle wasn’t maps. 
While the policyholder and I had been scrap- 
ping concerning Mexico, the map agent and 
my clerk had somehow got into a scrap about 
“votes for women.” If there is any topic that 
raises my gorge it is that. And I honestly do 
try to keep out of it. But in two minutes 
three were hammering away at the threadbare 
old time-waster, shouting at one another as if 
we had been delegated the task of settling the 
whole feministic movement. 


Presently | came to myself and yanked 
myself back to my desk. But the map man 
kept it up, and J really think if I hadn’t cut in 
and called my clerk’s attention to a policy that 
he was to deliver, the feministic movement of 
my office would have ended before the rail of 
a police court. The map man had forgotten 
all about maps. He was mad clean through. 
So was my clerk. And so was I. 

“lm busy,” [ said. “I don’t want a map. 
You couldn’t sell me a map if | were as map- 
less as the country known as Hades,” or words 
to that effect. 

But the map man didn’t care. He rolled up 
his map and departed. The last | heard of 
him was an angry monologue out in the hall 
“Give ’em votes! I’d give’em a dish clout and 
a babies’ bottle—that’s what I’d give ’em!” 

It took an open window, a cigar and a good 
hour of hard work to remove the electricity 
from the air. And the dregs of the two 
wrangtes didn’t get out of my system for all 
day. 

That sort of thing doesn’t pay. If you have 
ideas on the Mexican war, or the Belgians, or 
the tariff, or any other subject that there can 
be more than one opinion about, for heaven’s 
sake join a debating society and do the thing 
according to rules and outside of business 
hours. That is a good thing for me to remem- 
ber, and it’s a good thing for you to remember. 
We can all take this hand-out for ourselves 
You see I began it by telling of my own weak- 
ness. And a dozen times a month, for myself, 
I decide that never again, in business hours, 
anyway, will I be led into a dicsussion con- 
cerning any matter that is outside of my own 
line. 

Not Easy 

In these days, when the whole world 1s 
wrangling with tongues and with cannon, it 
is not easy calmly to pursue your vocation 
with never a discussion. Perhaps it is im- 
possible. Maybe once in a while a man has to 
ventilate his opinions. But it never does any 
good to argue about such matters in the really 
brief time that should be devoted to the dis- 
cussion of business affairs. It not only does 
no good, but the man who is ready to be side- 
tracked into talk of other things than his busi- 
ness stands little chance of doing any business 
whatever. You don’t sell maps after wrangling 
about “votes for women,” and you can’t sell 
life insurance unless your man is fully in ac- 


cord with you. And if you have shown him 
that your views on any old subject are dif- 
ferent from his own, you are under a weighty 
handicap. 

I've never seen the map man from that day 
to this. After he hit the street perhaps his 
rage blew him up. But | think more likely he 
was really a sensible fellow at bottom, and was 
ashamed to show his face again in my office. 
Likely when he came in that morning, if | 
hadn't been busy, he wouldn’t have got into 
the wrangle with my clerk and would have 
talked of nothing but maps. What he should 
lave done, of course, was to have taken a seat 


and quietly waited. 


DirricuLt Times 

These are difficult times for the man who is 
rubbing up against his fellows. And it is just 
at such times that the agent who is in good 
training for his task of soliciting life insurance 
will meet with his reward. It is easy to zet 
into a wrangle. And it is difficult to sell life 
insurance under any conditions. So the sclici- 
tor who cannot keep his opinions to him- 
seli about the Kaiser and all the rest will 
surely lose to another what might have been 
his own commission. 

If you’ve got to say your piece, write letters 
to the papers. Few ever read the letters, and 
the chance that your prospect will see your 
name in the daily press is a remote one. Get 
the stuff out of your system in that way. But 
take a grip on yourself, if you haven't got it 
now, and decide that in the future nothing will 
yank you away from the good old sermon of 
the rate-book. The fact that you make the 
decision will help a lot. No doubt, if you are 
the scrapping kind, you wll not entirely cure 
yourself, but you can surely—any man can 
keep out of most of these fiery discussions that 
are with us at present, and are likely to con- 
tinue for some months, at the very least. 

You are a soldier of the rate-book. You 
fight against the army of the uninsured and 
the half-insured. Our “Lusitania” goes down 
every month, every week, every day, every 
hour. It leaves a multitude of widows and 
orphans struggling in the black and icy waters 
of penury. It is your part to fight for that 
multitude. That is your task. All other things 
are relatively unimportant. You are not re- 
sponsible for steering the course of the nation, 
and you can thank your lucky stars that the 
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task has not been handed you. Stick to the 
rate-book. If your man sidetracks the talk— 
swing it back. Talk about just one thing—life 


insurance. In your business hours, that is 


your Belgium, your Kaiser, your Mexico, your 
what-not, your religion. Stick to life insur- 
ance. If you don’t, you can be mighty cer- 
tain that commissions will have a way of 
sticking fast to the other fellow who does stick 
to life insurance. 


AN OPPORTUNITY 

An opportunity to perform a service for your 
policyholders should never be neglected. Such 
a service given freely welds them to you, and 
their sense of obligation will pay you large divi- 
dends. 

One great opportunity lies in pointing out to 
the applicant the importance of nominating a 
direct beneficiary in his application. It is easier 
to take the path of least resistance by accept- 
ing the applicant’s request that the proceeds of 
the policy be made payable to his estate, but 
don’t do it. A beneficiary should be named in 
practically every case, not only where applica- 
tion for insurance is being completed but also 
with old policies which were originally issued 
without direct beneficiary. 

Why? 

Because the fact is usually overlooked that a 
policy payable to the ‘‘estate’”’ of the insured is 
subject to the laws governing the administra- 
tion of estates, which necessarily cause delay, 
inconvenience and expense. 

In the first place the proceeds of the policy 
would be tied up for a year at least under the 
ordinary and usual course of administration. 
Surely an unnecessary delay and a_ probable 
serious inconvenience. 

Second, the expense. The following tabulation 
shows the taxes and fees to which a $100,000 
estate would be subject in New York State under 
present laws. Of course, the same results would 
not apply in other States, but it illustrates in 
varying degree the usual expense involved in 
settlement of an estate in all States: 

Take an insurance policy of $100,000, payable 
to one’s estate, and which would descend to 
one’s parents, brothers, sisters, wife, children, 
or grandchildren, and which couldn’t be closed 
within one year, it would be subject to the fol- 
lowing fees and expenses: 


Inheritance tax, first........... $50,000 $450.00 
Inheritance tax, second........ 50,000 1,000.00 
Executor’s fees, first........... 1,000 50.00 
Executor’s fees, next........... 10,000 250.00 
Executor’s fees, next........... 89,000 890.00 


eee ese ry ae 
Taxes, assessment 60 per cent 
Of CaSh Valuation :........060.00% 


2,500.00 


1,500.00 


WE WG sac cabiedsakavsoneseseneet $6,640.00 


This reduces the $100,000 estate to one of $93,- 
360—6.6 per cent of the estate is swept away in 
one year. 

If this same estate should descend to others 
than the above (nephews, nieces, cousins, etc.), 
the expenses would be as follows: 


PAVE OP CONE ONS ess okisiseiics is $49,000 $2,450.00 
Six per cent on next........... 50,000 3,000.00 
Executor’s fees, first.......... 1,000 50.00 
Executor’s fees, next.......... 10,000 250.00 
Executor’s fees, next......... 89,000 890.00 
RALOTMOY S TOOK: occ sicscccssses 2,500.00 
MUS ia oh aab oes bok ai eKCAR ens 1,500.00 

POEs oésiceh haGiiassanwessabkan eeete $10,640.00 


Third, because by naming a beneficiary all de- 
lay, inconvenience and expense is eliminated and 
the insured may know positively that the pro- 
ceeds of his insurance estate will be promptly 
distributed as he wished and without danger of 
litigation. 

Is it not a service and a duty to point out 
these facts to the applicant for insurance? 

Is it not a great ‘‘oppportunity”’ for the live 
agent to look up all of his old policyholders 
whose policies are payable to estates and call 
their attention to these reasons for change? 
They will appreciate the service you render and 
you will have the satisfaction of knowing that 
your clients have had the full benefit of your 
experience and knowledge.—Field Notes. 


GOOD FELLOWSHIP 


It Docsn’t Really Pay in Soliciting 
Life Insurance 





LOAFING BECOMES HABITUAL 





While Time is Spent at the Club Someone Gets 
the Business—No Gratuities 


Can the professional “good fellow” succeed 
in the life insurance business? 

In other words, does it pay for the agent to 
attempt to get prospects and develop business 
on the strength of his personal acceptability, 
and because he has made himself agreeable to 
those from whom he expects to get applica- 
tions? 

It is probably true that there is less of this 
sort of thing in the insurance business than 
elsewhere; in fact, selling a life policy nowa- 
days is about as “strictly business” as any- 
thing one can imagine. But there are still a 
lot of agents who believe that investing money 
in drinks and cigars and dinners will return 
dividends in the form of fat premiums and 
easy prospects. 

Will it? 

“Frank,” said a life insurance man to a 
young bank clerk, who had a few thousands 
in life insurance but needed more, “I want to 
talk to you some time about a policy. What do 
you say to going to lunch with me to-morrow? 
We can go over the proposition comfortably, 
and decide what you ought to do,” 

That sounded inviting and innocuous, but 
the prospect refused to accept the suggestion. 

“No,” he replied firmly, “I don’t believe I 
want to go. I would feel if I accepted your 
hospitality that I had put myself under obliga- 
tions to you, and that I would have to buy the 
policy. I don’t want to get in that position. 
You don’t have to buy my time, either; but I 
will talk to you about the matter some day 
when the opportunity presents itself.” 


An AVOIDABLE OBLIGATION 


Here was an instance where the prospect 
was rubbed the wrong way by the effort to 
introduce a little of the good fellow atmos- 
phere, even though it was done tactfully and 
cordially, and although the agent and the pros- 
pect were well acquainted. It demonstrated 
that often the wrong note is struck by giving 
the impression that the solicitor expects to 
get on a better footing with the assured by 
paying for the dinner or the drinks that are 
intended to mellow the atmosphere and pre- 
pare the way for the sale of the policy. A 
prospect who was inclined to be _ sensitive 
would feel that he was being led to the 
slaughter, and that his right of decision was 
being taken away from him, and would in- 
stinctively oppose such a proposition. 

“I don’t find it either desirable or neces- 
sary,” said a successful agent, “to be a ‘good 
fellow’ in order to get business. In the first 
place, I think I can make myself persona grata 
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without asking ‘What’ll you have?’ I try to 
meet my prospects and win their confidence 
and esteem, but it isn’t necessary to pass out 
gratuities in order to do it. 

“Life insurance is a serious, business-like 
proposition, and it is up to every agent to give 
it the dignity which belongs to it. To en- 
deavor to pave the way by ‘treating’ is to put 
the proposition on the wrong plane. A cloth- 
ing salesman or a machinery man might find 
it worth while to do this sort of thing, but it 
doesn’t strike me as good policy from the 
standpoint of either the agent or the assured. 
The latter wants to know that he is getting one 
hundred cents’ worth of value for every dollar 
expended, and if he is given dinners and 
drinks by the agent he cannot help feeling that 
the margin of profit to the latter on each policy 
must be excessive—which, of course, it is not.” 


Busy MEN Get THE BUSINESS 


One of the worst features, however, about 
trying to be a good fellow, as a business pro- 
gramme, is that so insidiously does the matter 
progress that the agent who uses this system is 
soon spending most of his time loafing, under 
the impression that he is building up good will 
and making it easy for him to write insurance. 

He will spend much of his time around lunch 
at his club, meeting the earlycomers and re- 
maining with the late stayers. He will go to 
the ball game, realizing that he will likely fall 
in with some people who can be “useful” to 
him. In other words, he will be so intent on the 
means that he will forget the end, which is to 
get business. And meanwhile the chap who 
doesn’t know of any other way to write an 
application than to go out and sell it to some- 
body—no matter whether he ever saw him or 
not—will be piling up the business, while the 
good fellow is assiduously cultivating people 
who are financially able, he figures, to buy poli- 
cies worth while. 

And the trouble about getting business of 
this kind, even where the agent succeeds in 
making himself the intimate of people who 
ought to have insurance, is that the latter re- 
gard the business they place with him as a 
gratuity. Think how humiliating it should be 
to a man with any kind of spirit to realize that 
he has been given an application, not because 
the prospect was sold by means of his solicita- 
tion, but because he himself was a good fellow! 
And yet a lot of business is secured just in 
that way. 


EXPERIENCE OF ONE CLusB MAN 


“T bought a policy from young Jones,” said 
a well-known clubman and society man in an 
inland city recently. ‘“He’s a nice boy and 
needed the money, so I signed up with him.” 

How many renewals do you suppose will be 
paid on that policy, and how valuable to the 
company, the agency and Jones himself is 
business of that sort indicated? 

One of the best examples of what happens to 
the good fellow who relies on his good fellow- 
ship instead of on hard work to land business is 
the career of a life insurance man who may 
be called Smithson. He got the general agency 
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for an excellent company, and set out to make 
a name for himself. He rented a house in an 
exclusive, “swell” neighborhood; bought a 
$5000 automobile ; joined a number of the lead- 
ing clubs, and started a campaign which was 
intended to make him the familiar of all the 
“prominent citizens” whom he met in his social 
meanderings. He did win the casual friendship 
of some of them, and actually landed policies 
from a few; but the net results of his efforts, 
after the company had borne with him for four 
or five years, were the loss of the agency, the 
sale of the car and removal to another city, 
where he took up work as a solicitor in the 
field for another company. It is to be hoped 
that the lesson went home, and that he is 
writing business now as a real agent, and not 
as a good fellow. 


ESTABLISHING DOWRIES 





Insurance for Children—Both Boys and 
Girls 

While going your rounds in landing full- 
grown prospects did it ever occur to you to 
ask about the children? It may be that your 
company does not insure infants, but if you are 
able to develop enough business in this field 
it is hardly doubtful what action the company 
will take in order to help you land some of it. 

After you have talked protection for the 
widow and children successfully, drive home a 
few questions as to what future there is in store 
for his sons and daughters. An endowment 
policy for a child from one year old up is a 
thing that will surely make the father provide 
systematically for the future of the children. 
For the son it may be applied toward his edu- 
cation in college, or it may be used in starting 
him in business. For the daughter it may 
be also used for her higher education. Then, 
again, there is another important use to which 
the money for the daughter can be put, and 
that is in the form of a dowry for the estab- 
lishment of her home. 

FEMINISM AND SUFFRAGISM 

In the last few years there has grown up a 
world-wide movement known as “Feminism.” 
This movement in society was due to the fact 
that woman has played so important a part in 
industry, particularly since the introduction of 
machinery. Economic complications followed 
so rapidly upon each other as a consequence 
of the woman’s existence in industry that 
virtual social revolutions have been hamp- 
ering development for the last few years. Not 
the least important of the revolutions is that 
led by the co-called Feminist movement, which 
demands the economic independence of woman 
even in the family life. Another, the Suffrage 
movement, demands participation in political 
life on an equal plane with man. 


Economic Race SuIcipE 
While this is no dissertation on either one 
of these social problems, it was considered 
necessary to allude to them in considering the 
question of dowries for children. A few years 
ago President Roosevelt appointed the Com- 
mittee of One Hundred to investigate the ques- 


tion of race suicide. In its report the com- 
mittee found among other things the fact that 
the average age at which people were marrying 
is increasing. It was therefore inferred that 
the higher age at which people married was 
having a deleterious effect on the growth of 
the race. In following up the problem of why 
people deferred the hour of marriage to so late 
a date, the committee found that it was chiefly 
a question of dollars and cents. The man was 
not earning enough to support a wife and 
family, and there was no law whereby he could 
have the support of his wife’s parents after 
marriage. Loose moral living, causing the 
demoralization of health, was one of the evils 
which followed from this delay. The com- 
mittee found in this an enormous economic 
waste. While nothing was offered by the com- 
mittee in the way of a solution of the problem, 
it seems to be quite evident that the promotion 
of the dowry principle would be the real force 
that would meet the problem. 


PREVENTION OF RACE SUICIDE 

3y practicing systematic thrift in the family 
life, a genuine dowry fund could be established 
by insuring each child one year old on the 
twenty-year endowment plan, which would 
mean that at age twenty-one there would be 
some estate with which to begin major life 
without particular handicap. 

A number of companies issue child endow- 
ments, or so-called education policies, which 
provide for every requirement here set forth. 

There was an allusion above to the social 
activities of woman in two big fields—politics 
and economics. In both these camps _ place 
good, big field guns and you will take the 
camps by storm. Try it and see what the 
result will be. Meanwhile, don’t forget that 
there are a few ambitious sons who will need a 
little capital to get them started in business. 


“ANNUAL AND DEFERRED DIVI- 
DENDS” 


Ninth Annual Edition Now Ready 


The Spectator Company announces the publi- 
cation of the 1915 edition of Annual and De- 
ferred Dividends, which presents in compact 
form the amount of annual dividends per $1000 
of insurance paid in the year 1915 on the three 
leading forms of policy contracts, viz.: ordinary 
life, twenty-payment life and twenty-year en- 
dowments, issued during a period of twenty 
years. The dividends are given for ages at entry 
of 25, 35, 45 and 55, and in many instances for 
ages 30, 40, 50 and 60. By a concise form of ar- 
rangement the figures are shown in immediate 
contrast with the premium charged, so that the 
determination of the net cost is easily arrived 
at. 

NET COSTS PER $1000 

In addition to the tables showing the actual 
dividends paid there are others showing the net 
cost in 1915 of policies issued in each of the 
years from 1894 to 1914, net cost signifying pre- 
miums less dividends. This series of tables 
given in connection with each company affords 
a prompt comparison, the simplicity of which is 
enhanced by their reproduction on flaps for indi- 
vidual companies. By this means an agent of 
a particular company, having the dividends paid 
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and net costs of his own company on the two 
flaps of the book, can make instantaneous com- 
parison with any other company included in the 
work, 

DEFERRED DIVIDENDS 

Tables are also presented showing the divi- 
dends paid in 1914 on policies with deferred 
dividend periods of five, ten, fifteen and twenty 
years. Such tables show the annual premium 
rate, the total premiums paid in the period, the 
dividend paid, the net cost for the period and 
the average annual cost per $1000. No such 
complete and instructive information has ever 
been presented in any work. Other tables will 
show dividends being paid in 1915 under deferred 
dividend policies for all ages for some com- 
panies. 

In order to make Annual and Deferred Divi- 
dends complete in every particular there is pre- 
sented information regarding the annual divi- 
dends paid in 1914 on policies issued in the 
years 1883 to 19138, arranged in the same form as 
the dividends paid for 1915. This section also 
includes a showing of dividends on ordinary life 
policies over twenty years old, and also the 
dividends being paid on paid-up policies. 


INSTRUCTIVE COMPARATIVE TABLES 

An important feature of 1915 edition of Annual 
and Deferred Dividends consists of a series of 
tables showing the net cost per $1000, year by 
year, for ten years, of the several forms of 
policies from one to seven years old inclusive, 
also policies ten, fifteen and twenty years old. 
These tables show the companies arranged alpha- 
betically, with one line of each of ten dividend 
years for each age and form of policy, so that 
a direct comparison is avalable for all com- 
panies. 


METHODS OF DIVIDEND COMPUTATION 

A most valuable chapter prefaces the tables 
explaining in detail the methods adopted by the 
companies in computing their dividends on both 
annual and deferred dividend policies. This 
chapter is compiled from the returns made by 
the several companies to the various Insurance 
Departments and is consequently an authorita- 
tive statement. 

Annual and Deferred Dividends comprises the 
most elaborate presentation of this interesting 
subject yet presented, and is an invaluable aid 
to every agent in the business. No publication 
gives so much information regarding dividends 
as does this comprehensive work. It is hand- 
somely printed from clear type, is bound in flex- 
ible leather in convenient pocket form with ex- 
tension flaps and sells at $1.50 per copy. Address 
all orders to The Spectator Company. 


A FIELD FOR ENDOWMENTS 


College Men Assemble at Commencement 
Time 

To a college man the phrase “Alma Mater” 
means a great deal. More especially is this 
true at this season of the year when commence- 
ment is at hand and the various classes are as- 
sembled at the campus of their college for the 
anniversary of their graduation. The subject 
that is uppremost in every one’s mind is “Alma 
Mater,” as it is the one thing that is common 
to the entire assemblage—what can be done 
for her? 

Although it is not primarily the object of life 
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insurance, there should be no reason why the 
insurance agent should not carry his semi- 
philanthropic work to such gatherings and 
make the best of his opportunity by putting in 
an appearance on these occasions. The alumni 
are always at this season trying to make ar- 
rangements for raising funds for some suitable 
token of appreciation to the college. Certainly 
the simplest way to make sure of a genuine 
donation is in the form of an endowment. 

A large number of prospects are therefore 
inviting the insurance agent to come and show 
them the advantage of group endowments for 
the benefit of the class, in order that the system 
of financing can be simplified and the benefit 
There are many exhibits of sta- 
proving without any: question the 
economy of investment in endowment insur- 
ance. The thing for the agent to do is to make 
arrangements to take some small part in the 
class meetings, and take advantage of the op- 
portunity to help the class establish an endow- 
ment fund through the medium of life in- 
surance. 

Other opportunities will promptly present 
themselves as further prospects. First, you 
will have developed a large acquaintance. Sec- 


ascertained. 
tistics 


ondly, there are many college men who belong 
to Greek letter fraternities which are always 
looking for endowment funds for various pur- 
poses. One fraternity man will be desirous of 
establishing a scholarship prize fund for the 
members of his chapter; others want a fund 
to help needy students through college; still 
others are in need of building funds. 

As most of the fraternities have some rich 





members they are always in hope that these 
few will establish the funds. The result is the 
fraternities continue without the funds, as they 
are not properly organized financially to look 
after their maintenance. Hence the creation of 
funds fall by the wayside. 

Even where funds exist, the operating ex- 
penses of them are so high that little real bene- 
fit is derived from them. The agent, however, 
can give scientific proof that the insurance 
company will give the best return on the in- 
vestment for the smallest cost and certainly the 
least human effort on the part of the members. 

The public speaker is in the position of 
having an audience that is concentrating on the 
subject of which he is speaking. He has the 
advantage of never being interrupted as long 
as he maintains a proper dignity. He wins 
many converts, and those of his listeners who 
have not been converted have at least begun to 
think. They have been obliged to think along 
lines to which they had never before given any 
attention. 

The life insurance agent to attain great suc- 
cess should avail himself of every opportunity 
to address an audience, and in case where there 
is not a set programme, communicate with or- 
ganizations in order to create an opportunity 
to be heard. 

So in the case of the college class and the 
fraternity, select a topic that you can be sure 
will have their interest and give a brief talk. 
It will be much easier to get action from a 
class by talking to it in a body than by talking 
to the individuals. Incidentally you will prob- 
ably convert a few more to life insurance 
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ANOTHER NOTABLE YEAR! 


The Germania Life Insurance Co. 
OF NEW YORK 


FIFTY-FIFTH YEAR | 


Passed the $50,000,000 mark in Assets and 
the $150,000,000 mark in insurance in force 


Assets (January 1, 1915) $50,874,700.88 | 
44,459,052 .38 | 
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Guar. and Dividend Funds $6,415,648 . 50 


Efficient management, attractive and lib- 
eral policies and unusually desirable general 
agency contracts all help to make the GER- 
MANIA LIFE’S growth normal and certain. 


50 UNION SQUARE, NEW YORK, N. Y. 
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GET PROSPECTS ON THE DOTTED 
LINE 

It is a fact that many times an agent has in- 
terested his prospect, perhaps after much toil 
and hard work, and brought him to the point of 
signing his name on the dotted line, when— 
presto!—something occurs that diverts the pros- 
pect’s attention or switches him off the track 
and then the agent’s goose is cooked. The 
prospect never gets back to the point at issue, 
and the solicitor withdraws sadder and wiser, 
and with an hour’s hard effort gone to naught. 

In other words, it is more or less of an art 
to actually clinch the transaction when solicit- 
ing life insurance. Not only must the agent in- 
terest his prospect, but he must have the talent 
and the ability to induce him to sign the ap- 
plication. It is one thing to bring his prospect 
to see that life insurance is good and that he 
needs it; it is ofttimes quite another thing to 
influence him to come right down with his signa- 
ture and thus definitely to commit himself. 

It is often said that Mr. So-and-So is a good 
drummer-up of business, but a poor closer. But 
why should he be? If he has the gift to present 
the subject in an attractive light, why shouldn’t 
he be able to carry the matter to a successful 
conclusion? It is because he not only talks too 
much at times, but because he talks beside the 
point and branches off into an irrelevant dis- 
cussion of any old thing other than the matter 
in hand. 

Mr. Agent, if you will confine yourself to the 
purpose for which you visited your prospect, talk 
right from the shoulder on that subject only, 
hold his attention from beginning to end, and 
at the psychological moment, which as a solicitor 
you ought to be able to recognize, place before 
him the application for his signature; there is 
no reason under the sun why you should fail to 
secure it. If, as you draw the application from 
your pocket, you begin to tell a good story you 
heard the other day, or pass remarks upon the 
warm weather we are having, just that little 
thing may be quite sufficient to create a diver- 
sion that will be fatal to your securing of the 
business.—Prudential Weekly Record. 


| Anaual and Deferred Dividends 


Dividends Paid to Policyholders in 1915 and 1914 





by 


Life Insurance Companies on 
Annual Dividend Policies Issued in the Years 
1884 to 1913 and 1914 inclusive 


on 


Ordinary Life, Twenty-Payment Life and Twenty-Year 
Endowment Forms per $1,000, by 5-year Periods, 
at Ages 25 to 60 at Date of Issue. 


Also Results under Deferred Dividend Policies with 
5, 10, 15 and 20 Year Periods. 


Includes tables also of net cost for each company. 
Extension flaps for comparison. 
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We have a few desirable openings for men 12 Copies, 15.00 
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CLAIMS AND COMPANIES 


Remarkable Cases Arise in Casualty 
and Surety Fields 


THE STORY OF THE BOSS BRICK MASON 


How a Keen-Witted Adjuster Encountered, Not a 
Death But a Murder 


It is strange that in an age when tales of 
mystery and romance are so much in demand, 
so little attention has been given to the stores 
of material which lie hidden in the files of the 
great casualty and surety companies of the 
country. The claim departments at the home 
offices of these companies, in 
New York, compare in interest with the po- 
Yet very seldom 


Jaltimore and 


lice archives of a great city. 
does anything authentic come out of them. 
The reason is that most of the material must 
necessarily be confidential, The men who 
deal with 
surety and liability, have a professional atti 
tude their 


is distinctly bad form. 


these cases, the claim men, both 


toward work. Self-advertisement 


One Man's EXPERIENCE 


One of the most successful of the liability 
claim adjusters is an elderly little man living 
in a Western city, if he may be said to live 
anywhere, for he is generally on the road. 
We shall call him Mr. Smith. He is of rather 
shabby appearance, going about in baggy 
trousers, an old bowler hat, and invariably 
carrying a green umbrella. This man, com 
monplace enough in appearance, possesses the 
weasel. It is 


more useful qualities of the 


never safe to hazard a conviction as to the 
outcome of a case when he sets out to investi 
gate it. In numerous instances he has uncoy 
cred unexpected and = astonishing circum 
stances, laying bare hidden facts and motives 
to the advantage of his employers. 

As an example of his powers, take a case 
recently settled in a Western State, where a 
boss brick mason, whom we shall call Crow 


der, engaged in work on some farge buildings, 


was killed. The accident was promptly re- 
ported by telegraph, and Mr. Smith arrived 
next day. He went at once to the place of the 
accident and had a talk with the superinten- 
dent of construction. 

The man admitted he had ordered Crowder 
to point up the wall, the mortar of which had 
not yet fully set because of recent rains. A 
light, swinging scaffold was used in the work. 
This scaffold was supported at the ends by 
ropes and iron hooks passing over the top of 
the wall. It which, 
pulling through the wall, had 
mason, along with a quantity of bricks, and 
killed him. 

The story was corroborated by eve-witnesses, 
scaffold, 
with a heap of bricks, lay in the exact posi 
tion in which they had fallen. The other hook 
still clung to the wall, three stories up, with 


was one of these hooks 
fallen on the 


and the ropes and hook, together 


its ropes dangling. The evidence pointed un- 
mistakably to the liability of the employer in 
having ordered its man up on a weak wall. 
There seemed no possibility of any mitigating 
circumstances which would overcome this 


SMITH'S INVESTIGATION 


Yet, Mr. Smith pottered about all morning, 


poking among the rubbish heaps with his 
green umbrella, as if he expected to find some- 
thing there, to the amusement of the men 

[It was a cool, misty spring day, with beads 
Mr. Smith 


unfinished 


of moisture clinging to the ropes. 
climbed the ladders between the 
floors until he reached the top of the building, 
where workmen were putting on a tar and 
gravel roof. He went over to where the re 
maining hook had been placed, noted its posi 
tion and how the point was backed up by a 
plank, which gave it a better purchase on the 
wall. Then he measured with his eye a seaf 
fold’s 
the place where the other hook had pulled out 

But the wall at this point wa 


Puzzled, he paced the distance, but 


distance along the wall, and looked for 


intact. 

with the 
same result. He climbed down and measured 
the scaffold with a rule, to make sure of his 
calculations. What he determined was that at 
the exact point where the fallen hook was said 
to have pulled through the wall, the wall was 
single brick was 


wholly undisturbed. Not a, 


out of place. 


At the superintendent's office, Mr. Smith 
found the The plans 
that at the hook 
rested should have been a little pier 18 inches 


clue to this mystery. 


showed point where the 


high by 24 inches wide. Again climbing to 
the roof and making a more careful examin- 
ation of the top of the wall, Mr. Smith found 
evidence that this pier had been pulled off. 
It was the brick forming this pier, not the 
brick of the wall itself, that had fallen on the 
mason. The importance of this discovery was 
that anyone should be so stupid as to place a 
hook over a little brick pier the mortar of 
which had not yet set. It 


was not merely 


stupid; it was criminal. 


Onr M AN'S Conpuet 


During the progress of his investigations 
Mr. Smith’s attention 


culiar conduct of one of 


was called to the pe- 
the gravel roofers. 
The man was apparently maneuvering so as 
to keep him constantly in sight. Passing him 
on the way to the office, Mr. Smith noticed that 
he was white and trembling. A few minutes 
later, returning, he found the man gone. The 
foreman of the roofers explained that “Bill” 
had been taken suddenly ill and had gone 
home for the day. Bill had been the regular 
hook tender, and the accident of the previous 
day had unnerved him. 

“| shouldn't 
marked the 
Providence had a hand in this affair.” 

“Ves 2” Smith. ‘‘That is, 
do you mean?” 

“Women,” 
ly. “Crowder was always after them.” 

As Mr. Smith came up the graveled path 
leading to Bill’s cottage, the sick man sat on 


Bill,” re 


“Looks to me like 


worry if | were 


foreman 


queried Mr what 


answered the foreman, succinet 


the front porch. “lL knew you'd be after me,” 
“Well, sit 


make a clean breast of the whole affair. 


he exclaimed down. I want to 

“Tirst, | did not set the hook that pulled the 
bricks der. | 
the wall at the time. But I'm 


down on Crow wasn't even on 


responsible for 
everything that occurred 


“TL was up there on the roof working alone 


when aman by the name of Sanders, a car 


penter and a friend of mine, came along 


Sanders had been drinking, for he’s had a lot 


of trouble He began to go over it with me, 


Fold me how he felt about his daughters. He 
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has three of them—fine, modest, pretty girls; 
one almost ready for high school. He said 
how proud of them he was; what hopes he’d 
set upon them. And he has a wife—a hand- 
some woman, steady-going, devoted to her 
family—that is, she used to be until Crowder 
You can guess the rest. 

“Sanders was near crazy with it all, and 
talked about killing the fellow offhand; only 
he feared the disgrace to the children. I felt 
so sorry for him I couldn't hardly speak. We 
talked it over for more than an hour. Sand- 
ers’ family and mine had been close friends 
and long time—borrowing 
neighbors, as they say—and my wife thought 
the Mrs. Sanders until this thing 
came up. 

“All the were talking Crowder 
was on the wall pointing up, and now and then 
he’d holler up at me to shift the hooks, and 
I'd move them along the wall a few feet. 
Every time he hollered, Sanders would sort 
of suck in his breath, and bye-and-bye he 
stopped talking and began walking up and 
down the roof, looking at rhe wall. 

““Bill, he says, coming up to me, ‘Your 
family and mine used to be ‘mighty good 
friends until things got busted up for me.’ 

“*Ves,’ I says. 


came along. 


neighbors for a 


world of 


while we 


s1LL Gores FISHING 


“‘*And if he was took suddenly off, maybe 
your wife and mine could be neighbors once 
more, and borrow things of one another again, 
and all would be forgotten. The children need 
never know.’” 

“*What do you mean, Jim?’ T asked him. 
‘You ain't going down there and kill him, are 
you?’ And I looked him over for a gun. 

““No, Bill’ he says; ‘I ain’t got a gun. 
there’s more ways than one of killing a cat—or 


Sut 


a hound.’ 

“Then he goes over to the wall again and 
looks down, and then comes back and says: 

“ ‘Rill, this is a great day for fishing. I’m 
sure the bass are biting fine to-day.’ 

“*What do you 
to-day. I gotta stay on the job.’ 

““T have a boat and fishing tackle on the 
river. You go and have a good time. I'll 
tend hooks for you this afternoon, Bill.’ 

“There was nobody on the roof but me and 
I done it for John Sanders 


mean? I can’t go fishing 


him, and [ done it. 
because he asked me to. Nobody seen me go. 
I slipped away so quietly. And nobody but 
you knows the hook wasn’t set on the wall, 
and that what happened yesterday wasn’t no 
accident.” 

Ilere it was. The whole story had come 
out. There was no accident about Crowder’s 
death—it Yet the killing 
had been done under such circumstances that 


was assassination. 
no jury, certainly no Western jury, could by 
anyone be expected to convict. It was equally 
improbable to expect a jury to hold the com- 
pany responsible for Crowder’s death. 

The outcome justified Mr. Smith’s expecta- 
tions, He obtained a release for his company 
for a nominal sum. Neither Sanders nor his 
neighbor was prosecuted. 
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What Six Months’ Experience Has 
Shown in New York 





COMMISSION JUSTIFIES REDUCTION 


Says Losses and Rates Will Probably Rise in the 
Future 


The Workmens Compensat®n Commission, 
says The Annalist of New York, in its capacity 
the State Insurance Fund, 
for reducing 
the premiums charged for insuring employers’ 
liability to a point 20 per cent below the rates 
mutual 
panies, which rates have been practically pre- 


as administrator of 


has come in for much criticism 


charged by stock and insurance com- 
scribed by the State Insurance Department, on 


which the law makes it incumbent to see that 
the rates charged are adequate. 

The rates of the State Fund are fixed by the 
and at the 
lower than those 
After the 
experience, ended December 
cut them 11 2-3 
time the Commission 


Compensation Commission outset 


they were made 8% per cent 
of the stock and mutual companies. 
first six months’ 
31, 1914, the 


more. At 


Commission 
the 


per 
cent same 
declared its intention of returning to its policy- 
holders dividends on the first six months’ busi- 


ness on an average of 15 per cent. 


THE COMMISSION'S VIEW 

Competition has been severe and even bitter 
the the stock mutual 
companies and the State Fund, and critics of 
the Commission been slow to charge 
that it has the 
race for business. Members of the Commission, 
on the other hand, declare that their action is 
fully justified by the actual results of the first 
of the State Fund's and 
required or contempulated by the 


from start between and 


have not 


adopted a reckless policy in 


period operation 
either 


under which they are acting. 


are 
law 


their allegation of recklessness 
the fact that 
compensation 


In support of 
in European 
there 
has been a constantly mounting scale of expen- 


the critics point to 


countries having statutes 


2 e, ° : 
diture and a consequent increase in premium 


invariable growth in the 


reported. 


rates, owing to an 


number of accidents As knowledge 
of the compensation system spreads, workmen 
make of minor injuries for 
which they would not have brought suits under 
the old made no 
claims for in the early days of the new. The 
is that in New York State claims for 
injuries will be far more numerous a few years 
from now than in the first few months of opera- 
the State 
crease in the 
hence in the premiums. 


claims on account 


system and in many cases 


inference 


tion of Fund, with a consequent in- 


actual cost of insurance and 


EUROPEAN EXPERIENCE 


The following table shows the total losses in- 
curred in per cent of wages (except France, for 
which premium rates are given) for the vari- 
ous named, beginning with the first 
year after the inauguration of workmen's com- 
pensation and liabilty insurance, 
and extending either to the end of the twentieth 
the year: 


countries 
employers’ 
available 


or to latest 


SUPPLEMENT. 


Thursday 





YEAR Germany. Austria. *France. Italy, 
Me eieiretar es mints aac O77 O76 1.854 1.01 
Deere Pelee et 225 225 1.832 1.00 
iRise aust erate aris ene 3027 317 1.958 1.16 
Re dial acececwte-wnats 417 413 2.027 1.53 
| ESAT nee ones 513 .52 2.198 1.75 
ers Sulera erat ale 613 517 2.262 1.92 
Roe es bre eee .728 665 2.352 1.97 
a Wich seta eee .816 782 2.294 1.98 
Di iennenewes es 907 .892 2. 

MS eh i ecaGce tosis ieruls 964 1.009 % 
| HO Treen are ae 987 1.148 2 

Te ge ere aa re eerie 1.018 1,266 
| ER ee eee 1.027 1.415 

Ee Ce 1.054 1.486 

NOS 5 aiatelacese. 3 «Sale 1.085 1.521 

ED SEE 1.217 1.607 

Sere orn 1.280 1.605 

NACL ie Rone 1.298 1,606 

Bc iaiptareretalata nies 1.314 1.606 
ER one a itieceie elec eran e 1.319 1.665 


* Premium rates only. 
In every one of the countries cited there has 
been an almost uninterrupted rise in the yearly 


charges. Compared with the first-year figures, 
this increase ranges from 25 per cent in the 


case of France to more than twenty times the 
original amount in the case of Austria. 

The Austrian Insurance Organization and the 
Holland State Fund for the first five 
of their results, 
the amounts being in crowns: 


Insurance 


years existence showed these 


YEAR. Deficit. Deficit. 
Austria, Hlolland, 

Misvastematescusintute ausreree ete *574,480 *245,000 

Dire d onda hes sed ee ake 57,875 143,000 

ASsi ain ava! sScalghO eieYoibyelmie ets Sat 258,000 563,000 

Bi cote ailesemies sate ee woere ae 826,500 1,056,000 

Bb caiat levees aieierace- Core eihoe 979,800 525,000 


* Surplus. 

VARIATION OF ACCIDENTS 

The further point is made that the number of 
injuries to workmen varies with the degree of 
industrial activity, and that the half year’s ex- 
perience of the State Fund was at a time of de- 
pression in this State, with much unemploy- 
ment. When abundant and em- 
ployees are working overtime, accidents occur 
more frequently than when trade is slack. In 
1908, a year of France, 
Germany, Holland and Italy reported fewer ac- 
cidents than in 1907. 

This fact is freely admitted by those responsi- 
ble for the State Fund, so far as it is not due 
to the number of workmen employed, 
which, of involves lower payrolls and 
hence smaller premiums to be paid by the em- 
ployer. that there will be a 
continual rise for some years in the number of 


orders are 


industrial depression, 


smaller 
course, 


They also admit 


accidents reported, the amount of the awards to 
be paid and the cost of the insurance. 

They argue, however, that this has nothing to 
do with present rates, which are not made for 
a series of years, but for the next six months. 
After that they will be made for one year at a 


time. It is conceded that they will be higher 
later on. While an insurance company, they 
say, naturally looks to the profits of current 


business to fortify them against heavier losses 
in the future, the purpose of the State Fund is 
If the cost is low 
charge low now; if it is 
higher in future charge should be 
higher. They would not be justified, they say, 
in overcharging now, in order that they might 
undercharge later. The liabilty to the insured 
employer, they not a continuing 
one, as in life is for his acci- 
dents in a certain period, like the basis of fire 


to supply insurance at cost. 
should be 
the 


now, the 


years, 


point out, is 
insurance, but 


insurance. 


CONTINUING 

There is a liabilty of a different 
sort. A manufacturer is insured against his 
liability for accidents occurring between July 1, 


LIABILITY 


continuing 
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1914, and December 31, 1914, but the compensa- 
tion to be paid for those accidents may extend 
for years. To meet these continuing liabilities 
loss reserves are established. To the argument 
that the schedule of loss reserves established 
by the Commission is inadequate, they reply 
that the State Insurance Department has just 
adopted it for the mutual companies and made 
it mandatory on them. 

The law itself requires that a special reserve 
be set aside for the catastrophe hazard and fixes 
the amount at 10 per cent of the premiums until 
$100,000 has been accumulated, and 5 per cent 
thereafter until the Commission, which is guided 
by the advice of actuaries and other experts, 
considers it sufficient. 


ACTUAL RESULTS 

The Annalist has obtained some heretofore 
unpublished figures of the actual results of the 
first six months’ operation of the State Fund, 
which bear on the arguments advanced pro and 
con. The amount of business written is greater 
than that of all the mutual companies com- 
bined and greater than any of the stock com- 
panies, with one exception. 

The number of policyholders on December 31, 
1914, was 7125. The half-year’s premiums on 
policies in force was $689,765, loss payments so 
far made, $37,776, and the loss reserves, $366,470. 
The catastrophe reserve reached $64,515, so that 
before July 1 next the amount of the premiums 
held for this purpose will probably be reduced 
from 10 to 5 per cent. The surplus remaining 
for policyholders was $178,897, or 27 per cent of 
the premiums, instead of the 15 per cent the 
Commission has talked of paying in dividends. 

The ratio of loss and loss reserve to pre- 
miums was 63 per cent and the catastrophe re- 
serve 10 per cent. The surplus of 27 per cent, 
which would represent the profits of an insur- 
ance cempany, is held to warrant amply the 
reduction in premiums that brings them 20 per 
cent, instead of 8% per cent, below those of 
the companies. 

THE STATE FUND’S SHARE. 

As to the adequacy of these premiums, as 
compared with those of the companies, it is 
pointed out that of the company rates one-third 


is allowed for expense, the other 66 2-3 per cent 


representing the net insurance premium. AS 
the State pays all expenses of the State Fund 
until January 1, 1917, it has nothing to allow 
for expenses, so that it receives 80 per cent of 
the company rates for net insurance premium, 
while the companies receive but 66 2-3 per cent. 
Before the reduction was made the State Fund 
received 91% per cent. This was the case 
during the six months of 1914, from the surplus 
of which the dividends are to be paid. 

F. Spencer Baldwin, manager of the State 
Fund, discussing these points with an Annalist 
representative, said: 

The law requires the commission to fix rates 
at the lowest possible amount consistent with 
the maintenance of a solvent State Insurance 
Fund and the creation of a reasonable surplus 
and reserve. No dividends can be credited to 
policyholders until the surplus and _ reserves 
have been set up as required by law. These pro- 
visions of the law are mandatory and prevent 
any action with respect to rates or dividends 
which would impair the complete solvency of 
the fund. a 

The law, moreover, required the commission 
to make a readjustment of rates on January 1, 
1915, and also authorizes the declaration of div- 
idends on the business of the first six months. 
In accordance with this requirement the policies 
of the State Fund were written for only six 


months and not for one year, as in the case of 
the liability companies. 

With respect to dividends the law provides 
that if any account shows a balance in any 
group above the amount required for compensa- 
tion payments, surplus and reserves, it may, at 
the discretion of the Commission, be credited to 
the employers in such group on their next in- 
stalment of premium. The law contemplates 
the distribution to policyholders of any amount 
collected from them in excess of the payments 
of compensation on their account and the pro- 
vision for surplus and reserve, as required by 
law. 

DROP IN EXPENSES EXPECTED 

Another point made against the State Fund is 
that on January 1, 1917, it will have to begin 
paying its own expenses, which will increase 
the premiums. Mr. Baldwin pointed out as 
against this that in all probability the catas- 
trophe reserve would be sufficient by that time 
and the 10 per cent of the premiums now al- 
lowed for that purpose would no longer be 
needed. This reduction, he said, would roughly 
offset the increase for expenses. For the first 
six months the expenses were $82,446, or 13 per 
cent of the premiums, and it is expected that 
now the system is established the expenses will 
drop to less than 10 per cent. 

Excessive Use of Technicalities 

In his report on the affairs of the Colum- 
bian Protective Association, the New York In- 
surance Department examiner reviews the sub- 
ject of adjusting accident claims on a basis of 
strict technicality rather than on one of equity. 
Concluding the report, he says that while it is 
obvious that insurance corporations must trans- 
act business by means of a strict contract with 
the persons they insure, nevertheless it is also 
clearly apparent that there is another test con- 
cerning the question of the fulfillment of every 
contract other than the application of a more 
rigid technical defense. The examiner points 
out that if the contract specifies that a physi- 
cian must see the insured twice a week when he 
is receiving indemnity, and the insured breaks 
a leg so that it is impossible for him to work, 
all unbiased men, he says, would say that he 
would, in equity, be entitled to the full indem- 
nity if he does all that a prudent man should 
in secking medical attention. The fact that the 
physician does not see him twice a week, as the 


contract provides, ought not to be so vital as 
to shut him off from benefits. The same argu- 
ment holds true in the case of late notices. 


AETNA’S EXHIBITS FOR THE 
EXPOSITIONS 

An extensive exhibit of the latest safety ap- 
plianeces and accident-prevention devices has 
been arranged by the Bureau of Inspection and 
Accident Prevention of the A®tna of Hartford 
for the Panama-Pacific Exposition at San Fran- 
cisco, and a similar one for the Panama-Cali- 
fornia Exposition at San Diego. The company 
will have large spaces in the Mines and Metal- 
lurgy Building at the Panama-Pacific and the 
Science and Education Building at San Diego. 
Showing as they do the quality of service in the 
way of inspection and safety engineering, these 
exhibits will give the public an adequate insight 
into the benefits of such insurance, for, although 
they are primarily educational in nature, there 
is nothing dry about them. With plenty of ma- 
chinery in motion, including a miniature model 


factory, running full blast, they immediately 


strike one as “live exhibits.” 
The major part of the display is designed to 


show the precautions taken of late years in 
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accident prevention in factories, and pretty 
much every device which human ingenuity has 
produced for the purpose is either shown 
by model or photograph. There are 1200 of the 
latter in the exhibit. The thing which will 
probably attract the most attention is a model 
which shows at once what a factory ought to 
be and what it frequently is not. It is about 
four feet square and shows two two-story fac- 
tories with the necesary machinery installed, 
such as lathes, milling machines, drill presses, 
drop presses, emery wheels, circular saws, band 
saws and jig saws. The shafting and the coun- 
tershafting are in position, the belts are in place 
and the whole box of tricks is connected with a 
little dynamo and, when the button is pressed, 
things begin to hum. 

Nor is that all. In the model factory there 
is a sprinkler system installed, with stand- 
pipes about one thirty-second of an inch in 
diameter, and with valves to match. The shop 
is equipped with electric lights of the size of 
those used in a telephone switchboard. It has 
a safety elevator, so rigged that the doors 
leading to it open when the elevator reaches 
them and shut as it passes the threshold. There 
is a model fire escape, which is built on the out- 
side of the factory so that the operatives, by 
closing a metal door behind them as they es- 
cape, come down a smokeless staircase instead 
of getting singed as they pass a window which 
is belching smoke and fire. And then, on the 
roof is a water tank which will hold a full 
gallon. 


CASUALTY AND MISCELLANEOUS 
COMPANIES 


Licensed, Projected and Retired During 
1914 


STOCK COMPANIES 
LICENSED ° 
American Accident Insurance Company, Lincoln, 
Neb. Secretary, M. Db. Hatch. Succeeds assessment 
company of same name. 

Automobile Insurance Company, Hartford, Conn. 
Capital, $2,000,000. President, Morgan G. Bulkeley; 
secretary, J. S. Rowe. Commenced business Jan- 
uary, 1914. 

Merchants Life and Casualty Company, Minneap- 
polis, Minn. President, M. J. McMichael; secretary, 
C. C. Thomas. Succeeds mutual company of same 
name, 

Bankers Accident Insurance Company, Des Moines, 
lowa. Capital, $100,000. President, F. L. Miner; 
secretary, G. A. Kizer. Commenced business July, 
1914. Succeeds mutual company of same name. 

Bankers Casualty Company, Minneapolis, Minn. 
Capital, $100,000. President, R. B. Beson; secretary, 
S. L. Beson. Succeeds Bankers Mutual Insurance 
Company. 

Dakota Casualty Company (Casualty Department), 
Sioux Falls, S. D. Mutual old-line company. Presi- 
dent, A. C. Schoeneman; secretary, McLellan. 
Commenced business January 21, 1914. Succeeds 
assessment company of same name. 

Employers Indemnity Corporation, Kansas City, Mo. 
Capital, $200,000. President, E. G. Trimble. Com 
menced business February, 1914. 

General Indemnity Corporation of America, Roches 
ter, N. Y. Capital, $200,000. President, Hiram R. 
Wood; secretary, Ralph M. Barstow. Commenced 
business October, J914. 

Great. Western Accident Association, Des Moines, 
fowa. Capital, $250,000. . President, H. B. Hawley; 
secretary, R. D. Emery. Commenced business July, 
1914. Succeeds mutual association of same name. 

Guarantee Life and Loan Company, Tampa, Fla. 
Industrial sick benefit department, 1914. 

Inter-State Casualty and Guaranty Insurance Com- 
pany, Albuquerque, N. M. Capital, $125,000, Presi 
dent, A. I. Renehan; secretary, J. A. Blainey. Com- 
menced husiness June, 1914 

Mutual Benefit Society, Baltimore, Md. Industrial 
sick benefit department, 1914. 

Travelers Insurance Company of Des Moines, Des 
Moines, Iowa. Capital, $200,000. President, Elmer 
Loucks: secretary, L. D. Edson. Commenced busi 
ness July, 1914. Succeeds National Travelers Benefit 
Association. 

Union Central Life Insurance Company, Cincinnati, 
Ohio. Accident and health department, 1914. 

Western Accident and Indemnity Company, Helena, 








4 MONTHLY CASUALTY AND SURETY SUPPLEMENT. 


Mont \uthorized capital, $100,000, President, A. M. 
Alderson; secretary, Hl. . Cook. Commenced busi- 
ness December 22, 1914 


Projected 


\merican Excess Casualty Company, New York 
resident, Finley J. Shepard; secretary, William JT. 
Gibson. 

American Mortgage and Bonding Company, Aber- 
deen, S. D. 

Central Live Stock Insurance Company, WKanka 
kee, Il 

Commonwealth Casualty Insurance Company, Tos- 
ton, Mass Secretary, John T. Merchant. 

Eastern Live Stock Insurance Company, Paterson, 
a Proposed capital, $600,000, © Organizers, 
Levy, Hl. G. Miller, Chas. I. Lynch. 

Federal Surety and Casualty Company, Washing- 
ton, I. Cc, 

Fort) Dearborn Casualty Company Chicago, Il. 
Authorized capital, $100,000, Organization committee, 

.. Hamilton, R. G. Devlin, G. C. Mastin, bk. W 
Zinser. 

Globe Life and Accident Company of America, In 
dianapolis, Ind. Authorized capital, $100,000, 

lowa State Live Stock Insurance Company, Des 
Moines, fowa. Proposed capital, $200,000, President, 
|. I. Gibson; secretary, S. A. Court. 

London and Lancashire Indemnity Compan of 
America. 

Michigan Live Stock Insurance Company, Charlotte, 
Mich. Proposed capital, $100,000, President, ©. C. 
Lillie; secretary, II. J. Wells. 

Mutual Plate Glass Insurance Company, Kansas 
City, Mo. Organizers, M. J. Oldham, S. F. Smith, 
A. 1.. Parks. 

Union Life and Casualty Company, Hammond, Ind 
\uthorized capital, $100,000, President, Lincoln V. 
Cravens; secretary, Richard C. Macka 


Rerikep 


American Life and Accident) Insurance Company, 
Portland, Ore. Reinsured in First National Life As 
surance Society, Tacoma, Wash., July, 1914. 

\ppalachian [Insurance Company, Bristol, Va. Re 
insured in) Columbia Life Insurance Company, Cin 
cinnati, Ohio, June, 1914. 

Bankers Guaranty and Casualty Company, Cleve- 
land, Olio. Liquidate d 

California Guarantee Life and Casualty Company, 
Sacramento, Cal. Plans abandoned 

Citizens Trust and Guaranty Company of West 
Virginia, Petersburg, W. Va. Reinsured fidelity and 
surety lines in National Surety Company, New York, 
lune, 1914. 

Cumberland Valley Insurance Company, Nashville, 


Tenn Merved with Southern) Insurance Company. 
Neshville. Tenn 

General Bonding and Casualty Comnany Dallas, 
Tex. Reinsured in Commonwealth Bonding and 


Casualty Company, Fort Worth. Tex... and Lion Bond 
ing and Surety Company Omaha, Neb., October, 1914 

German Commercial Accident) Comuany, Philadel 
phia, Pa. Reinsured in Pacific Mutual Life [Insurance 
Comnany, Los Angeles, Cal.. March. 1914. 

Ilinois Live Stock Insuranee Comnany. Spring: 
field, Hl. Receiver apnomted November. 1914. 

International Casualty Company. Suokane. Wash 
Reinsured in American Fife and Accident. Portland, 
Ore., and Massachusetts Bonding and Insurance Com 
toston, Mass., January, 1914 
Orleans Casualty Company. New Orleans La 
Reinsured in New Amsterdam Casualty Company, 
New York. 

Occidental Life Insurance Company, Albuquerque, 
N. M.. Reinsured accident and health lines in’ Tnter 
State Casualty and Guaranty) Insurance Compan 
\lbuquerque, N. Mo. September, 1914. 

Ohio National Life Insurance Company, Cincinnati, 
Ohio. Reinsured accident and health lines 





Pacific Surety Company, San Francisco, Cal. Re- 
insured in Fidelity and Deposit Company, Baltimore, 
Md., June, 1914. 

Philadelphia Life Insurance Company, Philadelphia, 
Pa. Reinsured accident and health lines in Massa- 
chusetts Bonding and Insurance Company, L[oston, 
Mass., cee 1914. 

Royal ¢ asualty Company, St. Louis, Mo. Reinsured 
in Casualty Company of America, New York. 

Security Casualty Company, {ndianapolis, Ind. De 
cember 31, 1914. 

Southern Insurance Company, Nashville, Venn. 
Reinsured industrial accident and health business in 
Inter-State Life and Accident Company, Chattanooga, 
Tenn., \ugust, 1914. 

Southwestern Casualty Insurance Company, San 
\ntonio, Tex. Reinsured accident and health lines. 

Toledo Life Insurance Company, ‘Toledo, Ohio. 
Reinsured accident and health lines. 

United States ILealth and Accident Insurance Com- 
pany, Saginaw, Mich Reinsured in Massachusetts 
tjonding and Insurance Company, May, 1914. 





ASSESSMENT ACCIDENT AND HEALTH 
COMPANTES 


TIcENSED 


Bankers Health and Accident Association, Houston, 
Tex. President, A. S. Vandervoort; secretary, Y 
taker. Nugust 19, 1914. 

Ilome Mutual Benefit Association, Favetteville, Ark. 
President, John S. Combs: secretary, G. B, Combs, 

Minnesota soosters Organization, Minneapolis, 
Minn, 





PROJECTED 


Accident) Insurance Company of [linois, Peoria, 
Il. General manager, A. W. Newberry. 

Continental Life Insurance Company, Richmond, 
i President, I. I. Sauls; secretary, Le Roy Smith. 

ilobe © asualty Company, Columbus, Ohio. — Presi- 
Phe C. FF. Johnson; secretary, Geo. L. Behrens. 

Mammoth Life and Accident, louisville, Ky. 

Mutual Accident Association of America, Chtcago, 
Il. General manager, Richard White. 

Pelican State Industrial Life Accident and Health 
Benefit Insurance Company. New Orleans, La. 

Southern Life and Accident Association, Water 
Valley, Miss. 

Tidewater Insurance Company, Norfolk, Va. Se 
retary, Hl. O. Mclean, 


RETIREMENTS AND CHANGES 


\merican Accident) Insurance Company, Lincoln, 
Neb. Reorganized on stock basis. 

American Accident Insurance Company, Cleveland, 
Ohio. Reinsured in’ American Liability Company, 
Cleveland, and Republic Casualty Company, Cincinnati. 

American Health and Accident Association, Des 
Moines, Lowa.  Reinsured in’ Bankers Accident. In 
surance Company, Des Moines, Lowa. 

Bankers Accident Insurance Company, Des Moines, 
lowa. Reorganized on stock basis July, 1914. 

Bankers Mutual Casualty Insurance Company, 
\linneapolis, Minn. Reorganized on stock basis and 
name changed to Bankers Casualty Company 

Dakota Casualty Company, Sioux Falls, S. 1D. Re 
organized as old-line mutual life and accident company. 

Great Western Accident Association, Des Moines, 
Towa. Reorganized on stock basis July, 1914, 

Home Casualty Company, Flint, Mich. Reinsured 
in Workingmens ee Protective Association, Ben 
ton Tlarbor. Mic 

National ea Benefit Association, Des Moines, 
lowa. Reorganized on stock basis, July, 1914. 

North American Accident Association, Saginaw, 
Mich. Reinsured in North American Accident Com 
pany, Chicago, TI. 


Provide nt Insurance Company of Alabama. Aniston, 
Ala. Peinsured in Provident Life and Accident Com- 


pany, Chattanooga, Tenn. 
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Sunset Assurance Association, Santa Barbara, Cal. 
Reinsured in Occidental Life Insurance Company, Los 
—. Cal. 

Bs Casualty Company, Oshkosh, Wis. Reinsured 

Time Insurance Company, Milwaukee, Wis. 

as nited States Health and Life Insurance Company, 
Atlanta, Ga. Reinsured in Industrial Life and Health 
Insurance Company, Atlanta, Ga. 


MUTUAL LIABILITY COMPANIES 


ORGANIZED 

American Mutual Compensation Insurance Company, 
New York City President, Chas. S. Hodges; secre- 
tary, ©. S. Sampson. 

Bakers Mutual Insurance Company of New York, 
New York City. 

Brewers Mutual Indemnity Insurance Company, 
New York City. President, Peter Doelger; secretary, 
BE. L. MeManus, Jr. 

Building Trades Mutual Liability Insurance Com 
pany, New York City. 

Central and Western New York Brewers and Malt- 
sters Mutual Insurance Company, Albany, N.Y. Presi- 
dent, John I. Nagel; secretary, Edwin A. Medcalf. 

Clothing Contractors Mutual Compensation Insur- 
ance Company, Brooklyn, N. Y 

Contractors Mutual Insurance Corporation, New 
York City. President, Stephen V. Duffy; secretary, 
John 2B, Chimery. 

employers Mutua! Insurance Company of New York, 
New York City. President, Chas. .\. Angell; secretary, 
Hl. M. Baldwin. , 

Employers Mutual Liability Insurance Company, 
Minneapolis, Minn. 

Employers Mutual Liability Insurance Company, 
Omaha, Neb. President, A. J. Love. 

Exe hange Mutual Indemnity Insurance Company, 
Buffalo, N. President, KE. G. Trimble; secretary, 
J. M. Young. 

First Mutual Liability Insurance Company of New 
York, New York City President, \W. G. Morse; sec- 
retary, Harrison N. Vedder. 

Industrial Mutual Liability Insurance .\ssociation, 
New York City. President, E. S. Benjamin; secre- 
tary, W. R. Corwine. 

fowa Mutual L iability Company, Cedar Rapids, lowa. 

Knickerbocker Mutual Liability Insurance Company 
of New York, New York City. 

Lumber Mutual Casualty Insurance Company of 
New York, New York City. President, M. FE. Preisch; 
secretary, L. Hl. Parker. 

Maryland Mutual Liability Company, Baltimore, Md. 

Metropolitan Mutual) Building ‘Trades Insurance 
Company, New York City. 

Mutual Payment Compensation Insurance Company, 
New York City. 

National Mutual Safety Insurance Company, Wil- 
mington, Del. President, F. Crichton; secretary, 
Geo, ©. Tump. 

Nebraska Manufacturers Compensation Mutual [n- 
surance Company. 

New York Associated ag Mutual Liability 


Insurance Comnany, New York City 
New York Printers and Book! inde rs Mutual [n- 
surance Company, New York City. President, J. W 


Bothwell; secretary, J. J. Lauben. 

Photo Eneravers “Mutual Insurance Corporation, 
New York City. 

Texas Emplovers Insurance Company, Dallas, Tex. 
President. W. DB. VWead; secretarv, C. P. Collins. 

Universal Mutual Insuranee Company, Rochester, 
N. YY. President, W. FF. Gorman; secretary, Wm. 


Cross. 


Utiea Mutual Compensation Insurance Corporation, 


Utica. N 
Jno. E. Train. 

Utilities Mutual surance Company. New York 
City. President, J. T. Hutchings; secretary, C. WT. B 
Chavin, 

Wisconsin Elardware Limited) Mutual Liability. Tn 
surance Company, Stevens Point, Wis. President, 
0. P. Schlafer: secretary, P. N. Jac obs. 


President, ID. DeW. Smyth; secretary, 





of character and ability. 


CASUALTY— 


Re-Insurance Solicited. 


Direct Agency Contracts to men 


GENERAL OFFICES, 





Surplus to Policyholders over $700,000.00. 


Special agents to assist you in 


FORT WORTH, TEXAS 


developing your territory. 
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COMPENSATION 


RESERVES 


Resumé of Several Papers Read at Cas- 
ualty Actuarial and Statistical 
Society Meeting 


COMPARED WITH EMPLOYERS’ LIABILITY 


Interesting Discussions on Both Sides—Rates and 
Calculations 

The second meeting of the Casualty Actu- 
arial and Statistical Society of America was 
held Jast week in New York at the City Club. 
The gathering, which convened on Friday 
afternoon, held two sessions on Saturday and 
closed with a banquet on Saturday evening 
Following a resolution passed at the last meet 
ing of the society, three papers were submitted 
on Methods for Reserving for Liability and 
Compensations Losses. “wo additional papers 
were also read bearing directly upon this 
subject. 

M. M. Dawson’s Apbpress 

Miles Menander Dawson, in his paper on 
“Workmen’s’ Compensation Claim Reserves,” 
divided his subject into three heads: [, Re- 
serves to provide for the payment of sums to 
become due in future under awards already 
made; II. Reserves to provide for the pay- 
ment of sums to become due under claims 
already filed for which no award has yet been 
made; III. Reserves to provide for the pay- 
ment of sums to become due under claims 
which may be filed because of accidents that 
have already occurred, notice of which (a) 
has been received, or (b) has not been re- 
ceived. Under each subdivision thus outlined 
he described the methods now in use and illus- 
trated by formula and otherwise their applica- 
tion to the problems presented by the subject of 
compensation claim reserves. 

Ife closed his paper with a number of special 
comments, which are, in part, as follows: 

To the end that no insurance company by fail- 
ing may bring discredit upon all, it is of the 
highest importance that claim reserves be am- 
ple. The British makeshifts in this regard will 
not answer; much less will the makeshifts 
Which we have been compelled to use in em- 
ployers’ liability for want of anything better. 


American companies must not permit the insuf- 
ficiency of their reserves to shake the confidence 


of the public; unlike in Great Britain there is 
here a strong tendency to substitute public in- 
surance. It can only be avoided: (1) By mak- 
ing sure that the claim reserves are ample and 
the method of computing them free from the 
exercise of discretion by the company of the 
valuer; (2) by obtaining legislation making this 
claim reserve fund a_ trust fund for’ the 
claimants and either separately invested or 
otherwise a first lien on all assets. 


New York Acruary’s SPEECH 

J. UW. Woodward’s paper on “Workmen's 
Compensation Reserves,” proposed as the 
salient feature of computing compensation loss 
reserves, the establishment of the reserve 
upon the pure premiums over an initial period 
wide enough to eliminate the necessity of con- 
sidering in detail the preponderance of claims 
for minor and trivial injuries; the individual 
valuation of other claims upon reliable stand- 
ards of mortality, remarriage and interest; the 
valuation of the more serious cases of tem 
porary disability on the assumption that they 
merge into cases of permanent disability after 

number of vears and that meanwhile they 
fend to approach permanent disability cases in 
value as their duration increases; charging a 
reserve for suspended mortality proportionate 
to the reserve for actual mortality ; but decreas 
ing as the time elapsed from the year of issue 
increases; charging a supplementary reserve 
for deferred claim expenses calculated as a 
percentage addition to the sum of the forego 
ing items. This method Mr. Woodward advo 
cated as labor-saving, convenient and likely to 


produce reserve adequate but not exc ssive, 


Urinizinc tHe New Yor Liapiniry Law 
B. DD. Flynn presented a paper under the 
caption “Method Proposed for the Caleula 
tion of Liability and Workmen’s Compensa 


tion Claim Reserves” which reviewed briefly 


the good points and the weaknesses of present 
systems, and suggested a plan which would 
attempt to utilize the present Nability claim 
reserve law of New York State, with the ex 


ception that the individual estimates of out 


standing cempensation claims shall be made 
upon a new method and that the lability loss 
reserves on policies issued in the third year 
preceding date of valuation shall be sixty per 
cent of the earned premiums, less losses and 
loss expenses paid, with the suit test at $750 


per suit; for policies issued in the second year 


preceding date of valuation the reserve shall 


be the same as above except that the suit test 
shall consist of an application of an average 
cost per suit figure derived from the com- 
bined experience of all companies; for policies 
issued in the year immediately preceding date 
of valuation the reserve to be sixty per cent, 


as above, with no suit check. 


Meruop ror VaLuatrion or Poricies 
Mr. Flynn’s suggested method for the valu- 
ation of compensation policies issued subse 

quent to January 1, 1913, was as follows: 


For policies issued in the fourth and earlier 
years preceding date of valuation the reserve to 
be the total of the individual estimates of the 
cost of outstanding claims. For policies issued 
in the third year preceding date of valuation 
the reserve shall be sixty-five per cent of the 
earned premiums less losses and loss expense 
paid, with a check by individual estimates of 
outstanding claims. For policies issued in the 
last two years preceding date of valuation the 
reserve to be sixty-five per cent of earned pre- 
miums as above, with no individual estimate 
check. Except that the percentages of earned 
premiums to be used for policies issued in the 
calendar years 1913, 1914, 1915, while these years 
are in the three-year period just preceding date 
of valuation, shall be fifty-five per cent, sixty 
per cent and sixty-two and one-half per cent, 
respectively. 


INDIVIDUAL [:STIMATES 
Mr. Flynn proposed the following method 
for establishing imdividual estimates, which 


play such an important part in his method: 


\ll claims payable in annuities, which do not 
involve a life contingency to be valued upon 
an interest basis only. Claims involving a life 
but not a remarriage contingency to be valued 
on the basis of mortality and interest. All 
compensation claims payable in annuities 
which involve a life contingency together with 
a remarriage contingency shall be valued upon 
the basis of mortality, rate of remarriage, and 


interest. No mortality or remarriage tables o1 


rate of interest were recommended, as he 
thought that this subject was well worthy of 
eparate investigation and = thorough — study 
\Ir. Dawson's paper, above referred to, gave 
this very matter the most searching treatment 


.EW FACTORS IN CALCULATIONS 
\t the session of Saturday afternoon S¢ 
retary Scattergood read “A Method of Com 
puting Compensation Rates,” contributed by 
Insurance Commissioner [epsteen of Colorado. 


Phis paper followed closely the line of method 
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laid down in’ Mr. Ryan's paper on the same 
subject, read recently before the Actuarial 
Society of America. A new factor was, how 
ever, introduced into the calculations, which 
utilizes the number of men employed and at- 
tempts to somewhat modify the payroll feature 


hy this means. 


Opinions on New [actor 

This feature in Mr. Iepsteen’s paper called 
forth a lively discussion both as to the prac- 
ticability of securing the necessary data to es- 
tablish the additional factor and also as to its 
real value in calculating the premium, Mr 
Dawson said substantially that the expression 
“per employee” was dangerous on account of 
the difference in length of time various em 
ployees are employed; he thought that in cal- 
culations of this nature the payroll was the 
best and most concrete basis and the losses the 
best numerator. In fact, he thought that in 
the long run it was best to even ignore divi- 
sions in the payroll except in the broadest and 
widest sense. Dr. Rubinow thought that the 
introduction of the number of employees and 
the average statistics of accidents and wages 
directly into the calculation of the premium 
would raise difficulties rather than eliminate 
them and that the ultimate result would not 
justify the tremendous Jabor and exhaustive 


investigation involved. 


CLAIM [EXPENSES 
During the discussion of Mr. Flynn's paper 
the question came up as to whether claim ex 
penses should be included with clans paid or 
not. Mr. Scattergood thoueht that they should 


v so Included for the purposes of dciermining 
the companies’ solvency through the reseives, 
that is the loss expenses should be taken ac 
count of in deducting the loss paid eure from 
the earned premium. te stated that) there 
Was no question as to the advisability of so 
doing in the case of employers’ liability insur- 
anee, but adinitted that the analogy between 
that line of business and compensation wits 
only complete up to a certain) point. This 
evoked considerable expression of opioion and 
the subject was dealt with from several angles. 
Mr. Woodward thought that there would be no 
question but what the Insurance Departments 
and Insurance Commissioners would compel 
the companies to separate these items, owing 
to the sharp distinction drawn between these 


lines of business on this very point. 


Earproyers’ Liariniry 

Mr. Dawson attacked the question on the 
point of service and said that the theory of 
employers’ liability is service to the employer 
directly, while that of compensation is directly 
to the workmen and the public. Therefore, 
he said, it would be perilous to pursue the 
theory of employers’ Lability to too great an 
extent when dealing with the subject of com- 
pensation. Afr. Senior pointed out the sharp 
difference between the two lines of business 
on the basis of the legal aspects of the re- 
spective contracts of insurance themselves. He 


said that in employers’ lability. there was 


really no third party, it was essentially be- 
tween the employer and the insurer; while in 
compensation the workman was an_ actual 
third party to the contract. [le thought that 
the intention of the present New York law 
is that the loss expense should never be con- 
fused with loss ‘payments. [. B. Phelps 
thought that as there is the constant menace 
of State insurance hanging over all lines of 
business, the combination of expenses with 
actual losses paid might prove a boomerang 
to the companies and be used as ammunition 
to further a campaign toward that end. The 
question raised by Mr. Moore as to tite allo- 
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cation of expense items of medical service, 
such as statutory and non-statutory aid, into 
adjustment expenses and payments to the in- 
jured, brought forth a suggestion from Mr. 
Flynn that perhaps it would be well to attempt 
to classify expenses into purely claim expenses 
and service expenses. 

Secretary Scattergood read a paper submit- 
ted by Robert K. Orr, manager of the State 
Accident Fund of Michigan, which acecen- 


tuated the impropriety and inconsistency of 


using the same expense loading with different 
differentials. After brief discussion of Mr. 
Urr's paper the meeting adjourned. 


Scme Extractss from the Statemencs of Casualty Companies 


NAME OF COMPANY, 


#tna Accident, Hartford, Conn.-- ieee oe 
Etna Life (Ace., H. and Liab. Dept.), Hartford. 
Am. Bankers Ins. Co, (Ace. & H. Dept.), Chicago 
American Automobile, St. Louis, Mo. : 
American Casualty, Reading, Pa._--- ats 
American Credit) Indemnity, New York -- —_ 
American Fidelity, Montpelier, Vt.----- eos 
American Tndemnity, Galveston, Tex, 

American Liability, Cincinnati, Ohio mi 
American Surety, New York_- aa 
Appomattox Casualty, Petersburg, Va. 
Brotherhood Accident, Boston, Mass. aX 
Capital City Surety, Albany, N. Y.---- Gabor: 
Cusualty Co. of America, New York_- és 
Chicago Bonding and Surety, Chicago, Il. gs 
Clevel’d Life Ins. Co, (Ace. & H. Dept.), Clevel’d 
‘olumbus Mut. Life (Ace. & H. Dept.), Columb’s 
‘ommercial Casualty, Newark, N. J Bist 
‘oun, Gen’) Life (Ace, & H. Dept.), Hartford 
‘onsolidated Casualty, Louisville, Ky.---------- 
‘ontinental Casualty, Chicago, TL. Z si 
Kuropean Accident (U.S. Broo, New York 
European Accident (U.S. Bry, New York 
Federal Casualty, Detroit, Mich Ee ee 
Fidelity and Casualty, New York___- 

Fidelity and Deposit, Baltimore, Mad._- 

Georgia Cusualty, Macon, Ga,__-- ze 

Great) Eastern Casualty, New York Gaginioe 
direat Western Accident, Des Moines, la. = 
Guardian Cas. & Gty., Salt Lake City, Utah_- 
Hartford Ace. and Indemnity, Hartford, Conn. 
Hartford Steam Boiler, Hartford, Conn. 
Iinois Surety, Chicago, Hl. eee ate ee 
Ind. and Ohio Live Stock, Crawfordsville, Ind. 
International Fidelity, Jersey City, N. = 
Inter-Ocean Casualty, Springfield, TL. 
Inter-State Casualty, Birmingham, Ala. 
Inter-State Cas. and Gty., Albuquerque, N. M. 
Inter-State Surety, Redfield, S. D. aaa 
Life and Cas. Ins, Company, Nashville, Tennu.? 
Lion Bonding and Surety, Omaha, Neb 

Lloyds Plate Glass, New York ; 

Lon. Guar, and Aee. (U.S. Brioy, Chiearo, TL 
Loyal Protective, Boston, Mass. 

Maryland Casualty, Baltimore, Md._- mare 
Masonic Protective Assu., Worcester, Mass._- 
Merchants Life and Casualty, Minneapolis, Minn. 
Metropolitan Casualty, New York wd 
National Casualty, Detroit, Mich. 

National Surety, New York 

New England Cas., Boston, Mass. 7” 
New Jersey Fid. and Plate Glass, Newark, N. J. 
New York Plate Glass, New York - 

North American Accident, Chicago, TL. 

Ohio State Life (Ace. & H. Dept.), Columbus, O. 
Pacific Coast Casualty, San Francisco, Cal, 
Pacifie Mut. Life (Ace. & H. Dept.), Los Angeles 
Preferred Accident, New York : 
Prudential Casualty, [ndianapolis, Ind. ie 
Relianee Life (Ace. & H. Dept.s, Pittsburg, Pa. 
Ridgely Protective Association, Worcester, Mass. 
Royal Indemnity, New York ---~-- : 

Southern Surety, St. Louis, Mo. 

Standard Accident, Detroit, Mich. 

Standard Live Stock,, Indianapolis, Ind 

Time Tnsurance Company, Milwaukee, Wis._- 
Travelers Indemnity, Hartford, Conn... -- ian 
Travelers, Hartford, Conn,—-_- i 


~a aaa 








Union Casualty, Philadelphia, Pa _-- 

Union Health and Accident, Denver, Col.------~- 
Union Liability, Chicago, HbL---- ns icin 
United States Casualty, New York. ----.--- 
U.S. Fidelity and Guaranty, Baltimore, Md. 
United States Guarantee, New York_ e 
United States Plate Glass, Philadelphia, Pa.- 


Vermont Accident, Rutland, Vt. oS ieee 
Western Indemnity, Dallas, Tex. 

Western Live Stock, Peoria, Il. pekiene 
Wis. Nat’l Life (Ace. & H. Dept.), Osh osh. Wis. 
Zurich General Ace. (U.S. Br.), Chieago, TL.—- 


* tncludes ijife departinent. + Includes deposit 
} Policies embrace life, health and accident. 





capital. 























Assets. Surplus to Premiums Losses 
Policyholders. Received. Paid. 
3,392,050 2,085,885 1,729,577 621,026 
*119,516,746 *15, 500,829 9, 148,225 41,556,329 
*HU5,805 * 367, 80s 5, 406 20,736 
680,856 335,622 533, 166 235,457 
$24,022 $14,646 188,762 
5OA,OBY 702,673 350,469 
156,290 613,280 
626,176 36,55 
113,79 19,422 
5,433,706 4,054,456 968,372 
26,887 19,714 7,144 
253,198 148,971 
124,368 31,420 
3,403,399 1,845,445 
197,664 76,704 
14,101 
20, 183 
WO), BA 349,201 
*1,712,964 171,148 45,243 
127,374 61,3875 32,431 
2,005,488 601),000 2,002,854 1,375,661 
1,412,385 t709,774 741,265 
1,412,398 tiW,774 741,265 
105,811 366,744 33S, 166 
11,858,730 3,039,121 9,055,252 1,358,708 
10,083,804 4,603,654 7281, WOT 2,921 ,227 
914,003 508,004 GLL,S52 BOT,640 
1,041,427 280,776 1,090,631 359,136 
2462638 138,211 $54,058 120,745 
998,745 HOT 343 S51,0P6 366,224 
2,097,508 1,384,246 1,225,780 334,521 
5,659,574 3,179, 72 1,548,625 103,829 
320,717 147,107 $23,222 
105,680 271,205 235,560 113,500 
788,078 640,962 90, LOS 
139,470 116,404 110,081 
516,001 $25,072 122, 20M 
180,506 174,246 
LOT,ATS 
PSS, 7:37 
468,304 
100,652 587,679 
4,034,151 FT O80 
160,063 244),8337 
6,893,373 2,081,008 3,260,238 
511,248 BOD,S4D 260,354 
226,200 200,110 53,798 
HOS 096 OU7,256 279,049 
352,630 711,108 300,666 





7,411,250 3,480,921 1,661,720 
2,218,500 1,780,431 1,129,486 
S48,525 WTD,OS4 202,053 
1,106,935 SSY,020 238,087 
754,066 1,110,312 $73,317 
*7 53,355 TY, 820 25,681 
6SU,087 110,54 201,458 





L,S16 337 
1,007,010 


*32, 604,612 
3,315,208 1,700,000 
in u 





1,144,917 tH 957,629 
* 4,832,000) W858 1 OD 
1533, 134 BAG SOS B80, 702 
1,283,612 3,618,543 1,612,056 
715,020 1,316,309 580,100 
2,008,165 3,128,778 
291 7 112,095 





70,482 





820,500,300 01,793 
769,776 348, 162 
154,174 142,939 
158,377 103,684 

2,951,302 750,000 





8,626,804 3,028, SSS 





921,210 772,617 37,930 
186,128 167,149 13,655 
18,428 15,600 16,402 
10,285 209,670 

318,713 38,240 

*O 1A, 23,847 

1,007,185 1,699, 419 51 ARs 





© Figures are for accident department only. 
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lebruary 25, 1915 
BRITISH COMPENSATION 


Sixth Volume of Statistics Just Issued 
by the Home Office 


AMOUNT PAID WORKMEN SHOWS GAIN 





Figures Show the Average Charge for Each 
Person Employed is Slowly Rising 
(From Our London Correspondent) 

The sixth volume of the new series of Work- 
men’s Compensation Statistics, just published 
by the Home Office, covers the year 1913, and 
is divided into two parts. The first deals with 
statistics of compensation paid during the 
twelve months under the Workmen's Com- 
pensation Act, 1906, in the usual seven great 
industries, viz.: mines, quarries, railways, fac- 
tories, harbors, docks ete., constructional work 
and shipping; the particulars being obtained 
from returns made by or on behalf of em- 
ployers, under Section 12 of the Act. The sec- 
ond comprises general statistics in regard to 
the administration of the Act, together with 
particulars relating to the Employers’ Liability 
Act, 188o. 

Returns were received in respect of 138,085 
employers in the seven industries, of whom 
111,146 were included in the collective returns 
supplied by employers’ associations, mutual in- 
demnity societies and insurance companies on 
behalf of the employers belonging to or insured 
by them. Such collective returns accounted for 
68.5 per cent of the fatal cases and 68.4 of the 
compensation in such cases, and 71.4 per cent 
of the disablement cases and 75.1 of the com- 
pensation in such cases. There were also re- 
ceived from individual employers 27,852. re- 
turns, of which 25,148 were what is known as 
“nil” returns, ¢. e., were to the effect that there 
had been no cases of payment under the act. 


SteApy INCREASE IN AMouNtT PAtp 
Compensation was paid—in the seven indus- 
tries—for 3748 deaths and 476,920 cases of dis- 
ablement, the gross total of the payments 
reaching £3,361,650. The persistent advance in 
the number of cases and the amount disbursed 

is shown by the following table: , 


Total Non-Fatal | Total 
Year. Cases. Cases | Compensation 


1909 3,341 332,612 £2,274, 2:55 
1910... 3,510 378,340 2,700,325 
1911 4,021* 419,031 3,056,404 
1912 3,599 424,406 4,174,101 
19138 3,748 176,920 3,361,650 


*Includes the loss of 344 lives in the Hulton Colliery 
disaster. 

Discussing the tendency to increase in the 
number of cases, the previous volume ex- 
pressed the opinion that it was, in part, due to 
the fact that the remedies provided by the Act 
had become better known and more fully 
used; another factor in the increase generally 
being suggested as expansion of trade. 

Ikmployed in the seven industries there were, 
according to the returns, 7,509,353 persons 
(against a total of 7,411,005 for 1912), and the 


annual charge per person works out for the 
different industries as follows: Shipping, 
15s. 2d.; factories, 5s.; docks, £1 4s.; mines, 
£1 4s. 3d.; quarries, fos. 2d.; constructional 
work, 13s. 3d., and railways, 8s. 5d.; while 
taking all the industries together the charge 
per person employed was 8s. 11d. Some useful 
comparisons arise from the following record 
for the preceding year: Shipping, 15s. 9d.; fac- 
tories, 5s.; docks, £1 1s. 4d.; mines, £1 1s. 10d.; 
quarries, 11s. 3d.; constructional work, IIs. 7.; 
railways, 8s, 2d.; the charge for all the indus- 
tries taken together then coming to 8s. 7d. per 
person. 
AcTUAL AmMouNT PAIp 

It is pointed out, however, that the figures 
given represent only the actual amount paid to 
workmen or their dependents under the Act, 
and that to find the total charge (for the seven 
industries) in respect to accident compensation 
it would be necessary to include (1) law costs, 
administration expenses, ete., and (2) compen- 
sation paid under the earlier act (a number of 
cases arising thereunder being still outstand- 
ing), under contracting-out schemes certified 
under the act, under the Employers’ Liability 
Act, and at common law. Information as to 
the total amount expended under these heads 
is not, it is added, available. The charge under 


2) would be insignificant as compared with 
the amount paid under the act, but the charge 
under (1) would, to judge by the returns fur 
nished by the insurance companies to the Board 
of Trade, swell the total considerably. lor, out 
of the gross total of £3,361,650 paid in 1913, 
£1,019,711, or 30.3 per cent, was paid by in- 
surance companies. Their returns to the Board 
of Trade for 1913 are not yet available; but for 
igt2 the payments for claims, including legal 
and medical expenses, amounted to £1,997,899, 
the payments for commission and expenses of 
mnanagement being £1,160,585, and the total 
premiums for the year amounting to £3,570,597. 
These figures apply to the whole of the em 
ployers’ liability insurance business of the com 
panies, and not merely to the seven industries 
mentioned above. That is, says the volume 
under review, of the total expenditure of the 
insurance Companies in connection with acci 
dent compensation, 37 per cent was for com 
mission and expenses of management and 63 
per cent was for compensation and legal and 
medical expenses. 

(ft is somewhat remarkable that a reference 
to the preceding volume gives the amount of 
compensation paid by the insurance companies 
in 1gtt at £1,997,418, a figure almost identical 
with the above, commission and expenses taking 
£1,033,039. The total premiums, however, were 
returned at no more than £3,095,070. ‘The later 
figures, therefore, reflect, there is little doubt, 
the stiffening of premium rates which has been 


gradually taking place.) 


INDEMNITY SociETY PAYMENT 
Indemnity societies paid £1,466,607 of the 
gross total of the year (following £1,306,549), 
and in their case and that of uninsured em 
ployers, particularly as to expenses in connec 
tion with the payment of compensation, are not 


available; but it is assumed that the charge for 
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management, etc., In connection with compen- 
sation paid in the seven industries exceeded 
£1,000,000. The total charge is, therefore, 
taken at not less than £5,0C0,000. 

Again, the average charge per person em- 
ployed is slowly rising, as indicated by the fol- 
lowing figures: 


Number of Total Charge 
Year. Persons Compensa- per Person 
Employed. tion Paid. Employed. 
1909 6,560,745 6s 10d 
1910 7,025,074 7s. 8d 
1911 7,305,997 Ss. 5d 
1912 7,411,005 8s. 7d. 
1913 7,509,353 8s. Illd 





Tabulated according to the industry the fol- 
lowing are the details for 1913, with the charge 
per person employed compared with 1909: 





Total 
Number of} Compen Charge 
Industry. Persons sation per Person 
Employed. Paid. Employed. 
1909 1913 
Shipping 258,272 195,654 | 10s. Sd. 15s. 2d. 
Factories 5,342,625 | 1,338,379 3s. 5d. 5s. Od 
Docks 140,820 169,207 l6s. Sd. 243s. Od. 
Mines 1,114,210 1,351,258 | 20s. Id. 24s. 3d. 
Quarries 87,541 $4,529 93. 2d. 10s. 2d. 
Construct'nal 
Work 97,954 64,902 14s. 11d. 13s. 3d 


Railways 467,931 197,721 7s. Id. Ss. 5d. 


tThe charge per ton of coal raised works out at 1.09d 
tExcluding the Great Eastern Railway, which has a 


scheme certified under section 3 of the Act. 

The large number of persons returned under 
the head of “factories” is noticeable, and at 
5,342,025 compares with 5,250,431 in Igt2 
These are further subdivided into ten sections, 
and in the following table a comparison, in the 
matter of charge per person employed, is in 
stituted between the years 1g09 and 1913: 


Total 
Number | Compen 
Industry of Persons sation Charge per 
Employed. Paid Person Employed 


1909 1913. 





s. d s. d. 

Cotton 591,753 1.10% 2.10 
Wool, worsted, 

shoddy 280,602 3 1.10 
Other securities 186,499 10% 2. 1% 
Wood 140,708 7 11 x. O 
Metals (extrac 

tion, etc.) 136,370 226,615 4. 0 10 4h 
Engine & ship 

building 309,966 228,576 8. 7 14.9 
Other metal w'k 885,800 273,060 3 11g) 6. 2 
Paper & print’'g 318,187 41.424 1. 6 2. 7% 
China & earth 

enware “ae 69,556 16,107 43. O% 4.7% 
Miscellaneous 2,123,184 S65, 657 3. O% 3. & 


INpUSTRIAL DISEASES 

Compensation was paid in twenty-seven fatal 
cases to the amount of £4147, and in 8233 dis 
ablement cases to the amount of £130,251—Hig 
ures which compare in number of cases with 
5.5 and 6712 in tol2, and in amounts paid with 
£y987 and £103,798. The number of “continued 
cases” in 1913 was 2485, or 30 per cent of the 
total number (in the case of accidents the pro 
portion being only 7.7 per cent), and they a 
counted fer £67,148, or more than half the total 
disablement compensation. 

The number of cases which at the end of 
1913 had lasted more than one year was 1514, 
compared with 1255 at the end of 1912. These 
ligures are largely determined by the mining 
industry, which took £113,203 of the total of 
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the £130,257 paid in disablement compensation, 
and accounted for 1405 of the 1514 cases which 
at the end of the year had lasted more than 
twelve months. The mining diseases con- 
tributory to these results are chiefly nystagmus, 
beat hand and beat knee. 

There were 569 cases of lead poisoning, of 
which 198 were continued from the previous 
year. 

Cases IN Court 


The total number of cases under the Work- 
men's Compensation Act (including those aris- 
ing in the above seven industries) taken into 
court in 1913 was 10,208 Many of these, how- 
ever, were applications for dealing with allow- 
ances that had already been granted, and many 
were settled out of court or otherwise dis- 
pose d of. 

The cases actually dealt with by the courts 
under the act of Ig06 in regard to original 
elaims for compensation numbered 5701. Of 
these the decision in 4392 cases, Or 77 per cent, 
was in favor of the applicant; that is, the 
workman. The proportion in 1g12 was 76 per 
cent. In 1287 cases under the act of 1906 the 
compensation awarded was on account of 
death, and in all, with the exception of 13, the 
deceased left dependents. Jéxclusive of these 
13, the total amount of compensation awarded 
was £207,119, an average of £163 per case. 
With regard to grants of compensation for 
injury there were 1171 cases in which the com- 
pensation consisted of a lump sum and 1934 in 
which a weekly sum was assigned. 

Under the Imployers’ Liability Act, 188o, 
only 171 cases were taken into court, the 
amount of damages awarded being £2442. 


INSURANCE COMPANIES’ RESULTS 


The foregoing naturally excites interest in 
the experience of the insurance companies over 
the same period, and thanks to the enterprise 
of the British insurance press the record of this 
is readily accessible in clear and up-to-date 
form. The Post Magazine renders a_ public 
service by its annual review of the position, 
and from which the following tables are taken 
relating to the vear 1913: 


1913. 1908-13. 
£ % | £ % 

Claims......| 1,899,843 53.45) 11,165,055 63.52 

Commission. . 480,306 13.51) 2,416,942 13.75 

Expenses.... 696,189 | 19.59) 3,755,446 21.36 

3,076,338 | 86.55) 17,337,443 | 98.63 

PKOGE....6:55.03 478,054 13.45) 240,828 1.37 
Premiums | 

earned] 3,554,392 | 100.00} 17,578,271 | 100.00 





As the requirement that an insurance office 
should state separately its business in respect 
of workmen’s compensation risks operates only 
from the coming into force upon January I, 
1908, of the Employers’ Liability Insurance 
Companies’ Act, 1907, the figures prior to that 
date are not available. It is, however, satisfac- 
tory to learn that the loss upon the total trans- 
actions, so far as ascertainable, of 1.73 per cent, 
as at the end of 1912, has now been converted 
into a gain of 1.37 per cent. This, however, is 
entirely due to the operations of tariff com- 
panies. lor, although the tariff offices upon 
earned premiums of £2,711,906 for 1913 show a 
profit of 15.45 per cent, and the non-tariff 
offices upon earned premiums for 1913 of £842,- 
480, disclose a profit of 7.02 per cent, the total 
figures of the two groups have been as given 


below: 
1908-13. Tariff Companics | Non-Tariff Companies 
£ | % £ % 
Claims 8,182,933; 61.00; 2,892,122 71.61 
Commission. 1,804,905) 13.46 612,037 | 14.70 
Expenses 2,906,146 21.66 849,300 20.39 
12,893,984 96.12, 4,443,459 106.70 
Profit 520,041 3.88 *279,213 *6.70 
Earned pre- 


miums 13,414,025) 100.00 4,164,246 100.00 
* Loss. 


Commenting on the general situation The 


Post Magazine says: It will not be safe to 
rely upon the ratio of profit being maintained, 
as the cost of claims is almost certain to in- 
crease. There is also the risk, invariably pres- 
ent when premium’ rates are temporarily on a 
profitable footing, that some companies will 
break away from the tariff and under-cut in 
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Thursday 


order to secure additional business, when the 
bad experience of the earlier years will be re- 
peated.” 

The lesson, however, of the past has been 
a severe one, and it is to be hoped that its effect 
will be correspondingly lasting. At all events, 
the figures given in the government returns 
contirm the need for caution. CHARTERS. 


SUNSTROKE 


That a sunstroke is suffered through acci- 
dental means, within the meaning of an insur- 
ance policy, is decided in a recent case in New 
York. On February 1, 1910, a company issued 
and delivered to plaintiff its policy of accident 
insurance. On an extremely hot day, about a 
year after the issuance of the policy, plaintiff, 
after being exposed to the sun’s rays in the ne- 
cessary conduct of his business for an unusual 
number of hours, suffered a physical experience 
which the jury have found upon sufficient evi- 
dence was a sunstroke. The policy in question 
insured the person named therein against bodily 
injury through accidental means (excluding sui- 
cide, sane or insane, or any attempt thereat, 
sane or insane), and resulting directly, inde- 
pendently and exclusively of all other causes, 
in total disability, partial disability, or death. 
Article 6 of the insuring clause reads: ‘‘Any 
one of the following, namely, sunstroke, freez- 
ing, hydrophobia, asphyxiation, suffered through 
accidental means (excluding suicide, sane or in- 
sane, or any attempt thereat, sane or insane) 
shall be deemed a bodily injury within the mean- 
ing of this policy.’’ Appellant attempts to show 
that the sunstroke was not suffered through ac- 
cidental means; that an injury occurring as the 
dirgct result of intentional acts is not thus pro- 
duced; and that, as plaintiff had intended to do 
all of the things which he did upon the day in 
question prior to the occasion thereof, this sun- 
stroke, although as a result it may have been 
wholly unexpected, followed intentional rather 
than accidental acts. The Supreme Court of 
New York said that, while plaintiff may have 
voluntarily exposed himself to the sun’s rays, 
the result of such exposure was neither natural, 
in the sense that it was usual or a result sim- 
ilar to that which followed like exposure on 
previous occasions, nor was it foreseen or de- 
sired, an accident being ‘fan event which takes 
place without one’s foresight or expectation, 
and which proceeds from an unknown cause or 
an unusual effect of a known cause not within 
the expectation of the person injured.”’ “Acci- 
dent insurance companies do business mostly 
with the common people, and the term ‘accident’ 
as used in these policies should be construed 
most strongly against the companies, and be 
defined according to the ordinary and usual un- 
derstanding of its signification.’’—West Publish- 
ing Company. 





of character and ability. 


CASUALTY— 


\ 


Re-Insurance Solicited. 





Direct Agency Contracts to 


GENERAL OFFICES, ssn 


men Special agents to assist you in 





Surplus to Policyholders over $700,000.00. 


FORT WORTH, TEXAS 


developing your territory. 


—-SURETY 














~— 4 


ns 


Ww 
1d 
nt 


ff, 
o- 
al 
ce 
ha 
mn 
ly 
i= 


e- 


of 


re 





‘THE SPECTATOR 


AN AMERICAN WEEKLY REVIEW OF INSURANCE 


MONTHLY CASUALTY AND SURETY SUPPLEMENT 


Devoted to Casualty, Surety and Miscellaneous Insurance and the General Interests of Underwriting in Such Branches, Suggestions and 
Hints for Field Workers, Technical Matters for Home Office Consideration, and Information as to What is Going On in Office and Field 


ISSUED MONTHLY AS A SUPPLEMENT TO THE SPECTATOR 


New York, Thursday, March 25, 1915 


UNIFORMITY IN RATES 


Method by Which Standard Compen- 
sation Contract was Established 
in New York 


DISCUSSION OF SCHEDULE RATING 


Value of Risk Inspections—Importance of Safety 
Services—Other Details of Merit Rating 
Systems 

In an address recently delivered before the 
New York State Casualty and Surety Agents As- 
sociation at Syracuse, N. Y., Leon §S. Senior, 
manager Compensation Inspection Rating Board, 
said, in part: 


The New York Compensation Act is liberal in 
two respects; it is the most liberal act in so far 
as benefits to workmen are concerned. It pro- 
vides the highest scale of benefits in this 
country, if not in the civilized world, and it 
provides a variety of methods for assuring the 
compensation for workmen. 

The act, as finally adopted and approved by 
the Governor, permitted private corporations to 
insure the obligations of employers and per- 
mitted employers to exercise the right of free- 
dom of contract. 

I believe it to be in the interest of public 
welfare that the business of insurance—whether 
life or accident insurance—should not be vested 
solely in the hands of the State and that private 
corporations should have, under proper super- 
vision, an opportunity to demonstrate that they 
can intelligently and efficiently give proper 
service to the public. It is needless to repeat 
the beneficent work which life insurance cor- 
porations have accomplished. 


THE STANDARD CONTRACT 

It may be worth while to mention at this 
point that the State of New York has taken a 
very important step in providing a standard 
form of contract for workmen’s compensation 
insurance. The old contract of indemnity be- 
tween the corporation and the assured has been 
materially changed. The workmen’s compensa- 
tion contract at present is not a mere contract 
of indemnity; it is a contract entered into be- 
tween the company and the assured for the 
benefit of a third party—that third party is 
the workman or his dependents. 

Under a compulsory act the State is in duty 
bound to provide equitable rates for employers: 
that has been accomplished by the Insurance 
Department in the rate legislation incorporated 
in section 67 of the. insurance law, which re- 
quires companies to file rates with the Depart- 
men for its approval as to adequacy. 


ADEQUATE RATES DEFINED 
What are adequate rates? In the opinion of 
the Department adequate rates are the lowest 
rates at which the business can be written with 
safety to the assured and to his workmen. Ne- 


cessarily, that interpretation, broadly speaking, 
would apply just as well to the term ‘reason- 
able’? as well as “adequate”; and, furthermore, 
it will apply with equal force to the term “‘equi- 
table,’’ for if the rates are not greater than ne- 
cessary to provide proper safety to assured and 
workmen, such rates would of course be ade- 
quate, reasonable and equitable. 


THE COMPENSATION INSPECTION RATING 
BOARD 

In order to provide a system of equitable rates 
for compensation risks, it became necessary to 
organize a central rating organization under the 
title of the ‘Compensation Inspection Rating 
Board.’ This organization comprises forty im- 
portant companies transacting workmen’s com- 
pensation insurance. The aim of the board is 
to establish proper basic rates for industrial 
groups and proper schedule rates for individual 
employers. 

Basic rates are derived from experience, 
through a comparison of the losses incurred for 
a given period with the payroll exposed in a 
given industry for the same period. The present 
New York Compensation Manual is constructed 
largely upon the experience of Massachusetts 
and New Jersey. Under the old conditions 
which prevailed prior to the enactment of the 
compensation law, all employers in a given in- 
dustry were subject to the same rate, assuming 
that the element of competition was absent in 
the underwriting. With the competitive element 
present, the companies applying wrong classi- 
fications, improperly dividing payrolls and gen 
erally cutting rates, discrimination in rates for 
various employers was quite frequent. But that 
kind of discrimination was not only unfair to 
the individual employer—it was destructive to 
the companies writing the business, for prac 
tices of that kind eventually led to inadequate 
reserves, and inadequate reserves, of course 
spell ‘danger’? to solvency of insurance cor- 
porations. It is not contended for a moment 
that our present basic or manual rates are 
ideally constructed. 


UNIFORM RATES ESTABLISHED 

In dealing with the subject of basic rates, 1 
desire to point out to you the fact that the 
legislation to be found in section 67 of the 
insurance law, supplemented by the statute 
which prohibits discriminations in premium 
rates, has brought about uniform rates for em 
ployers insured with private corporations. It 
will not require any lengthy argument to con- 
vince any intelligent body of men that uniform 
rates, if equitable and reasonable, are far 
more satisfactory to companies that have to pay 
the losses to employers who want to be indem 
nified against loss and to the workmen who want 
to be certain that the benefits promised to them 
by the law and by the insurance contract will 
be carried out to the letter. But to enforce uni 
formity in rates is no simple proposition It 
may be simple enough in life or fire insurance 
and practically in every other form of insurance 
except liability. 


INSPECTION OF RISKS 


Before touching upon the subject of schedule 
rating, I want to bring out this fact It is not 


possible to establish proper schedule rates for 
individual employers until you have ascertained 
the proper basic rate which applies to a given 
risk. It is, therefore, peculiarly within the 
province of the rating board to review policy de- 
clarations for the purpose of ascertaining 
whether a risk has been properly underwrit- 
ten. In order to do this, the person charged 
with the duty of deciding the question must 
have before him a description of the operations 
involved in the process of manufacture or con- 
struction. That description is obtained through 
an inspection report. 

The inspection, therefore, which the rating 
board makes serves a twofold purpose. First 
it serves as a guide to determine the classifica 
tion and the basic rate to which the employer 
is entitled; second, it serves as a guide to de- 
termine whether he is entitled to a reduction 
from such basic rate, or is subject to an in- 
crease, 

SCHEDULE RATING 

There are three systems possible for schedule 
rating of liability risks. A system constructed 
upon conditions to be found in a very poor es- 
tablishment—that would provide all credits and 
no debits; a system based upon conditions in an 
ideal plant—that would provide all debits and 
no credits; a system based upon an average 
plant, which is the present system, and provides 
both debits for unsatisfactory conditions and 
credits for satisfactory conditions In my own 
opinion the ideal system would be one that is 
based upon conditions in an ideal plant, but 
before we can reach a system of schedule rat- 
ing of that kind, it will require perhaps years 
of labor to educate the employer, and for that 
matter the underwriter, as to the wisdom of a 
debit system of schedule rating. 


DIVISIONS IN THE SYSTEM 

Broadly speaking, our schedule rating system 
is divided into two parts, first: that part which 
takes account of the physical conditions in the 
plant, and, second, that part which takes ac- 
count of the moral conditions in the plant. The 
third and separate factor which requires con- 
sideration in connection with schedule rating is 
that item in the schedule which provides a debit 
or credit for the proportion of machine opera- 
tives. Strictly speaking, that item should stand 
by itself, for it is not a remediable condition 
It is a condition of hazard which is inherent in 
every risk in a greater or lesser degree and af 
fects the manual or basic rate for that risk. It 
is not possible for the employer to cure or cor- 
rect the condition and, therefore, that item 
should not be treated or regarded as included 
within the term ‘‘merit rating.’ 


CREDITS IN THE DIVISIONS 

Within the term “physical rating’’ are in 
cluded buildings and their conditions, boilers, 
steam engines, power transmission, elevators 
and the general machine hazard. Credits to the 
extent of twenty per cent from manual rates 
are allowed for perfect physical conditions 

Within the term ‘‘moral conditions” are in 
cluded safety and welfare’ work, general order, 
light and sanitation For perfect moral condi- 
tions a maximum credit of twenty per cent is 
allowed. To supplement the information given 
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in the inspection report as to general order, schedule provides a charge on a percentage VALUE OF ORGANIZATION 
safety and welfare, companies are permitted to basis, applying such percentage to the manual Schedule rating of employers’ risks by indi- 
furnish experience data on individual risks rate. For hazards to which only a portion of vidual companies is not possible. No sched- 
covering a period of not less than two years and the employees are exposed at any one time, ule has been established and none can be estab- 
not more than five years. Such experience data the schedule provides a method of adjusting lished that may be applied without exercising 
are used as a guide in determining the proper charges and credits on the payroll basis of the a certain degree of individual judgment. That 
debits to be charged or credits to be allowed given risk. The Jatter method is intended to individual judgment, best known %s the human 
for the moral features of the rating schedule. provide a definite charge in dollars and cents equation, will differ in different companies. 
for a given defect in any establishment. Schedule rating, or rather merit rating (as 
METHODS OF APPLICATION For instance, for unguarded belt the schedule the idea is perhaps more popularly expressed Loya 
; : rod intends to provide a charge of fifty cents, by the latter term) can only be applied by a vals 
Three methods are provided for establishing but as the actual premium for the given risk central organization of companies free to act Maas 
charges or credits. For the catastrophe fea- cannot be determined until after the audit of in a disinterested and impartial manner, not Mass 
tures of the risk the schedule provides a flat the payroll and as the employer wants to know subject, consciously or unconsciously, to any Medic 
charge or a flat credit expressed in points to his rate at the time the policy is issued, or competitive influences and devoted to the ob- Mere! 
the manual rate, on the theory that the cata- soon thereafter, the fixed charge of fifty cents ject of providing fair and equitable rates for cpr 
strophe hazard affects the entire payroll. For must be adjusted to the estimated payroll and employers upon whom the State has imposed she 
hazards incidental or inherent to the industry the factor derived from such adjustment added the duty of insuring their workmen against in- . Chi 
and affecting all employees in the shop, the to or deducted from the manual rate. dustrial accidents. Natic 
Nati¢ 
New 
New 
New 
CASUALTY, SURETY AND MISCELLANEOUS INSURANCE BUSINESS IN 1914 tel 
lie tollowing tabulation shows the aggregates of the casualty, surety and miscellaneous insurance business transacted in the United States in 1914, and the financial — 
dition of the companies as of January 1, 1915. These figures are compiled from the reports of the various companies to THe Speecrator of New York, and are issued Cal 
n advance of any State Insurance Department report: ocea 
eet - . , Ohio 
| Old 
Net Surplus. | Net Premium Income. Losses Paid. ' Pacif 
Total : — oe ne Total -_— -————— Dividends Total Paci 
COMPANIES. Cash, Assets | Income. to Stock- Disburse- Ani 
Capital. Jan.1,1915. Jan. 1, Jan.1, | 1914, 1913. 1914. 1914, 1913. holders, ments, Peer! 
1915, 1914, 194, 1914. Pref 
| 3 eae Pee SS ES eM Prov 
American Companies, $ $ $ $ | $ $ $ $ $ $ $ Pruad 
Etna Accident, Hartford, Conn....... 1,000,000 3,892,950 1,085,885 1,131,040 1,729,577 1,373,127 1,846,120 621,026 375,458 10,000 1,560,715 Relia 
Etna Life (Ace., H. and Liab. Dept.), Hartford, Repu 
Ly, sibciscaohins ce adeniee ak Satta eewestene’s *4,000,000 *119,516,736  *11,500,829 — *11,794,056) 9,148,225 7,594,507 9,514,574 41,556,829 4,159,588 200,000 8,544,583 Ridg 
American Assur. (Ace, and H. Dept.), Phila., Pa. #s £300,000 *465,513 *24,734 *53,760| 337,013 346,006 405,085 159,382 144,166 367,476 Royi 
American Automobile, St. Louis, Mo............ 225, 680,856 110,622 62,490, 533), 160 494,196 548,513 235,457 249,060  ... 0 456,093 Sout 
Am. Bankers Ins. Co cAce Dept., Chicago, Tl. *695,805 #42808 *51,578 5,406 61,826 6,887 20,736 ee 46,918 Sout 
Americun Casualty, Reading, Pa................. 655,776 93,522 99,793 414,646 preagein 143,486 188,762 164,743 26,0000 401,283 Stan 
Americun Casualty, ‘Tacoma, Wash.............. 290, 002 46,454 52,707 123,174 125.877 137,900 61,530 SEBt | aa enate 187,341 Stan 
American Credit Indemnity, New York. ‘ 1,276,988 204,039 197,217 702,673 715,351 T63,615 350,469 397,638 28,000 727,441 Pit 
American Fidelity, Montpelier, Vt................ 305,500 1,065,143 150,790 130,983 300,883 1,243,449 570,566 613,280 1,482,386  ...... 880,323 Stan 
American Guaranty, Columbus, Ohio............ 215,000 2x2, 049 42,495 45,629 40,313 12,193 FAO 1,596 i” 13,003 ‘Vexa 
American Indemnity, Galveston, 'Tex........ ee 5010,000 787,873 126,175 91,222 189,552 79,187 276,582 36,558 rere 145,576 ine 
American Liability, Cincinnati, Ohio............ 100,000 121,239 13,799 14,963 4), 128 33,496 54,304 19,422 TONS) ike 53,472 ray 
American Life and Aecident, Kansas City, Mo... 100,000 125,842 16,305 24,132 158,360 113,911 164,842 63,540 47,715 6,000 172,840 ‘Tray 
American National Assurance (Ace. & H. Dept.), Unio 
RIPE NR. Scone aoasher ee eccssagunensehike *250,000 — *3,034,868 *561,175 "545,997 377,804 501,725 5 139,921 T4601) kcsaes 248,863 Unio 
American Surety, New York...............0-00008% 5,000,000 8,869,249 433,706 1,110,261 4,051,456 3,070,761 4,619,459 968,372 929,596 500,000 1,058,796 Unio 
Appomatox Casualty, Petersburg, Va........... 25,000 27,119 1,887 2,426 19,714 23,766 20,803 7,144 8,659 3,250 21,710 Uniti 
Badger Casualty, Green Bay, Wis........ cheb 100,000 130,979 24,671 26,605 47,073 26,276 55,1738 22,695 i p ) ie 52,495 U.S. 
Bankers Accident, Des Moines, la.t.............. 100,000 2185399 17,529 67,115 338,216 312,092 361,090 135,14] 194,081 kc oe 313,399 Unit 
Boston Casualty, Boston, Mass...............-. 125,000 155,601 17,240 11,908 37,980 19,418 53,967 12,296 4,430 4,844 46,296 Unit 
Brotherhood Accident, Boston, Mass............ 100,000 244,141 58,879 36,696 253,198 238,968 pes 143,971 145,054 10,000 230,589 — 
Capitol City Surety, Albany, N. Y............... 100,000 272,056 75,540 48,826 124,368 126,525 3,187 31,429 25,047 12,000 105,713 West 
Casualty Company of America, New York...,.. 75),000 3,400,491 304,811 116,414 3,408,399 3,066,191 3.404, 087; 1,845,445 2,039,720 45,000 3,073,827 botag 
Chicago Bonding and Surety, Chicago, Ill....... 250,000 400,224 35,657 25,782 197,664 109,609 209,789 76,704 Ge 2 Nincuns 196,397 Bole 
Cleveland Life Ins. Co. (Aee. & HH, Dept.), Wor! 
SN, GUD sodritsesetccavsrkaecksvknnsnevns *#250,000 *94,620 *32,198 #51 ,318 34,231 25,445 34,451 14,101 10,902; ss nceces H,411 Zuri 
Clover Leaf Casualty, Jacksonville, Ill.......... 100,000 128,446 23,459 32,337 146,631 125,684 158,021 52,189 41,919 7,499 167,055 
Columbia Life (Aec. & H. Dept.), Cincinnati, 0, *181,800  *1,027,528 *19,701 *16,206 34,408 37,018 35,648 12,009 1s), | cae 30,183 ' 
Columbus Mutual Life (Ace. & H. Dept.), Co Inere 
PN HEED © pub k encase acu sccavavantaransane aon *125,900 *542,127 *101,879 *71,914 70,629 65,778 70,629 29,483 28,856; ss weeees 75,355 
Commercial Casualty, Newark, N. J. saw 375,000 1,298,504 211,440 215,462 190,350 520,402 1,030,469 3A9,201 oe 712,396 
Commonwealth Casualty, P hiladelphia, 'Pa...... 100,000 179,377 44,502 21,073 158,825 156,701 160,394 53,347 59,508 9,000 150,671 
Connecticut General Life (Ace. & H. Dept.), 
PRP SOND oo niccatioceiecheteseshosescee *400,000  *14,678,576 — *1,312,964 —_*1,210,902 171,148 110,422 171,300 45,243 44,227 aerials 160,180 
Consolidated Casualty, Louisville, Ky............ 116,063 137,562 11,312 16,7 61,375 51,808 73,143 32,431 Tiel ktwce 73,042 
Continental Casualty, Chicago, ill Des Re ee eS. need 300,000 2,005,488 300,000 463,265 2,902,854 3,210,579 2,956,285 1,375,661 1,486,860 60,000 2,976,855 
Employers Indemnity Corp., Kansas City, Mo... 200,000 270,056 BONS). acess J | ree 79,296 Berle Neanenet  cemeaiern 347 
Employers Liab. (U. S. Branch), Boston, Mass... 7°250,000 8,344,958 12,299,334 $2,384,925 7,102,858 6,151,052 7,387,548 3,685,061: 38,618,723  ...... 96,316,199 ‘ 
Equitable Accident, Boston, Mass................ 100,000 169,213 51,282 52,417 85,963 100,944 93,243 36, 674 41,405 6,000 100,264 fin 
Equitable Surety, St. Louis, Mo.................. 500,000 1,340,051 247,327 395,317 629,613 595,649 695,766 256,137 208,604: wens ° 681,533 nitt 
Furopean Aecident (U.S. Branch), New York.... 1600000 1,412,398 +709,774 +661,725 741,265 387,723 799,601 187,620 os roe 103, 998 
Federal Casualty, Detroit, Mich.................. 200,000 405,811 166,744 143,883 388, 166 346,794 357,116 144,649 138,245 30,000 337,086 
Federal Life (Ace. & H. Dept.), Chicago, Ill.... *300,000 *3,305,245 *24,815 *27,592 67,405 57,406 67,774 32,030 ie. eee 75,919 
Fidelity and Casualty, New York................ 1,000,000 = 11,858,730 2,089,121 2,008,198 9,055,252 8,589,461 9,701 ,284 4,358,708 4,480,770 200,000 8,788,374 
Fidelity and Deposit, Baltimore, Md............. 3,000,000 10,983,804 1,603,654 2,188,780 6,728,308 6,663,660 7,281,907 2,921,227, 2,218,277 480,000 6,892,794 
Frankfort General (U. S. Braneh), New York.... 1250),000 1,428,317 $462,899 $453,245 1,132,744 1,134,228 1,213,700 748,833 cv he, —_r 1,183,553 
General Ace. Fire and Life (U.S. Braneh), N. Y. 7250,000 2,827,363 1336,607 +478,088 3,679,248 3,997,132 4,128,308: 2,498,488; 2,471,672!  ...... 1,138,118 De 
Georgia Oasualty, Macon, G@........ccccsssecces 300,540 993,562 202,554 91,675 611,852 412,480 665,006 307,640 GIG) 8 = “swe ene 580,675 
Gilobe Indemnity, New York...................005 750,000 3,932,970 407,477 506,186 3,604,745 2,987,722 3,718,894 1,635,090 Py (reo ee 3,113,695 
Great Eastern Casualty, New York............... 250,000 1,041,427 139,021 121,628 1,090,631 993,288 1,128,828 359,136 384,501 20,000 1,034,312 
Great Western Accident, Des Moines, la.}........ 100,000 262,638 38,211 101,596 364,033 287,141 369,621 120,743 106,209 Raesiee 291,865 
(juarantee Co. of No. Am. (U.S. Br.), Montreal. 1200,000 1,120,508 1988,660 $921,791 166,571 151,268 224,004 38,060 Se) rer 9158,873 ( 
Guardian Cas. and Gty., Salt Lake City, Utah. 250,000 958,745 287 , 398 235,368 851, vd 510,310 901,304 366,224 219,146 30,000 682,154 
Hartford Ace. and Indemnity, Hartford, Conn... 750,000 2,057,508 634,246 739,452 1,225,780 59,344 1,446,217 334,521 | Aree 945,315 
Hartford Steam Boiler, Hartford, Conn........ 1,000,000 5,659,574 2,179,728 1,997,673 1,548, 323 1,572,704 1,825,799 108,829 208,933 120,000 1,556,124 St: 
Home Life and Aecident (Ace. & H. Dept.), seh 
POE, OMe. savy hbkn panes chu bacuaseucdbensenns *254),000 *708,274 *39,621 *54,198 177,017 191,579 222,908 143,833 145,104 24,798 201,511 0 
Minot Surety, Olleneo, U11......05 .s.cceccrccvsveses 250,000 773,393 70,717 35,290 447,107 395,002 477,979 323,222 gs oe 597,726 
Ind. and Ohio Live Stock, Crawfordsville, Ind.. 200,000 405,689 71,295 48,602 235,569 269,845 254,620 113,500 161,883 24,000 252,292 I 
International Fidelity, Jersey City, N. J........ 300,000 788,078 340,962, 250,985. 231,048 187,477 256,506 99,105 15,913 15,000 155,115 : 
Inter-Ocean Casualty, Springfield, TlL............. 100,000 139,470 16,404 16,310 249,622 263,203 259,848 110,081 106,052 12,000 261,343 cla 
Interstate Casualty, Birmingham, See eyr ae pee 300,000 516,901 125,971 36,181 96,299 216,824 134,553 122,296 Po 210,444 act 
Interstate Cas. and Gty., Albuquerque, a 103,960 180,506 oer re ce | rer 17,782 ee rr eee 829,643 - 
Interstate Life and Ace., Chattanooga, Tenn. 102,780 164,368 44,081 4,428 133,442) 115,918 142,419 65,999 ee 170,337 vic 
Inter-State Surety, Redfield, ip UR ore ares 94,600 107,473 12,528 2,996 27,379 20,492 32,537 1,221 5,652 6,673 25,188 ual 
Kansas Casualty and Surety, Wichita, Kan..... 327,570 466,402 101,465 162,989 48,135 11,645 95,906 9,323 Se Mistewes 51,698 : 
Kansas City Casualty, Kansas City, Mc......... 200,000 325,687 67,240 60,888 95,913 129,858 117,618 97,798 ot oe 184,702 of 
Life and Cas. Ins. Co., Nashville, Tenn.h........ 150,000 288,737 43,755 34,725 790,549 649,352 824,527 321,446 242,465 38,472 799,957 ma 
Lion Bonding and Surety, Omaha, Neb.......... 252,000 468,304 49,454 63,240 194,920 145,047 214,076 64,258 39,090 7,560 183,019 . 
Lioyds. Plate Glass, New York.......cccssscsccees 250,000 909,652 267,517 269,213 587,679 569,801 636,217 226,136 223,084 50,000 605,971 rul 
London ae Lancashire Guarantee and Acci- rul 
dent (U.:S. Branch), New York..:............00. 7250, 000 E $274,376 1573.806 411,579 1,386,088 391,224 ft) COTE {945,684 : 
London Fee ir, and Ace, (U.S. Branch), Chieago. 250,000 4,034, 1: 51 +907 086 +584,600 8,966,076 4,914,448 2,402,632 | 2,475,272 12,059 4,046,568 po 
1 sul 
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ASUALTY, SURETY AND MISCELLANEOUS INSURANCE BUSINESS IN 1914—Continued, 







































Net Surplus. Net P remium Lneome. | Losses Paid. 
} Total |—— - - —————| ‘Total —_——_—— - | Dividends Total 
COMPANIES. | Cash. Assets Income. | | to Stock- | Disburse- 
Capital. Jan.1,1915.) Jan. 1, Jan. 1, 1914. 1913. 1914. lvi4, | 11s. holders, ments, 
1915. 1914, | | 1914. lyl4, 
6 Pe See ee ee eee eee iiac aap ea . | pe — 
| $ $ $ $ $ $ | $ $ $ $ 
Loyal Protective, Boston, Mass........0scecccece | 100,000 469,063 124,307 512,358 535,626 588,742 338,055 310,316 10,000 546,252 
Maryland Casualty, Baltimore, Md.............. | 1,000,000) 6,898,373 1,085,307 | 6,114,738} 6,185,482 6,412,715) 3, 260,2 238 | 3,686,510 | 200,000 6,086,298 
Masonic Protective Assn., Worcester, Mass...... 100,000 511,243 174,562 490,341 398,065 509, 262 260,354 | 201,100) 100,000 425,559 
Mussachusetts Aecident, Boston, Mass........... | 100,000 234,741 36,083 336,494 | 337,922 343,824 146,081 | ~ 148,944 10,000 326,354 
Massachusetts Bonding, Boston, Mass........... | 2,000,000 4,641,311 380,331 4,350,248 3,184,764 1,949,586 2,156,277| 1,118,011) 120,000) 1,518,335 
Medical Protective, Fort Wayne, Ind... | 100,000 253,520 2,879 138,114 91,599 | Lis, 166} 31,054) OF eer 103, 102 
Merchants Life and Cas., Minneapolis, Minn.}...} 100,000, 226,200 53,017 | 126,399 141,275 146,819] 53,793 >. | rrere 116,166 
Metropolitan Casualty, New York................ 200,000 968,696 310,719) 258, 318) 697,286 709,912 730,004 | 279,349) 284,597 | 28,000 684,211 
National Casualty, Detroit, Mich................ 200,000: 352,680 97,908 OH, 496! 711,108) 705,222] 727,328) 300,666! 305,298 | 16,000} 717,081 
National Life of U. S. A. (Ace. & H. Dept.), | | | 
CO CARES di teres peunuedtacounnecsnubeeeennans *54)),000) *12,690,285 *211,025) #173,317! 668,974 | 653,827) 728,974 259,710! pe eee 708, 47 
National Relief Assurance, Philadelphia, Pa..... 100,000) 137,771 26,885) 27,651) 149,214} 136,555} 156,580 52,396} 63,421 4,000) 150,664 
National Surety, NOW TWOtk..... ..cccccccccccsescel 2,000,000 7,411,250 1,876,530) 1,585,334 3,489,921 | 3,111,897} 3,807,182 1,661,730] 1,251,008 240,188) 3,768,248 
New Amsterdam Casualty, New York............ | 500,000 1,706,058 143,744] 217,792 1,358,365 905,823 | 1,515,658 GAY, O84 | 587,714 40,375) 1,226,084 
New England Casualty, Boston, Mass............ 1,000,000 2,218,509 105,330) 62,785 1,780,431} 1,771, o12| 1,§ 863,891 | 1,129,486) 435,995, sn cn eee } 1,957,371 
New Jersey Fid. & Plate Glass, Newark, N. J.... 300,000! $48,525 204,916) 149,160 475,684 | 51,395) 509,054 | 202,058 | 210,661 | 18,000) 474,770 
New York Plate Glass, New York................ 200,000 1,006°935 412,290) 347,446 589,029 | 608,508 | 630,084 | 239,987 | 277,944 38,000) 584,200 
North American Accident, Chicago, IlL.......... 200,000 754,066 228,545) 242,063 1, a 312] 1,145,618 1,118,593) 473,317 | 460,618 40,000) 1,128,365 
Northwestern Live Stock, Des Moines, la....... 100,000 154,642 17,315) 21,516 $4,287 | 92,041 {2,430} 40, 187 | 18,026 12,000) 95,085 
Occidental Life (Ace. & H. Dept.), Los Angeles, | | 
Lo” SARE erage eee en eneyaver ey Pane ee ERY a rare *2.510),000) *1,052,189 *27,964 *48 696 169,332| 942,319 170,123 91,745) 90,098; —s a. eae 198,787 
Ocean Ace, and Guar, (U. Branch), New York. 1250,000 5,576,477! = 1,305,054) —- 1,299,307 4,563,068 4,306,421 1,748,800) 2,236,186) 2,492,357) =... 4,000,979 
Ohio State Life (Acc. & in ‘Dept. ), ¢ ‘olumbus, 0. #222, 300) *7 13,355 *13,837| *12,873 79,820) 55,079 79,941) 25,681 19,660; sg... 79,641 
Old Line Accident, Lineoln, Neb.................. 20,000) 79,339 23,373} 1,636) * 116,457 | 13,792 117,057) 7,494 , Urecee 46,949 
Pacific Coust Casualty, San Francisco, Cal...... 300,000 689,087 67,215} 41,195 440,584 344,576) $7.1 ,089) 201,459 SBB5OTi jcc 423,047 
Pacific Mutual Life (Ace. & H. Dept.), Los | | | 
PATO GOES 6c cbua ce nba cnsane Godceveenennceucue *},000,000) *32,604,612 *] 016,516 *944,161 1,816,337 1,970,613 1,{M65,787| 869,221 908,602 120,000 1,959,826 
Peerless Casualty, Keene, N. BH... 22.206 ccccccss 100,000 131,688 3,248 19,048 140,435 128,115} 147,124} 74,704) 61,454 3,000 146,698 
Preferred Accident, New York.............esseee. 700,000) 3,3 15,208 1,000,000) 743,716 1,997,010 1,970,590 2,113,622] 782, 589} $98,531 168,000 1,834,023 
Provident Life and Ace., Chattanooga, ‘Venn... 150,000 238,490) 47,272 48,33A| 330,644 278,366 34, 984) 153,267 123,265) 14,000 336,117 
Prudential Casualty, Indianapolis, Ind.......... | 300,000 1,144 917 232,444 258,327 | 957,629) 757,698 097,991 | 445,208 yt | rere 856,69 
Relianee Life (Acc. & H. Dept.), Pittsburg, Pa. *1,000,000) — *4,832,008| #279, 853 *270,024 | 91,056 66,903 91,056) 32,612} | ee 65,262 
Republic Casualty, Cleveland, Ohio.............. 153,100 215,954) 60,836 29,634 | 14,606 wananas CRE) wasdsal 6 -adaaeul. aenaas 49,738 
Ridgely Protective Assn., Worcester, Mass....... 100,000 453,134) 246,808 227,076 380,702 3A9,748 403,449 233,967 213,482 10,000 866,151 
Roval Indemnity, New YORK... ..cccccccccvccccces 1,000,000) 4,233,167) 283,612 418,521 3,618,543 2,794,755} 3,737,362) 1,612,086 RS, ererre 3,081,959 
Southern Surety, St. Louis, Mo.................. 600,000 1,356,998 115,020 200,985 1,316,309 590,685| 1,500,708 580,190 24,716 was 1, 188,230 
Southwestern Surety, Denison, Tex.............. 542,525 1,495,028 43,545 32,981 1,320,618} 1,076,151 | 1,381,008 721,150 707,290 1,245,762 
Standard Accident, Detroit, Mich. .............. 1,000,000 4,930,330 1,098,165 1,489,648 | 3,128,778) 3,110,506) 3,317,484 1,168,333) 1,72 572,500 1,208,925 
Standard Life of America (Ace. & H. Dept.), | | 
PICEA. DEOs on cuice ek cues conan cecnnadeeduene *347,215 *992,998 *77,871 *68,395| 9,773| 10,355 9,779 4,851 TERE xeavas 6,018 
Standard Live Stock, Indianapolis, Ind...... as 246,027 358,193} 45,951 41,263) 112,095) 115,717) 130,251 60,180} 58,475 9,952 4847 
Texas Fidelity and Bonding, Waco, Tex........ 201 375 386,436 | 1,358 41,925) 92,245} 48,575) 111,379! 2,672) 12,013 36 98,376 
Time Ins. Co., Milwaukee, Wit... cccccccccce. 25,000 2 errr 26,264) 241,036) 204,644 | 244,25 na) 104,379) 90,647 | 7,500 216,506 
Travelers Indemnity, Hartford, Conn........ Ay 1,000,000 2,626,769 570,482 432,301 | 1,062,835 | 1,089, 384 1,160,845 357,75A | 323, 80,000 903,692 
‘Travelers, Hartford, Conn.......... Demon warenes *5,000,000) 97,722,055 8,088,007, *7,673,418| 15,423,188} 13,141, 318 16,192,386 7,495,711) 7,661,286 520,000| 14,062,177 
Union Casualty, Philadelphia, Pa................. 250,000 76,776 933,162 10,395) 585,796 514,215) 627 232 211,523 145,306) ...... 181,952 
Union Health and Accident, Denver, Col........ 100,000 154,174 42,939 44,139) 5, 54S 50,536) G1 S66 25,07 21,123) 6,000 61,982 
Union. Liability, Chileago, TWh... ..6iciccssccccees 100,000 158,377) 3,084 27,839) 96,895 29,568} 103,876 16,636 2,112) <aenaal 88,764 
United States Casualty, New York............... 500,000, 2,951,302 75h),000) 700,000! 2,182,154] 1,898,671] 2,300,139 1 Aen | 1,076,380 49,950| 2,025,074 
U.S. Fidelity and Guaranty, Baltimore, Md..... 2,000,000 5,626,894 1,028,888 566,133 | 7,128,566) 6,295,908 | 7,445,015 19,008 2,708,593 200,000) — 6,504,58: 
United States Guarantee, New York............. 250,000 921,210 522,617 480,434 | 05,8 186,147} 231,836 37,980) 32,718 20,000) 172,907 
United States Plate Glass, Philadelphia, Pa..... 100,000 186,128 67,149} 34,418} $5,069 133655 10,000 21,373} 15,028 
Vermont Accident, Rutland, Vt. .........cccseeee 10,000 18,428 5,660 34,055) 38,944 16,402 4” Beye | 
Western Indemnity, Dallas, Tex.................. 400,000! 730,854 0,285 56,681 | 411,878 209,670 30,956) cca ane 
Western Live Stock, Peoria, IIl................+.. 221,970 348,987 96,744 | 3, 102 73,649 CT) | ererce 
Wis. Nat. Life (Ace. & H. Dept.), Oshkosh, Wis. *4010),000 *561,331 *144,445) H 53,422 55,584 y | eae 
World Casualty, Chicago, ID).........cccesseccces 100,000 162,991 57,322 53,750 34,165 38,068 10,86) 6,000 ; 
Zurich General (U.S. Branch), Chicago, Ib...... 7250,000 2,107,196 11,007,135 +802,513 1,659,419) WO ST7 179,181 51,254 waaccek GR 23, 5 
Totals, 1914 (121 companies)....... eae eae 58,414,900) 462,727,328 56,424 23% eee es 148,638,751 Dace 159,110,286) 70,258,518 1,772,979 | 19, 160 SAS 
PO TN FOG ig tet ce ck xa kceactnccesndeccenwss 115,433 27341, 67% 2,645,078 anal 4 , : 9,904,205 = 3,264,318 Lsepol 1,081,520 
Totals, 1913 (124 companies)................ | 58,299,467; 440,371,650) 53,778,555, ss... 136,275,460} * =... 149,206,081) 66,994,205 5 28,2110) 138,477,828 
Totals, 1912 (122 companies)................ 53,796,168 3! 57,579,216 a5 apie nnd ..| 192,214,723) 51,838,656 22,005) 112,708, 233 
Totals, 1911 (122 companies)..........cceee- 48,586,089 55,894,968 eeeeee| 100,166,579) ...) 111,008,309! 46,087, 608 : A),766) 100,832,237 
Totals, 1910 (87 companies)................ 39,483,764| ¢ 48,111,541} amas $0,375 ‘04 97,642,665) 38,755,795) 41,202,761 
‘Totals, 1909 (86 companies)................. 85,5 530,345) 307,060,549 46,225,719 eases 78,755,261 84,614,275) 32,856,984 , 3,675,931 | 15,225,837 
Totals, 1908 (74 companies)................ 31,069,170, 259,361,342! 40,465,654 are 68, 295,794 | . 74,820,086) 30,008,247 | ‘ 3,406,888) 67,879,240 
Totals, 1907 (70 companies)................ 30,048,790) 242,928,982 30,600,819 aa 65,095 050) Seay 77 427,536] 27,989,594) 3,447,191) 63,229,714 








‘Includes life department. { Reorganized as stock company 1914. «2 Return premiums or reinsurance exceed losses paid. ¢ Includes $29,015 remitted to home office. 
f Includes $6,876 remitted to home office. g Ineludes $163,707 remitted to home office. j Includes $18,422 remitted to home office. s Includes organization expenses, fur- 
niture, ete. ft Includes $223,730 remitted to home office. Decrease. + Includes deposit capital. + Deposit eapital. Policies embrace life, health and aecident. 


M AKING A MANUAL PURE PREMIUMS. tions the rates are arrived at by the following 


formula 


in part he said: p 
Details of the Work Involved in Cal- Compensation rates are based upon pure r (2) 
ls ° P a I ae premiums (loss costs), and the formula for ob- I l 
cu ating remium tates taining a pure premium is: where p represents the pure premium corrected 
ne / if necessary for completed experience and 
i TWO AM . “Hy ' ron j ‘atastrophe hazard; / representing the entire 
oy / 1 / SE ) ( he a 

COMPENSATION MANUAL ANALYSED I p my rate (benefits to injured employee plus all 
— other items), and / the percentage loading for 
Stanley L. Otis Tells of the Methods and System investigation and adjustment of claims, inspec- 
as ’ : ‘ : : 100 tion of plants and accidents prevention, taxes 

f Workmens Compensation Service Bureau ; 3 

of Work - en ? IL. representing the losses paid plus outstand acquisition and all other expenses 

In an address before the Fire Brokers Asso- ings, that is, the losses incurred; P? the earned — ' noe . — 

P . ; P © apy ae nieweicii enosure: and 104 DETERMINATION OF PURE PREMIUMS 
ciation of New York recently, Stanley L. Otis payroll, which measures the exposure; anc ) 

: , pes eee ‘ representing the $100 of payroll to which the The determination of the pure premiums for the 
actuary of the Workmens Compensation Ser- rate ig applied. various’ Classifications upon which the com- 
vice Bureau, discussed the ‘‘Making of a Man- A formula for the pure premium may be writ- pensation rates for the several States are based, 
ual.” He gave particular attention to the manual ten involving a number of terms in the right- involved the following procedure: 

i is sks 4 tabili reese ret Thea hand member of the equation, which scientifically (1) The securing of the workmen’s compen- 
of aisha inaiemeaaesiere ana Haney cece The and actuarially would be more nearly correct, sation experience available and its compilation 
manual, he said, is divided into two sections— but at the present time there is not sufficient by the Bureau. ; 
rules and rates. He said the importance of the data nor the proper tools, and for all practical The oldest compensation Jaw is that of New 
rules section was really in its definition of the purposes the formula given produces a pure Jersey, and the experience developed under the 

é 2 ; premium, which is probably nearer the true law would accordingly be considerable’ in 


policies of the companies. He then took up the pure premium than a more elaborate method. volume and fairly complete up to a certain 
subject of rates. Knowing the pure premiums of the classifica- time The Massachusetts compensation law 
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had been in force a considerable time, and by 
reason of its greater number and more diversi- 
fied industries the experience developed even 
in volume, while the strict supervision of 


more 
its Insurance Department rendered it’ very 
likely that the losses incurred would be nearly 


the ultimate experience. 

Accordingly a call was issued for Massachu 
setts and New Jersey experience, earned pay- 
rolls and losses incurred. The individual ex 
perience of the companies was combined and a 
thorough study made of the combined experi 
ence The effect of the benefits of the two laws 
being practically the same (calling Massachu 
<ett 1.00. New Jersey was found to be 1.01); the 
of the two States for each classifi 
analagous groups of classifications 
was, in instances, deemed desirable, combined. 
The experience was reported to the Bureau, 
showing the “Death and Disimemberment”’ Jos 
so% separate, and to this extent the effect of the 
different benefits was taken into consideration 


experlence 
cation and 


‘BASIC PURE PREMIUMS 
(2) The determination of the basic pure pre 
miums. 

After making certain that the experience had 
been properly tabulated and combined, the ac 
tual pure premiums were calculated, using for 
mula (1) 

The actual pure 
set down as the pure 


premiums were not always 
premiums for the classi 
fications, for the reason that in the case of 
classifications there was insufficient ex- 
cases few, if any, losses and 
issued and in others abnormal Again, 
for some classifications there was no experi- 
ence So it came about that underwriting 
judgment, i. e. thorough-going knowledge 
gained from years of close observation of the 
hazards peculiar to the separate classifications, 
and the history of the accidents and loss claims 
in connection therewith, was brought into play 
in choosing the final pure premium or, as it is 
termed, the “selected pure premium.” In those 
where the experience was broad enough, 
the actual pure premium was taken By this 
process, either setting down the actual pure 
premium or a modification of same, the deter 
mination of pure premiums for all classifications 
in the manual was effected. 

These pure premiums, of course, 
pure premiums for Massachusetts 
old law) and are termed the basic 
miums 

Difficulty is always experienced in accurately 
estimating outstanding losses. Various methods 
have been tried and new ones proposed for cal 
culating the outstanding claim reserve. It was 
believed the losses outstanding in the experi- 
enee under observation were underestimated, 
notwithstanding the caution of the Massachu 
setts Insurance Department and the Bureau to 
provide ample estimates for pending claims. 
Accordingly, this factor was recognized by load- 
ing. 


Sone 
perience, In some 
losses. 


Cases, 


were the 
(under the 
pure pre 


NECESSARY LOADING 

Disasters resulting in number killed, many 
more injured, both permanently and tempo- 
rarily, and costing in the aggregate many thou- 
sands of dollars for settlements of claims are 
always liable to happen. They are ever in the 
mind of the compensation underwriter, as are 
conflagrations—a fire underwriter. The experi- 


ince contained no great disaster bike the Tri- 
angle Shirt Waist fire and recognition of its ab- 
sence was given by a loading. 

To provide for completed experience and the 
catastrophe hazard the pure premiumg were 
loaded 1.08, 

(3) Pure premiums for the other 
tion States. 

It was not simply a question 
miums for Massachusetts, but pure premiums 
and consequent rates for fifteen compensation 
States, in some of which the laws had not yet 
gone into effect, and in none of which was there 
any considerable amount of reliable experience. 

It became necessary, therefore, to measure 
the difference in laws as to per cent of weekly 
wages to the injured employee, length of time 
of payment of weekly benefits, etc., using Mas- 
achusetts as the ‘‘yard stick.” 


compensa- 


of pure pre- 


THE ACCIDENT TABLE 

This work was entrusted to the differentials 
committee, the first step being the construction 
of a table showing the distribution of accidents 
according to the seriousness of results. 

To construct such a table, the experience of 
all European countries as far as available was 
freely used, supplemented and smoothed out by 
American expérience available—chiefly Massa- 
chusetts 

By means of this table the distribution of 
100,000 accidents according to severity was com- 
puted, the resulting table of 100,000 becoming 
the standard table for the United States. 

The main divisions of this standard table are: 


Death : 
Wholly dependent... Te 7038 
Partly dependent. : : : 3 
NO Gependents co... ..swse cas coe Se 932 
Potal’ Permanent oc iieses sce0 ee ey 133 
Dismemberment gd wrote ey aneeans : reat 2,500 
Partial permanent other than dismember 
EAE 48) o0?e ew oe. & Hew wT 2,442 
PTO ig ocd e'be 9 an xe Shai eenheeak 94,193 


100,000 


The dismemberments are divided as follows: 


Loss of arm : = 5 pitehvahanig ia jay 29 
Loss of leg ‘ gua Phase wee ee 
Loss of eve ; ‘ igh eres ea | 
fe 2: re 111 
[088 OF SUMED)... 605... os ve ee aw ares oo 
Loss of first finger.......... wy watedtec ine bees 146 
loss of second, third or fourth finger........... 154 
Loss of thumb and one or more fingers.......... ot 
1088 Of two Or more fiNPeErS... i... ee sweeemecane FEM 
foes .. Pye ee La WE aL ae as Oras ware PLanbece' usa Clore ad 57 
D006: 1G MB RRE Sih ince sc cee ales oes aga xe 177 

2,500 


Using this table, the cost of 100,000 accidents 
in any given compensation State was found by 
applying the schedule of benefits of the partic- 
ular State to the table and by a comparison of 
costs of the same 100,000 accidents according to 
different laws the comparative value of the 
laws was ascertained. 

COST OF MEDICAL AID 

The cost of the statutory medical aid was ar- 
rived at by the use of actual experience. <A 
compilation of the compensation experience, in- 
cluding medical aid, for Illinois, New Jersey and 
Massachusetts, had been made by the Bureau, 
and with the percentage of the cost for the 
medical aid feature to the total compensation 


Thursday 


losses incurred for these States Known it was 
not difficult to fairly closely determine the cost 
for the other States. 

While accident frequency is a factor in the de- 
termination of a State differential, yet until 
more data than at the time before the commit- 
tee can be compiled and studied recognition of 
this factor was given only to certain of the 
States. 

Having ascertained that the compensation 
benefits of a given State will cost a specified 
number of times the benefits in Massachusetts 
(under the old law), it is simple arithmetical 
work to calculate the pure premiums. 

The formula for Michigan, for instance, is: 


pm = prod (3) 
Where py represents the basic pure premium and 
d the State differential. 


CALCULATION OF RATES FOR ANY GIVEN 
STATE 

Knowing the pure premiums for the several 
classifications for a given State the work of eal- 
culating the rates for that State is largely me- 
chanical. The formula used is: 

px 
r (4 ) 
[—l 

where px represents the pure premiums of the 
State in question; / representing the gross rate: 
and / the loading (expressed as a percentage) 
for all items except completed experience and 
catastrophe hazard (if any) included in the pure 
premiums. 

The rates for the various compensation 
States were determined with the view of mak- 
ing them simply adequate for the present, leav- 
ing the alteration in rates due to the gradual 
growing worse of the business, as it has for a 
period in every country adopting workmen's 
compensation laws, to be made as experience 
warrants it. 

RECASTING MANUAL CLASSIFICATIONS 

It had long been felt that the manual classt- 
fications did not clearly express the intent of 
the coverage to be furnished, and in preparing 
the new manual the opportunity presented it- 
self to revise the wording. When an insur- 
ance Company issues a policy covering the oper- 
ations of an employer it intends to insure the 
hazards of his business as exemplified in the 
operations of his employees, and therefore the 
wording of the classification should describe 
what the employees are doing rather than to 
describe their occupations. For example, the 
classifications should not read carpenters or 
candy manufacturers, but rather the work of 
carpentry and candy manufacturing is to be ex- 
pressed, and so a general recasting of classifi- 
cations was made. 


The speaker then described the 


structure of the manual and 


mechanical 
alluded to the 
He concluded by a detailed 
account of the system of reporting’ experience 


method of revision. 


The system used by the Bureau, he said. pro- 
vides for the usual data concerning payroll and 
losses required for the calculation of employer’s 
liability rates, and also the many lines of in- 
formation for determining compensation rates 
and the debits and credits of schedule rating. 
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ral New York, Thursday, April 22, 1915 
cal- = —— - 
ne- 
‘ ‘ T FET Yo." maa ’ Te) ‘ Y “a i > CINE . P TETE . 
CASUALTY BUSINESS CLASSIFIED CASUALTY BUSINESS OF 1M, CLASSIFIED.—Cont. 
(4) = 
the ° : ‘ : ’ ps : Premiums ed a 
= Business of the Leading Stock Companies by Classes AE 8 ECR Se ER Written. | Losses Paid. }3 ¢ 2 
Ze) 2 7 os 
and cackeneil 
ies PREMIUMS AND LOSSES Accident—Cont ¢ 
: Hlome Life and Accident, Fordyce* wale 1,725 6.9 
ion es Intermediate Accident, Evansville* .............. 5.037 17.9 
ak- Inter-Ocean Casualty, Springfield* .............. 110,081 14.1 
av - Figures for the Several Classes of Casualty Business as Shown by Re- Interstate Casualty, Birmingham ................ 5,298 | 242.7 
ual ; : 7 : Interstate Casualty and Guar., Albuquerque.... 1.2 
=P ports of Companies to the Insurance Departments Interstate Life and Accident, Chattanooga...... Bee 
“7 : ; ae ; Kansas Casualty and Surety, Wichita......... al 31.5 
‘ote A few weeks ago there was published in THe Specrarox the aggre- 7 magn 7 Me ig a — ye east rbekanw cs 11. 
gate transactions of stock casualty and miscellaneous insurance com- — Lincoln Accident, Lincoln® ..........0 0159 gl 
« panies for the year 1914. In this issue there is presented a supple- — tonding and Surety, Omaha* ...........-. 14,369 | 40.2 
f ee ; : } ondon and, Lancashire, Toronto Keadacawenaes 1751 17.8 
sSf- mental table showing premiums written and losses paid covering the = London Guarantee and Accident, London...... 61,SSS 313 
of j ivi ¢ H nt . trancac Loyal Protective, Boston* ...... Canta knee es i800 HY. 1 
; individual lines of business transacted. Maryland Casualty, Baltimore _........... soa'oen | eG 
ing Masonic Protective, Worcester* .............. 260,354 53.1 
it- Massachusetts Accident, Boston hen cama : 116,031 304 
ur- CASUALTY BUSINESS OF I9QI4 CLASSIFIED Massachusetts Bonding, Boston* ................{ 1,27 570,843 14.8 
er- Merchants Life and Casualty, Minneapolis 53.795 12.6 
“i Metropolitan Casualty, New York... - 61,460 14.65 
aad Midland Casualty, Chicago ..... rene ? 106,895 " ; 
the Ss “ National Accident, Lineoln ...... Pee en eg 87.574 
the ; ; Premiums : ee National Casualty, Detroit® ................. 711,108 
‘ibe NaME AND Location OF COMPANY. Writter Losses Paid af f National Life of | S. of A., Chieagot*. a 668,974 
tu Su ov National Life and Accident, Nashville* er 3,368,508 
the aires We! - National Relief Assuranee, Philadelphia* . : 149,214 
cd New Amsterdam Casualty, New York......... 173,758 
7 New England Casu alty, EROSION: o6.<ccccecwcus . 
of Accident. New Jersey Fidelity and Plate Glass, Newark. 
ex- AStna Accident and Liability, Hlartford*. ; North American Accident, Chicago : 
i fi - fein Lisle, Frartiord Fo c6scscc ches onisle's 2, 902,207 15.1 Occidental Life, Los Angele 
American Assurance, Philadelphia ¥ 88,079 14.5 Ocean Accident, London 
American Bankers, Chicago? ......... 16,590 38.6 Ohio State Life, Columbu 
ical American Casualty, Reading ; 51.6 Old Line Life, Milwaukee? r 
the American Casualty, "RAGOME 6.60. occ sads 54.8 Ore gon Surety and Casualty, Portland* 
American Fidelity, Montpelier .......... Pacifie Coast Casualty, San Francise 
led American Indemnity, Galveston* RE re “ Pacific Mutual Life, Los Angel 
ce American Liability, Cincinnati* ............... 50,128 Peerl Casualty, Keene? 4 
American Life and Accident, Kansas City*..... 158,360 10.33 Peninsular Casualty, Jacksonville a 
ro- Amercan National, Galvestony ............. Pee 200,906 21.5 Preferred Accident, New York 
and Badger Casualty, Green .Bay™ .....6s0 ores 17,073 A8 2 Provident Life and Accident, Chattanooyva 
tankers Accident, Des Moines* ... eee 308,216 39.9 Prodential Casualty, Indianapoli 
ar’s Bankers Casualty, Minneapolis*® ...........6... OAS 1.9 Rehanee Life, Pittsburg? - 
in- ioston Casuaity. BOStOn™ 2. c6cetccccasesecvecss 37 9S a2 { Lidgel Protective Association, Worcester* 
Brotherhood Accident, Boston* ..............66. 253,198 56.9 Loyal Indemnity, New York 
tes Casualty Company of America, New York*.. 294,480 5D.3 Southern Suret St. fouwi 
. Cleveland Wife, Clevelandt*.......... Joes : 34, 2% 1.2 Southwestern Suret Denison 
=f Clover Leaf Casualty, Jacksonville*........ Ap 146,631 25.6 Standard Accident, Detroit 1 
Columbia Life, Cincinnatif*®............ Pe ne 34,408 ; Standard Life of America, Pittsbu 
Columbian National, Boston? ........ ‘ee es, 198,793 $T9 lime Insurance Company, Milwaukee 
sa Columbus Mutual, Columbusf*................- 70,629 41.7 Pravele Indemnit Hartford 
Commercial Casualty, Newark ......... fare 50,947 x Tra In Comp I | 1 
Commonwealth Bonding and Cas., Ft. Wortl 25,797 o.4 ty I.ial ( re 
Commonwealth Casualty, Philadelphia*.. ; 1601833 114 (nite tates ¢ 1 ‘ ’ 
Connecticut General, Hartford? ss 126,270 19.9 { t tes I 1 1 ¢ 1 
Consolidated Casualty, Louisville* : Ve oe ' Ieut SON 
Continental Casualty, Chicago fF | \Ve Pricle t 1) 106 
Emplovers Liability, London i Life, Oshl tater 
Equitable Accident, Boston* ae i ( ( a yy | 
European Accident, London. Ee eee », SDS 32 FA i» g20 
Federal Casualty, Detroit*® ......... 144,649 42 
Federal Life, Chicagzot®, ciccc.seceac cscs 2,020 AT. | | 19,557 16.105.506 q5,.4 
Fidelity and Casualty, New York...... 988,491 nD 
Fidelity and Deposit, Baltimore 102,872 34.1 ; 
Frankfort General, Frankfort* 17,226 18 I a 
General Accident, Perth 181,680 4 Etn Hlartiore i yeere 278,424 19.1 
Georgia Casualty, Macon Pixs 28 0 12.1 \merican A rance, Philadelplita 138,175 62,303, 5.1 
Globe Indemnity, New York...... 7.081 17.1 American Bankes Chicage 13.474 1146 0.8 
Great Eastern Casualty, New York 160.187 Wd American Casualty, Tacoma : 39,609 15,697 39.6 
Great Western, Des Moines* ..........+.. - 120,743 5 4 American Fidelit Montpelic Ee aa) 14,104 9] 
Guardian Casualty and Guar., Salt Lake City ,,959 17.2 American National, Galveston ‘ oa 176,898 16,690 54.7 
Hartford Accident and Indemnity, Wartford. 1,791 14.4 Columbian Nation Boston hy 121,0% 55,709 | 46.0 
* Includes health. + Accident and health department. + Reinsurance bb ‘ Include healt] Accident and health department Includes industrial 
only. x Includes industrial accident and health. cident and healt 














; MONTHLY CASUALTY AND 


CASUALTY BUSINESS OF 1914, CL: 


Premiums 
Written. 


Np Location OF COMPANY. 


Healtl Cont. $ 
Commercial Casualty Newark PUES sae PES 31,664 
Commonwealth Bonding and Cas., Ft. Worth 18,754 
Connecticut General, Hartford + ..2.........006. 44,878 
Continental Casualty, Chicago ......... 7146,7 ris} | 
moloyers Juiability, London ......0.6.000s.00e0 »,261 








r 83,151 
1,174,156 
104,790 


| 

european Accident, London 
Fidelity and Casualty, New 
Deposit, Baltimore 


Fidelity and Deposit, Baltimore ............. 









(seneral Accident, Perth 4.60 .css0050s0es0000008 $00,449 
(scorgia Casualty, Macon ........<sos0200000% S544 
isiobe Didemnsity, NEW WOK «0550.5 b05:00:6,5.0:080:008 17 
(areat Eastern Casualty, New York............. 360,585 


Guardian Casualty and Guar., Salt| Lake City.. 
Hartford Accident and Indemnity, Hlartford.... 
Interstate Casualty, Birmingham 
Interstate Casualty and Guar., 
Interstate Life and Accident, 


Albuquerque. 
Chattanooga...... 


Kansas Casualty and Surety, Wichita........ 
Kansas City Casualty, Kansas City.......... 
London and Laneashire, Toronto........... 


london Guarantee and Accident, London... 

Maryland Casualty, Baltimore 
Metropolitan Casualty, New 
Midland Casualty, Chicago 
National Accident, Lineoln .... . 
Ne Amsterdam Casualty, New York............ 
New England Casualty, Boston 


New Jersey Fidelity and Plate Glass, Newark’ 
Occidental Life, Los Angeles + ..............000. 
Qecean Accident and Guarantee, London......... 
Pacific Mutual, Los Angeles? .............. 
Preferred Accident, Ne WANTS 5:5.0-c4 we es dda ee 
Prudential Casualty, Indianapolis ..........00006 
Relianee, Pittsburg + Le degiaaennteaaanambeccuee 
Royal Indemnity, New York............. cece wees 
Southwestern Surety, Denison ..........e. eee eee 
Standard Accident, Detroit .........0.sccscrescees 


Standard Life, Pittsburg 
! Indemnity, Hartford 
Pravelers, Hartford + rere 
Union Liability, Chicago .......... 
United States Casualty, New York 

l'nited States Fidelity and Guaranty, 
Western Indemnity, Dallas 


ravelers Indemnity, Hlartford .............. 


Baltimore 





Potals G1) companies) 7.200507 


Liability 


tna \ecident and Liability, Hartford. 

Rina: Bille: Par ohossses0cte eres netbs crasceees 2 
American Casualty, Reading...........cccsseesee 
American Indemnity, Galveston ......... oe R 
Casualty Company of America, New York...... 1306 
Commercial Casualty, Newark.........c0.e.see0. 


Commonwealth Bonding and Cas., Fort Worth. 
Employers ‘Tiability,. London « 00:00606002 00084: 
europe an Accident, London 





Fidelity and Casualty, New York............... 1% 
Fidelity and Deposit, Baltimore...............5- i 
Frankfort General, Frankfort .................5. 

(seneral Accident, Perth i Ws 
Georgia Casualty, Macon 140,276 





1,089,460 
1 ee | 293,32 
Indemnity, TALASS 


(lobe Indemnity, New 
Giuardian Casualty, Salt 


Hartford Accident and Ifartford.... 












Home Life and Accident, Fordyce .............. TH STI 
Interstate Casualty, Birmingham ............... W535 
Kansas Casualty and Surety, Wichita........... 4121 
Kansas City Casualty, Kansas City.............. 22,037 
London Guarantee and Accident, London...... 1,806,691 
London & Laneashire Guar. & Acc., Toronto 
Maryland Casualty, Baltimore .........0000s0se08 
Massachusetts Bonding, Boston ............00+ | 
New Amsterdam Casualty, New York.......... 
New England Casulty, Boston .................. 
Ocean Accident, LOndOn .ws0s0660.c0cccesscseeas | 
Pacific Coast Casualty, San Francisco........... 
Preferred Accident, New York........scesesesees 
Prudential Casualty, Indianapolis .............. 
Royal Indemnity, New York ........00sc0se0ees 
Southern suseby,s Sts AIOWS  .siesccikcccerser onesies 
Southwestern Surety, Denison ...............66. 
Standard Accident, Detroit .........cccsesseeesees T0181 
fexas Fidelity and Bonding, Waco.............. 5,669 
lravelers Indemnity, Hartford .................. 109, 129 
Travelers Insurance, Hartford .......0.0s00000.0r0% 
Union Casualty, Philadelpnta: 0...) 0c:0snasse.00s 
United States Casualty, New York.. | 
United States Fidelity and Guaranty, 
Western fndemnity,. Dallas. «......:0:00%0000000ee0 
Zurich General Accident, Zurich 
Tatals:: (43 -COMMRNIES) «6 6-0:0:5:00si00 5005s8s0002 | 86,717,858 
| 
| 
Horkmen’s Compensation. | 
tna Accident, Hartford ............cc.ccceceecs ! 1,973 
ABtna Life, Hartiord: ..6.66.5c0ciece0 ‘ 3,599,484 
American Indemnity. Galveston | “S511 


' 1,116,749 
308,189 


of America, 
Newark 


Casualty Company 
Commercial Casualty, 





\ccident and health department. a@ Automobile liability 


husiness. only. 


ASSIFIED. 


Cont. 


losses Paid. . 


$ 
11,240 
TAL 
20,149 
336,846 
43,045 
16,102 
655,169 
40,130 
201,019 
16,426 





108,666 
26,421 
3 O04 


9o4orme 
dyer ae ge deded 


6,870 
2,210,072 
29,190) 


— 


5193,480 
98,480 
142,078 
201,344 
843,849 
184,922 





308, 205 


95 299 53 


194 
1, a 556 
9,741 
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CASUALTY BUSINESS OF 1914, CL 


Premiums 


ME A | DAY 

NAME AND Location oF COMPANY. Wetttan 
Commonwealth Bonding, Kt. Worth............. 109,109 
implovers Liability; Londoit:...5:5s06esiss.ckencven 3,029,626 
European Accident, LONGO) voices sscsiesicpercc cas rS1,044 
\idelity and Casualty,;New York,...........3..- 1,955,702 
Kidelity and Deposit, Baltimore................. 1,012,956 
Prankiort General. Pranktort 6.5.6. o35's sieeve ncn oe 460,433 1 
General Accident, Perth 
Georgia Casualty, Macon 






Globe Indemnity, New York 
Guardian Casualty and Guar., 
Ilartford Accident, HH: artford 
Interstate Casualty, 





london Guarantee and fone. wag LONdON. ces ; 
I.ondon & Laneashire Guar. & Aecc., Toronto.. 1533, 509 
Maryland: ‘Casualty, Baltunore ..00006.56¢505000080% 1,040,961 
Massachusetts Bonding, Boston ................- 973,474 
New Amsterdam Casualty, New York....... 380,945 
New England Casualty, Boston ..........0.:... 122.067 
Chcean Accident, Tondo oi ii<6s.o5s choc dens keen 1,314,493 
Pacific Coast Casualty, San) Francisco 

Preferred Accident, New York... 

Prudential Casualty, Indianapolis... 

Royal Indemnity, New York:......0062600.0000000 

Southern Surety, St: Ibouis ......... 

Southwestern Surety, Denison ........6..0..5+ 

Standard Accident, Detroit <.....0000.60688 





Texas Fidelity and Bonding, Waco 


Travelers Insurance, Hartford ............. 5, 197, 634 
Union Casualty, P hiladelphia Oo ee 181,496 
United States Casualty, New York....0.2 0.0.0. 409,604 
United States Fidelity and Guaranty, Baltimore. 
Western Indemnity, Wallas: oii access oc aces no 
FavicW. General, ZAM) cies es asec dseiec seiko 





Totals (GS companies)... 


WVitual Companies 








American Mutual Comp., New York.......... 
American Mutual Liability, Boston.............. 
Ben Franklin Mutual Casualty, Chieago......... 
Vid’y Contractors, Ltd., Mut. Liab., Milwaukee 
Cent. & W. N. Y. Brewers & M. Mut., Albany. 
Contractors Mutual, New York........6....0.. Re 
Contractors Mutual Liability, Boston......... 
Employers: Mutual, New YoOrk.csi.c.00<0000088% 
[Employers Mutual Liability, Wausau........... 
Exchange Mutual Indemnity, Buffalo......... 
First Mutual Liability of New York, New York 
Massachusetts Emplovees Ins. Assn., Boston... 
Master Plumbers, Ltd, Mut. Liab., Milwaukee. 
Michigan Workmens Comp. Mut., Detroit...... 
Millers Mutual Casualty, Chicago ........00.0.6. 
N. Y. Printers & Bookbinders Mutual, N.Y... 
Security. Mutual Casualty, Chicago: <..3. 5.05666. 
Texas: Eemplovers, WaMas wis ccc c4% is.00 ce cerees 
tica Martual Gom., Wicac 6... 35 ie cuca sone 
Utilities Mutual, New EI os faa clo ieee wees od oe 
Wis. Hardware, Ltd., Mut.. Stevens Pt., Wis... 
Workmens Comp. Mutual Liab., Milwaukee.... 
Totals C22 COnMAMIES) cosocisicn Sackacicess | 4,213,227 
Fidelity. 
AMtna Accident and Liability, Partford.... : S586 
American TV idelity, Montpelier ............scee00s 19,735 


American Indemnity, Galveston ..........0sce00. 1,711 
American murety,. IN@W WOM sos. decrees easiiewe oe’ 1,564,464 
Casualty Company of America, New York...... 18,075 
Chicago Bonding and Surety, Chicago........... 
Commonwealth Bonding and Cas., Ft. Worth 

Eniplovers Liability, LOndOm oo... s06ss.cce cece 

Famtaple Surety, Ot. Onis (5325s ieework see needs 


Accident, Tondon 





kuropean 














Fidelity and Casualty, New York..............0. 268,090 
Fidelity and Deposit, Baltimore. ...c.5000550005> 1.126.160 
frlobe fademmnity, New York <osoeias cocks cvevsvess 110,84 
Guarantee Co, of North —— a, Montreal... : 
Guardian Casualty and Guar., Salt Lake City... 

Hartford Accident, Hartford Sica Sarees pe Obie cetie 

POEs “SRPCEY, TONICA RO! nscale sss bite siairs tia sie'e corners 
International Fidelity. Tersey City 

Interstate Casualty, Birmingham............ 

Kansas Casualty and Surety, Wichita ..... 

Lion Bonding and owe: Omaha 

London & Lancashire Guar. & Acc., Toronto 

Marviand Gasvalty.. Baltimore coc35.46 sc.c00 5 e800 
Masschusetts Bonding, Boston: .....5..60 50000008 262,064 
National Surety, INOW YOGK nic ciivcuetiecctev cine’ 1,340, 219 
New Amsterdam Casualtv, New York........... ) 
New England Casualtv, Boston ..........cc0see: 

Ocean Accident, London ......... 







Coast Casualtv, San 
Preferred Accident. New Y 
Royal Indemnity, New York 
Southern Surety, St. Louis 
Southwestern Surety. Denison 
Texas Fidelity and Bonding. 
United States Fidelity and Guaranty, 


Pacifie 





Baltimore.) 9 1.57 
| 
yr Reinsurance 


¢ Includes employers’ liability. 


ASSIFIED.- 


Thursday 


Cont. 


Losses Paid. . 


24,086 
879,820 


186,721 
301, 709 


9,974,400 
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CASUALTY BUSINESS OF 19, CL.NSSPFIED. 
Name AND Location OF COMPANY. , on 
Fidelity—Cont. $ 
United States Guarantee, New York............ JOS,5S7 
Wiestern Indemnity, Dial .cccs. cc cccsececdacee. 8,692 
Fotals: (27 ConipanieS) o2<0 ccs dace cecownecs 7,912,703 
Surety. 
Etna \ccident and Liability, Hartford $63,518 
American Fidelity, Montpelier ................+. 122,353 
American Indemnity, Galveston ..............- 31,091 
Nmeriean Surety, NEW WORK case ccs scceese es 2,489,992 
Casualty Company of America, New York..... 104,912 
Chicago Bonding and Surety, Chicago.......... 
Commonwealth Bonding and Cas., Ft. Worth 
Employers Liability, London ................ 
Boutable Surety, St. Laws 2.22.2 262.526c. neces es 
European Accident, London ...<..02.22 0666.26. 
Fidelity and Casualty, New York................ 
Fidelity and Deposit, Baltimore ............. wae 
Globe Indemnity, New York... . 06 cccsce csc ccs 


Guarantee Co, of North America, Montreal...... 
Guardian Casualty and Guar., Salt Lake City... 
































Hartiord Accident, Hlartford ............ 
Home Life and Accident, Fordyce ............ 
Peinois. Surety, Ciicage i5.0s..c5 cscs coe Sens cnc 
International Fidelity, Jersey City.... 
Interstate Casualty, Birmingham .~.......0.00.0«; 
Kansas Casualty and Surety, Wichita ........... 
I.ion Bonding and Surety, Omaha............. 
London and Lancashire, Toronto ......:<..0.+6. 
Maryland Casualty, Baltimore ...6...2....0000. 
Massachusetts Bonding, Boston ............ eee 
National sirety, NEW Y O86 scc csc ccc ccconecoccens 
New Amsterdam Casualty, New York........... 
New England Casualty, Boston .....0.....000. 
Pacific Coast Casualty, San Francisco........... 
Pennsylvania Surety, Harrisburg ............ 
Preferred Accident, New York............... 
Royal Indemnity, New York......-220s00ss0 
MOUChEerh Surety, Ot, MOOS cc-cceneecenccieays 
Southwestern Surety, Denison aes 
Pexas Fidelity and Bonding, Waco tbs. aaleer ane 32.41: 
United States Fidelity and Guaranty, Baltimore 2,486,191 
United States Guarz New York.. S7 
Western Indemnity, Ar coats 
Potals (8S companies) 13,777,005 
Plate Gla 
} \ccider Hartford Ma s25 
\merican Casualt Reading 
\merican Indemnity, Galveston Pe Ae eler er : : 
Casualty Company of America, Ne York. HOSTH 
Commercial Casualty, Newarl cee ; 14,293 
Commonwealth Bonding and Ca ht. Worth 0G 
Emplovers Liability, Londo ; a hascswtees Te Be 
delity and Casualty, New York. PAS 17 
Fidelity and Deposit, Baltimore ; ree 824% 
Georgia Casualty, Macon eco : 19611 
Globe Indemnity, New York ; : 126.107 
(ire rm Casualty Ne Yor] , STAS1 
(rua malty and Guar., Salt f e City » S21 
HTar cident, Plartford O44 
Inte milty, yrmnehan 
h nN ' 1 and Sire . \\ ( ta ' ‘ 
I City Casualty, Kan Cit ; aa 
iio ‘ nd Surety, Omal Y 
Fiova G) New Vorl 7 ¢ 
| Jd \ | ( \ \ " 
| | ri ( 
Massachuset Bond ie 
letropolitan Casualt r yon i 
\¢ Amsterdam ( 
ew Eneland Casu Bost 
¢ Perse hidelit ( 
Ne ve | Fr t ( ’ 
() 4 \ (le ] 
{ ( ( 
Disab ( 
le ] ‘ ¢ 
See : F 
‘ es ( ; 
| 
AB \ 
\ 
C; ‘ 
( ' 
Empl | Bi 
‘ ( 
\\ es t¢ or Phitadel yr Wee 


( 
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19,57 


1,446 








2,470,909 
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SUPPLEMENT. 


CASUALTY Bt 


SINESS OF 19144, CLASSIFIED. Cont 


Premiums 


iia Written. 


AND LOCATION O 


COMPANY. 





Burglary and Theft 
and Deposit, 
Frankfort General, Frankfort 
General Accident, Perth 
Georgia Casualty, Macon 
Globe Indemnity, New Y 
Great Eastern Casualty, 
Guardian Casualty and Guar., Salt Lake City... 
Hartford Accident, Hartford : 
Home Life and Accident, Fordyce 
Interstate Casualty, Birminghain................. 
Kansas Casualty and Surety, Wichita.... 
hans City Casualty, Kansas City 
Lion Bonding and Surety, (maha 
London Guarantee and Accident, 
Maryland Casualty, Baltimore 
Massachusetts Bonding, Boston 


National Surety, New York 


Cont. 
Baltimore 


S 


Fidelity LOS 305 











London. 








New Amsterdam Casualty, New York............ 
New England Casualty, Boston ...............-. 
New Jersey Fidelity and Plate Glass, Newark 
Ocean Accident, London eae 





Preferred Accident, New York... 
Prudential Casualty, Indianapolis 
Royal Indemnity, New Y 
southern Surety, St. Lowis......:..<0. 
Southwestern Surety, Denison nee 
Fexas Fidelity and Bonding, Waco... 
United States Casualty, New York... 
United States Fidelity and Guaranty, 
Western Indemnity, Dallas 











Potals 


(39 companies) 


Steam Boiler. 
American Casualty, Reading 
asualty Company of America, 
Liability, London 
urepean Accident, London : 
idelitv and Casualtv, New York 
Globe Indemnity, New York , 
Hlartford Steam Boiler, Hartford ; 
Iansas Casualtv and Surety, Wichita 
London Guarantee and Accident, 
Maryland Casualty, Baltimore 
\ccident, London 
Indemnity, New 


Surety, St 


( New York. 
Employer aveceeas 
I: 

| 


()cean 
] 


York 


Tow 


Roya 


Southern 


Pravelers Indemnit Hartford 
United States Casualty, New York 
United States Fidelity and Guaranty, Baltimore 
Western Indemnit Dall: 
Pot (16 companies) 2 GOT O60 238 G83. 
Fly- Wheel 
Mtna Accident and Liabilit Hlartiord BT ie 
( milty Company of Ameri Ne Yorl 2 


London 
London 


iployers Liability, 


Accident, 














and Casualty, Ne VYorl 14.76 
(lobe Indemnity, Ne York AM) 
Hartford Steam Boiler, Hartford KD 
In ind Casualty, Baltimore > 446 
We Indemnity, New York OGG 
Pravele Indemmnit Hartford 
! todd State @ansenti Nig Yorl 
u (1 cor ‘ Haier 7,635 
! Teams Propert Damage 
ety lent and I bilit ITartford GSS_ 66S 617 
eriean Automobile. St. Loui 123, 1 Soe iy 
‘ n Reading 11.684 Wy Or] 
( Compan \meri Ne York GG 5 8 Th 
( ‘ ( ] Ni ] 92,095 7.90% 
( ( It Wort BRE ». 152 
195.852 129.3 
! elit ! York 128,147 12,180) 
‘ 1 re ISS. S26 $4,946 
! fort YY otky T2183 
( ‘ \ 188,714 144,822 
( ( t Jive GOT FT 307 
( e Indemnit ‘ y 230,738 O7 200 
( 1 ( t ' ( Lake ¢ 6,641 | 
1] 1 Accident. Hartford 218 1.204 
( valt iret Vieht 1.05 rr 
City ¢ It t 5 ' 1.74 
! ( nite Lond TY? 67.61 
| I ca 12.02 14 Gt 
] ( 1 R 169 O80) 5S GOOG 
1 ant PRondin TOI 4? 
terdar ( Ne \ } 4 4 
l nel ¢ Bo ! GN7 
() ley Londe iat 
ef Coast ¢ alt n Francisco (2 
Preferred Accident, New York f 4 
| lent ( t Indianapoh 1 DES 
ike Inde1 t ew York 142 (08 
. ( Suret St Tou if) 
tes fire, theft, « iabilit ‘ 
, { rh nl y Wee nee | ne ont 
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CASUALTY BUSINESS OF 1914, CLASSIFIED.—Cont 











CASUALTY BU 





Thursday 


SINESS OF 1914, CLASSIFIED.—Count. 





| 

















tr cg oi 
> oO - = 
\ - : . Premiums | Pad lo N c : ' ' Premiums | oe Ones 
4} p Location OF COMPANY Wirstten. wosses Paid. .2 NAME AND LOCATION OF COMPANY. Wiatan?” | Losses Paid. = 8S°= 
oS a4 by 
| a4 Bo & 
| | wy 
Automobile and Teams Property Damage -Cont. $ % Workmen’s Collective—-Cont. $ $ Y, 
Southwestern Surety, Denison ..............s000 17,466 38.0 United States Casualty, New York...........000 4,912 1,475 30.0 
Standard Accident, Detroit mlesia Ste arechine 18,519 35.4 United States Fidelity and Guaranty, Baltimore. 1OS,117 | 62,832 | 58.1 
Texas Fidelity and Bonding, Waco......... 1,895 14.7 Western Indenmity, Dallas <2.0..<ssaseisscuesees 90 if 85.6 
Travelers Indemnity, Hartford ................. 273,209 43.7 -—-- - 
Union Casualty, Philadelphi ............. 3,539 | 36.0 LOtals: C2OCompantes) oie dis lise sees aiwiecwce 649,066 396,318 61.1 
United States Casualty, New York......... ; 30,011 48.8 
United States Fidelity and Guaranty, Baltimore. 63,304 39.5 Sprinkler, } | 
Western Indemnity, Dalla : : ‘ner 4.700) 26.5 /Etna Accident and Liability, Hartford.......... 75,716 27,718 | 36.6 
Zurich, Zuricl weenaGaee Koes bne seus 136,206 61,473 15.1 Maryland CasuaJty, Baltimore 134,599 59,855 A5 5 
United States Casualty, New 20,034 9,458 ‘7.2 
Potals (37 COMPANIES): once e siceds acs 5,518,265 2,241,206 40.6 —- 
Totals (S companies)? 40.05 eases iw 230,549 97,031 42.1 
Workmen’s Collective. | 
AMMtina Life, Hartford rere eee 5,069 aoe | Live Stock. 
Casualty Company of America, New York 31,788 77.4 Indiana and Ohio Live Stock, Crawfordsville... 113,500 48.2 
Commonwealth Bonding and Cas., Ft. Worth 747 25.2 Montana ive Stock, THelena scsi ohcseecceces ies 6,726 23.7 
[employers Liability, London MT eee 11,894 161.0 National Live Stock, Indianapolis..... 24,435 39.7 
Fidelity and Casualty, New York a6 33.5 Northwestern Live Stock, Des Moines.. 49,187 58.4 
Fidelity and Deposit, Baltimore................6. 279 | 26.7 Standard Live Stock, Indianapolis....... ‘ 60,180 53.7 
Frankfort General, Frankfort.............-0ee00- S200 Western Live Stock, Peoria .iicinscsscccccndeane 56,478 38,240 67.7 
General ACCiaent, Vert occ cic see sisdeieseaee 79.3 : ; 
Georgia Castalty, ‘Macon: « viescivss se sisini022000s008 70.9 Totals (6 conipanies):... 5 cis0ssdecssenevessae 591,519 292,268 | 49.4 
Globe Indemnity, New York....... satiowssia.e emer 1.2 { { 
Guardian Casualty and Guar., Salt Lake City.... 948 56.9 Physicians’ Defense. | | 
Home Life and Accident, Fordyce......... ene 38,204 42.0 Marviand Casualty, Baltimore ....6cocccccscccdeeiss 40,951 41,206 100.6 
Interstate Casualty, Birmingham ................ 13,153 83.2 Medical Protective, Ft, Wayne 2.2.04 s050060000%% 138,114 31,054 99 5 
f.ondon Guarantee and Accident, London 03, 047 94.7 Pacific Coast Casualty, Sati PANCISCOs.6s6c-<cccuc ' Sepa) View. 
London and Lancashire, ‘Toronto.. ; és 73h : 3 
Maryland Casualty, Baltimore ..............06- 14,146 Totais.(S COmpPanies) <<. p-ssscwackssiosseacwens 179,410 | 72,260 49.3 
Massachusetts Bonding, Boston ........... ee 094 | | 
New Amsterdam Casualty, New York...........) 66 | — ...... oe Industrial, ! 
New England Casualty, Boston ..........cs00008, seeees 1,959 eek Casualty Company of America, New York....... 95,702 56,427 | 58.8 
Qeean Accident, LOndGN 64 csiscdsccccsccccwewsees 16,955 10,9230 64.5 | { 
Pacific Coast Casualty, San Francisco........... | 2,344 1,184 0.5 Credit. : | | t 
Royal Indemnity, New York............0....000- 7,102 4,640 65.5 American Credit Indemnity, New York......... 702,673 350,469 19.9 
Southern Surety, St. Louis .......... 1,928 | 1,245 64.6 London Guarantee and Accident, London.. 349,907 148,870 42.5 
Southwestern Surety, Denison ........... 43,472 23,446 53.9 Ocean Accident, Londo oiccccs ccc ccvevcsesssess 413.4,926 232,800 | 53.5 
Standard Accident, Detroit ..............6-- 10,684 7,648 71.6 ; | 
lravelers Insurance Company, Hartford 12,383 , 12,027 97.2 Totals (BS \ COMPANies) © s0c.o.cieceeswewiacecareess 1,487,506 732,139 | 49.2 
| { 


WHERE TO GET BOND BUSINESS 


The following is a partial list of sources of 
bond business: For fidelity bonds look among 
banks and trust companies; officers, agents and 
employees of insurance companies; investment 
and mortgage companies; building and loan as- 
sociations; stock or produce exchanges; public 
service corporations, including transportation 
lines of all kinds by rail or water, express com- 
panies, telegraph and telephone companies, gas, 
water, or electric companies; employees and 
officials of mercantile and manufacturing con 
cerns, including secretaries, treasurers, man- 
agers, auditors, cashiers, bookkeepers, clerks, 
salesmen, collectors, delivery men, paymasters, 
sales agents, etc.; benevolent and secret orders; 
clubs and hotels; labor organizations; theaters; 
etc, 

For fiduciary bonds look among administra- 
tors: executors; guardians ad litem; trustees 
and receivers in bankruptcy; assignees and 
trustees in insolvency; receivers in general; re- 
ceivers for national banks; committees, guar- 
dians, or trustees whose duties are to preserve, 





invest, reinvest and pay over the income. of 
estates. 

For public official bonds look among treas- 
urers, tax collectors, chamberlains, or any other 
officers, employees or clerks handling money; 
mershals, sheriffs, policemen, and others exe- 
cuting civil and criminal process; judges and 
court clerks; notaries public and commissioners 
of deeds, ete. 

For Federal official bonds look among cus- 
toms officers; collectors of internal revenue and 
their deputies; consuls and vice-consuls; dis- 
bursing and other officers of the army and navy 
handling money; postmasters and their deputies; 
post office clerks; letter carriers; marshals, 
peace officers and others executing civil and 
criminal process; judges and court clerks, ete. 

For customs and internal revenue bonds look 
among importers; cigars and tobacco manufac 
turers; tobacco peddlers; distillers; warehouse- 
men; brewers; winemakers, ete. 

For Federal contract and general contract 
bonds look among contractors for foundation of 
bridges; dams; tunnels; hoisting and blasting: 
dredging and harbor improvements; sewers and 


pipe laying; excavations of all sorts, super- 
structure of bridges; grading and filling; heat- 
ing and ventilating; reservoirs and waterworks: 
canals and open cuts; paving; supplies; side- 
walk, paving and other maintenance; removal of 
garbage; street cleaning; street lighting; wreck- 
ing buildings, ete. 

For depository bonds look among national, 
state and savings banks and trust companies. 

For court bonds look among lawyers connected 
with cases concerning refunding; appeal; dis- 
charge from arrest; discharge from attachment; 
indemnity to sheriff; discharge from injunction; 
payment of judgment; mechanics liens; dis- 
charge from replevin; stipulation for value; at- 
tachment; costs; injunction; land damages or 
condemnation; replevin, arrest. 

Other classes of bonds not touched upon in the 
foregoing list, and the sources of which are self- 
evident, are: license, franchise and excise 
bonds; lost securities; common carriers; per- 
mit; warehouse statutory; guaranteeing negoti- 
ability of warehouse receipts and commercial 
paper; lease; to pay freights, ete.—The tna. 
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‘THE SPECTATOR 
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SURETY ADJUSTMENTS 


Some Interesting Cases in the Chaim 
Department 


STORIES OF BONDED EMPLOYEES 


How a Mereantile House Lost by Failing to 
Notify Insurance Company 

Vhe claim department of a surety company, 
contrary to the general belief, is not engaged 
primarily in the task of catching criminals 
employers regard surety companies as deter- 
rents of possible dishonesty among their em- 
ployees, because of the wholesome respect the 
average employee has for the company that 
goes on his bond. The formalities surround 
ing the taking out of a fidelity bond are cal 
culated to impress upon the employee a sense 
of deep responsibility. The common belief, 
carefully fostered by employers, is that a 
surety company never relents once a claim 1s 
made on it, and that the consequences of a 
dishonest act, if reported to the surety com 
pany, follow the employee through life. 

This reputation is a big part of the stock 
in trade of the surety companies. It secures 
for them most of their fidelity bond business. 
The truth is, however, that so far as pursuing 
a defaulter merely for the sake of intlicting 


punishment on him, as an example to others, 


the case has been greatly overstated. The 
actuating motive for pursuit is recovery, and 
if there is no likelihood of recovery the com 


pany is usually content to leave the criminal 


to the attention of the law officers 


Strupy THE CONDITIONS 

The first task of the claim department when 
a claim is made is to learn the exact circum 
stances under which the shortage occurred, 
as to determine its own responsibility. The 
next is to force the dishonest employee t 
make restitution. Salvage is the one important 
thing in the claim department. The success 
of a surety claim man is measured by how 
much he is able to recover. If the employee 
has departed, he must be caught first, in order 
to obtain salvage; if not, either he or his rela- 
tives or friends must be induced to make resti 
tution. So successful are the better organized 


claim departments, that fidelity claim) recoy- 
eries average about one-half the amount of 
the claims 

Of course, before an employee ts bonded a 
careful examination is made of his past record 
and present circumstances. ‘This appeals to 
the employer, who reasons that 1f an employee 
passes the scrutiny of the surety company he 
must be all right. In fact, however, a clever 
man may easily escape the scrutiny of the 
surety companies and be passed, unless his 


record 1s exceptionally bad. 


One BANK’S [¢xX PERIENCE 

lake for example the recent case of a well- 
bred Southerner employed by a Georgia bank. 
lle had had employment in several commercial 
houses but lost it because of his habits. Cards 
were his weakness, yet he succeeded in passing 
the serutiny of the surety company and ob 
tained a large bond. When a shortage in his 
accounts was reported by the bank, it) was 
found he had squandered not only the bank’s 
funds but those of his cultured and beautiful 
wife. Friends made restitution, but the thing 


followed him Ile was now a marked man, 


and could find employment nowhere. [le made 


a final appeal to the surety company to bond 
him once more, offering as indemnity some 
heirlooms of the tamily. The offer was re 
jected 
War THE CLerkK Dip 
linally he decided on the easy way out, but 
his wife insisted on accompanying him. They 


argued it over earnestly for a while, and she 


had her way. But when it came to details, 
they could not agree. Fach was an exquisite 
in matters of taste and dress, with marked 
individual preferences, and they could not 
come to an agreement as to the kind of poison 
to be used \t Jast, in deference to her de 

ire he purchased the particular kind he 

far rned to, and then exercised hi wn 
preference Draped in immaculate linen, and 


reposing, they took their draught imultane 
ously. and awaited the event which would de 
termine whose was the superior judgment 
Phat knoweldge, however, could scarcely 
have reached them this side of the curtain. 
Due Surety CoMPANY’S CONDITION 
If vou have men under bond, it would be 
well to understand clearly the conditions the 


surety company impose Phe most important, 


the one most fruitful of misunderstandings, is 
that you must report at once a dishonest act 
of your employee. Many employers, for per- 
sonal reasons, are disposed to overlook first 
offenses. They retain in their employ men 
who have given evidence of crookedness, and 
When these men become embezzlers for con- 
siderable sums, look to the surety companys for 
a settlement in full. Innumerable instances of 
this kind occur. Ilere is a recent case: 


\ssureD FAILED TO NovTiFry 


A hotel and news service, operating on sev- 
eral Western railroads, found on checking up 
one of its news stands that the manager was 
short in goods amounting to about fifty dol 
lars. Vhe man had had family troubles, the 
auditor was sympathetic, and the shortage was 
explamed as having been caused probably by 
hoys pilftering Ihe next week, however, the 
shortage had reached a much larger amount, 
and the auditor wrote his employers for in- 
structions. Instead of notifying the surety 
company at once, as should have been done, the 
news company sent a special agent to the town 
to spy on the stand and tind out where the 
property was going. The man hung around 
the place for a week without learning any 
thing yet when another check was made the 
shortage was much greater than before 

Only then was the bonding company notified 
The claim was tinally settled for the amount 


of the first shortage. 


RATIO OF ACCIDENTAL TO TOTAL 
DEATHS FOR THIRTEEN YEARS, 
LIFE DEPARTMENT, THE TRAV- 
ELERS INSURANCE COMPANY 
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of the life department of the Travelers, it may 
he said to be the experience of business and pro- 
fessional men Relatively few men in the most 
hazardous occupations carry old line life insur- 
ance, and the ratio of violent deaths among the 
whole population is undoubtedly greater than 
the ratio in this table. 

Another interesting fact is shown by the 
violent deaths to the total exposure, by total 
exposure meaning the number of Travelers’ life 
policies exposed to death from all causes an- 
nually. For every death among people the least 
exposed to accidents there are about 140° dis 
abled from injuries to one killed, or a total of 
145.880 accidental injuries to 1,095,000 exposures, 
and this works out approximately to the prover- 
bial one policyholder in seven or eight acciden- 
tally injured every  year.—Travelers Agents 


Record 


THE ADUSTER’S MANUAL 


The Spectator Company has issued a book, by 
Dr. C. H. Harbaugh, on the settlement of acci- 
dent and health claims. It is entitled ‘The 
Adjuster’s Manual,”’ and is one of the best works 
of the kind which has been put out, and the fact 
that it is now in its second edition, revised and 
enlarged, is evidence that the book has proved 
serviceable and popular. Dr. Harbaugh is a 
well-known authority on the settlement of acci- 
dent and health claims, and his intricate knowl- 
edge of accident and health adjustments means 
that the book should be in the hands of all 
accident and health underwriters.—Insurance 
Age. 

This book, which is the second edition of a 
work first published in 1905, is written with the 
idea of assisting insurance companies, railways, 
adjusters and agents in the adjustment of claims 
resulting from accidents or sickness. The new 
edition, which is thoroughly revised, contains 
more than 100 pages of additional information. 
Among the new features may be mentioned 
twelve illustrations of the skeleton, muscles 
and organs of the body, a glossary of medical 
terms used in accident and health insurance, 
1700 words and explanations, new tables of in- 
formation and new articles on special diseases. 
On account of the elimination of technical terms 
in the discussion of the medical subjects the 
book is readily comprehensible.—Electric Rail- 
way Journal. 

A singularly good publication.—National In- 
surance Gazette, London, England. 

The Spectator Company has issued a new and 
enlarged edition of Dr. C. H. Harbaugh’s valua- 
ble manual on the settlement of accident and 
health claims.—-Weekly Underwriter. 

The 1915 edition of The Adjuster’s Manual for 
the Settlement of Accident and Health Claims, 
by C. H. Harbaugh, M. D., Philadelphia, has just 
been issued from the presses of The Spectator 
Company, New York. The new edition has been 
entirely rewritten. Many new descriptive ar- 
ticles have been added; every article in the sec- 
tion on diseases has had added to it a new par- 
agraph; new tables have been inserted, and 
many medical terms used in the accident and 
health insurance business have been briefly ex- 
plained. The manual (price, $2.50) is indispens- 
able for adjusters and agents in the adjustment 
of claims resulting from accident or sickness. 
Insurance Press. 

The general form, following the classification 
of accident or disease, is as follows: Informa- 
tion; prominent signs and symptoms; total dis- 
ability; partial disability; adjustment; effects. 
This manual is admirably adapted to the needs 
of accident and illness claims adjusters.—Coast 
Review. 

It covers the field thoroughly and the first edi- 
tion met with such a welcome that a second has 
been issued. Each article has been thoroughly 
revised by the author and many new and im- 
portant features have been added, greatly in- 
creasing the value of the book. It is certainly 
a valuable addition to the adjuster’s library.- 
Indicator. 

A valuable book for accident and health ad- 
justers, containing over 400 pages, dealing on 
various diseases, illnesses, accidents, etc., giv- 
ing period of total disability in average cases 
of each, adjustments and other helpful informa- 
tion.—-Insurance Herald-Argus. 

Orders should be placed with The Spectator 
Company, publishers. Price, $2.50 per copy. 


INDUSTRIAL CASUALTIES 


Occupational Accidents and Diseases in 
Relation to Social Life 


INSURANCE METHODS INADEQUATE 


Statistics Showing Losses from these Causes 
Incomplete—Proportional Showing from 


Kuropean Figures 


Thomas J. Riley, Ph.D., general secretary 
of the Brooklyn Bureau of Charities, recently 
delivered a lecture, under the auspices of the 
Bureau of Public Health Education, to the 
medical inspectors of the New York Depart- 
ment of Health on “The Social Significance 
of Industrial Accidents and Occupational Dis- 
eases.” Jextracts of interest to the casualty 
underwriters are given below: 

It is difficult to get any accurate information 
as to the number of persons killed in industrial 
accidents in the United States within a year. 
A conservative estimate places the number be- 
tween 30,000 and 35,000. Statistics in Germany 
and in England and in certain commonwealths 
in the United States show that there are about 
nineteen or twenty times as many non-fatal as 
fatal injuries. If this ratio holds generally in 
the industries of this country there are between 
600,000 and 700,000 industrial accidents, both 
fatal and non-fatal each year, in the industries 
of this country among occupied males fifteen 
years of age and over. 

The accident rate among railway employees 
has been tending downward in the last few 
years, but in that industry alone nine employees 
are killed every twenty-four hours, and one em- 
ployee is injured every eleven minutes. In the 
coal-mining industry the accident rate is very 
high. In twenty-two States, which give us 
ninety-eight per cent of our output of coal, one 
person is killed out of approximately every two 
hundred employees every year, while the ratio 


of non-fatal accidents is almost twice as high. 
ACCIDENTS OCCUR TO YOUNG MEN 


One thing that is especially noteworthy in the 
social significance of accidents is the age of the 
men when they are injured. Forty-five per cent 
of the men hurt in industrial accidents are un- 
der thirty years of age, eighty per cent are under 
forty and ninety per cent under fifty. These ac- 
cidents, therefore, strike down men at the time 
of their greatest productivity and, certainly in 
the case of the men under thirty, at the time 
when their families, being left) probably with 
young children, would naturally be most inde- 
pendent. 

A man in industry is not more than at his best 
at forty years of age, and yet eighty per cent 
of the men who are overtaken by accidents, fa- 
tal and non-fatal, in the industries of the 
country are only forty years of age or under. 
Industry is therefore doubly wasteful in its ac- 
cidents. It not only brings distress and suffer- 
ing to men and their families, but it brings 
these things to men at their most productive 
age in industry, to men whose present and 
whose future earning powers are the greatest 
possible. 

These statements give rise to the question, 
What should be done to reduce the number of 
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accidents and to relieve and prevent the distress 
Which frequently follows them? 


INpuUSTRIAL ACCIDENT PREVENTION 


Dr. Riley then gives a comparison of the 
railroad and mining accidents in the United 
States with those of Great Britain and other 
Isuropean companies, showing that the num- 
ber in the United States is far greater than in 
any other country. His address continues: 

As soon as we begin to ask ourselves what 
can be done to reduce the accident rates in in- 
dustry, another question appears, namely, what 
are the causes of these accidents? The answer 
to this latter question should give us some spe- 
cific suggestions as to the means of preventing 
industrial accidents. More than one-half of the 
fatal and non-fatal accidents in industries are 
due {9 machinery, especially machinery in mo- 
tion, isuch as gearing, belts, shafting, pulleys, 
elevators, hoists and cranes. Less than one-half 
of the industrial accidents are due to other 
causes than machinery, the greatest number be- 
ing due to hot liquids, acids, steam, explosives, 
collapses of buildings and the falling of objects. 

The first problem in the prevention of indus- 
trial accidents, therefore, seems to be the pro- 
tection of the men from machinery, especially 
moving machinery. Perhaps it would be nearer 
the truth to say that the problem wag protecting 
the machinery, for it amounts to the installa- 
tion of automatic couplers, covering devices and 
all sorts of precautions and warnings that suc- 
cessfully keep machinery out of contact with the 
employees. The installation of automatic 
couplers on freight trains registered itself im- 
mediately in a very marked saving of human 
lives. Other similar installations of purely 
inert mechanical devices have resulted in a re- 
markable saving of human life. 

The second source of protection is an adequate 
system of inspection of lifting, hoisting ana 
traveling machinery, such as elevators and 
cranes, and especially of buildings in process of 
construction. The prevention of accidents not 
due to machinery would also be greatly furth- 
ered through such precautions as have already 
been indicated. To them, however, should be 
added automatic devices for handling hot 
liquids, acids, ete. In coal mining extensive in- 
vestigation by the Federal Government in 


rescue work and in the prevention of accidents 


promises to reduce the accident rate in that 
large field. 


Growth OF WorKMEN’S COMPENSATION 


The speaker then gave a review of the 
employers’ liability laws in various countries 
and States and the development of the present 
system of workmen's compensation. Continu- 
ing, he said: 

This substitution means a new point of view. 
It recognizes that an employee going to his 
work is attended by certain risks of accident 
and sickness and that these risks inhere in the 
fact and conditions of employment rather than 
depend upon the fault, gross negligence, or care- 
lessness of either employer or employee. ‘This 
new principle of occupational risk substitutes 
the system of insurance or of probable injury 
for the principal fault. In as many as twenty- 
four countries that substitution has already been 
made. They have stopped trying to fix the fact, 
except in cases of wilful negligence or drunken- 
ness, and are trying to adjust the amount of 
compensation to the facts and needs in the case. 
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Several of our commonwealths have also 
adopted *the new principle, and commissions in 
other commonwealths appointed to investigate 
the subject have reported in favor of it. 

The compensation systems adopted by the 
American States may be divided into two 
classes, compulsory and elective. Under the 
former, employers are compelled to insure their 
men in a State insurance fund or in some insur- 
ance company subject to the approval of the 
State authorities. Under the latter, employers 
may choose whether they will come under the 
compensation law or have claims adjusted under 
the older employers’ liability laws. 

ACCIDENT CASUALTIES HEAVY 

The scale of compensation for injury usually 
bears some ratio to the average earnings of the 
injured employee and covers some stated num- 
ber of weeks. These ratios and amounts vary 
widely among the various States and may in 
some cases be unfair, but substantial justice in 
time undoubtedly will be done in fixing the 
amounts of compensation. 

Until such a time as an adequate system of 
compensation shall have become general we 
shall have the question of charitable help be- 
cause of these industrial accidents. A few mo- 
ments ago I called attention to the fact that a 
large portion of the men injured in their em- 
ployments are men with a wife and young chil- 
dren. Ina large number of cases fatal accidents 
make widows and orphans. In the two States of 
Pennsylvania and Illinois in the single industry 
of coal mining in a recent ten-year period 6183 
women were made widows and 14,444 children 
were made orphans by industrial accidents. In 
a single year in the production of coal in this 
country there are created at least 1000 widows 
and 2500 orphans. * * * 

WHAT COMPENSATION IS ADEQUATE? 

To give alms to such families is often neces- 


sary, but it is the least satisfactory way of meet- 
system of many 





ing the problem. The _ benefit 





of our large employing corporations is greatly 
to be preferred to charity whether public or 
private. But even in this preferred form the as- 
sistance is often not adequate or satisfactory. 
We can free our wage earners and society in 
general from the burden of industria] accidents 
only through their reduction and prevention and 
by means of adequate compensation for the ir- 
reducible number. The problem therefore of re- 
ducing industrial accidents, of preventing them 
and of compensating men thus injured, is no in- 
considerable question in any programme of so- 
cial betterment. 
OCCUPATIONAL DISEASES 

I have said that it is extremely difficult to de 
termine the number of industrial accidents in 
the United States. It is even more difficult and, 
at the present time, impossible to determine the 
amount of sickness more or less directly trace- 
able to the kind or to the conditions of empioy- 
ment. In 1910 a committee of distinguished 
scholars and students of this question presented 
a memorial to the President of the United 
States, asking that a national commission be 
appointed to inquire comprehensively into the 
fact and extent of occupational diseases in this 
country. Among other things, this committee 
said: 

In the absence of official sickness statistics 
for this country, or any part thereof, the actual 
amount of sickness, whether preventable or not, 
in industry or in different groups of occupations 
must naturally be a mere matter of scientific 
conjecture. If, however, the facts of sickness 
insurance experience of the German industrial 
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population are applied to the estimated number 
of persons engaged in gainful occupations in the 
United States, it is brought out that the proba- 
ble amount of sickness and its cost in the 
United States .would be approximately as fol- 
lows: 

ESTIMATE OF SICKNESS AND ITS COS'1 
AMONG OCCUPIED MALES AND FEMALES 
IN UNITED STATES, 1910 (33,500,000) 

(a) Estimated number of cases of sickness, 

on the German basis of 40 per cent of 

the number of persons exposed to risk. 13,400,000 
(b) Estimated number of days of sickness, 

on the German basis of 8.5 days per per 

SOM PER AMMUNE 6 coincide Ke necedecccescseuss 284,750, 000 
(c) Estimated loss in wages at an average 

of $1.50 a day for six-sevenths of the 


SO AES oo cisiine Kar sernducsonnenncs $355, 107,145 
(d) Estimated medical cost of sickness at 
$1 a day for 284,750,000 days............. $284, 750,000 


(e) Estimated economic loss at 50 cents a 
day for six-sevenths of the 284,750,000... 
(f) Total and economic cost of sickness pet 
DI ce ees Sco reersureeeaknewacuedaanena 772,892,860 
(g) Estimated possible economic saving in 
the health of individual workers on a 
basis of 25 per cent reduction per an 


WE oo ccaenes ass ea SRO RHE 193,225,21% 


122,085,715 


These figures are at the best estimates, but 
they are probably the best estimates. Whether 
there 


S a possibility of saving $193,225,000 per 
annum, or one-half of that amount, it would 
seem that the economic loss alone would be 
abundantly sufficient to justify the most ex- 
tended efforts to reduce the amount of sickness 
among the wage earners of the country. It 
should be noted, however, that this estimate 
does not include the loss of prospective earn- 
ings, due to the early death of the wage earners, 
or the prospective earnings not realized because 
of the reduced capacity of these workers on ac- 
count of their sickness. 

In his book called ‘Diseases of Occupation,” 
Mr. Oliver classifies these diseases as follows: 

Disease due to 

(a) Gases, vapors and high temperatures, 

(b) Increase or decrease of atmospherie 
pressure, 

(c) Metallic poisons, dusts and fumes, 

(d) Organie or inorganic dust and heated 
atmosphere, 

(e) Fatigue. 

I do not need in this presence to discuss par- 
ticular diseases of occupation. I need only men- 
tion as illustrations, phosphorous necrosis or 
“phossy jaw,” caisson disease or compressed air 
illness, plumbism or lead poisoning. It may bea 
debatable question whether tuberculosis should 
be listed as an occupational disease or not, be- 
cause it does not confine its ravages to the in- 
dustrial class or to those who follow a partic 
ular occupation. Yet it is intimately associated 
with the industrial class, and high rates of mor 
tality from tuberculosis are associated with the 


occupations themselves 


CAUSES OF WIDESPREAD DISEASE 


In the report of a recent investigation made it 
Chicago, Doctors Hull and Hedger named as con 
ditions of employment tending to spread and in- 
crease tuberculosis these things, namely: Low 
wages, high rents and consequent crowding, ex 
cessive fatigue from long and irregular hours of 
work, and unsanitary conditions of the places of 
employment, such as deficiency of daylight and 
sunlight, foul air and impure food. 

Tuberculosis is responsible for almost exactly 
one-quarter of all the deaths among wage earn- 
ers in this country between the ages of fifteen 
and thirty-five, and for almost exactly one out 
of three deaths that come between the ages of 
twenty and forty years to both male and female 
wage earners. In Hamburg, Germany the peo 
ple who pay taxes on an income under one thou 
sand marks (about $250) have a death rate from 
tuberculosis which is double the average death 
rate for the population of the city 
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The death rate from tuberculosis among agri- 
culturists may be put at 106 per houndred thou- 
sand. In comparison with this the death rate 
from tuberculosis among those engaged in cot- 
ton manufacture is 202; brass work, 279; copper 
work, 294; glass making, 295; earthenware, 333: 
cutlery, 382; file making, 402. Other statistics 
might be given showing the same thing, namely, 
that tuberculosis is intimately associated with 
certain occupations, especially those giving rise 
to dust—metallic, mineral or organic. 


REDUCING THE Dearn Rate 


Dr. Riley went into some detail on the sub- 
ject of fatigue as a contributing factor in 





occupational disease, pointing out its import- 


ance and the general attitude of the public in 
overlooking its importance. He added that 
legislation in .some States, bringing about 
shorter working hours, had been effected by 
recognition of the physically degenerating re 
sults of fatigue on laboring people. Ile also 
alluded to the difficulty of estimating the cost 
of occupational diseases, with special atten- 
tion to the prevalence of tuberculosis, plumb- 
ism (lead poisoning) and phosphorous poison- 
ing. Emphasis was placed on the methods of 
preventing these diseases. 

It will take a long time to greatly reduce the 
death rate among wage earners from diseases of 
occupation, and when all has been done there will 
doubtless remain an irreducible minimum rate. 
To protect the families of wage earners from 
want occasioned by the diseases of occupation it 
is desirable that some form of insurance or 
compensation shall be at hand. We put the 
cost of the wear and tear on machinery upon the 
industry itself. We shall in part at least put 
the cost of the wear and tear of human life up- 
on the industries themselves. 

There are, to be sure, already some sick bene 
fits available for some of our wage = earners. 
Many of the trade unions have sick benefits for 
their members, but only a small proportion of 
the wage earners are members of trade unions 
having sick benefits end usually these benefits 
are inadequate in amount It is true that many 
large employers of labor have sick benefit 
funds. These are good also as far as they go, 
but they do not go far enough A few life in 
surance companies write a working man’s in 
surance, but these policies are little more than 
death benefits and are a very expensive and not 
very satisfactory form of protection for the 
wage earner and his family 

SICKNESS INSURANCE NECESSARY 

Certain of the European States, notably Ger 
many, have worked out sickness insurance for 
wage earners, in which usually the State itself 
the employer and the employee share in the 
cost There is no doubt in my mind that an ad 
equate system of insurance is an essential to the 
welfare of our wage earners and is an obligation 
that the State should assume, at least in part 
Time forbids my going into the question of what 
constitutes an adequate insurance of this sort 
and what proportion of the cost ought to he 
borne by the various parties in interest 

Whether insurance against industrial disease 
involves a principle different from that involved 
in a system of compensation for industrial acci 
dents is a debatable question. There are those 
who believe that no new principle is involved 
and that the practical method of securing in- 
surance against occupational diseases is to ex 


tend by appropriate legislation or by court in 
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terpretation the definition and list of what is 
included under industrial accidents 

There are others who believe that you cannot 
trace the illness of the wage earners directly to 
the work itself or to the conditions under which 
it is performed as you can do in the case of an 
accident They argue that the industry is re 
sponsible for the accident and that the industry 
alone should bear the cost, but that the in 


dustry is only partially responsible for the ill 


ness and that the cost of such sickness should 
be shared in part by the wage earners them 
selves I find myself more in sympathy with 


the latter view and believe that) independent 
of the system of compensation for industrial 
accidents we need to provide additional, insur- 


ance against occupational diseases 


CHARITABLE AID INEFFICIENT 

While we are reducing the sickness and 
deaths due to industries and while we are estab 
lishing an adequate system of insurance, there 
will exist the problem of charitable help when 
wage earners fall sick and their income is in 
terrupted for any considerable period of time 
To meet the needs of these families by chari 
table assistance, whether from public or private 
sources, is the least satisfactory way, but in the 
tardiness of these preferred forms of social 
justice, as they may be called, charitable aid 
must be at hand, be adequate and be more in- 


telligently given 


COMPENSATION AND INSURANCE 
REQUIRED 

In conclusion, let me gather up in a sentence 
the general argument of this paper. Although 
we cannot measure precisely the extent of in- 
dustrial accidents and occupational diseases in 
this country, we do know that the numbers are 
altogether too high and experience elsewhere 
has shown that the numbers can be greatly re 
duced. Although we cannot measure in dollars 
and cents or in any other terms the cost of in- 
dustrial accidents and occupational diseases, 
we need no figures to convince us that the 
burden is too grievous to be borne. Although 
it will take a long time, we must set our faces 
like flint toward the reduction and prevention 
of accidents and sickness through all means of 
safety and industrial hygiene that investiga- 
tions and science can devise For the irreduci- 
ble minimum we must provide adequate com- 


pensation and insurance. In the meantime and 


for those not otherwise cared for the arm of 


sympathy must reach out and the hand of 


plenty must provide 
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BURGLARY INSURANCE 


An Undeveloped Field that Can Be 
Worked Up 


BRIDE AND GROOM AS PROSPECTS 


How to Secure Burglary Business—Methods for 
Other Casualty Lines 

surglary insurance and allied lines are not 
written nearly so often as they should be. It 
is chiefly because agents who write these lines 
make little effort to develop the tield, and 
solicit only those who are fairly certain to be 
in the market for them. 

A young agent who was determined to land 
all of the business it was possible to develop 
for his company took more aggressive meas- 
ures than are ordinarily found. In connection 
with burglary insurance he kept careful watch 
over weddings, and solicited the newly-weds 
just as rapidly as they returned from their 
wedding trips. Almost invariably he wrote a 
policy covering the valuables which they had 
received as presents, and of which they were 
particularly proud. Naturally, they were 
solicitous for their safety, and the opportunity 
of covering a loss by an insurance policy usu 
ally was seized upon quickly. Incidentalls 
writing this kind of policy often gave the in- 
surance man a lead to other casualty business, 
such as health and accident, residence liability, 
BUC; 

He used the newspapers with good results, 
but made a point of having something to say 
in connection with a news development. Thus, 
when the store of Smith the jeweler was 
broken into and several hundred dollars’ worth 
of goods stolen, the papers carried a reading 
notice which announced that the loss was cov- 
ered by an insurance policy issued through 
the agency of Johnson & Co. While papers in 
some cities will not run “readers,” the same 
effect can be secured by reproducing the news 
item in the advertising columns, with appro- 
priate comment regarding the protection which 
has been afforded. 

These notices often produced inquiries 
which were as good as applications for in- 
surance, for those who were interested to the 
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point of inquiring were not hard to write. And 
it was noticed that losses of this kind were 
really good business for the company covering 
them, since they stimulated new business and 
brought in premiums which easily made up for 
the loss which had been suffered. 

The use of a small ad. of two or three 
lines underneath notices of accidents is always 
good business, calling renewed attention to 
the tact that there is danger of this kind con- 
stantly to be met with, and that the wise man 
protects himself. One agent who featured 
automobile liability had a standing arrange- 
ment with the publisher of the leading paper 
of his community whereby every automobile 
collision in which personal injuries or property 
damage appeared was to be followed by a line 
or two just below, containing this announce- 
ment: 

“Tf you own an automobile you had better 
get Nability insurance covering it. Jones & Co.” 

It has been found that ads. of this kind hit 
the mark better than merely general announce- 
ments. The reason is that the reality of the 
hazard is brought home to the reader. Thus 
the man whose friend is drowned just after he 
himself had been swimming suddenly realizes 
with a shock that he, too, is in danger, and is 
much more likely to consider an accident policy 
favorably than he would have done before. 

Hitting off the popular interest in any propo- 
sition makes effective advertising, and coupling 
up the offerings of the casualty man with the 
interest that is sure to be aroused by actual 
news items relating to the hazard covered 1s 


a sure way to get results. 


Motor Vehicles Must Carry Liability 
Insurance 

A bill has been introduced in the Wisconsin 
Legislature requiring motor-driven vehicles used 
for hire to carry liability insurance for the pro- 
tection of the public. The bill demands that 
each jitney be insured for not less than $4000 
in a reliable company authorized to do busi- 
ness in the State. The financial responsibility 
of the insurance company must first have been 
approved by the Insurance Commissioner, and 
the company may be made a party defendant 
with the owner and operator of the jitney in 
case of injury or damage caused by such vehi- 


cles. 
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ISSUED MONTHLY AS A SUPPLEMENT TO THE SPECTATOR 


ELIMINATING FRILLS 
Giving the Honest Policyholder a Dol- 
lar’s Worth for His Dollar Premium 


STANDARDIZED POLICIES PROPOSED 


Suggestions from So-called “Frills” in Accident 
Views of Insurance Men 





Policies 
By W. Epwarp MAGRUDER, M. D. 


The so-called “frills” in accident and dis- 
ability policies are particularly suggestive to 
the following interested parties: 

1. the honest policyholder who desires a 
dollar's worth of protection for every dollar 

f premium which he pays. 

2. The honest agent who desires to serve 
the honest policyholder in the best manner pos- 
sible and at the same time conduct a legiti- 
mate business through which he can gain his 
livelihood. 

3. The dishonest individual who desires to 
sell a defective eye, a limb, or his life, or to 
otherwise collect money to which he is not en- 
titled. 

4. The various accident companies who are 
now reluctantly carrying on a banking busi- 
ness into which an underwriting loss on their 
insurance business has finally forced them. 

The Standard Dictionary detines “frills” as 
“fripperies of dress and ornament.” A careful 
review of the reports of proceedings of the 
conventions of the International Association 
of Accident Underwriters and its successor 
for the last ten years shows that the term 
“frills” began to have a distinctive meaning to 
accident insurance officials as early as 1907. 

It appears that a committee had been ap 


pointed in 1906 to prepare forms for model 


policies to be considered at the convention t 
he held in 1907, and it was during the resulting 
discussion that the term “frills” was applied to 
the objectionable features which had been 
vradually creeping into the policies. Chief 
among these were “accumulations,” the origi- 
nator of which was present and the object of 
many thrusts from the eloquent advocates of 
simpler policy forms as the only salvation for 
the business. Double indemnity and specific 


features were not overlooked in 
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these discussions. It is hard to see how the 
delegates could have resisted the arguments 
presented to them, voted down the proposed 
action to climinate the objectionable features 
and proceeded to their several homes ready to 
construct or imitate additional “frills” in their 


next issues of accident and health policies. 


PROMINENT INSURANCE MEN ON “FRILLS” 


Note the opinions of “frills” which appear to 
have been held at that early date—both in re- 
lation to their introduction and the claims aris- 
ing from them—and the high regard in which 
the interests of the honest policyholders were 
championed. Some of these opinions are 


quoted: 


‘the public has not asked for all these ridicu- 
lous frills that are thrown into the policy. 
There is not one out of ten that is honest. 
‘They are tricks. I don't think we are 
acting fairly to the public who come to us for 
protection.—( libel, July, 1907. ) 

llowever annoying and expensive may be the 
frequent extension of the benetits of insurance 

sometimes in matters of little importance or 
along lines wholly foreign to the true princi- 
ples of accident underwriting—we may reason 
ably expect that such evils will in time be cor 
rected through the co-operation of the sound 
sense of accident underwriters with that of an 
educated patronage.—( Bro Smith, 1907.) 

If anyone can devise ways and means whereby 
we can cut out the fraud feature, he will 
thereby have placed the business on a much 
better plane than it is at present, and we can 
afford to vive more to the honest insured than 
we now give. We have to charge the honest 
insured cnough to pay the dishonest claims. 


We make the honest claimant pay for it Ve 
do not lose it; the honest policyholder loses 
it If we can eliminate the dishonest 


claims we can sell to the honest polievholder 
our insurance for less money.—(Lott, July, 
1907. ) 

Without a practical agreement to climinate 
old and undesirable features, or to cease 


adding new undesirable feature nothing evel 
vill be, ever has been accomplished, or ever 
can be ae compl hed. (fibel, July 1907.) 

[ believe it is possible for the able under 
writers of this country to k out just and 
practical standard poliey provisions which wall 
place the accident insurance busine on at 
surely cientiic and lewitimate der ritin 
basis and eliminate from it 1} | urbelow 
and téchnicalities which, in 1 pinion, tend 
to discredit it-—(Barry, July, 1907.) 

Dover | INIT rine” ¢ 
Anxiety as a result of the growing “frill” 


evil appears to have been more pronounced in 


alternate years, and in 1909 We tind the double 
indemnity features attracting special tem- 
porary attention: 


This is precisely the present difficulty with 
the double indemnity clause in accident poli- 
cies. One company after another has copied 
the wording of some other company, either in 
whole or in part, without regard to the real 
meaning of the language used and without due 
consideration of the ends to be accomplished. 
(De Leon, July, 1g00. ) 

Unwarranted extensions of policy benetits 
are, like leaches, sucking the red life-giving 
corpuscles of profit from the veins of our ex- 
chequers. We are conducting our affairs in 
many ways contrary to our best judgment 
Statistics point out to us that more than half 
our members suffer an underwriting loss 
(libel, July, 1909. ) 

More fraudulent claims have been made in 
volving double benetits than under any other 
clause of the contract—(De Leon, July, tgoo.) 

The subsequent progress of the frill evolu 
tion and the near-agreement following the Old 
Point Comfort meeting of the International 
\ssociation of Casualty and Surety Under- 
writers in 1912, are probably still fresh in the 
memory of all persons connected with the acei 
dent business. At Quebec, in 1913, an echo 
could still be heard, and some of the dangers 
arising from frills in connection with the in 
demmities for death, dismemberment and loss 
of sight were especially dwelt upon: 

The shooting off of hand or foot on ferry- 
hoat or ratlroad train and the destruction of 
eyesight to obtain the exorbitantly large 
amounts pavable in such events, have been of 
marvelously frequent cecurrence, and the 
chemes that have been devised to make such 
events appear to have been accidental are im 


gemous beyond — realization—(laxen, 


HY COMPANIES FAILED TO ELIMINATI 
“Te RILI 
of any previous efforts on the 


Phe failure 


part of the accident companies to reach an 


reememt for the chimination of the unfair and 

ly features in their policies in spite of un 

derwriting losses and impending disaster to 

© business, was no doubt largely the result of 
cau 

The unwillingness of the old-established 


mpanies to relinquish the advantages gained 


hy them through years of experience and costly 


The unwillingness of the newly-organ 


zed companies to start where the old compa 








to 
ty 


nies started and acquire their business slowly 
or not at all 


DAWN OF THE STATISTICAL [ERA 


1 


dawned upon the ac- 


A new era has finally 
cident insurance business 

Phe painstaking and poorly appreciated work 
of Dr. Keelor, when he labored in 1g03, 1go4 
1g05, 1906 and 1907 to place before the com- 
panies some useful statistics, has at last borne 
fruit. A statistical committee is now at work 
endeavoring to estimate the cost of cach sepa- 
rate feature in accident and health policies, and 
as a result of their efforts the old unscten- 
tific policy forms will probably soon be “un- 
scrambled” and rebuilt upon an equitable and 
scientific basis. 

Soon we can expect accident insurance to 
take its place along with the older classes of 
insurance on life and against fire, “basing theii 
underwriting upon statistical experience and 
the physical and moral hazard of each indi- 
vidual risk and free from the influences of 
competition.”—(l-mmet.) When this has been 
accomplished we can truthfully say that “the 
business of insurance is the nearest approach 
to a public benefaction of all commercial un- 
dertakings.”—( Stone. ) 

While this statistical committee is so hard 
at work upon the great mass of statistical ma- 
terial which has, no doubt, been promptly and 
willingly turned over to them by the various 
accident companies during this year 1gf5, and 
while the companies are reaching an agree- 
ment upon the recommendations of this com- 
mittee, we will discuss in a series of articles 
which will appear in future issues of this 
periodical the present-day accident and health 
policies and some of the frills and discrimina- 
tory features which they contain 

The viewpoint of the honest agent who has 
been conscientiously endeavoring to serve his 
honest policyholders will be described, and the 
forthcoming articles upon this subject will 
assume the shape of answers to interrogatories, 
the majority of which have arisen during con- 
versations with honest agents. These “inter- 


rogatories” are as follows: 


DiIscRIMINATION AGAINST THE HIONES1 
POLICY HOLDER 

1. Is the honest policyholder not diserim- 
inated against when accident policies contain 
features which suggest to dishonest policy- 
holders methods in which they may perpetrate 
frauds and thus increase the whole cost of 
insurance ? 

2. Is the honest policyholder not diserim- 
inated against when accident policies are so 
worded that they suggest to some policyholders 
that they may bring forward claims for al- 
leged accidental appendicitis, hernia and other 
diseases that statistics show are rarely the re- 


2 


sult of accidental means‘ 

3. Is the honest policyholder not discrim- 
inated against when so large a part of his pre- 
mium is used up by the sub-standard moral risk 
who collects health insurance or whose bene- 
ficiary at his death collects life insurance under 
his accident policy ? 

4. Is the honest policyholder not discrim- 
inated against when so large a part of his pre- 
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mium is used hy the sub-standard physical risk, 
who is either not actually insurable or who 
should pay premium for his own impairment ? 

5. Is the honest policyholder not discrim- 
inated against when accident policies contain 
Invitations to the unscrupulous claimant. to 
claim indemnity for “sunstrcke, freezing, gas 
or poison” 2 

6. Is the honest policyholder not. discrim- 
inated against when accident and health poti- 
cies contain invitations to physically impaired 
or syphilitic subjects to buy policies protecting 
them against “paralysis or insanity” ? 

7. Is the honest policyholder not dicrim- 
inated against when unjust claims are willingly 
paid for “business reasons” ? 

8 Has the honest policyholder not been 
discriminated against when his neighbor’s 
money buys a policy with accumulations and 
his own spent with the same company does 
not? 

gy. Is the honest policyholder not discrim- 
inated against when fraudulent, invalid or 
excessive claims are not guarded against 
through careful underwriting methods, and, 
when occurring in spite of these precautions, 
are not carefully investigated and properly re- 
sisted ? 

Some DIFFICULTIES OF THE Honest AGENT 

“Skill, care and experience are required on 
the part of the agent, and these qualities re- 
quire time and study for their development. 
Men thus equipped are in a sense professional, 
and the service they render entitles them to a 
liberal compensation.” —(Stone, 1913.) 

1. Is not the efficiency of the honest agent 
materially reduced whenever there is active 
discussion upon the subject of a general re- 
duction of commissions ? 

2. Is the honest agent able to perform (and 
do his honest patrons expect him to perform) 
such careful and expert services for any less 
compensation than he is now receiving ? 

3. Ts not the honest agent handicapped when 
the policies he sells contain frills and other 
suggestive features which directly inspire 
fraudulent claims, the investigation and agita- 
tion of which disturb his honest policyholders, 
and cause them (and the public generally) to 
acquire the incorrect idea that his company is 
endeavoring to escape its liability. ? 

4. Is not the honest agent handicapped in 
his effort to serve his honest policyholder when 
he has knowledge that the accident insurance 
business is so unstable in character ? 

s. Is not the honest agent handicapped in 
his effort and his own methods often ques- 
tioned as the result of the existence and sale 
of certain “limited policies” which pretend to 
provide coverage they do not actually give ? 

6. Is the agent always furnished with 
policy contracts which he can conscientiously 
recommend to his honest policyholders as rep- 
resenting full value for the premium de- 
manded, or is he handicapped by the feeling 
that he is selling “talking points” or “frills,” 
rather than properly balanced insurance pro- 
tection adapted to the needs of his honest 
patrons ? 

7, Will not the honest agent be in a better 
position to protect himself and his family when 


Thursday 


he is able to sell to his honest policyholders 
honest policies in place of those containing 
“frills” and other discriminatory features ? 

& Is it teo much to expect that the accident 
companies will soon have acquired the requisite 
statistical experience which will enable them 
to furnish to their honest agents honest poli- 
cics which the agents can honestly sell to their 
honest policyholders ? 


PERSONAL ACCIDENT ADJUST- 
MENTS 
Subject Discussed in an Address by John M. 
Parker, Jr. 


John M. 
and lability branch of the A¢tna Life, in a 
paper entitled “Personal Accident Adjust- 
iments,” gives a detailed account of the method 


Parker, secretary of the accident 


of handling claims that come through the per- 
sonal accident department. He gives much 
information as to the detail methods with 
which this work is handled and pays consid- 
erable attention to the proper organization of 
the claim department. 

In his paper Mr. Parker presents many in- 
teresting figures regarding the extent of the 
personal accident business and also some in- 
formation regarding the losses to insurance 
companies arising from personal accidents. 
Other things discussed in the paper are some 
of the methods by which bogus claims are 
made and the method of handling cases of 
which the adjusting department is suspicious 


VALUE OF CLaimMs Patp 
In his address, Mr. Parker stated that 
$12,460,101 had been paid out in personal 
accident claims for the year 1913, and that 
the figures for last year would doubtless be 
much in excess of that large sum. Continuing, 
Mr. Parker spoke in part as follows: 


Duty oF AN EXAMINER 
The duty of an examiner upon receipt of a 
claim is to see that the amount claimed is in 
accord with the policy provisions, making due 
allowance for double benefits, accumulations 
and all other frills, and with the evidence sub- 
mitted, including certificate of the insured’s at- 
tending physician. He should also see that 
the insured receives any benefits he is entitled 
to under the policy contract that he may have 
overlooked, such for example as fee for a sur- 

gical operation named in the policy. 


HANDLING CLAIMS 


A large proportion of the entire number of 
claims handled go through without trouble, 
but there are cases sufficiently out of the ordi- 
nary run to make a material draft upon the 
adjuster’s stored-up wisdom. I do not refer 
to cases poorly prepared that have to be looked 
into carefully because they look doubtful, but 
which when the fog blows away join the file 
of paid claims, where they should have gone 
earlier; but cases where the evidence obtained 
in connection with a notice, or after its receipt, 
indicates that there is no liability, yet where 
doubt exists as to the advisability of abso- 
lutely denying liability. In such cases the 
examiner is confronted with the problem of 
whether to deliver claim blanks if requested by 
the insured. He may conclude to do so with 
a letter reserving the company’s rights, so that 
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the delivery of blank may not be held to be an 
admission of liability. 


THE SpeciAL ADJUSTER 

Very suspicious cases, when recognized as 
such at the home office (and the earmarks are 
usually prominent), may be placed in the 
hands of special adjusters. These adjusters 
are supposed to have supernatural powers of 
locating weak spots in the armor of dishonest 
claimants, and the results they achieve would 
strengthen that supposition. As a matter of 
fact, the special adjuster is a composite of a 
diplomat, detective, physician, lawyer and all- 
around good fellow, who can face any claim 
problem and meet any man on his own ground. 

A large proportion of people are honest 
even in dealing with “soulless corporations,” 
and a very large percentage of accident and 
health claims pass through the files of a well- 
organized company without friction or delay, 
so that a claimant for weekly indemnity or for 
loss of a hand, or the beneficiary under a 
death loss, receives the amount due without 
red tape or needless delay, and a list of 
promptly paid claims is about the best adver- 
tising an agent can carry in his pocket. 


INDUSTRIAL ACCIDENTS IN THE 
UNITED STATES 


The United States Bureau of Labor has just 
issued a bulletin containing a report on = in- 
dustrial accidents in this country. While it 1s 
admitted in the report that there is a dearth of 
accurate information on this subject in the 
United States, much of the information con- 
tained in the report was compiled from the re- 
ports of the various industrial commissions in 
the States having workmen's compensation 
laws, which require that all industrial acci- 
dents be reported. 

The report emphasizes the importance of the 
industrial accident and calls attention to the 
fact that the system of workmen’s compensa- 
tion has done much to meet the difficulty. It 
is estimated that there are 25,coo fatal acci- 
dents in industry in this country annually, and 
injuries resulting m disability for more than 
four weeks, by ratio with the Austrian experi- 
ence, aggregating more than 700,0co. The re- 
port does not take up the question of accidents 
involving disability for one day or less than 


four weeks. It is known that from = studies 
made of the industrial accident problem, three- 
fourths of all the accidents occurring cause 
disability for’a period from one day to four 
weeKSsS. 

The report shows that the majority of acci- 
dents occur in railroad and agricultural em- 
ployments, each contributing about 4200 fatali- 
ties annually. The coal mining industry is re- 
sponsible for more than 2600 fatalities an- 
nually, and building and construction work 
more than 1900. While the manufactur- 
ing’ industries are not classified, the general 
manufacturing industry contributes about 
1800 fatalities a year. The percentage of 
fatalities in the various kinds of employments 
are given as follows: Metal mining, 4.0 per 
1000; coal mining, 3.5 per 1000; fisheries and 
navigation, 3.0 per 1000; manufacturing in- 
dustries, 0.25 per 1oco. This extremely low 
ratio for manufacturing is due to the fact that 
the very hazardous employments are averaged 
with those in which the hazard is negligible. 


NEW YORK COMPENSATION 


Chairman Mitchell of the Industrial Com- 
mission Gives His Views 


John Mitchell, chairman of the New York 
Industrial Commission, stated in a recent inter- 
view with The Annalist, that the operation of 
the New York Compensation Act had not 
tended to lessen the incentive to save on the 
part of the laboring class most benetited by the 
law, because, he says, “laborers cannot save no 
matter what the incentive; their wages are 
lower than they should be.” 

Mr. Mitchell also said that the working of 
the New York law during its first year was a 
success, as it had placed the burden of paying 
the cost of industrial accidents on the public 
rather than on the individual workman. ‘There 
is little advance in the charges to the public, 
Mitchell, for the cost of 
insurance has been only about 1.15 of the em- 


according to Mr 


ployers’ payroll and possibly a little under that 


figure. The annual payroll in New York is 
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about $1,000,co00,c00, and the cost of compensa- 
tion insurance is about $10,000,000. The cost 
of the insurance does not mean, however, that 
this additional cost has been added to the cost 
of production, as many other economies are 
brought about by the new law. It is estimated 
that the civil actions in court have been re- 
duced thirty per cent, which in itself is an 
enormous saving. Also it must be remembered 
that most of the big employers carried heavy 
employers’ liability insurance prior to the en- 
actment of the new law. 

Mr. Mitchell also said that the awards in 
case of an accident to a workman were not so 
great as to make malingering profitable to the 
workman, and that there is no inducement 
under the terms of the law for a workman to 
open himself to the liability of accident be- 
cause he knows that he will be compensated 
during his term of disability. 

It is the opinion of the chairman that the 
new Industrial Commission will be more effi- 
cient than the old system of administration of 


the compensation law. The combination with 


WISCONSIN COMPENSATION EXPERIENCE 


Industrial Commission Tabulation Shows 51 Per Cent Loss Ratio for 1914 


The Industrial Commission of Wisconsin has pre 


pared the following tabulation of the experience of all 


companies writing the class of business in that State during 1914. The figures give the total earned pre 


intums as $1,833,576, with compensation incurred, paid and outstanding, of $927,432, or 51 per cent, and es 


penses incurred of $628,822, or 34 per cent, making the 


cent of the earned premium, 


total losses and expenses incurred $1,554,254, or 25 pet 


ANNUAL STATEMENT OF INSURANCE COMPANIES UNDER WISCONSIN WORKMEN'S 
COMPENSATION ACT, 1914 








Losses and 








Expenses Compensation 

Incurred. Incurred. expenses Incurred 
Premiums I % oo Per $1 

INSURANCE COs. Earned Amount EK. PP. Amount. FE. P. Amount. E. PP. Con 

ys o 1 5 6 js S 9 
All COMPANIES ..ccccesarcees S1,S07 $1,833,576 $1,554,254 SD $927,452 51 SHS S22 34 $0.67 
Wisconsin mutuals......... 3 348,854 270,612 is 60 62,006 IN 1) 
Inter-insurers and for. mut 60,444 55,2! $2 HY 24,062 1) yi 
Stock companies .......... 1,: 1,424,278 1,228,352 Sb 4 40,074 os By 
RONG TANS cccasnee vee ccss $89, N01 $65,041 7 3S $31,417 55) $0.92 
American Mutual oes 1307 17s 35 21 191 14 69 
Ben Franklitt .....c0ecc0e. 1924 37 7H oF BS 
Bldg. Contractors Mutual. 12,294 4") 3,204 2H Ob 
Casualty Co. of America... 9,154 a) 1,537 53 1.6 
Casualty Recip. Exchange. 4,201 Ih 1,390 33 2.12 
Employers Indem. Exch 3,061 1 1,443 iH 3.42 
iemployers Liability Assur. 76,800 31 25,075 ol Oo 
Employers Mutual ........ 266,350) 62 16,5605 17 oan 
Fidelity and Casualty...... 107,043 m4 42,570 1) 74 
Fidelity and Deposit....... 47 534 60 14,630 31 aay 
Frankfort General ...... 68,749 77 52,806 1% mrs 
General Accident .......... 103,270 AD 53 1.17 
Globe Indemnity ......... 42,142 5S 38 iH 
Hartford Indemnity ...... Oca 87 6 1.10 
Iinois Indemnity er 22,054 02 445 SN 
London Guar. and Acce.... 182,550) a) 35 A 
London and = Laneashire... 4] 5 1.08 
Lumbermens Mutual 6S 15 66 
Maryland Casualty ...... 574 31 Oo 
Master Plumbers Mutual.. 34 12 36 
Massachusetts Bonding 4) oN 67 
Millers Mutual repre re IX 23 
New Amsterdam .......... iM 7) 2.50 
New England ......cccees oY OA 65 
Ocean Accident .....+..+«- 27 16,556 oo 1.32 
Prudential Casualty ....... Do 18,201 41 .74 
Royal Indemnity ....... 3h 9,292 34 92 
Standard Accident 28 27,615 3 1.11 
NVRWOIOES: scccccccisces Suks V7 78,567 bo 74 
United States Casualty... DS 8,S10 37 A 
United States Fidelity. 26 6,491 74 2 07 
Utilities Indemnity ....... ; 12 Sou oh 3M) 
Wisconsin Hardware Mut.. 18,852 a5 1,994 33 61 
Workmens Comp. Mutual 65,886 i “ ov 8,418 17 ya 
PATO. sv eesneneca ea vawer™ 24,209 25,064 io 10,504 31 «42 
Notes Explanatory of Above Table Column 1 (net premiums) shows the premium income for the year. 
Column 2 (earned premiums) shows the actual earned premiums for the year; earned premiums are the pre 
: poltey term which had already expired December 21; on a policy 


miums accrued on that portion of each | 
issued July 1 one-half of the total annual premium 
curred) shows the total indemnity and medical aid 
occurred during the year. Column 6 shows the pet 
Column 7 (expenses incurred) shows 
policies during the year. Column 3 show 
shows the cost of carrying one dollar 
(losses and expenses incurred) is the sum of colun 


was earned December 31 


Column 5 (compensation in 
paid, or to be paid, on account of accidents which 
cent of compensation incurred to earned premiums 


the total expenses incurred on account of workmen’s compensation 
} s the per cent of expenses incurred to earned premiums. Column 9 
in benefits to the injured workman or his dependents. Column 3 
7 ns5 and 7. Column 4 is the sum of columns 6 and & 








Was a measure of 





labor department 


Mitchell 
to the 


In coneluding his statement Mr. 


ud that he favors such amendment 
..orkmens Compensation Law as it now stands 
as will provide for the coverage of all classes 


f workers, both skilled and unskilled. 


March and April Embezzlements 


Press notices and dispatches, as collated by 
the bonding department of the Fidelty and Cas- 
ualty New York, indicate for the 


months of March and April, 1915, the following 


Company ot 


lefalceations: 


March, April, 

1915. 1915. 
Banks and trust companies...$169,172 $621,632 
teneficial associations......... 7,445 79,164 
PRENMG BETVICE ois ose sibs nsss 112,675 22,397 
General Husivess.....<sesscecss 113,015 52,856 
Insurance companies........... 25,013 4,018 
Transportation companies...... 140,583 7,552 
Courts and trust companies.... 93,000 6,100 
MAIGCOELIANOOUG o.oo 0:6 ose cvvieecnee 14,865 5,770 


$675,768 $799,489 


Accident Claims Paid by the Travelers 

The following is a tabulation of the accidents 
from causes to which all men are exposed with- 
out regard to their employment for which the 
Travelers of Hartford paid claims in 1914: 


Per Cent. Per Cent. 

No. Claims. Amt. Paid. 
RE DANE cx citasevertcnssusuaee 25.6 24.5 
BMW ORS Gago pascakoocamesn oss pars 9.9 20.0 
POMOOMSS 6ccsscvevccns Bee 16.5 19.5 
DEORE... k ntoy enn se nents 18.2 14.7 
Sports and recreation ......... 17.3 11.0 
Horse and vehicles....... ears 5.6 3.9 
Bicycles and motorcycles...... 2.5 1.3 
Miscellaneous .....i0scccaceces 4.4 5.1 


PLATE GLASS LOSSES IN 1914 


In the field of accident insurance “the automo- 
bile hazard”’ is a familiar phrase. The same 
hazard has recently begun to affect materially 
the plate glass loss ratio, to which it is by no 
means an infrequent contributor. 

In 1914 one company paid $2700 for replacement 
of store front windows that had been broken by 
stones hurled from the roadway by passing au- 
tomobiles. The amount is determined from re- 
ports based on actual knowledge of the occu- 
pants of the premise. Many losses reported as 
“cause unknown” undoubtedly had_— similar 
origin, and the increasing seriousness of the 
hazard may be gauged by the fact that in 1913 
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it cost the same company only 835. The hazard 
is a substantial factor in underwriting risks of 
the preferred class, for motor traffic is heaviest 
on the finer streets and affects store fronts con- 
taining the larger size plates. 

Formerly, when considering street exposure, 
asphalt pavements were looked upon as a pre- 
ferential feature, because of the lack of stones 
likely to incite the activities of Young America; 
but now the stray pebble in the path of a ‘37 x 
4°’ is quite as dangerous as the boy hazard ever 
was. <A stone projected by the rim of a tire 
making 180 revolutions per minute travels at a 
rate not yet determined by a company’s engi- 
neering department, but with results accurately. 
shown by the plate glass department’s records 
in cost per square foot of replacement. 

The burglary department of one company lays 
considerable emphasis on the undesirable char- 
acter of mercantile open stock risks. The plate 
glass department can sympathize with this point 
of view. In 1914, 184 windows that had been 
broken by burglars were replaced by one con- 


cern. Over $3000 worth of plate glass was set 
as a result of the activities of this gentry. 


From the figures of this company it is fair to 
assume that nearly 2000 stores were burglarized 
last year. The burglary and plate glass insur- 
ance companies should co-operate in the adjust- 
ment of such losses, but at present the burglary 
companies throw the entire loss on the plate 
glass companies by providing in their contracts 
for non-liability for damage to plate glass. 
When a standard form of plate glass liability is 
prepared this condition will be met. 

The elements have always been a large fac- 
tor in restricting the profits of the plate glass 
insurance companies. Last year nearly 700 
losses of only one company were caused by 
wind, twenty per cent of which occurred in Chi- 
cago. They cost $14,000 to settle. While the 
average plate glass loss is about $16, these fig- 
ures show that on wind losses the average cost 
is $20, and again, applying the ratio of this com- 
pany’s business to the total, it is not unreason- 
able to estimate that in 1914 over $150,000 was 
paid by the companies to replace plates broken 
by wind storms. 

The principal cause of loss in the plate glass 
business, however, is of indeterminate extent 
and involves the element of moral hazard, i. e., 
“cause unknown.” These words cover a multi- 
tude of sins. The assured resorts to the ex- 
pression, which causes him no inconvenience ex- 
cept possibly to his conscience, rather than be- 
come involved in dispute; and the insurance 
company, being unable to establish any reason 
to the company, has to replace. In this way 
companies are frequently deprived of the right 
of recovery that would be open to them if the 
true facts were known and the persons liable for 
the breakage are protected. When no specific 
cause of breakage is assigned, the surveyors 
and the agent should not rely solely on the occu- 
pant’s report, but should endeavor by quiet in- 
vestigation to uncover the actual facts, al- 
though, of course, there are numerous break- 
ages where it is not possible to ascertain the 
facts even by such investigation. 

In addition to these main divisions of losses 
there are many miscellaneous and unusual 
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causes, including last year the flight of a husky 
turkey through a store window and the vagaries 
of a mild-mannered bovine that in one Southern 
city ambled through a piate glass front.—Fidel- 
ity and Casualty Bulletin. 


PHYSICIANS’ AND SURGEONS’ 
DEFENSE 


During the past few years there has been an 
alarming increase in the number of malpractice 
suits against physicians and surgeons, ,more 
particularly in certain sections of the country, 
which is undoubtedly due, to a great extent, to 
the passage of workmen’s compensation laws in 
some of the States. These compensation laws 
have deprived claim promoters of a livelihood 
from the prosecution of damage suits under the 
old laws, with the result that they are now turn- 
ing their attention to promoting claims against 
doctors for the alleged mistreatment of patients. 

Physicians and surgeons, more than the mem- 
bers of any other profession, are at the mercy 
of these claim promoters, and in many cases, 
when a physician endeavors to collect his bill 
for services rendered, a disgruntled client will 
make a counterclaim for alleged malpractice in 
order to avoid such payment. 

A physician’s reputation for skill and efficiency 
in his profession constitutes his capital stock, 
often representing years of hard work, and if 
suit is brought against him for alleged mal- 
practice his reputation may be seriously im- 
paired, if, indeed, he is not rendered profes- 
sionally insolvent. 

The ordinary laws of health may be violated 
by a patient, and the doctor’s instructions com- 
pletely ignored, yet if the anticipated recovery 
is not realized, the result is taken as evidence 
of negligence and lack of skill of the doctor, and 
is made the basis for a malpractice suit. A doc- 
tor is expected to be unerring in his judgment, 
save human life, and prevent deformities, but 
honest mistakes will happen. 

In the event of a suit being brought against 
the doctor for alleged error or mistake, if he is 
protected by a physicians’ defense policy he will 
be relieved of the worry and expense of defend- 
ing such claim. 

Two forms of contract are issued: (1) A ‘‘de- 
fense only’’ contract, which indemnifies the as- 
sured for loss on account of the expense arising 
or resulting from defending claims or suits 
brought against him; and (2) a contract which 
provides for the payment of any judgment ren- 
dered against the assured, in addition to the 
cost of defending the suit. This latter policy 
provides limits of $10,000 to $25,000, as against 
limits of $5000 to $15,000 provided in most of the 
other companies’ policies. 

These contracts are the latest thing in physi- 
cians’ defense insurance, and we believe that a 
systematic campaign for this class of insurance 
should result beneficially to the company and its 
agents. While this is a comparatively new line 
of insurance, the volume of premiums thus far 
secured has been fairly satisfactory, but it can 
be very materially increased by systematic, or- 
ganized work on the part of the agents.—The 
‘Etna. 
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Direct Agency Contracts to men 





Surplus to Policyholders over $700,000.00. 





Special agents to”assist you in 


FORT WORTH, TEXAS 


developing your territory. 
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(NOW READY) 


The Saleen trhatcunin (1915) Annual Edition 
ictiessllecoiacacaiiae 


The Handy Guide to Premium Rates, Applications and Policies 
OF AMERICAN LIFE INSURANCE COMPANIES 


Price, handsomely bound in flexible leather - - - - - - - $2.50 
Price, with three supplements issued July, October and January 3.25 
Price, with thumb index for thirty companies - - - - - - 2.75 


This edition is the most important ever issued. It contains over 1300 pages, giving details relating to about 170 companies. Printed 
on fine imported Bible paper, keeping it within a reasonable compass. No agent can afford to be without a copy of this valuable work. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE: Insurance Exchange 135 William Street, NEW YORK 

















C. WILSON H. M. HARGROVE || If Business is Poor 


President Active Vice-President 


E. E. TOWNES 


Sec. and Attorney 


don’t think of saving money—put 
your mind on ways to bring in 
new business. 


Our advertising novelty department 


* oS 
San Jacinto Life will be very glad to show bright and 


good samples of artistic things in 

Insurance Company Leather, Cloth and Paper to you, at 
your office! 

You will like them because we have 


Home Office, Beaumont, Texas ; 
made old things look like new ones 


and we have created new things that 

The Company is now in the will not be seen in other shops! Upon 

field, and the right kind of agent request our representative will call. 
9 


will beoticend the sighe' Rind of Fl es eu 


contract by applying to H. M. 


HARGROVE. at the Home Office. 806-810 Greenwich St. New York City 


Phone, Chelsea 3025 
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The Inter-Southern Life Insurance Company is the clean little Com- 
pany of the New South. 

It is the progressive young Company of the Middle West. 

It has assets of $1,700,000.00 and insurance in force of $17,000,000.00. 

The ratio of its assets to its liabilities makes it one of the strongest Com- 
panies in the field to-day. 

It has never had any internal dissensions; no officer, director or stock- 
holder has ever voted ‘‘no" on any question that has been made a part of 
the policy of the Company. 

It has had slow, conservative growth. It has never been a boom Com- 
pany. 

Its income is gradually going up. Its ratio of expenses is constantly being 
pressed down. It is one of the most economically managed companies 
there is in the field to-day. This makes it a good company for the stock- 
holders and the policyholders, and this in turn makes the best Company 
for the agent. 

Its assets are practically all invested in real estate and first mortgages on 
real estate. It is perhaps the only Company in the country to-day that is 
not affected either by the war in Europe or the recent reductions in railway 
stocks and bonds. It does not own a single dollar’s worth of specu- 
lative stocks or bonds. It has one investment of less than One Million 
Dollars that pays a higher net rate of interest than $2,500,000.00 gilt edge 
railway bonds would pay. That investment is not affected by either war 
or freight rates. 


WRITE US TODAY 


INTER-SOUTHERN LIFE INSURANCE CO. 


LOUISVILLE, KY. 





“The Leading Fire Insurance Company of America” 


Cash Capital - - - - $5,000,000.00 
WM. B. CLARK, President 


Vice-Presidents 
HENRY E. REES A. N. WILLIAMS 
E. J. SLOAN, Secretary 
Assistant Secretaries: 
E.S. ALLEN GUY E. BEARDSLEY RALPH B. IVES 


W. F. WHITTELSEY, Marine Secretary 











CAPITOL LIFE 
INSURANCE COMPANY 


OF COLORADO 


Newest and most up-to-date policy contracts. 


Communicate with home office in reference 
to agencies in unoccupied territory. Liberal 
contracts made with good men. 


HOME OFFICE: 
TABOR OPERA HOUSE BUILDING 
DENVER, COLO. 
THOMAS F. DALY. President 


WANTED 


‘A man who knows he can make 
good in organizing an agency for a 
big company in a city embracing a 
population of 1,000,000. A salaried 
contract will be made and the 
applicant chosen will be brought 
into direct touch with Home Office 
with opportunities for advancement. 
Only men of experience and who can 
prove ability need apply. Territory 
in Pennsylvania. Address, ‘‘C. T. 
L.,’”? Care of The Spectator P. O. 
B x 1117 New York City, N. Y. 




















German-American Life 
Insurance Company 
Omaha, Neb. 


Are you receiving 100 cents on the 
Dollar in exchange for your Energy? 


Our Agency plan helps you produce 
results. 


Write us today for information. 
G. L. E. Klingbeil, President 














“RELC” STATIONARY CHEMICAL ENGINE 


Chemical Streams from Interior 
Standpipes 
The “Relc” Chemical Engine connected to interior stand- 
pipe and hose systems, employing small piping, with the 
customary number of outlets on each floor of a building 


furnishes an effective defense against fires that cannot be 
extinguished with portable apparatus. 





It has been used successfully to supply Automatic Sprinkler 
Systems in the more hazardous parts of buildings, where 
fires cannot ordinarily be controlled by water alone. 


The principle of the ““RELC” Chemical Engine has been 
endorsed by the Underwriters’ Laboratories, Inc., Chicago, 
Ill., and reductions have been made in fire insurance rates 
for this protection where application for credits have been 
made to the proper rating organization. 


Relc Extinguisher Corporation of America 


1 Liberty St., = = NEW YORK 
Empire Building, ATLANTA, GA. 
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Hilinvis Surety Company 


CHICAGO 


ASSETS NEARLY ONE MILLION DOLLARS 
NEW YORK OFFICE, {70 BROADWAY 


SURETY ¥| PUBLIC 
i Y4 OFFICIAL 
and 
MISCELLANEOUS 
CONTRACT |7 BONDS 


FIDELITY 
COURT 


DESIRABLE TERRITORY OPEN TO 
AGENTS 








ONLY A FEW NOW LEFT 


Unoccupied districts in the territory in which the 
company operates. One each in KANSAS, WASH- 
INGTON, NEBRASKA and TEXAS. MAXIMUM 
BROKERAGE and RENEWAL CONTRACTS and 
HELP to start to RELIABLE PRODUCING MEN. 
A WESTERN purely MUTUAL, STRONG, SUC- 
CESSFUL, PROGRESSIVE, old line company. 


Correspondence confidential. 


NORTHWESTERN NATIONAL 


LIFE INSURANCE COMPANY 
MINNEAPOLIS, MINNESOTA 








COST OF INSURANCE 


American Experience 33 Per Cent 


ILLINOIS STANDARD—MODIFIED PRELIMINARY 
TERM BASIS 





Computed by N. J. Frey 

Prepared to meet the demand for accurate computations 
necessary to determine the expected mortality as required 
by the annual statement blanks of the insurance depart. 
ment and also in computing annual dividends. 


Price $10 per copy. 
THE SPECTATOR COMPANY 


CHICAGO OFFICE: 
INBURANCE EXCHANGE, 1 a oa 








She 
PERFECT PROTECTION POLICY 


OF THE 


RELIANCE LIFE 


gives you something absolutely new and different to 
talk to your prospects. Gives you a chance to earn 
more money than you are now making. 

Our Life Insurance Contracts contain the most up-to 
date clauses known to the Insurance World. The 
Accident and Health gives full protection for at least 
a third less cost than regular casualty companies. 
Our agency contracts are as liberal as can be made. 


WRITE AND WE WILL TELL 
YOU MORE ABOUT OURSELVES. 


Reliance Lite Insurance Company of Pittsburgh 


FARMERS BANK BUILDING, 
PITTSBURGH, PENNSYLVANIA 





A Progressive SURETY and CASUALTY Company 

















Pan-American 


Life Insurance Company 


NEW ORLEANS, LA. 
C. H. ELLIS, PRESIDENT 
Total Insurance in force (over) $18,000,000 
Total Resources (over) $ 2,500,000 
We have a few attractive openings for high 
class life insurance men throughout our terri- 
tory. If interested, write for full particulars, 
also ask for a description of our new Double 
Indemnity and Accidental Benefit Policy. 
It’s a Winner. 
E. G. SIMMONS, Vice=-Pres.& Agency Mgr. 
Whitney Central Bank Building 
New Orleans, Louisiana 
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CONDENSED FINANCIAL STATEMENT 
SOUTHERN SURETY COMPANY 


General Offices—New National Bank of Commerce Bldg., St. Louis 
at Close of Business, March 31, 1915, showing condition of the company as found by Examiners representing 
the states of New York, Missouri and Oklahoma. 
Deduct Assets Disallowed by Examiners: 
ASSETS Premiums in Course of Collection 
More than 90 days overdue... $72,562.37 








firs ye ‘ : ma 96 m4 
+ as OR ened ar ee eroanees price Accounts Receivable Unsecured. —_ 2,687.62 
eee Pa eae es Ae ee PEN PRO e Ser aH F pean Bills Receivable Unsecured ..... 12,180.71 
ee es ee eee rr ny 126,292.00 Advanceson Contracts Unsecured 16,444.98 
NS a. ot aa pa nue wane Yeu ers 47,923.94 Deposits in Suspended Banks... 35,195.65 
IE IN apa ik ape ewd eres 2,500.00 Other Assets .................. 12,105.48 151,176.81 
Cash in Banks and Office. . Fete eee eee 51,607 . 57 TOTAL ADMITTED ASSETS 1,396,171 .52 
Premiums in Course of Collection........ 291,126.24 LIABILITIES 
Accounts Receivable Secured............. 20,777 .01 Unearned Premium Reserve... . . .375,383.34 
Accounts Receivable Unsecured........... 2,687 .62 Reserve for Claims............. 248,446.51 
Bills Receivable Secured...............-. 15,500.00 Reserve for Com. (not due)...... 45,966.97 
Bills Receivable Unsecured............... 12,180.71 — vad er Taxes, Bills, 31.413.15 
Advances on Contracts Secured........... 57,258.55 Pe eee ere ce er see estan 
Advances on Contracts Unsecured......... 16,444.98 TOTAL LIABILITIES EXCEPT 
Deposits in Suspended Banks............ 77,860.60 a eer ee 701,209.97 
Aocvwed Taterest. «oo. .c 6 ied. eee eevees. 24,258 . 96 Capital Stock ...............+-. 600,000.00 
Be ee ic eR PERRYS ROS 94,961.55 
TOTAL, ABGETS.....:............... SRR a TOTAL LIABILITIES................ $1,396,171.52 





LIABILITY, COMPENSATION, AUTOMOBILE, ACCIDENT AND HEALTH, BURGLARY, PLATE 
GLASS, SURETY BONDS, ELEVATOR. A good Company for good agents. 


iat Pemmitnss TOGF ww sooo s oe eee edd awss $78,229 .42 ee | $213,148.55 
Net Peemiunis 1008.................... 80,689 . 20 ee 539,852.42 
Net Premiums 19009.................... 113,815.36 Net Premeumas POTS. cee ee cvese 590,685.43 


Net Promumamen T0900. 2.0.06 0666 cece: 85,201.62 Wet Premiums 1014... «oi ceese 1,316,308. 51 











These American Companies are ‘‘Home Industries.”’ 
They deserve your support. 





CONTINENTAL INSURANCE COMPANY OF NEW YORK 


HENRY EVANS, President 


Home Office Western Office 
80 Maiden Lane, New York 332 So. LaSalle St., Chicago 





FIDELITY-PHENIX FIRE INSURANCE COMPANY OF NEW YORK 


HENRY EVANS, President 


Home Office Western Office 
80 Maiden Lane, New York 137 So. LaSalle St., Chicago 





FIDELITY (FIRE) UNDERWRITERS OF NEW YORK 


COMBINED ASSETS $43,000,032* POLICYHOLDERS SURPLUS $23,087,709 
*Includes excess deposit of $132,846 in Canada and Mexico 


Home Office: 80 Maiden Lane, New York 
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WANTED 


Indiana and Michigan. 
wires. 


Competent Life Insurance men to represent this 
Company in the ordinary branch, in the states of 
Good contract for live | 
Our policies are up to the minute. 


| 
Address, A. S. BURKART, | 


Conservative Life Insurance Company of America | 
SOUTH BEND, INDIANA | 


of Kansa 








Ss. 


| Security Life Insurance Company of America 
|| wants two GENERAL AGENTS in the State 
To facilitate negotiations for- 
ward references with inquiry. 


ADDRESS : 


SECURITY LIFE INSURANCE COMPANY 


OF AMERICA 


1101 THE ROOKERY, CHICAGO, ILL. 














haps you are one of them. 


out of a good one. 
President and Medical Director. 





ambition does not look like much to you. 


W. T. Crawford is the President. 
If you care to get out of the rut of mediocrity into 


Do you know that there are hundreds of men making a bare living selling life insurance who ought to be getting rich? Per- 
You may not be willing to admit the fact but some other man can help you to increase your production 
quicker and better than you can help yourself. As a big bull-frog in a small pond you would make more money and have more fun 
than you do as one of a thousand tadpoles lost in the marshes of oblivion that surround the agency crew of many of the monsters, 
Try ita few months. You will be gratified with the results and grieve because you did not make the change long ago. A man without 
How do you reckon you look to the fellow who knows that you have the natural ability 
to be a leader without sand enough to use it? The Louisiana State Life can make a good producer of an ordinary one and an artist 
This Company lives in Shreveport, Louisiana. 
W. M. Lindsey, Superintendent of Agencies. 
the sunshine of success write for a proposition. 


Thomas P. Lloyd, M.D., Vice- 
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New and Greatly 
Enlarged Edition 


VARIOUS DERIVED TABLES 
By 
MILES M. DAWSON, CONSULTING ACTUARY 





Volume I.—One Life.—Now ready for delivery. 
Contains a Large Variety of Tables at 3% and 34% 
Interest and a new series of Accumulated Increas- 
ing Annuity Tables. 


Volume II.—Two Lives.—Ready Shortly. Con- 
tains Joint Life single premiums for pure endowment, 
temporary insurance and endowment insurance; also 
full tables of select and ultimate mean and terminal 
reserves. 

Price of the two Volumes, ordered in advance, $40 
Price of Each Volume Separately, $25. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE: 135 WILLIAM STREET - 
INSURANGE EXCHANGE NEW YORK. 














THE WONDERFUL NET GAIN FOR 1914 OF THE 


WOMAN’S BENEFIT ASSOCIATION OF THE MACCABEES 


was s8s8,.328 
The Largest Net Gain in the Order's History Since 1904, An Era of Progress Unexoelled 








RECORD FOR YEAR 1914 <= 
Net Benefit Gain............. 8,328 Interest earnings for Year...... $325,000.00 
Hives Organised.............. 85 Contributions to Hospital and 
OS ea $1,022,640.73 os ee $11,447.01 
Average Benefits Paid per Day. $3,277.68 Members Receiving Hospital 
Incerase to Reserve Fund...... ,007. Service Benefits in Detroit 
Average Interest Earnings per Day $1,122. eee 43 
——ooAS THE ORDER STANDS TODAY: 
Number of Hives............. 2,886 Assets on Hand to Protect Con- 
osc) Gain ag Hater pa om ped 26,775 EGR ene: $8,270,841.14 
ance on Han 
e "Reams -_ watered $52,059.90 Total all Funds Coeevesvevecece $8,204,329. 63 
Total Membership December Interest Earnings for Term 
cin skhsasanceesacss 179,716 tC | SS ree $1,058,275. 75 





Address, Miss Bina M. West, Supreme Commander, World’s Maccabee Temple, Port Huron, Michigan 


The “Home Life” 


The Fifty-fifth Annual Statement of the Home Life Insurance 
Company, of which George E. Ide is President, presents a 
record of substantial benefits to its policyholders during the 
year and a solid growth in financial strength. 

Assets increased to $30,631,248.70 after paying to policy- 
holders $3,110,507, including dividends of . 


$571,024 
The insurance in force was increased by $4,533,420, and is now 
$120,8938,433 
FOR AGENCY APPLY TO 
GEO. W. MURRAY, Supt. of Agts. 
256 BROADWAY, NEW YORK, N. Y. 

















WHEN IT IS PUBLISHED BY THE SPECTATOR 
COMPANY, IT IS THE STANDARD WORK ON THE 
SUBJECT. 

IF IT IS AN INSURANCE BOOK THAT YOU 
WANT, ASK US ABOUT IT. 


























nd 
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California and the Panama Expositions make an irresistible 
appeal this year to every American citizen. To the great Expo- 
sitions at San Francisco and San Diego are added the many 
attractions of .. .ate, scenery and amazing development. 
Choice of routes. Choice of famous trains via Rock Island 
Lines, including the “Golden State Limited,” “Rocky Mountain 
Limited,” “Californian,” “Colorado-California Express” and others, 


Automatic Block Signals Finest Modern All-Steel Equipment 
Superb Dining Car Service 


We maintain Travel Bureaus in all important cities. Our represent- 
atives are travel experts who will help you plan a wonderful and an 
economical outing, give you full information and look after every detail of 
your trip. See nearest representative, or address 

L. M. ALLEN, Passenger Traffic Manager 
Room 731 La Salle Station, Chicago 


Both Expositions included in one ticket at no extra cost 
an Diego — San Francisco 



























North Branch Fire 
Insurance Company 


Sunbury, Penn. 


Insurance and Re-insurance 











There never was a time when The Great-West Life could offer to the 
right type of men so attractive an opportunity, so wide a measure of 
helpful co-operation, as at the present time. 


Business has never been better or the outlook more promising. 


THE GREAT=WEST LIFE ASSURANCE CO. 


Head Office: Winnipeg, Canada. 











‘Add to your income by writing Accident and Health 


Insurance for the 


STANDARD LIFE 
OF PITTSBURGH 


Look in the Pocket Index and see 
how the Standard is growing. 
Live men want a live company. 
Our salesmen make money. 


Write 


FRANK A. WESLEY 


(Vice-President and Director of Agencies) 
For Particulars 


Home Office: 
JENKINS ARCADE BUILDING, PITTSBURGH, PA, 
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Financial. 


figency Wants. 




















SALESMAN 


An investment banking house specializing in stocks 
and bonds of Public Service Companies has an opening 
for a high grade security salesman who can show a 
record for producing results. Exceptional oppor- 
tunity for right man to make permanent connection. 
Replies considered strictly confidential. Address with 
full particulars, “‘A. B. K.,’’ 702 Brown Brothers 
Building, 328 Chestnut Street, Philadelphia, Pa. 

















Figency Wants. 











AGENCY SUPERVISOR WANTED 


Salaried opening for young man as 
Agency Supervisor for an old Con- 
necticut Company, to work with 
present active agency force, and also 
secure and develop new agents in 
States of New York and Vermont. 
Good company future for the nght 
man. Address stating age and giving 
record “AGENCY SUPERVISOR” 
care of The Spectator, P. O. Box 
1117 New York City, N. Y. 








N EW “ACM E Sickeess Polley 
Sold to Men or Women Between the Ages of 16 and 70 Years 


Provides liberal benefits for loss of life, limbs or sight, fracture of any bone, 

amputations, doctor’s bills and hospital confinement from any accident; and 

from loss of time from any accident or any sickness as follows: 

Railroad, Steamboat, Elevated Road, Subway Cars, Bridge Cars and Street 
Car Accidents. 


Oe One ORO sk oie hae oe Reds whee wwe ener $7,500.00 
Mor Base: OF Bot 6068. occ cncct las dnneswceewes 3,750.00 
or Loss of Bote Hands:.......6c cece cccceccer ees 3,750.00 
Oe EOGG OF Ott FCC. oe ooiccc cs cnn nieec wae senses 3,750.00 
For Loss of One Hand and One Foot............ 3,750.00 
Or Lone OG. ONE HANG... 5. kei ce cece weet ctee 1,875.00 
Ge Ee OF CP MOOG 6 ocd cic ces ches vec cre cerns 1,875.00 
ee BOae Ob OO HYUC. ci occ dieodes dacs cccene es 750.00 
WHIT RICCI ooo ais race Wiet rernwneneesenecdeds 25.00 


Rider attached providing of ti " 
benefit for the first 30 days aoe b bas _ $35. (0 
continuous confinement $50 (0 arte y y SICK- 

from accident or sickness . ness, 26 Weeks... . ( $150 perMonth 


Loss of time there- $35 00 Hospital Benefit 


after by any acci- e Limit—12 weeks 
dent, 26 Weeks.... ( $150 perMonth $25.00 


10 Special Features Providing Benefit From Date of Accident. 
ENTIRE COST $21.00 PER YEAR 


L. PINNER & CO., Inc. 


Great Eastern Casualty Co.—Acme Department 
30 Church Street, New York 














Casualty Companies desiring 
to dispose of their business 
will find it advantageous to 
get in touch with us. Ad- 
dress “S. S. D.” care of The 
Spectator, P. O. Box 1117, 
New York City, N. Y. 








TO STOCK SALESIEN 
SHENANDOAH LIFE INSURANCE CO. 


(Incorporated) 


ROANOKE, VIRGINIA 


R. H. Angell, Pres. E. Lee Trinkle, Vice Pres. 
Dr. J, H. Dunkley, Med. Chief W.L. Andrews, { Secy., 
W. J. Henson, General Counsel Treas, 


Proposed Capital Stock, $500,000.00. 
Strong local and State-wide endorsements. 
About 800 subscribers already secured. 


Splendid territory, valuable leads and liberal contracts to a 
few first-class Stock Salesmen. 


Write, giving record and references, to 


JOHN T. BOONE, President 


Colonial Organization Corporation 
Roanoke, Virginia 











WEST VIRGINIA 


A progressive Company has an opportunity 
for two or three ambitious men. Maximum 
commissions, attractive policies—a rare oppor- 
tunity for the man who wants a chance. 


Address ‘‘OPPORTUNITY,” care of THE 
SpEcTATOR, P.O. Box 1117, New York City, 
N. Y. 














FULL INDEMNITY FOR NON-CONFINING SICKNESS 


The first company meeting the demands of the insuring public for a $1.00 per month policy 
that will pay. 
8 months full indemnity for acute confining sickness 
2 months full indemnity for non-confining sickness 
1 month full indemnity for hasate sickness 
Claims paid in full at expiration of each = days disability. 
Two distinctive features in our new Progressive Policy. money maker for a real agent. 
sample copy for the asking! Write ay 


FEDERAL, CASUALTY COMPANY 
Detroit, Mich. 
Cap'tal, $200,000.00. Vv. D. CLIPP, President 
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Higencp Wants. 


Actuarial. 








EXCESS LINES AND REINSURANCE TREATIES 
ANGLO-AMERICAN FIRE INS. CO., Organized 1899 
Assets: $405,831. Policyholders’ surplus, $331,251. 
MONTREAL CANADA FIREINS.CO., Organized 1859 
Assets: $209,867. Policyholders’ surplus, $154,282. 


W.L.PETTIBONE &CO.,Agts., Newark, N.J. 








Tnsurance Lawyers 


IRELAND 


GEORGE McILDOWIE & SONS, Attorneys-at-Law, Belfast, Ireland. 
Refer to Equitable Life, Mutual Life, New York Life, Moteopoiien, Etna Life, * wwe Hancock 
Mutual, Illinois Life Boston Mutual and American Consul at Belfast ,Cables: McIidowie Belfast 














Prominent Agents and Brokers 








[EON IRWIN & CO., Inc., New Orleans, La. 


General Agents Louisiana 


American Underwriters Agency, of Phila. 

New York Plate Glass Ins. Co., of New York 

Maryland Casualty Co., Bonding Dept. 

Continental Casualty Co., Workmen’s 
mpensation 


AGENTS AND EXCESS LINES SOLICITED 


Hamburg-Bremen Fire Ins., Co., of Germany 

Insurance Co. of the State of Pa. 

Pioneer Fire Agency, of Hamburg, Germany 

First National Fire Insurance Co. of District 
of Columbia 











PERCY B. DUTTON ROCHESTER, N. Y. 
NEW YORK STATE MANAGER 


HUMBOLDT FIRE INSURANCE CO. OF PITTSBURGH, PA. 
TEUTONIA FIRE INSURANCE CO. OF PITTSBURGH, PA. 























B. N. EXTON CHAS. DUPEE D. ELDER R. F. BROWN 
PRESIDENT VICE-PRESIDENT TREAS. AND SEC, ASST. TREAS. 
B.N.EXTON & CO. 
INCORPORATED 
64 WALL ST. NEW YORK 


INSURANCE BROKERS 
SUCCESSORS TO 
THE EXTON-HALL BROKERAGE & VESSEL AGENCY 
JAMESON & FRELINGHUYSEN 


Special Facilities for Covering Large Lines of Insurance on IMPROVED RISKS 
and FLOATER PROPOSITIONS 





























Hictuartal. 
DAVID PARKS FACKLER 


Ex-President Actuarial Society 


EDWARD B. FACKLER,LL.B. 
Fellow Actuarial Society 


CONSULTING ACTUARIES 
35 Nassau Street, New York (Rooms 1403-4-5) 











WALTER C. WRIGHT 
Successor to EL1zuR WRIGHT 


CONSULTING ACTUARY 


Accurate Work 
Accounts Systematized 


Thorough Experience 
Examinations Valuations 





141 MILK STREET, Rooms 948 and 949, BOSTON, MASS. 





1 favor reasonable Su; ion, and ing Life Insurance Companies and Fraternal Associatio’ 
by Scientific, Safe and Economi Dag A than State Insurance. = " 





M M. DAWSON, F. I. A. 
: CONSULTING ACTUARY 


Member of the Actuarial Society of America, Fellow of the Institute of Actuaries 
Member of the Duetscher Verein fuer Versicherungs-Wisserschaft, etc. 


141 BROADWAY, NEW YORK 





J_H. NITCHIE 
ACTUARY 


19 SOUTH LA SALLE STREET 


1223 Association Boies 


Telephone, Central 34 CHICAGO 





PAUL L. WOOLSTON 


INSURANCE EXAMINER, ACTUARY 
AND ACCOUNTANT 


MAJESTIC BLDG., DENVER, COL. 





iq W. BUTTOLPH 
CONSULTING ACTUARY 





HUME-MANSUR BUILDING, INDIANAPOLIS, IND. 





DONALD F. CAMPBELL 
CONSULTING ACTUARY 


HARRIS TRUST BUILDING, (Room 404) 
Telephone Randolph 918 


CHICAGO 





FPRANK J. HAIGHT 


CONSULTING 
ACTUARY 


818 HUME-MANSUR BUILDING, INDIANAPOLIS, IND. 





JULIAN C. HARVEY 
CONSULTING 
ACTUARY 


CHEMICAL BUILDING ST. LOUIS, MO. 





HARRIS E. VINEBERG 
Fellow Actuarlal Society of America 
CONSULTING ACTUARY, INSURANCE 
EXAMINER 
Room 649 


First National Bank Building CHICAGO 





F, M. SPEAKMAN, C.P.A. 
CONSULTING ACTUARY 


Burns & SpeakMAN 


seek: Rais demmpainints THE BOURSE, PHILADELPHIA 
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R A. HANN 
CONSULTING ACTUARY 
905 FIRST NATIONAL BANK BUILDING 


Formerly Actuary Colorado Ins. Dept COLUMBUS, OHIO 





FE,PWARD GEORGE BRAZIER 
CONSULTING ACTUARY 


INVESTMENT BUILDING, LOS ANGELES, CAL. 





JNO. A. COPELAND 


CONSULTING ACTUARY and 
INSURANCE EXAMINER 


709 3rd NATIONAL BANK, ATLANTA, GA. 





JAMES H. WASHBURN 
CONSULTING ACTUARY 
BERKSHIRE LIFE BUILDING PITTSFIELD, MASS. 
Expert Advice on Tropical and Semi-Tropical Business 
11% years with Metropolitan Life of New York 


8 years with Latin-American Life of City of Mexico 
On committee which formulated and codified present Insurance I.aws of Mexico 





Ks C. RAFFERTY 
CONSULTING ACTUARY 


Sulte 714 Welghtman Building 





Complete Rate Books Formulated Philadelphia, Pa. 


A SIGTENHORST 


CONSULTING ACTUARY 





NATIONAL CITY BANK BUILDING WACO, TEXAS 








Adjustments = Collections = Investigations. 


Build Your Own Business 





under our direct general agency 

contract. This is a liberal proposi- 

tion for which men of ability can 

qualify. A few exceptional oppor- 

tunities are open at present. For 
ae particulars, address: 


John F Roche, Vice-President. 


The Manhattan Life 


insurance Co. 66 Broadway, New York 











WORTH KNOWING 


Suppose that you are insured in the United Life and Accident 
Insurance Company of New Hampshire for $5,000 under the 
Company’s Triple Indemnity Plan, what does your Policy 


guarantee to do? 
ANSWER: 

FIRST, it guarantees that in case of death from any 
cause, $5,000, the face of the Policy, will be paid. 

SECOND, that in case of death from any ACCIDENT, 
$10,000, or DOUBLE the face of the Policy, will be paid. 

THIRD, that in case of death from certain SPECIFIED 
accident, $15,000, or THREE TIMES the face of the 
Policy, will be paid. 

BUT THIS IS NOT ALL. The Accident Disability Endorsement 
FURTHER guarantees that in case of total disability as a result of acci- 
dental injury, the Company will pay direct to YOU at the rate of $50 PER 
WEEK during such disability, but not to exceed 52 weeks, after which the 
weekly indemnity will be at the rate of $25 PER WEEK throughout the 
period of disability. Can insurance do MORE? And WHY should any 
man be satisfied with a policy that would doless? ‘The cost is low. 

Agents wanted in Maine, New Hampshire, Vermont, Pennsylvania, 
North Carolina, Tennessee and Kansas. An opportunity for Life Insurance 
Salesmen of ability. Address: 


UNITED LIFE AND ACCIDENT INSURANCE CO. 


Home Office, United Life Bldg., Concord, New Hampshire 











The General Adjustment Co. 


Adjustments—Collections—Investigations 


1126 Busch Building Dallas, Texas 
PAUL VANDEVELDE, Manager 





Casualty Mnsurance Exraminers and Adjusters 











C H. HARBAUGH, M. D. 
. EXPERT EXAMINER AND ADJUSTER 
Accident and Health Claims Investigated and Adjusted in 
Any Locality 


1343 SOUTH BROAD STREET, | PHILADELPHIA, PA. 








An interesting proposition to those carrying 


FRATERNAL INSURANCE 


Liberal Commission to Agents 


AMERICAN SERVICE UNION, 220 Broadway, N. Y. City 














ARE YOU COMING TO THE 
PANAMA-PACIFIC EXPOSITION? 


IF SO, YOU ARE CORDIALLY 
INVITED TO VISIT THE HOME 
OFFICE OF THE MOST PRO- 
GRESSIVE LIFE INSURANCE 
COMPANY ON THE PACIFIC 
COAST. 


California State Life 


Insurance Company 


SACRAMENTO, CAL. 
J. R. WHISNER, 


Vice- Pres. & Agency Director. 
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THE 


INDEPENDENT ORDER OF FORESTERS 


TORONTO—ONTARIO 


Total Assets, = = Over $43,000,000.00 


A Fraternal Beneficiary Society which is over 100% 
solvent, and which exists solely for the benefit of its members 
and their dependents. 


$175,000.00 


was paid to Beneficiaries during 1914 in excess of the sums 
due under matured certificates. 


Certificates cover Death, Disability and Old Age Benefits. 
The Society owns and operates two consumptive sana- 
toriums and a home for orphans of deceased members. 
F. J. Darch, Elliott G. Stevenson, 
Secretary General Manager 
S. H. Pipe, F.A.S., A.I.A., Actuary 





—— Life Insurance = 


the right man 
Address: 


I. J. MAYFIELD, Agency Director 


Home Office 














UNIVERSAL FIRE INS.CO. 


Organizing 


749-51 Insurance Exchange, Chicago, III. 
Authorized Capital $1,000,000 





Its incorporators comprise many of the most successful Real 
Estate and Insurance Men of Chicago and elsewhere 


UNUSUAL OPPORTUNITY FOR AGENTS AND STOCK 
SALESMEN WITH SUCCESSFUL RECORDS 














The Fraternal Protective Association 


12-20 Pemberton Square 
BOSTON, MASS. 
Wanted—A Resident of Michigan as State Manager. 





PRICE REDUCED 
INSURANCE 
BY ABB LANDIS 


LIFE 


A Comprehensive Work covering all classes of Life Insurance Companies, Asso- 


ciations and Fraternal Orders. Including Thirty-Four Valuable Tables. 
Price, Cloth Bound, $8 per copy. 
THE SPECTATOR COMPANY 


CHICAGO OFFICE 
Insurance Exchange. NEW YORK 


135 William Street, 








Germania Fire Insurance Co. 


NEW YORK 
Organized 1859 
Statement, January 1, 1915 


co SE EL re $1,000,000.00 
ee eas a deen ie aia ale a oa aeons $7 ,284,654.80 
a ETT OO rrr er. $2,486,142.59 
Surplus for Policyholders................. $3,486,142.59 


HEAD OFFICE 
Cor. William and Cedar Streets 





STOCK CASUALTY COMPANY entering 
[llinois, Indiana, Missouri and other States want 
State Managers. Salaried Positions. Young 
energetic men with good records and some cas- 
ualty experience desired. Address R. R. S., Care 
of The Spectator, P. O. Box 1117, New York 


City, N. Y. 








TOTAL ABSTAINER’S POLICY 


means a direct money advantage to the 
insured and a wonderfully big advantage 
to the agent over his competitors. 


Ask us— 


Peoria Life Insurance Company 


Peoria, Illinois 














RITISH AMERICA ASSURANCE CO. 
TORONTO, CANADA 


INCORPORATED 1833 
FIRE AND INLAND MARINE 


UNITED STATES BRANCH 
January 1, 1915 





Ne 5 cn pep nd si cee ew eee ees Raed $1,843,585.14 
NE xs cv piece CHa beh eM RS SAS 1,120,152.44 
aaa ined g San alge hewn de deal eR 723,432.70 


W. B. MEIKLE, Vice-Pres. and Gen. Manager 


R. W. BROCK, President 


THE GUARANTY LIFEINS. CO. 


DAVENPORT, IA. 








Honest Contracts sold by honest men 
by honest methods. 


Exceptional opportunities for good men. 
L. J. DOUGHERTY, Secty. and Mgr. 
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That opening is LIBERAL LIFE. 
LIBERAL LIFE is the forward march of life insurance com- 


panies, in breadth and liberality of its policies, and its oppor- 
tunities to LIVE agents. 

It is growing! 

i ae is good territory available for YOU—if you do not 
i] wait 
Don’t decide until you know our offer. 
Learn that offer at once by writing to us. 


Liberal Life Assurance Company 
of Indiana 
W.H. HINTON, Sec. & Actuary ARTHUR H.JONES, Pres. & General Counsel 
Anderson, Indiana 








wm ars pm 


























A Thousand and One Hints 


TO INDUSTRIAL AGENTS OF 
HEALTH AND ACCIDENT INSURANCE COMPANIES 


By 
W. Meador, Jr. 





This work, prepared by a manager of wide activities in 
the industrial field, shows through a series of conversational 
talks how an agent should start his canvass, keep up col- 
lections and overcome objections to a proposition for health 
and accident insurance. 


Price per copy, cloth bound, 50 cents. 
Special prices quoted on large quantities. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE: 135 WILLIAM STREET, 
INSURANCE EXCHANGE NEW YORK 


GUARDIAN CASUALTY & 
GUARANTY CO. 


OF SALT LAKE CITY 
Capital and Surplus Paid $375,000 
Wants first-class Industrial Accident and Health 


producers, on salary and commission, capable of 
handling large territory. (Send references.) 


THE PREMIER ACCIDENT & HEALTH POLICY 
Absolutely Unrestricted Policy Sold to Standard Risks 
ONCE SOLD—STAYS SOLD. 


The Company’s policy of prompt settlements pro- 
motes business for the agent. 




















KANSAS, one of the best States in the Union, invites you. 


The American National Insurance Company of Galveston, 
Texas, an aggressive Southern Company having nearly sixty 
millions of insurance in force with nearly a million dollars of 
surplus to policy holders, issuing the most attractive policy con- 
tracts on the market and now operating in thirteen States and the 
Republic of Cuba, contemplates entering Kansas and other 
neighboring States to the North. 

We invite correspondence from agents who are interested in and 
capable of handling good territory under the old-fashioned General 
Agency contract carrying exceptionally good first year commis- 
stons with renewals. 


AMERICAN NATIONAL INSURANCE CO. 
J, Frank Montgomery, Agency Mgr. Ord. Dept. Galveston, Tex. 

















THE SIGN OF GOOD CASUALTY INSURANCE 


BURGLARY 

CREDIT 

BOILER 

LANDLORDS 

ELEVATOR 

v GENERAL LIABILITY 
TAD, 


LIABILITY 
ACCIDENT 
HEALTH 
AUTOMOBILE 
TEAMS 
COMPENSATION 





1869 


LONDON GUARANTEE & ACCIDENT CO,, Lid. °enetann” 


Head Office: CHICAGO, ILL. F. W. LAWSON, ‘General Manager 





F. J. WALTERS, Resident Manager, 55 John’Street, New York 
STOKES, PACKARD, HAUGHTON & SMITH, 

Resident —— 434 Walnut Street, Philadelphia, Pa. 
ELMER A. LORD & CO., Resident Managers 145 Milk Street, Boston, Mass. 





Security Mutual Life 
of Lincoln, Nebraska 


Offers Exceptional Opportunities to men who 


can write business. 


Address in confidence, 
W. A. Lindley, President Lincoln, Nebraska 








INCORPORATED 1832 


Virginia Fire and Marine 
INSURANCE COMPANY OF RICHMOND, VA. 


Reserve for Unearned Premiums.................+++- . .. $720,561.00 

Ci teril tae meiOGe a> «sks oh awe we we Renlede + Oi meneneee 122,261.00 

CORO EE ere rrr Perce $250,000.00 

INGE SUNDNIGS 25 5.5 sca anlten dads wane eaoeananas 668, 198.00 

Saspliato Ponevneaetes. ose wswecsanansadeseneccess 918,198.00 
gt Ee $1,761,020.00 


WM. H. PALMER, President W. H. M’CARTHY, Secretary 


Total Abstinence Makes Cheaper Insurance 


GENERAL SECTION. Inthe General Section are insured those who do not abstain 
wholly from the use of intoxicating liquors as a beverage or those who do not wish 
to pledge themselves to total abstinence during the life of their policy-contract. 

TEMPERANCE SECTION. Inthe Temperance Section are insured only those who 
do abstain wholly from the use of intoxicating liquors-as a beverage and who desire 
to receive all the benefits which may accrue to them by reason of their abstemious 


habits. 
This is the only life insurance company in America which gives 
total abstainers a lower rate than it gives drinkers. 


For particulars address 


American Temperance Life Insurance Association 


253 Broadway, New York City 
STACEY WILSON, Secretary W?si Our Representatives Liberally 
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“Security Mutual Life Inserance Co. 


BINGHAMTON, N. Y. 


Offers to men able to produce business 
first class territory, with direct contract 
providing liberal compensation. 


For particulars address 


C.H: JACKSON, = = =» Superintendent of Agencies 





‘*SECURITY AND SERVICE ”’ 


Pacific Coast Casualty Company 


SAN FRANCISCO, CAL. 


Workmen’s Compensation Fidelity and Surety Bonds 


Automobile Insurance General Liability 


Accident and Health Insurance 














ee 





H.G.B.Alexander. Pres. 
General Offices 





CedarRapidsLifeInsuranceCo. 
CEDAR RAPIDS - - . IOWA 


If you are looking for 


BETTER THINGS 


OPPORTUNITY TO INCREASE 
YOUR BUSINESS 


and get into a 


BETTER FIELD 
THESE MAY BE HAD WITH THIS COMPANY 





INSURANCE 


GIRARD LIFE compaxy 


DREXEL BUILDING :: PHILADELPHIA, PA. 


N. T. FOLWELL, President 
R. H. WALLACE, Vice-Pres. and Supt. of Agencies 
ALBERT SHoRT, Sec’y and Actuary JosrerH S. Potter, Treasurer 


Wants High-class men as General Agents for de- 


sirable territory in Pennsylvania & Ohio 
A Very Inberal Contract Will Be Made 


Only good and reliable en producers are desired 





ee 


(FIRE) 


Pare American 


Insurance Company 
New Pork 
STATEMENT JANUARY 1,1915 


CAPITAL 


$2,000,000 


RESERVE FOR ALL OTHER LIABILITIES 


10,456,710 


eT SURPLUS 


21.490.623 





YOUNG MAN! 


OU can qualify as to character and ability, and want to join a young 
progressive Company that will give you a chance to show what’s 

in you, and where there is note oe between you and the top of the ladder 
of success except your limit of effort and abi 


WE HAVE THE OPPORTUNITY YOU ARE LOOKING FOR 


You never saw better policies, or more libera commissions. 
IF you investigate you will join the 


Cotton States Life Insurance Co. 


“THE BEST COMPANY IN DIXIE”? 


Tupelo, Mississippi 


Write today. E. C. HINDS, President 





ARIZONA FIRE INSURANCE COMPANY 


PHOENIX, ARIZONA 





CAPITAL $200,000.00 


Licensed in Arizona, California, Illinois, Indiana, Michigan, 
Ohio, Pennsylvania and New York. 








have a direct contract. 





OPEN TERRITORY 


A few exceptional opportunities in Pennsylvania. You personal producers ought to 
We have it for you. Address: 


SCRANTON LIFE INSURANCE COMPANY 


C. C. Sampson, Superintendent of Agencies 


SCRANTON, PA. 
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THE EQUITABLE LIFE 


OF IOWA 















SPLENDID OPENINGS—INQUIRE. 





IS INCREASING ITS AGENCY FORCES. | | 
DO YOU WANT TO JOIN THEM ? 











ADDRESS 


J. C. CUMMINS, President Des Moines, lowa 


















Where Do You Want To Work 


under a direct agency contract giving you full general agent’s privileges? 
If you can produce business in any city or section of 
ILLINOIS — INDIANA — GEORGIA — ALABAMA — KENTUCKY 
| Write at once for a contract that is certain to satisfy you. 


Liberal first year’s commissions and continuous renewals 
All communications confidential. 


Address WILLIAM T. SMITH, Secretary 


United States Annuity & Life Insurance Co. 
CHICAGO, ILLINOIS 
$974,000.00 on deposit with State of Illinois for protection of policyholders. 






































The Masonic Mutual 
Life Association 


OF THE DISTRICT OF COLUMBIA 
Chartered by Special Act of Congress March 3, 1869 


The security of the Old Line. Surrender Values, and Special 
The economy of the Fraternal. Advantages not found e sewhere, 


pg work, with big returns to high class representatives. For terms and territory 
te to 

WM. MONTGOMERY, Sec’y and Gen. Mgr. 
New Masonic Temple Washington, D. C- 


Required by the laws of the United States to maintain the legal reserve on every poliey 





PROTECTIVE LEAGUE LIFE INSURANCE CO. 


Decatur, Illinois 


Best In Pure Life Insurance. 
$25,000,000.00 of Insurance in force. 
3,000,000.00 paid beneficiaries. 
Specially attractive policies. 
Splendid opportunities for reliable men with or without 
experience. 
Address the Company. 





WE WILL BOND YOU. 


UNITED STATES 


FIDELITY »° GUARANTY 
COMPANY, 


BALTIMORE, MD. 








_ —_ Bldg, Calvert, German ard Mercer Streets 
CAPITAL, PAID IN CASH.. neues . -$2,000,000.00 
ere aiG i cossaa ites tananecs in : $1,165,377.0 
IIo oisic asic ce taicounwrsswemecedcns 3,821, 899. 3 $4,987,276.44 


TOTAL CAPITAL, SURPLUS AND RESERVES ... $6, 987, 276.44 
JOHN R. BLAND, President GEO, R. CALLIS, Vice-President and Treas. 





If you can write Ordinary and Industrial 
business in an exceptional field, under a pro-= 
gressive live-wire manager, who controls five 
offices, all making exceptional records and 
incidentally green=backs, address (in strict 


confidence to you) Box 75, Ironton, Ohio. 








WILLIAM C. SCHEIDE & CO. 


(INCORPORATED) 


HARTFORD, CONN. 
Re-Insurance in All Branches 











MICHIGAN COMMERCIAL 
INSURANCE COMPANY 


Lansing, Michigan 


ASSETS SURPLUS 
January |, 1913. .$862,447.34 $156,321.92 
January 1, 1914.. 920,961.16 181,374.66 
January |, 1915.. 935,693.93 200,120.21 


Fire, Tornado, Automobile, Tourist Baggage, ParcelPostinsurance 

















AMERICAN CENTRAL LIF Ee 


INSURANCE COMPANY 


INDIANAPOLIS, IND. 
ESTABLISHED 1899 


HERBERT M. WOOLLEN, President 
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The Independent Life Insurance Company 
OF AMERICA 
Home Office: NASHVILLE, TENNESSE 


Do you want to be associated with a Company that is right 
UP TO NOW in everything ? 


Can you close business WHEN IT IS FOUND FOR YOU? 

If so, and you are dependable, write us all about yourself. 

Increase in new business 63% over corresponding period 
last year. 

District Agents wanted in Kentucky, Tennessee, Alabama 
and Georgia. 


PAUL ROBERTS, President W. D. TOLLE, Agency Manager 











MISSOURI STATE LIFE 


A Most Progressive Company 

New Policies that are Sellers 

Profitable General Agency Contracts 
in good territory 

Insurance in force, 93 Millions 


Home Office : ST. LOUIS, MO. 











Great Republic Life Insurance Company 


E. C. COOPER, President 


Good Territory 
Better Policies 
Best Agents Contracts 


If you want to come West and can produce the business 
write W. J. CLEMENS, Agency Director. 


A Fine First Quarter! 


We closed the first quarter of 1915 with a substantial gain in de- 
livered business over the first quarter of 1914. 

Some of the reasons: FIRST-CLASS SERVICE of policyholders 
and beneficiaries. Efficient co-operation with our agencies. Un- 
excelled policy contracts—as agents of all Companies know. Low 
net cost. Strong literature. Happy relations between Field and 
Home Office. Improved condition of general business. 

Occasionally we have a general agency opening. 


Joseph C. Behan, Superintendent of Agencies, 
MASSACHUSETTS MUTUAL 


Life Insurance Company 
Incorporated 1851 SPRINGFIELD, MASS. 





GOOD AGENTS 
Wanted by 


SOUTHERN UNION 


Life Insurance Company 
of 


WACO, TEXAS 
The Conservative Texas Company 








Industrial Life and Health 


Insurance Company 
Home Office: 502-511 Austell Bldg., Atlanta, Ga. 


Insures men, women, and children against loss by 
sickness, accident, death, all under one policy 
Premiums 5 cents to 50 cents per week. 


JOHN N. McEACHERN, President 
R. H. DOBBS, Ist Vice-President 
S. C. McEACHERN, 2nd Vice-President 
I. M. SHEFFIELD, Secretary 

















In a good agency in produc- 
Are You Interested sy: 7,52" 1: 2! 


Total Disability. 


Additional Indemnity. 


WRITE US. 








OF DES MOINES, IOWA. 


Jas. H. Jamison, President 











Reliable Life 


Assurance Company 


We want State Managers, Field Superin- 
tendents, District Managers and General 
Agents. We have liberal contracts to offer 
men of character and ability. Address 


HOADLEY & MILLER 


General Managers 
INDIANAPOLIS, INDIANA 











401 to 412 PENNWAY BUILDING 











WEEKLY INDEMNITY 


On Our Utopia Accident and Health Policies 


INCREASES TEN PER CENT. EACH YEAR 
FOR FIVE YEARS. 
Why not write the business that sticks ? 
GENERAL ACCIDENT FRE. ASSURANCE CORPORATION, Ltd, 


C. NORIE-MILLER, U.S. Manager 
55 JOHN STREET, NEW YORK 








1857——The Oldest Life Insurance Company in the West==1912 


The:-German Mutual Life 


Insurance Company 
OF ST. LOUIS 


Its splendid record makes its Liberal and Up-to-date Life and 
Endowment Policies easy to sell. 
Live Agents Wanted in Unoccupied Territory 
Address inquiries to the Home Office, St. Louis, Mo. 











bli 
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~The West Coast Life Ins. Co. 


354 Pine Street San Francisco 





Policy Forms Unsurpassed 





WANTED FOR CALIFORNIA 


Ex Industrial Superintendents and Assist- 
ants, experienced in ordinary department 
work for district agencies on salary and 
over-riding commission upon staff production. 














The Fidelity and Casualty Company 
of New York 


92 LIBERTY STREET, NEW YORK, N. Y. 


Annual Statement, December 31, 1914 


ce, CEE EEOC OE CTT CRT ET OORT T $33,858,729.53 
EY oka Un NEN ORKHEKS eee CAbwAnes 8,339,608.72 
ccc kek cinrcucikene Unekeseene ers cuacwe 3,000,000.00 
SURPLUS OVER ALL LIABILITIES.............. 2,539, 120.81 
LOSSES PAID TO DECEMBER 33}, 1934.......... 48,580,800,32 


This Company issues contracts as follows: 


Fidelity Bonds; Surety Bonds; Accident, Health, and Disa- 
bility Insurance; Burglary, Larceny, and Theft Insurance, 
Plate Glass Insurance; Liability Insurance—Employers’, 
Public, Teams (Personal Injury and Property Damage); 
Automobile (Personal Injury, Property Damage and Colli- 
sion), Physicians’, Druggists’, Owners’ and Landlords’, Ele- 
vator, Workmen’s Compensation—Steam Boiler Insurance; 
Fly-Wheel Insurance. 








Merchants National Fire Ins. Co. 


IN PROCESS OF ORGANIZATION 


23 South La Salle Street, Chicago 


Authorized Capital and Surplus, $2,500,000 





Plan Unique and secures for the General and Local Agent 
Co-operation from our large number of stock- 
holders and banks in every state 


Good Stock Salesmen Wanted 











Dradential Casualty Compare 


INDIANAPOLIS 
ASSETS OVER A MILLION 





LINES WRITTEN 
COMMERCIAL ACCIDENT AND HEALTH 


BURGLARY AND PLATE GLASS 


Automobile Liability, Property Damage, Collision, 
Employers’ Liability, Public, Teams, Elevator, 
Workmen’s Compensation, General Liability 

Industrial Accident and Health. 

















Satisfactory Service to Policyholders and Agents 


General Agents 
Ream, Ives and Wrightson, Eastern Mgrs., 24 Broad St., New York 
Walter S. Detwiler, General Agent, 327 Walnut St., Philadelphia 
Rockwell & Cleary, Gen’! Agts., 460-462 Insurance Exchange, Chicago 
F. Churchill Whittemore, Gen’l Agt., 118 N. Fourth St., St. Louis 
George M. M’Coy & Sons, General Agents, 153 Milk Street, Boston 














A Thousand and One Hints 


TO AGENTS OF 
INDUSTRIAL LIFE INSURANCE COMPANIES 
By 
W. Meador, Jr. 


This is a work based on actual experience of the author as 
a solicitor and manager and will be found a valuable instructor 
in every industrial office. 
Price per copy, cloth bound, 50 cents. 
Special prices quoted on large quantities. 


THE SPECTATOR COMPANY 


CHICAGO OFFICE: 135 WILLIAM STREET, 
INSURANCE EXCHANGE NEW YORK 








Jefferson Standard Life Insurance Co. 
Home Office: GREENSBORO, N. C. 


THE LARGEST AND STRONGEST REGULAR 

pret INSURANCE COMPANY IN THE SOUTH 
Admitted Asse P ‘ ‘ 4 . $5, 520,208 90 
Surplus as to Rew Holders’ . ‘ a P - 912,874.13 
Insurance in Force (paid for basis) ‘ P . 43,458,384.00 
Operates in District of Columbia, Virginia, North and South Carolina, 
Georgia, Alabama, Tennessee, Arkansas, Florida and Texas. Attractive 


policies and liberal agency contracts. Splendid territory open for good men. 
Ce DORE 4c 0 6 6 oko oe se 2k ae President 
JULIAN PRIC Ae Vice-President and Agency Manager 
c. c. TY at «s 6 6 «6 6 oe oa 8 be eee Secretary 

GHAR We Ge wn wt tee OH ee ee 


. Medical Diroctey 

















Western ———— Company 
Dallas, Texas 


Assets over $750,000.00 
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WILMER L. MOORE, President 


The Southern States Life 


Insurance Company 
ATLANTA, GEORGIA 


A Well Organized Service Bureau Assists 
Agents in securing Prospects. 


Attractive Agents’ Contracts with Liberal 
First Year’s Commissions and Renewals 
Covering Desirable Territories. 


ROBERT F. MOORE, Agency Secretary 























NEW SPECIAL 
COMBINATION POLICIES 


Sell Themselves 


Average Individual Production 
of Leading Agents 


$50,000 Per Month 


Don’t you want to get into the game? Write us and 
‘we will tell you more about this new departure in the 
net cost of insurance. 


Still have some good territory and reasonable con- 
tracts. 


C. L. GUICE, President 
LLOYD DAMRON, Agency Director 


Cherokee Life Insurance Co. 
ROME, GEORGIA 


THE NORTH RIVER 


Insurance Co. 
OF NEW YORK 
INCORPORATED 1822 


95-97-99 William Street - - 


CRUM & FORSTER 


GENERAL AGENTS 
WILLIAMSBURGH CITY FIRE INS. CO. = Incorporated 1853 


New York City 





UNITED STATES FIRE INS. CO. = = = = - 1824 
RICHMOND INSURANCE CO. = = = = = ” 1904 
UNION OF BUFFALO = = = = = «= = = ” 1877 
NATIONAL LUMBER FIRE INS. CO. = = = = 1906 


THE CAPACITY OF THE ENTIRE OFFICE IS AT 
THE DISPOSAL OF AGENTS 


North River Ins. Co. Building = - - 


THE COLONIAL LIFE 


INSURANCE COMPANY OF AMERICA 


welcomes men with a good past who 
seek a better future 


New York 





Ideal contracts in a square=deal company 


E. J. HEPPENHEIMER, President 
GEO. T. SMITH, Vice-President DUNBAR JOHNSTON, Secretary 
CHAS. F. NETTLESHIP, 2nd Vice-Pres. S.R. DROWN, Supervisor of Agencies 


HOME OFFICE, JERSEY CITY, NEW JERSEY 








EDWIN L. NORRIS, President A. C. JOHNSON, Treasurer 

JACOB MILLS, Vice-President E. H. GREEN, Supt of Agencies 
WM. L. HOLLOWAY, Vice-President Dr. E. D. NASH, Chief Veterinarian 
GEORGE B. CONWAY, Sec’y and Gen’l Mer. 


(Montana Binestock and Casualty 
Aneurance Company 


26 West Sixth Avenue HELENA, MONTANA 
CORRESPONDENCE INVITED 

















Prodzs IFE 


INSURANCE COMPANY 


CHICAGO, ILLINOIS 

















ROSSIA INSURANCE COMPANY 


Hartford, Conn. 
Reinsurance 




















PORT pyrene pcr nny 
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Organized January 2, 1902 


Guarantee Fund 


Life Association 
Omaha, Neb. 


Assets, January 1, 1915 
Reserve Fund, - - 





$1,704,660.34 
1,646,518.04 





Our Agents are Prosperous 
There is a reason 





The plan and excellent management of this Association 
have made possible its leadership in a field which includes 
institutions of much greater age. 


Look up our record and write us 


Attractive commission and renewal contracts to men of ability. 








ORGANIZED 1871 


Life Insurance Company of Virginia 
RICHMOND, VIRGINIA 


OLDEST, LARGEST, STRONGEST 
Southern Life Insurance Company 


Issues the most liberal forms of policies from $1,000.00 
to $50,000.00 


CONDITION ON DECEMBER 31, 1914 


| SEEPS DE enn er eres Pa $11,138,324.57 
I 9 ii a a ie in a 9,410,670.62 
Capital and Surplus: ........<..... 1,727,653.95 
Insurance in Force................ 99,256,046.00 
Payments to Policyholders Since 
ee 15,423,933.48 


Is Paying Its Policyholders Over... 1,250,000.00 annually 
GOOD TERRITORY FOR LIVE AGENTS 








ROYAL LIFE 
INSURANCE COMPANY 


ALFRED CLOVER, President 


Industrial and Ordinary Policies 





Special confidential contracts for Super ntendents, 
Assistant Superintendents and Agents 
in Indiana and Illinois 


HEAD OFFICE: 


108 S. La Salle St. CHICAGO 

















MBITIOUS men coer pe the tremendous advantages of an agency 

A with a well established and rapidly growing company which allows 

liberal commissions. ‘Applications of nearly $35,000,000.00 were 
submitted to this Company during 1913. 


We issue every standard form of policy with combinations of benefits which 
render them exceedingly attractive to the insuring public. You can earn 
more money during 1914 representing the “Successful Western Company”. 
It needs no introduction ia western territory. 


We always have room for a good man. 


KANSAS CITY LIFE INSURANCE CO, 
KANSAS CITY, MISSOURI 


Our Guaranty Fund deposited with the state is the largest of any Missouri 
Company. 





SUCCESSFUL SALESMANSHIP 
depends upon 
Good Goods to sell and Good Territory to sell them in 
We have both for you 


Columbia Life & Trust Company 


For an agency in Oregon, Washington or Idaho, correspond with S. P. 
Lockwood, Vice-Pres. and Gen. Mgr. Home office, Portland, Oregon. 


For California, B. F. Bernsten, State Manager, Bradbury Building, 
Los Angeles, Calif. 








Merchants Life Insurance Co. 
BURLINGTON - IOWA 
Assets over ONE MILLION DOLLARS 


Death Claims paid to date over 
TWO MILLION DOLLARS 


Policy incontestable after two years, no restriction to travel, Old 
Benefits and TOTAL PERMANENT DISABILITY FOR EITHE 
SICKNESS, ACCIDENT OR DISEASE. 


Attractive Contract for Conservative Producers 














WORTH LOOKING INTO 
Florida Life Insurance Co. 


If You Desire a Good Agency Connection 
Operating in Florida and South Carolina. 


We can offer productive tcrritory and attractive contracts 
to capable producers. Address the Company, 


Jacksonville. Florida 


$5,000-$10,000 Policy—$12.00 a Year 


Increases to $6,000.00 and $12,000.00 
if Paid Annually 
Pays $25.00 a week as long as totally disabled 
Membership 35,000 Claims Paid $560,000.00 


Unusual Agency Opportunities at present in 
Illinois, Indiana and Michigan 


Business Men’s Accident Association 


W. T. GRANT, Secretary KANSAS CITY, MO 
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Representing 


THE MUTUAL LIFE 
INSURANCE COMPANY 


of New York 


You will make money. 


The great strength, big dividends 
and incomparable benefits of the 
“*oldest company in America’’ mean 
certain success for you. 





For Terms to Producing Agents, Address 
GEORGE T. DEXTER 
2d VICE-PRESIDENT 


34 NASSAU STREET NEW YORK, N. Y. 























JUST OFF THE PRESS 


Partnership-Corporation Insurance 


Ss 


BUSINESS PROTECTION 
By W. D. HOYT 





A wonderfully instructive book on 
the subject of business insurance. 


It will give you a thorough under- 
standing of this class of insurance 
from every angle and permit you 
to increase your personal production 
through an extensive knowledge of 
its practice. 





BOUND IN LEATHER. PRICE $2.10 (Postpaid) 
SEND US YOUR ORDER TO-DAY. 


THE INSURANCE FIELD COMPANY (Inc.) 
PUBLISHERS 


P. O. Box 617 LOUISVILLE, KY. 





F. C. BURNHAM, 
Secretary 


CLIFFORD R. ALLEN, 
President 


90%, 


of the lives insurable in the 


STATE OF FLORIDA 


are uninsured 


If you would like to help decrease that percentage 
write to 


F. C. BURNHAM, Secretary 


OUR HOME LIFE INSURANCE COMPANY 


304 Clark Building 
JACKSONVILLE, FLORIDA 











OLD COLONY LIFE 


Insurance Company 
OLD COLONY BUILDING, CHICAGO, ILL. 


Has Territory open in 
Illinois, Wisconsin, Michigan, Minnesota, South Dakota, 
Nebraska, Oklahoma, Arkansas, Tennessee & Kansas. 


Why be a Sub-Agent, if you have the ability and 
opportunity to become a General Agent, under a Lib- 
eral First-Year and Non-Forfeitable Renewal Com- 
mission Contract made direct with the Home Office? 
The Old Colony issues a very extensive line of non- 
participating policies, embodying the latest ideas in 
Life Insurance, at high, medium and very low rates to 
meet all conditions of insurability and competition. 


FOR PARTICULARS WRITE TO 
B. R. NUESKE, Vice-President and Gen’! Mgr. 











A RARE OPPORTUNITY 


Is afforded capable agents in desirable territory now 
open in the States of Missouri, Illinois, Kansas, 
Colorado, New Mexico, Wyoming, Montano, Idaho 
and Utah. 


The Central States Life 


Insurance Company 
ST. LOUIS, MO., 


has 3000 stockholders distributed through these states. 


The Company has made wonderful progress, is finan- 
cially strong and offers attractive, salable policies. 


If you are ambitious, we will co-operate in helping 
you build a profitable business. 


JAMES A. McVOY, 


Vice-President and General Manager 





St. Louis, Mo. 
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New England Mutual Life Insurance Company 


i SEES We TIED ooo iki vcs ca sion Shek wiles 1a chee ROCK ki Ree $70,163,011.03 
RMEIE ao cares peso eka ce ee TEAR UNE DOE OAR eens ek mews 65,159,426.58 
BOWOMIOS oo fics aanhne necccn ca Udee Sune abate nde oowddenes $5,003,584.45 


Seventy years of honorable dealing with its policyholders has placed the New England 
utual Life Insurance Company in the front rank of American Life Insurance 
Companies. 


MEP ee Wi PR Pes oe iicenc cass ccsnckaces President 
Ae eee ea ee Vice-President 
Re ER ee ree Secretary 
WILLIAM F. DAVIS. .....0.0cccccce0s Assistant Secretary 
FRANK T. PARTRIDGE.......... Assistant Secretary 
MORRIS P. CAPEN..........0000- Assistant Secretary 


EDWARD W. ALLEN, Manager, 220 Broadway, New York. 
LatTHRoP E. BALDwin, Manager, 141 Broadway, New York 


Salesmen Wanted 


To handle the best accident insurance for 
Business and Professional Men. On same plan 
as the Commercial Travelers Associations. 


$5,000 Policy $9 a Year 


$25 Weekly Indemnity 
ERNEST W. BROWN, Secretary-Treasurer 


INTER-STATE BUSINESS MEN’S ACCIDENT 
ASSOCIATION 


Brown Bldg. Des Moines, Iowa 








** Strong as the Strongest’ 


The Northern Assurance Co. 
(Ltd. of London) 
Organized 1836. Entered United States 1876 


$85,000,000 
$28,000,000 


Losses paid, - - - . ° ‘ 
Losses paid in United States, - - - 


Eastern and Southern Departments: 


55 JOHN STREET = = = NEW YORK 





Indiana National Life Insurance Co. 


INDIANAPOLIS, INDIANA 





Our policy contracts are second to none. We have some 
splendid territory to offer live agents and will pay a very 
liberal commission. For agents contracts and territory 
address the Company. 


Cc. D. RENICK, President 
EVERETT WAGNER, Gen’! Agent E. C. WAGNER, Ass’t Gen’! Agent 


An Honest Contract, Sold by Honest Men by Honest Methods 


GREAT_.,PERMANENT CONNECTION 


R 

NORTHE For Desirable Agents 
LIF , 

to Place Life Insurance 


INSURANCE COMPANY 
WAUSAU, WISCONSIN. . 








B. F. WILSON WILLIAM A. FRICKE 


President Vice-Pres. and Gen. Manager 








MIDLAND LIFE INSURANCE COMPANY 


KANSAS CITY, MISSOURI 


THE COMPANY. Backed and endorsed by the most substantial 


and influential business men in Kansas City. 


THE MANAGEMENT. Practical insurance men of long experience 
and conspicuous success. 


MISSOURI, KANSAS, OKLAHOMA, 
COLORADO, TEXAS. The best territory 
in the country to-day. 


Good, clezn Agency contracts to good, clean Insurance Men. 
DANIEL BOONE, President DANIEL BOONE, Jr., Secretary 


THE TERRITORY. 








Metropolitan Casualty Insurance Co. 
OF NEW YORK 
Formerly The Metropolitan Plate Glass and Casualty Insurance Co. 


Home Office, - - - 47 Cedar Street 


CHARTERED 1874 
PLATE GLASS 
PERSONAL ACCIDENT 


PERSONAL AC POLICIES 


OF THE MOST APPROVED FORMS 


EUGENE H. WINSLOW, Presivent 
DANIEL D. WHITNEY, Vice-President S. WM. BURTON, Secretary 
ALONZO G. BROOKS, Assistant Secretary 


RELIABLE AND ENERGETIC AGENTS WANTED 





INSURANCE CO. OF LONDON AND EDINBURGH. 
Established 1809. 
OFFICE: 


76 William Street, New York City. 


one BRITISH AND MERCANTILE 





SOUTHERN MUTUAL AID ASSOCIATION 
‘“‘Oldest and Best’’ 


Has openingsfor good debit men and business 
producers. 


P. O. BOX 884 BIRMINGHAM, ALA. 








A FEW LIVE WIRES WANTED 


ATTRACTIVE DISTRICT AND STATE AGENCY, 
OPENINGS WHICH WILL APPEAL TO HIGH 
CLASS LIFE INSURANCE MEN. 


SOMETHING NEW, SOMETHING IN 
DEMAND, IS THE DEATH BENEFIT AND 
SURVIVALSHIP PAYMENT PLAN OF THE 


STERLING MUTUAL BENEFIT ASSOCIATION 
WILKES-BARRE, PA. 














C. P. WOFFORD, 2nd Vice-President 
C.R. CLEMENTS Secretary and Treasurer 


C. A. CRAIG, President 
W. R. WILLS, Vice-President 


The National Life and Accident Ins. Co. 


Combination Policy of Industrial Insurance Covering 
Sickness, Accident and Death 


$100,000.00 Deposited with Treasurer of Tennessee 
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- }*="! MONTHLY INCOME BONDS = 


























# INTERNATIONAL) 
es) “URE euiLonG | ° ‘A new idea added to the Popular Monthly Installment Insurance. Gives 
‘eas the Agent a ready opening by gaining the prospect's willing attention. 
ee ee : fl erid 10nd Complete Line, Life; Limited Pay; Endowments. 
' For Contracts, address 1. A. Ewing, General Mana, or Chas. A. Cohen, Supt. of Agencies 
EEBEE * os "h "Home Oftice. 1“ 
peak @ 
peer SanF Life I Company 
EcEeet { @ sr. > MO. an Francisco Life Insurance Compan 
fi aa San Francisco, California 
Pi Bie GS Southern California Territory, Address W. H. Cramer, President 
a Ge The Big Life Company of TODAY Southern Agency Company 
po ik eB BB a) 1129 Marsh-Strong Building, Los Angeles, Cal. 
s| Wi Territory in Washington, O 
W th Methods of TOMORROW NEW oral ce) MM Veshingt — oe NEW 














aS warci US GROW 


“The Best Young Company Organized in Recent Years”’ 


Home O 
December 31, sore Insurance in Force, - - - - - $7,810,000 Dec, 31, 1914 
December 31, 1910. Insurance in Force, - + + $12,757,000 Assets - * - ~ “ $2,005,453 
December 31, 1911. Insurance in Force, $16,000,000 Suplusto Policyholders - = 384,580 
Insurance in Force ~ - « 21,750,000 


Dec. 31, 1914. Insurance in Force, $41,532, 209.00 


Massey Wilson, Pres. J. L. Babler, Mgr Agencies A consistently progressive and up-to-date company. 





Non-forfeitable and continuous renewals 














J ; 
to good agents in 
Indiana Ohio Michigan Pennsylvania 
“seen” See our record in The Pocket Index and ask for particulars. 


LINCOLN NATIONAL LIFE, Fort Wayne, Indiana 








THE LEADING FIRE COMPANY 
OF THE @ WORLD 








INCREASE YOUR INCOME! 


Secure an agency for the 

Indiana and Ohio Live Stock Insurance Co. 

The oldest live stock instsance company 
The only legal reserve live stock insu.unce company authorized by 
the New York Department. 
A company that renders real service to its agents and policy holders, 
Losses paid promptly and without red tape. 
For full particulars, address the Home Office. 


Indiana and Ohio Live Stock Insurance Co. 
99 Water Street, Crawfordsville, Indiana 








COMPANY 









LIMITED Established 1886 Assets, $400,000.00 
) CAUTION TO POLICYHOLDERS. 
lof Liverpool, England.] An attractive leaflet designed as a warning to policyholders to hold 


on to their insurance. The argument is strong and lucid as to the 
; reasons for keeping policies in force, and will prove a valuable aid 
in holding business once written. The leaflet sells at the following 
prices: $20.00 per 1000, $12.00 per 500, $3.00 per hundred. Sample 
copy 10 cents. 


Georgia Casualty Company |) “oversees: scopes or mor tne nsition of company or general agent vi 


be printed, without extra charge. On — ey less than that quantity, $3.00 extra 

















MACON, GEORGIA for inscription. 
W. E. SMALL, - - - - President THE SPECTATOR COMPANY 
Surplus and Reserves as to Policyholders over $800,000 mncittcon eo NEW YORK 
SERN SOC TN Ganenres AUTHORIZED CAPITAL, $500,000 


Writing the following lines of 


CASUALTY. INSURANCE C= L b d bemee OMPANY 








Personal Accident Liability 


Health Workmen’s Collective 
Health Workmen’s LEAR MgIBERAL MNCOMPARABLE YJONTRACTS 
Burglary Workman’s Compensation 


COMPLETE INSPECTION SERVICE 


W. H. GREGORY, President 
UNEXCELLED CLAIM SERVICE 


UP-TO-DATE POLICY CONTRACTS Lexington, Ky. 
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Metropolitan Life Insurance Co. 


(Incorporated by the State of New York) 
“THE COMPANY OF the People, BY the People, FOR the People” 


PROOF OF PUBLIC CONFIDENCE 


This Company, although it operates only in the United States and 
Canada, has more insurance in force than any other Life Insurance 
Company in the World. 





The number of Policies in force is greater than that of any other Com- 
pany in America; greater than all the Regular Life Insurance Companies 
put together (less one) and can only be appreciated by comparison. It 
is a number considerably in excess of the combined population of the 
twenty-one largest cities of the United States and surpasses that of 
London, New York and Paris combined. 


SIGNIFICANT FACTS 


This Company’s Policy-claims paid in 1914 averaged one claim for every 46 
seconds of each business day of eight hours and in amount $232.07 a minute. 


The Daily Average of the Company’s Business During 1914. 
626 gyiev to member of Chime $906,754.09 Ee Sez fe Ems 
addition to Reserve 


day i ber of polici 
8,040 fecued and Revived. © °° 


$1,708,728.00 Firance issued” Re- 
vived and Increased. 


$161,826.87 ae Gay in increase of 


‘in force” $2,991,114,069 





Full particulars regarding the plans of the Metropolitan may be 
obtained of its Agent in all the principal cities in the United States 
and Canada, or at its 


Home Office: 1 MADISON AVENUE, NEW YORK 


NINTH ANNUAL REPORT 
OF THE 


Philadelphia Life Insurance Co. 


N. E. Cor. Broad and Sansom Streets, Philadelphia, Pa. 
Balance Sheet, December 31, 1914 





ASSETS 

Investments in Municipal and General Bonds...................+- $818,342.63 
Mortgages on Real Hatate, Firat Liens...........ccccccccesccccce 2,105,100.00 

Deposited in Banks and Trust Companies at Interest, and Cash on 
REN Oe RMN os rc wuancccks casunteedeee ceeicwe akan es 285,260.18 
Es Cr ON 6 oS a! io wre ed a-e Cdvwaain cad hanbien entered 543,740.80 
Premium Notes on Policies im Force ..... occ cc cccasvecececccoucee 231,309.95 

Premiums Due and Uncollected and Deferred Premiums, Less 
EMM i ik a 6 o'bactadceanedeksaddanecxenkanediauteadeusueess 45,026.74 
SE EEE PD A, eB hk ee ee ae 70,867.72 
I oases a da ade Sirens ca tdcakaddeedoedice Kcetecwmeekied 55,441.45 
$4,155,089. 47 

LIABILITIES 


Net Present Value of All Policies in Force on December 31, 1914, as 
Computed by the Insurance Department of Pennsylvania on the 
American Experience Table of Mortality, with 344 per cent, 
NET oc nte od Cad ACEea hen eeed ec tee eee nausea cewecens eacaks $3,165,451.71 
52 


Claims for Death Losses in Process of Adjustment................. 086 .00 
Dividends to the Credit of Policyholders.................-0eeeees 126,910.53 
Premiums and Interest Paid in Advance.................0eeeeeeee 21,457 .66 
MR oe ca ies dea hadee wea ewcevdsddveCianeaotundoumeas 10,627 .90 
pT SEE SAE a ee eon ape an PE 8,760.11 
CM accaccacceadaanheecwddaenaecesewwennedaxadenaecnd 560,320.00 


Nr IC CIR co ccc ccnecseavecsahicseesatnwee'es 209,475.56 


$4,155,089. 47 


SUMMARY 

Ramee tt POCEe CPO Mi iici ies ccccevaccdertencevetsaseudus $25 044,594.00 
Ff EES RE eR nL panne ren ee myc 4,155,089 .47 
RE EN ede ick cae chad Uedaen Sdaeee ad CCAM HERES ES 446,960 .94 
Wa ce ce ach ace cece eer Kesuneeeneeaeus 3,165,451.71 
Dividends to Credit of Policyholdere.........cccccccccccccsccecs 126,910.53 
Dividends Paid Policyholders in 1914.............0 eee eeceeeeees 69,423.25 
ae CE I Ee a ccc es Ke ce ead-cck ew eueaeecedaseas 197,834.64 
ee RN EI sc vdcardcecsancudeescenenenecnews one 

Total Paid Policyholders or Held for their Benefit................. 5,461,881. 89 
Dividend on Capital Stock, $560,320.00 @ 6% = .........cceeeees 33,619.20 
Sees Ce oo cid Si ce aciddludiae dsed manta ca ead eek eaxe 769,795.56 
NeGree EE cccahcwsnceesacncanae deed weeencenedadceaans 25,577.79 


A. J. MALONEY, President 








CHARTER PERPETUAL 


INSURANCE COMPANY 
OF 


NORTH AMERICA 


PHILADELPHIA 








Capital - - --+--+-+-:-- $4,000,000 
Assets, Jan. 1, 1915 - - - 18,613,414 
Surplus to Policyholders - - 8,875,681 
FIRE MARINE LEASE HOLD 
RENT INLAND PERPETUAL 
TORNADO TOURIST USE AND OCCUPANCY 
AUTOMOBILE 


MOTOR BOAT PARCEL POST REGISTERED MAIL 





GREAT SOUTHERN LIFE 
INSURANCE COMPANY 


HOUSTON, TEXAS 


J.T. SCOTT, 
Treasurer 


J. S. RICE, 
Chairman of the Board 





THE LEADING TEXAS COMPANY 





Largest Amount of Insurance in Force of 
Any Company in the South 


Writing the Largest Amount of Insurance in 
Tex: of Any Company Operating in the State 





For Agency Contracts Address 


O. S. CARLTON, President 
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First National Fire Insurance Company 
of the United States Washington, D. C. 
Statement of Condition, Dec. 3Ist, 1914 











ASSETS LIABILITIES 
Real Estate (Equity)................05. $254,500.00 Outstanding Fire Losses................. $39,278.41 
SE MTOEE CLO RPE DIET 235,600.00 Unearned Premium Reserve............. 244,603.01 
Bonds (Market Value).................. 972,966.29 Accrued Charges on Real Estate......... 18,646.29 
Cash in Banks and Office............... 38,387.53 All Other Liabilities.......... ore 8,156.78 
I ODS 6.560 pees vedere seeses 81,266.65 Capital Stock Fully Paid... $877,275.00 
Interest and Rents Due and Accrued..... 27,215.03 Capital Stock Partially Paid 22,260.70 
ee ee err 4,692.31 ec, mess hee ee 404,407.62 
Surplus to Policyholders............. $1,303,943.32 
TOE POE me) re A $1,614,627.81 PE ercissuves eekupusesnta es $1,614,627.81 
ROBT. J. WYNNE, President JOHN BE. SMITH, Managing New ode City Agent Be aE BECKER 
Underwriter 75 William St., New York City 153 Remsen St., Brooklyn, N.Y. 




















BUILDING Good Cc 
NE; W ae AND oOo tian 
IDEAS NEW MEN 


Weekly, Monthly and Ordinary Policies 
Call or Address the Secretary, JOS. L. DURKIN 


THE HOME LIFE INSURANCE CO. OF AMERICA 


INDEPENDENCE SQUARE, PHILADELPHIA, PA. 


























BASIL S. WALSH, President JOS. L. DURKIN, Secretary EDW. P. MADDEN, Treasurer 

The German-American Life In- SOMETHING NEW 

he ee Bie surance Company of Iowa 
to ee kk Oller a now Goren of War or Peace, Famine or Plenty, Life Insurance is 
Ye a} Agents Contract worth 100 cents on the dollar. What other property is? 
Practiced by no other Company. Hammer this home and offer your prospect our 
Re aL oe “Hard Times Special,’’ and you land him. 
LOUIS H. KOCH, V. P. and Gen’! Mgr. Will be glad to tell you about it (the readiest seller 
on the market) and of our offer to Agents for Texas. 
GERMAN-AMERICAN No “Banking” to do. 


LIFE INSURANCE CO. of IOWA. THE GIBRALTAR LIFE 


Home Office, Odd Fellows’ Building 
BURLINGTON, IOWA PARIS, TEXAS 























AMERICAN 
INDEMNITY 
COMPANY 


Home Office 
Galveston, Texas 


ee LYON, Treasurer Issues all forms of FIDELITY and SURETY BONDS 
m ‘ ee Writes all classes of CASUALTY INSURANCE 
417-22 City National Bank Building SEALY HUTCHINGS, Pres. J. F. SEINSHEIMER, Gen. Mar. 


Travelers’ Health Association 
Home Office, Omaha, Nebr. 


Insures traveling men against loss of time caused by sickness. 
Annual cost, $9.00. 
Maximum indemnity, $25.00 per week. 





For full particulars write 


























lay 


J || 

















June 24, I915 


THE SPECTATOR a. 








What You Desire is Coming to You 
No “ifs” ‘‘ands”’ or ‘“‘buts,” the ~ 


Great E. astern Ultras 


hiz,W Ordinary Accident and Health Insurance Contracts 
are what YOU DESIRE and what YOU CAN SELL . 











1825 T 1915 


PENNSYLVANIA FIRE 


INSURANCE COMPANY 
PHILADELPHIA, PA. 


CAPITAL - - - $750,000.00 
ASSETS, January 1,1915 $8,090,190.07 

















— CHARLES RORY Cees, af Ses rene 
5 . ice President an ecretary 
GREAT EASTERN CASUALTY C0., °° sou oREF? et ee a 
206th Year 


SUN 


INSURANCE OFFICE 


OF LONDON 





FOUNDED 1710 





United States Branch: 54 Pine Street, New York 


WESTERN DEPARTMENT PACIFIC DEPARTMENT 
76 West Monroe Street N. W. Cor. Sansome and Sacramento Sts. 
CHICAGO SAN FRANCISCO, CAL. 





1829 CHARTER PERPETUAL 1915 


The Franklin Fire Insurance Company 
OF PHILADELPHIA 











ER a, ee PETE 6 
RGREUIC TOM Mh CHIME OOS ooo oc, cio: e oC atin tne o-cle'y ee. wreselene 1,983,537.18 
Reserve for Unpaid Esse... ci. occ hace se cncnenetaes 180,262.08 
Reserve for Other Contingencies: ... 26660 ecewecees 61,718.57 
PGE SUE MIB tare cle ciety ico os aialsete estes Siaiare ica clases 487,764.46 
$3,213,282.29 

OFFICERS 


F. E, Parkhurst, President 
Geo. Fales Baker, Vice-President 


Selection of Risks by the Casualty Solicitor 


Second Edition, Revised and Improved. 
By C. H. HARBAUGH, M. D. 


This treatise, written by an experienced medical examiner and director, who ig 
also familiar with field work, is especially designed to help insurance agents in the 
careful selection of risks for accident and health insurance by the agent. so that the 
minimum number of rejections and postponements by the home office may be regis- 
tered against the agent. This work is an exceptionally valuable one to any casualty 
insurance agent, and the old agent as well as the new one will be benefited by learning 
the rules which are laid down therein for the selection of risks as employed by the 
home office. This 48-page pamphlet pocket size, in tinted cover, is sold at the 
following prices: 


Edgar P. Luce, Secretary 
Joseph A. Steel, Asst. Secretary 





ee $0.25 SO CAME Sos ver dcnxcarsix $12.00 
MEI o's 6 o'a'v'o:k wrocin cain co 2.00 a Pee 50.00 
We CN 6 vixcca ences wenn 6.00 OO pe ee 75.00 


No extra charge for printing special advertisement on the back of this publication 
on orders for 100 copies or more. 


THE SPECTATOR COMPANY 


Chicago Office, Insurance Exchange 135 William Street, NEW YORK 





SAFETY FUND INSURANCE 


IAGARA FIRE INSURANCE CO. 
Or NEw York. 
OFFICE, 46 CEDAR STREET 





ALTIMORE LIFE INSURANCE COMPANY, 
BALTIMORE, MD. 


F. S. STROBRIDGE, PRESIDENT. 


Agents desiring to connect themselves with a solid and progressive, yet con- 
servative Life Insurance Company, can address the Secretary, giving references. 

Industrial and Ordinary Life Insurance policies issued upon all attractive 
forms of policies. 









LONDON AND LANCASHIRE FIRE 
INSURANCE COMPANY, L1p. 


OF LIVERPOOL, ENGLAND. 


eS 
LONDON & 


ly LANCASHIRE 
FIRE 


> INSURANCE COMPANY 
sro, 


~ 


SAFE INSURANCE PROTECTION 


at Lowest Possible Cost Furnished by 


THE ORDER oF tae GOLDEN SEAL 


(LIFE, HEALTH AND ACCIDENT INSURANCE) 












NEW YORK DEPARTMENT: 
57 AND 59 WILLIAM STREET 


A. G. McILWAINE, Jr., MANAGER 








RICHMOND, VA. 


68 Maiden Lane 
NEW YORK CITY 


ROXBURY, N. Y. 














66 OO BUSY” is the title of a little leaflet, a new edition 


of which has just been published, prepared as an answer 

to the excuse so often given by business men that they 

are “‘too busy” to give the subject of life insurance attention. Numer- 

ous instances are quoted of persons dying suddenly, without having 

insurance for the protection of their families, showing how true is the 

old adage that ‘‘delays are dangercus.”” ‘‘Too Busy” is in the form 

of a folder of proper size to slip into an envelope, and so used freely 

by agents would undoubtedly prove a valuable aid in securing business. 

SCHEDULE OF PRICES FOR “TOO BUSY.” 

6c. per copy; 50 copies, $1.25; 100 copies, $2; 500 copies, $7; 1,000 copies, $10; 
5,000 copies, 445; 10,600 copies, $80. one 

If a general agent desires his card printed on the leaflet, the additional charge 


will be $3. 
THE SPECTATOR COMPANY 
CHICAGO NEW YORK 


CALEDONIAN INSURANCE CO. OF SCOTLAND 
Founded 1805. ‘‘The Oldest Scottish Insurance Office’’ 

UNITED STATES HEAD OFFICE, Caledonian Bldg., 50-52 Pine St., New York 

U. S. BRANCH STATEMENT, JANUARY I, 1915 


WO yc rece cnnededeweddesesceseecasisacussnas $2,284,041 
LIABILITIES, ......ccccccccvcccecescccercceccecces 1,683,801 
NET SURPLUS OVER ALL LIABILITIES.......... $600,240 


CHAS. H. POST, U. S. Manager R. C. CHRISTOPHER, Asst. U. S. Manager 


” FIRE ASSOCIATION of Philadelphia 


Organized Sept. 1,1817 Incorporated March 27, 1820 
Charter Perpetual 





Capital, $750,000 Assets, $9,091,114 
OFFICERS: 


E. C. IRVIN, President 
T, H. CONDERMAN. Vice-Pres. M.G. GARRIGUES, Sec’y 
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W. EATON, Manager. 
G. W. HOYT, Deputy Manager. 
J. B. KREMER, Assistant Deputy Manager. 
T. A. WEED, Agency Supt. 

N. ENGLAND STATES, NEW YORK, NEW JERSEY, 
PENNSYLVANIA, MARYLAND, DELAWARE, 
DISTRICT OF COLUMBIA, VIRGINIA, 
WEST VIRGINIA, NORTH CAROLINA, 

\\. SOUTH CAROLINA, OHIO, 
INDIANA, KENTUCKY, 


\. TENNESSEE, 


<q 
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‘HG 
4 


VY aWiddad ‘) ‘f 
Jd FDNAUVTO 


IDAHO. 
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R. P. FABJ, Mer. 
THOS. H. ANDERSON, Asst. Mgr. 
GTON 
ARIZONA 
‘3909109 
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OREGON 
WASHIN 
é Pres 








&daq “uf 
Wissy 


43 
43H ‘MOT 


ALASKA, 
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MICHIGAN, IOWA, 
WISCONSIN, MINNESOTA, 
MISSOURI, KANSAS, NEBRASKA, 
COLORADO, NO. DAKOTA, SO. DAKOTA 

MONTANA, UTAH, WYOMING, 

J AND NEW MEXICO 
~o- 


W. S. WARREN, Mor. 
HUGH R. LOUDON, Asst. Mgr. 
R. H. PURCELL, Dep’y Asst. Mgr. 
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ESTABLISHED 1836" ENTERED U.S. 1848. 


The statement of the condition of the United States Branch on the Ist of January, 1915, in accordance with the laws 
== 


of the State of New York, is as follows: = Salsa 
$14,783,618.69 


9,961,463.20 
SURPLUS $4,822,155.49 


As an illustration of the Company’s practice in maintaining its Assets in the United States in a year of excessive loss 


the following figures may interest policyholders : 
Year. Assets at January 1. Income. Expenditure. 


1906 (San Francisco Fire) $12,234,948 $8,144,207 
1907 12,335,961 
Thus showing Excess or EXPENDITURE of 
And INcREASE oF AssETs in the same time of 
Procress of the United States Branch: Net Premiums—1848, $4,519; 1858, $471,988; 1868, $1,739,620; 1878, 
$2,422,126; 1888, $3,928,010; 1898, $4,979,422; 1908, $7,427,618; 1914, $8,667,549. 
Losses—The amount paid in satisfaction of fire losses in the United States to the beginning of the present year ex- 
ceeds $142,000,000. This large sum, in conjunction with the growth of the Company’s business, evinces the confidence 
of the public and the faithfulness with which the Company’s losses are adjusted and settled. 





$1,744,116 
IOI ,O13 
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Service Financial Stability 


THE EMPLOYERS’ 


LIABILITY ASSURANCE CORPORATION, LTD. 
OF LONDON 


THE PIONEER AND LEADING LIABILITY INSURANCE COMPANY 
OF THE WORLD 


WORKMEN’S COMPENSATION 


LIABILITY, AUTOMOBILE, STEAM BOILER 
AND FLY WHEEL, ACCIDENT, HEALTH, 
FIDELITY, SURETY, BURGLARY AND 
PLATE GLASS INSURANCE 


SAMUEL APPLETON 


United States Manager 


33 Broad Street, Boston 


Dwight & Hilles, Resident Mgrs, for N.Y. State, 56 Maiden Lane, N.Y. 


Non-Technical Contracts 





Life Insurance men in IIlinois, Indiana and 
Pennsylvania who are producers, can secure 
the best proposition ever offered in the history 
of Life Insurance work by addressing 


Western Life Indemnity Company 
604 Masonic Temple, Chicago, Illinois 


GEN. GEO. M. MOULTON J L. MITCHELL 
President General Agency Manager 





COMMONWEALTH CASUALTY C0’S 


“Excelsior” “Standard Provident” and “Ideal Gold Bond” 
POLICIES ARE JUST THE THING. WRITE FOR AGENCY TO-DAY 


Empire Building Philadelphia 




















WESTERN RESERVE 
LIFE INSURANCE CO. 


MUNCIE, INDIANA 


Direct Agency Contracts in Indiana with 
Good Men 


D. P. CAMPBELL, Pres. JOHN W. DRAGOO, Sec. 





ORGANIZED 1886 


PERMANENT PASS 1D) PROGRESS, 


Non AMERICAN Accipent INSURANCE ©. 
ss 90 0-0e 4010) 6-3. a 4 


CHICAGO 


AGENCY OPENINGS IN 
44 STATES 














GEORGE WASHINGTON LIFE INSURANCE CO. 


BAD Resources = = $1,018,319.71 
7 S\ Reserves = = 678,380.27 


al \\ Insurance in Force 9,310,124.00 


Charleston, West Virginia 
FOUNDED 1906 


|, Correspondence invited for General Agency 
\ representing Company in important terri- 
’ tory. Unusual opportunity. Liberal and 
helpful ¢ contract. 








THE TWO REPUBLICS LIFE INSURANCE C0. 


L PASO TEXAS" 
JULIUS KRAKAUER, 


Operating in Texas, Arizona and New Mexico 
Good Opportunity for right men 


President 





“SAFE AS A GOVERNMENT BOND’ 


)) Tie QHIO STATE LIFE 


LIFE. HEALTH, ACCIDENT “° MONTHLY INCOME INSURANCE. 


SEE » Our New Agency Proposition #> 
Our Polictes: — Beet and latest, 
Corresp 


FOR FACTS 














MINNESOTA MUTUAL LIFE INSURANCE CO. 


HAVE SOME SPLENDID OPENINGS IN 
ILLINOTS 
GOOD COMMISSIONS 
SPLENDID RENEWALS 
LIBBRAL CASH ALLOWANCE 
ARE YOU GENERAL AGENCY CALIBRE? IF SO, WRITE 


Supt. of Agencies 


MINN. 


BE. 8S. ALBRITTON, 


SAINT PAUL, 














MERIDIAN LIFE INSURANCE COMPANY 


INDIANAPOLIS, IND. 
WANTS GENERAL AGENT FOR 


EASTERN MISSOURI 


If you are capable of developing a territory we can offer a very liberai contract, exceptional policies 
and a strong Company with a splendid record. 
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PREMIUM 
INCOME 

$1,500,000 
A YEAR 


The Largest 


GENERAL 
AGENCY 


In Its Lines in 


To Agents and Brokers: 


“When the devil was sick, 
The devil a monk would be: 
When the devil was well, 
‘Lhe devil a monk was he.” 


Beware of FAIR WEATHER FRIENDS, beware 
of “SCRAPS: OF PAPER,’ beware of TOO 
GLITTERING PROMISES -when a policy is issued. 


Remember that a claim will prove to your 
Assured whether you have conserved his 
interests by placing the insurance where the 
policy will be interpreted broadly and where he 
will get all that was promised him. 


Play safe. 


Place your people with the GREATEST of 
them all the time-tested FIDELITY AND 
CASUALTY COMPANY. 


We settle with money 
not explanations evasions apologies 
regrets. 


The real reason why the Foremost Insurance 
Brokers and Agents in our territory prefer to 
represent us is that we frankly say “‘less rate of 
commission—more net profit to you.” 


Why not join the successful majority ? 


EDWARD GRIFFITH E. E. CLAPP & CO., MANAGERS ” yen 


THe FipELiry AND CasuaLtTy Company oF New York 


Accident, Health, and Physicians Liability Departments for New York, 
New Jersey, Massachusetts, and Rhode Island 
Burglary Department for Metropolitan District 


the World 











